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Your Profit Is Not Eaten 


Up With Service Calls When 
You Sell A_BEAVER . 


® For over 50 years, Beaver has been manufacturing 
dependable pipe and bolt machines for many and CHECK THESE AMAZING BEAVER FEATURES! 


varied industries. These machines are made with The BEAVER Model “A” Pipe and Bolt Machine. 


lathe-like precision, yet are as rugged as power @ Right-handed operation ... like a lathe. * All controls 
shovels. They can be depended upon to turn out work im front . . . of finger figs. © Chuck to the left, tool 
day after day, month after month, year after year... mounting to the right. © All gears run in oll. ° Inverted 
and, with no worrisome layoffs for repairs or adjust- chip-free rack-and-pinion feed. * Full 12-inch open working 
ments. When your customers buy Beaver, they are space. * Heavy-duty 1/8 to 2-inch chuck. * Swinging 
assured of a quality product, manufactured by a arm 1/8 to 2-inch reamer. * Oil pump accessible for easy 
dependable, experienced company. That's why we cleaning. * Ring-type adjustable quick-opening die heads— 


say... “Sell a Beaver and forget about it!” no hinge to get fouled with chips. * Choice of ball-bearing 
wheel-and-roller cutoff or automatic cutoff. * Units are 


interchangeable. * Motors available in all types and 

voltages. * Ample power to cut and thread up to 12-inch 

pipe. * Patented outboard pipe rest and safety switch lock 

* Net weight about 370 pounds. * More than 200 different 
WRITE FOR YOUR BEAVER kinds and sizes of dies available! 

QUICK-REFERENCE CATALOG NOW! 





A quick-reference cata- 
log giving complete infor- 
mation, sizes and prices on 
each Beaver unit. Write for 


aap B I E E = R 


216-300 Dana Ave. * Warren, Ohio, U. S. A. 
53 Years of Highest Quality 
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Print Order This Issue 14,750 


What's Going On?—An Editorial 


Sales Engineering Needs Human Engineering 
l'eamwork between Virginia sales engineer and general salesman proves the point 


Present Your New Catalog Like a New Product 
Salesmen play important part in publicizing catalog of Massachusetts firm 


How Much Will Industry Spend and Expand? 
Results of survey made by McGraw-Hill Economics Dept. look hopeful 


You and Your Selling Job 
rhe second article of a three-part series deals with selling techniques 


Trends in the Industrial Supply Business. . . 


Economics 
A report, based on 60 distributors, 


Management Policy 
Inadequate gross margins and high « 


Sales Management 
Developments in the selection, training and direction of the sales force are analyzed 


Selling 
Here’s information on the distributor salesman—who he is and what he does 


LS OPPEn Ere eer ey Tae ees 


Attention is focused on the “non-productive expenses of industrial distributors 





REGULAR FEATURES 


You Said It. . ..+ 7 Supply Sales Trends 
Talk of the Trade . 93 Price Index How You Can 
Editorial . 97 The Outlook for Business : On the Market Today 
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Ideal for conveying and elevat- 
ing under severely abrasive con- 
ditions, Link-Belt Ley bushed 


chain is used on bucket elevators 


No matter how irregular the 
path, Class 400 swivel chain 
provides smooth travel. Here it 
handles milk cases in a dairy 


High strength-weight ratio 
makes Link-Belt Rivetless Chain 
the answer for long conveyors 
like this flight conveyor for coal 





Pulp logs are easily moved from 
slashers up an incline to bark- 
ing drums by twin strands of 
C-132 combination chain. 


Complete Line Makes Chain Selection Easy 





New L-B Geared 
Flexible Coupling 


The new line of Link-Belt geared 
flexible couplings for high speed 
and high torque applications 
achieves ‘important size reduc- 
tions with no sacrifice of load 
capacity. Folder 2375 has com- 
plete data on the ten standard 
sizes with bores ranging from 
one to six inches, hp ratings at 
100 rpm from 2 to 450. Hubs 
bored for either slip or shrink 
fit on shaft can be furnished 


iaaetil! 





Takeoff — Recommend Link-Belt Worm Gear Drives 


With their compact, high- 
strength design, Link-Belt Worm 
Gear Drives permit high-ratio 
speed reductions in small space. 
High input speeds and low out- 
put speeds are provided, with 
ample capacity for heavy loads. 

Three basic types cover the 
complete field of application: 
Single worm gear drives, helical 
worm gear drives and double 
worm gear drives. All are built 
with either horizontal or verti- 
cal shafts, and single or doubie 
gear reductions for convenient 
and compact connection 

Link-Bele Worm Gear Drives 
are available in 3.1:1 to 8000:1 
reduction ratios, 1400 to 123,000 
in. Ibs. torque, 0.22 to 564 out- 
put shaft rpm. Book 2324-A 
gives complete information. And 
if the requirements of the job 
call for a different type of re- 
ducer, you can offer Link-Belrt 
helical and parallel shaft drives 
and gearmotors in wide ratio 
and hp ranges. 3 





Check These 5 Big 
Quality Extras 


1. NICKEL-BRONZE WORM 
GEARS, chill-cast in dry 
sand, combine low coefh- 
cient of friction with high 
tensile strength 


2. HIGH-CAPACITY ROLLER 
BEARINGS take both thrust 
and radial loads. Lower 
wear and friction losses cut 
maintenance 


3. ALL-SPEED EFFICIENCY 
results from reduced slid- 
ing action between worm 
threads and gear teeth plus 
smoother power delivery 


4. ONE-PIECE FORGED 
SHAFTS are alloy steel, car- 
burized and heat-treated for 
impact resistance. 


5. AUTOMATIC SPLASH 
LUBRICATION reliably sup- 
plies oil to bearings and 
gear teeth at all speeds 








Link-Belt Offers 
One Best-Suited 
For Every Job 


Shown above are four of the 
hundreds of drive and convey- 
ing jobs that are handled efh- 


ciently, at low 
* Sales cost, with Link 
Meeting Belt chains and 
in Print 


sprockets You 
have a real 
sales advantage 
when you offer this complete 
chain line. There's no need to 
limit your recommendation to 
just a few types—you have them 
all. 

Different jobs require chains 
with different characteristics 
That's why Link-Belt builds 
scores of steel and malleable 
types with an infinite variety of 
attachments. Even if you don't 
carry all of them in stock, they're 
quickly available to you 

Equally important is your as- 
surance that any chain you sell 
bearing the Link-Bele name will 
give longer chain life. Exact 
control of raw materials and proc- 
esses, plus manufacturing refine- 
ments, add up to a standard of 
uniformity that means better 
performance 

What's more, Link-Belt has a 
broad line of sprockets. Both 
cast and cut-cooth designs are 
built in types, sizes and metals 
to meet every requirement. And 
remember, the right sprocket 
lengthens chain life 





LINK-BELT COMPANY 


Plants in 

Indianapolis + Philadelphia 
Chicago « Atlanta « Colmar, 
Pa. + Houston + Minneapo- 
lis + San Francisco + Los 
Angeles + Seattle. 13,909 


Offices in Principal Cities 
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NOW Threadwell 
quality is protected 
in new plastic packages! 


Threadwell Distributors are now receiving Threadwell taps in 
striking new lifetime plastic packages. 

These packages will not only protect the fine quality of 
Threadwell taps but will also speed up delivery both to the 
Distributor and the user. 

Threadwell is justly proud of the high quality of its products 
and this new package is one more evidence of our policy to 
produce the best possible product at the lowest possible price. 
Our only business is the manufacture of fine cutting tools. We 
intend to stick to our last . . . first. 





specify 


in the first place 


| 
| 


THREADWELL TAP & DIE COMPANY «+ GREENFIELD, MASS. | 
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The Cover 


Mobiles—those modern designs that seem 
to typify the present and the future. That's 
what we've chosen to keynote our special 
section, beginning on page 105. These 32 
pages will give you information on pres- 
ent trends in the field of industrial distri- 
bution and will forecast what is likely to 
occur in the future. However, let’s give 
eredit where it’s due. The survey is a 
direct result of your cooperation in sup- 
plying us with basic fact and figure data. 
Therefore, it’s just as much your story as 
it is ours. 





Publisher 
Arch M. Morris 
Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
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John A. Wertis 
Associate Editor D. A. C. McGill 
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Francisco, Washington, D. C. 
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principal cities. 
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waar [annme PLUS VALUE = 


The one sure way to step up your sales is to make sure that every prospect 
in your territory gets all the facts about the Great New CLAUSING PLUS VALUE 
Lathes, Drill Presses and Vertical Millers. Feature by feature . . . dollar for dollar 

. or by any other basis of comparison these new machine tools are the leaders 
in their fields for Accuracy . . . Capacity . . . Versatility . . . and Economy! 
There's a prospect wherever you turn! For heavy duty production, tool room, 
maintenance, experimental or research work you can get the lion's share of the 
market with the Great New CLAUSING PLUS VALUE Line! A few territories still 
open — write today. 


THE NEW CLAUSING 18” 


What a an story you have with this 
BIG Tool and Job Capacity Drill Press! 
A heavy-duty GEAR DRIVEN power feed 
that's positive and sure — No belt slip- 
page to dissipate power. Instant feed 
selection — BY DIAL— No belts to posi- 
tion. New spindle bearing engineering, 
vernier depth stop, exclusive head and 
table positioning mechanism. Drilis 1” 
cast iron, %” steel — No. 3 M.T. — 
6%” spindle travel. 


Ss 


THE VERSATILE FF. —_ 
NEW CLAUSING a as ei 
— 


VERTICAL MILLER 


Especially designed for too! room, pattern shop and general pur- 
pose use, the new CLAUSING Vertical Miller is many machines com- 
bined in one! It Mills, Drills, Bores, Reams and Shcpes . . . at all angles 

. . with one work setup! Rigid, high precision spindle head with 7 
ball bearings, chrome nickel steel spindle, chrome hardened, ground 
steel quill and honed bearing seats, micrometer depth control stop and 
two feeds. 6” x 24” table, 6 spindle speeds, 180 to 3250 R.P.M., No. 
7 B&S or No. 2 M.T. spindle optional. 


WRITE FOR ILLUSTRATED LITERATURE TODAY! THE GREAT NEW CLAUSING 
sar wGLAUSING DIVISION, | 5300 12” PRECISION LATHE 
Atlas. Press. Company ooo roost aie atop cn 


ae. TRY], [ey] 2vclity Machine Toots since 1911 coatiy 19 ste 0" bee taemnee Ste 
: be ATLAS WOODWORKING POWER TOOLS precision ground, forged steel spindle * No. 3 M.T. 

ATLAS PRESS COMPANY ATLAS METALWORKING MACHINE TOOLS tailstock with tang socket * double-walled aut +3 
CLAUSING HEAVY DUTY MACHINE TOOLS apron * quick change mechanism * massive pre- 


cision ground bed. 
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First 
IN 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















NEW LARGE PITCH T-L SPROCKETS 


TAPER-LOCK PRINCIPLE WINS 
WIDE ACCEPTANCE OF NEW LINE 


New large pitch sizes for No’s. 120, 
140 and 160 chain have been added 
to the line of Dodge Taper-Lock 
Sprockets. This extension of the line 
is the result of the immediate and 
widespread acceptance of the Taper- 
Lock principle as applied to sprock- 
ets. The complete range of sizes 
now available extends from No. 40 


through No. 160. Dodge Roller Chain 
is available from 44" to 2” pitch. 
Taper-Lock Sprockets are being 
backed by a program of advertising 
in leading industrial publications. 
New Taper-Lock Sprocket 
have just been released to Dodge 
Distributors, providing attractive 
point of sale display for this line of 
products which has been making 
“hot” 
introduction only a few months ago. 
Dodge Sprox kets are “off the shelf”’ 


posters 


merchandising news since its 


products in that no reboring, key- | 
seating or machining are required. 
Through the use of famous Dodge 
Taper-Lock Bushings, these sprockets 
are ready for the shaft immediately. 

Taper-Lock Bushings are available 


in a range of sizes for the great 


majority of industrial applications. 
Taper-Lock is not only keyed to the 


shaft but grips it with the firmness 
of a shrunk-on fit. Yet when a sprock- 
et is to be replaced, it comes off 
easily, quickly. 

The bushing may be reused when 
the sprocket is discarded. In addi- 
tion, Taper-Lock Bushings are inter- 
changeable in Dodge Sheaves, 
Couplings, Conveyor Pulleys, as well 
as Sprockets. The result of this inter- 
changeability is a flexibility in use 
and a reduction in inventory which 





PITCH DIAMETER 
AT A GLANCE FOR 
VARIABLE SHEAVES 


An automatic Pitch Diameter Gage 
has been devised by Dodge engineers 
for use on the Variable Sheave of the 
Dodge VR Drive. The pitch diameter 
indicator works like a micrometer. 

An etched dial graduated in tenths 
of an inch is mounted on the outside 
flange of the sheave. A spiral line on 
the outside of the hub intersects with 
flanzes as they are moved in and out 
to vary the pitch diameter. The 
pitch diameter is read directly in 
tenths of an inch. Any desired pitch 
diameter setting can be made with 
extreme accuracy. 


DODGE VARIABLE SHEAVE WITH 
NEW PITCH DIAMETER GAGE 


This new gage increases the speed 
and ease as well as the accuracy with 
which changes can be made in the 
Dodge Variable Pitch Drive. The 
variable sheave locks as a unit when 
tightened on the shaft, utilizing the 
Taper-Lock principle. It locks and 
unlocks easily, quickly, with the turn 
of a screw. One point adjustment 


| establishes accurate pitch diameter. 








is very appealing to the customer. 
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SPRING CLASSES FULL 


Full enrollment is registered for each 
of the three Spring classes in the Dodge 
School of Transmissioneering at the 
Dodge factory in Mishawaka, Indiana, 
between April 26 and May 14. There are 
20 enrollees in each of the three classes. 
The school is now in its eleventh year and 
has graduated 1200 Transmissioneers. 

Enrollments are already being re- 
ceived for the Fall classes, exact dates 
of which have not yet been announced. 
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You Said It 


Gross Margin 


West Coast 

One of the questions in your man 
agement questionnaire was whether 
or not we considered gross margins 
adequate. That one question is my 
personal pet peeve so far as relations 
of manufacturers and distributors are 
concerned. There has been a tend 
ency on the part of manufacturers to 
reduce distributors’ gross margin. 
This fact is becoming more evident 
all the time. 

On the other hand, manufacturers 
have increased their prices in relation 
to increased costs, materials, labor, 
and general overhead. They do not 
seem to appreciate the fact that dis 
tributors’ overhead and the entire 
cost of distribution likewise have in 
creased, perhaps in greater propor 
tion than theirs. 

Their attitude in cutting margins 
rather than increasing them to allevi 
ate this condition is not in keeping 
with my thinking at this time. Their 
favorite comeback is always “Well, 
look how much more dollar profits 
you are making,” not considering the 
fact that we have to expend these 
dollar profits in increased dollar cost 
of operations. 

SECRETARY, 
Distributing Firm 


@ For a report on the questionnaire 
mentioned, turn to page 113. 


VIRGINIA 

We, like many other industrial 
supply and equipment houses, 
would like to earn more gross mar- 
gins on our sales but how? That's 


Readers write about gross margins, 


price cutting, court rulings, patterns 


for salesmen and other recent articles 


no $64 question; it’s the jack-pot 
question. 

In the first place, some manufac- 
turers could do themselves a lot of 
good by adjusting their price sched 
ules to permit the distributors a 
bigger spread. But, when it comes 
to your volume producers, your key 
lines, you could probably do pretty 
well IF we could only get what 
these manufacturers recommend in 
the way of a resale price. But, com- 
petition is making it pretty tough to 
maintain adequate gross margin av- 
erage. 

If the last five months are a fore- 
taste of things to come, competition 
on price is going to get tougher, not 
easier. That's the industrial buyer’s 
contribution, merely buying cau- 
tiously, to more intensive competi- 
tion. 

But there is the supply manu- 
facturer who is going volume happy 
and tossing overboard his formerly 
sound distribution policies. He’s 
aggravating the competitive situa- 
tion by opening outlets all over the 
lot, leading to price competition on 
his own products, let alone competi- 
tive products. It this good? We 
don’t think so and, where we can, 
we're doing something about it. 

Sates MANAGER 
Industrial Supply Firm 


© Here is one man’s idea; maybe 
more of our readers will give us their 
thinking on this problem. 


Court Ruling 


New ENGLAND 

Some of the manufacturers we 
represent are not living up to their 
original agreements or understand- 
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ings so far as exclusive distribution 
is concerned. 

They are going to what they call 
“selective distribution.” They are 
quoting the Standard Oil case of 
California, in which that company 
was stopped from preventing their 
dealers from handling products other 
than those the company supplied to 
them. They claim exclusive distribu- 
tion is not permissible under that 
ruling. Among those whose policy 
has wobbled a lot though the Stand- 
ard Oil Case has not been cited by 
all of them are . . . (four manufac- 
turers were named). 

Distriputor Executive 

@ It is our understanding that the 

Standard Oil decision prohibits a 

manufacturer from insisting that one 

of his dealers buy exclusively from 

him; it is not our understanding that 

the ruling prohibits a manufacturer 
from appointing an exclusive distrib- 


utor. 


Price Cutting 


Winston-SAceM, N. C. 

The article “What Happens to 
Gross Margins When You Cut 
Prices” is put together so graphically 
I believe it will help me to “get over” 
to my salesmen the importance of 
holding to the proper price—at the 
buyer’s desk. 

During the past 15 years or so, sell- 
ing, as the old-time salesman knew it, 
has been on a vacation and a group 
of order takers, in many instances, 
are now representing mill supply, 
plumbing, electrical supply houses 
and, in many cases, even manufactur- 
ing concerns. 

These men have never learned to 

(Continued on page 10) 
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PREPARED BY Z 
LUNKENHEIMER ; 
*All trade names are registered by The Lunken- 


ESPECIALLY FOR heimer Company. The Non-Slip Handwheel and 
,U 
LUNKENNEIMER DISTRIBUTORS Stemalloy alloy are also covered by U.S. Patents. 
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—+hrough Distributors” 





LUNKENHEIMER’S WORLD-FAMOUS POLICY HAS HELPED 
DISTRIBUTORS GROW AND PROSPER FOR MORE THAN 90 YEARS! 


Lunkenheimer’s selling policy is 
simple, straightforward, and suc- 
cessful: “Distribution through Dis- 
tributors.”” It has resulted in a 
record of cooperative achievement 
unmatched by any similar relation- 
ship. 

Percent of 

Distributors 


Years with 
Lunkenheimer 


40-90 Years 17 % 
30-40 Years 45% 
20-30 Years 14% 
10-20 Years 18% 

1-10 Years 6% 


Yes, the leading Industrial Distrib- 
utors who hold the Lunkenheimer 
franchise know from long and 
successful experience that Lunken- 
heimer is the company with which 


to do business. A few of the reasons 
for this enduring relationship are 
listed in the scroll. 


Lunkenheimer has proven that a 
continuing policy of “Distribution 
through Distributors” makes last- 
ing friends, satisfied customers, and 
sound selling sense. The Lunken- 
heimer Company, Box 360U, Cin- 
cinnati 14, Ohio. 


LUNKENHEIMER 


on. 
x 


QUALITY 








BRONZE-IRON~-STEEL 


® 
LW WN HEIMER 
THE ONE fheat w rms IN VALVES 


INDUSTRIAL DISTRIBUTION © MAY, 1954 9 





The New Aristocrat of Ground Flat 
Steel...it’s Low Carbon, Low Cost 


MARSHAIS@aRAT 


We stock over a 1,000,000 Ibs. of 
steel Twenty thicknesses up to 6 
inches, 25” wide and 98” long. 
MARSHALLCRAT is made from fine 
grained silicon killed steel of forg- 
ing quality. it is mode and rolled 
for us in heat lots—to our specifi- 
cations. It is a premium grade of 
low carbon steel, superior for 
machining purposes to ordinary 


rimmed steel. 


For jigs, fixtures, patterns, machine 
parts, or pieces that do not require 
other than case hardening it offers 
easy machining, excellent weld- 
ability, and a real cost savings. 

@ iT IS EASY TO MACHINE 

@ GRINDS TO A GOOD FINISH 
® TAKES A GOOD CASE 

Over 190 standard sizes in stock. 


ALSO A BAR, STRIP AND PLATE 
GRINDING SERVICE 


Write for latest catalogs & Prices. 





You Said It 


(Starts on page 7) 








Conrrisutions to your “Letters to 
the Editor” department are welcome 
from all readers. Write on any topic 
you like; we'll publish it and, if you 
do not want to be identified, you 
can rest assured that we know how 
to keep a secret. 

Now’s the time to get that gripe 
off your chest—now’s also the time 
you should speek up with your ideas 


Let’s have ’em. 
The Editors 











sell simply because, for the past few 
years, all they had to do was tell the 
buyer how much or how little he 
could have. Now, without their 
proper background of product knowl- 





edge and hard work, the first thing 
they do when a buyer says “I have a 
lower price” is to run to the nearest 
telephone to report a cut-price and 
to ask if his company can meet it to 
save the order. 

The “salesman” will meet this sit 
uation with a few well-placed ques 
tions such as, does this cut-price 
merchandise compare with what we 
are offering? what delivery does my 
cut-price friend offer? or, what kind 
of service will old cut-rate provide? 
Say for instance, your plant has a 
breakdown some night—will he get 
out of bed like we do, or will he be 
unable to help, but ready again to 
cut the price on your next order. 

These are just one or two of the 
questions the real “salesman” will 
ask before he decides to acknowledge 
that he might need some help from 
the boss, and here is where “What 
Happens to Gross Margins When 
You Cut Prices” comes in. With the 
study and use of this article, I plan to 
educate my salesmen and make them 
aware of the cost to their company 
and the vicious cycle price cutting 
involves, so they can and will make 
some real effort —at the buyer’s desk 
—to secure that order at our regular 
price. If that is impossible, they will 
then be instructed to thank the buyer 

(Continued on page 14 





803 STANDARD SIZES IN THREE TYPES 


PRECISION GROUND HIGH CARBON TOOL STEEL 


READY FOR THE LAYOUT BENCH 


t) h A fine grained electric fur- 


nace high corbon tool steel. It has been wet-ground to 
remove all bad surfaces and to assure velvet finish of 
virgin metal. 

rrp...) 
yy ‘\ Este | An outstanding product of 
careful handling assures you of a fine grained electric 
furnace oil hardening ground flat stock. 


yy) er 
NERS 
This air-hardening tool steel 


shows less size change and offers a greater safety in 
hardening than either of the other grades. 


WRITE FOR THE 
LATEST CATALOG 

















ASK ABOUT LONG LENGTHS FOR ECONOMY! 
METAL WORKING — DRAFTSMEN’S STRAIGHT-EDGES 


We sell Through Distributors — 
Each piece protected—free from decarbonization. 


P.O. BOX 108!ID LA GRANGE, ILL. 


NA, SOHe ene 


\ N " 6. 
AW crag lize 
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THE DURKEE-ATWOOD POLICY 
FOR INDUSTRIAL V-BELTS 


* : > >s 

Durkee-Atwood Company believe 
utilize the spec 
distributor ms : 
i i tri 
bution of indus su 
ment and should participate 
tributor in m 
important f 
dustrial pro 
performing 


as outline 


for details 0! 
Industrial Di 


Multiple V-Belts: extra duty design 
and construction for maximum flexibility, 
durability and strength. Available in 
sets matched by the Durkee-Atwood 
lso-Dynamic Method with belts running 
under full load. 


intainin i 
aaee te “4 marketing of 7 
ducts. If you are inserans be 
the function of the distri _— 
above, contact our Dept. A- , 
f the Durkee-Atwood Maste 
stributor Plan. 


it should 
alioed services of the master 
ee masehouslas and distri- 
| supplies and equip- 
with the dis- 
his position as an 


itt EES 


General Duty V-Belts: Durkee-Atwood 
“High Cord Line” ploces entire body of 
belt under compression, reduces slip- 
poge and wear. Specifically manvufac- 
tured for light mochinery and smoll 
diometer sheaves. 


DURKEE 


Res? ATWOOD 


V-BELTS 


VERTICALLY MATCHED BELTS ASSURE 
EQUAL POWER TRANSMISSION 


Durkee-Atwood’s new vertical V-belt matching 
machines eliminate the sag error always present 
when V-belts are matched on horizontal match- 
ing equipment. 

Calibration of true running lengths assures 
equal power transmission from all belts on mul- 
tiple belt drives. The machines also test for 
vibration and possible internal imperfections. 





VISIT US AT BOOTH NO. D-20 





TRIPLE INDUSTRIAL SUPPLY SHOW 








DURKEE-ATWOOD COMPANY, MINNEAPOLIS 13, MINN. 


DEPT. A-66 
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Another Reason Why... 


RUST-OLEUM 


WES | to you! 


RUST-OLEUM GIVES YOU GOOD, SOUND, PROFITABLI 
SELLING IDEAS like the amazing Rust-Oleuin Extra-Long Nap Lamb's 
Wool Roller shown on the opposite page! Rust-Oleum distributor salesmen 
ll over the country have demonstrated this unique fence tool and 


used it to sell Rust-Oleum on miles and miles of fencing 


When you consider that it saves your customers up to 40% ind 
when you consider that Rust-Oleum actually STOPS RUST on 

rusted fences vou can see the tremendous sales opportunities 

This new, different, Longer-Nap Roller and easy-to-carry fence sections 


ire available to your men for sales-producing demonstrations 


Good selling ideas PLUS the most dramatic advertising program in the 
protective coating field PLUS a sound, protected distributor policy 
ire all part of Rust-Oleum. 1954 Operation leamwork with you 


tj) help make vour selling job easier and more profitable. ‘ 


RUST-OLEUM CORPORATION, Evanston, Illinois 


RUST-OLEUM GIVES YOU SELLING IDEAS 





uses RUST-OLEUM “2 


To Cut Wire Fence Re-Coating Costs 
30%-40% For Your Accounts! 


Demonstrate Rust-Oleum’s 
New Extra-Long Nap 
Lamb’s Wool Roller 


Rust-Oleum provides the answer to 
that wire fence maintenance “head- 
ache.” Take this new-type roller with 
you... actually show your customers 
and prospects how it coats approxi- 
mately 70% of the opposite side of 
the fence at the same time . . . barbed 
wire and all! Actually show them 
how it “teams up” with Rust-Oleum 
to save 30%-409,! It ll open new ac- 
counts, and it'll sell more Rust Yleum 


to your regular Rust-Oleum custom- 
ers. Capitalize on this new IDEA, 
today—DEMONSTRATE! 


Close-up shows how Extra-Long Nap Wool 
reaches around to coat approximately 70% of 
other side of fence at same time. Rust-Oleum’s 
exclusive penetrating qualities saturate cross 
wire sections for desired mil thickness. 


' 
On long distances of fencing, a 5 man production “team” can achieve even ' 
greater savings. The first man wirebrushes the surface to remove dirt, dust, rust ' 
scale, etc. The second man applies Rust-Oleum liberally by roller, coating the : 
wire sections and barbed wire. The third man follows on the opposite side of ' 
the fence with a “dry” roller to catch and use the surplus. The fourth and fifth , 
men work on opposite sides of the fence, brushing the pipe framework and the i 
i 
! 
' 
. 


barbed wire arms 


Special roller glides easily over wire sections 
(Rusted sections have already been primed 
with Rust-Oleum 769 Damp-Proof Red Primer 
co Stop Rust.) Finish coat is Rust-Oleum 470 
R. M. Aluminum. 


Man follows with “dry” roller on opposite side 
of fence to catch and use surplus “tears” and 
quickly coat remaining 30% of wire sections. 





A new, exclusive, different-type roller! Greater 
diameter, specially selected skins, extra-long 
Lamb's Wool — all combine to give you 
more coverage faster and easier in the new 
Rus:-Oleum Roller-Coating System. 


Even barbed wire sections can be roller-coated 
in one easy pass. 99% of the material is used 
on the fence — wot on the workers, mot on the 
ground. 


STOPS 
RUST! 1‘ t 


ATTACH TO YOUR LETTERHEAD~- MAIL TODAY! 


RUST-OLEUM CORPORATION 


ship. 


2415 Oakton Street, Evanston, lilinois 


Please send us complete details on a 
profitable Rust-Oleum distributor- 












Longer life—by far—plus quicker, easier- 
than-ever cutter change are basic im- 
provements in the patented, new type 
Desmond Huntington dressers. Supplied 
at no extra cost in No. 1, 2, 21, and 22 
sizes. Note the new construction: hard- 
ened side washers, press fitted into head, 
positively secured with slotted hex head 
bolts and lock washers. Remove one bolt 
(with wrench or screw driver) to free 
spindle for quick cutter change. 

Ask your Desmond industrial distrib- 
vtor for Bulletin D-48. He can help make 
your grinding wheels perform better— 
with proper dressing 
Urbana, O 


longer- 
Desmond-Stephan Mfg. Co., 


Desmond 


THE ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


—— 


dresser wears longer| 
cutters change quicker, 








An r a building advertisement from 

~ ik addressedotg c ts 
: Phrough Mill & Faéfory, American Machi 

ist, Modern Machine Shop, Foundry, and 

ther publications. Total circulation mone” 


(Rap 135,000. For steady repeat, business— 


promof® Desmond. 
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You Said It 


(Starts on page 7) 





for the opportunity of quoting and 
decline to lower our price. 

There are exceptions to every rule 
we know, but basically our idea is to 
hold the price and get that order 
while they are—at the buyer’s desk. 

K. A. FERcuson 
Sales Manager 
Kester Machinery Co. 


Our Error 


‘Towson, Mb. 

Thank you for running publicity 
on our new Utility Screw Driving 
Attachment in your March issue. 

We would like to point out that 
although the attachment fits 4” as 
well as 42” drills, we manufacture 
no ¥2” All-Purpose Drill as reported. 
The only All-Purpose Drill we make 
is the 4” model. 

Tuomas S. Hoox 

The Black & Decker Mfg. Co 
@ Mr. Hook, of course, is correct. 
It was our mistake. 


Pattern For Salesmen 


Rocky Mount, N. C. 

We were very much interested in 
the article “Must Industrial Suppl) 
Salesmen Fit a Pattern?”, which ap 
peared in your February issue. 

We were also interested in the 
mention of clinics since we have used 
this method of training our salesmen 
for some time. We do not set our- 
selves up as an example; we do not 
have a salesman who has attended 
college and it has been necessary for 
us to use every possible means of 
training our men. The old-fashioned 
sales meeting must be replaced with 
an up-to-date program that is not 
interesting, but forceful. In 
(Continued on page 18 


only 








a 


A 


‘ 
La " A “Red Tang”’ File cuts fast and easy — produces 
oy) curled chips like the cutting tool on a lathe. Your 
customers get the smoothest, cleanest filing they’ ve 


ever seen . . . without the “elbow grease’. A man 
can really get the “‘feel’’ of a ‘““Red Tang”, do more 


4 4 7 7 and better work in less time. 
There’s a “‘Red Tang”’ File for every machinist’s 
job. Simonds makes only one quality — Grade A. 


Better stock up today and watch the profits roll in. 


FILES fiber 


Factory Branches in Boston, Chicogo, Son Francisco end Portland, Oregon + Canadian Factory in Montreal, Que. 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. + Simoncls Abrasive Co., Phile., Po., and Arvide, Que, Coneda 
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LANDMARK .. ‘a 


A TRIBUTE TO THE INDUSTRIAL DISTRIBUTOR 
— the Lifeline to American Industry! 


For 25 years, the Industrial Distributor has been a key man on the Holo-Krome team. From the very beginning, it 
has been our experience that the Industrial Distributor is best equipped to present our products 
to industry; best equipped to serve more efficiently and more economically. There could 

be no better confirmation of this original policy than our own record of continuous 
growth —to the point where the Holo-Krome plant has come to be a well-known 


: ' \\ ; landmark to all industry . . . and the quality of our products accepted as the standard 
\ \ 
\ \ 


in socket screw manufacture. We repeat our pledge made so many years ago: — 
AN 












ont 


All Holo-Krome products, without exception, shall be sold by the men who sell them 
best — our nationwide corps of Authorized Distributors, the lifeline to American Industry! 
4 
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American Industry 
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Reamers give you more to sell 














Che Reamer Specialists 


LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 
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You Said It 


Starts on page 7 

















these days of television, atomic 
bombs and other wonders, we must 
keep our salesmen on their toes in 
order to survive competitive selling 

[ agree with Mr. Seifried. Success 
ful industrial salesmen cannot be 
made to conform to a preconceived 
pattern. One cannot set rules or posi 
tive specifications for the ideal indus 
trial salesman but the salesman’s 
value can be increased by manage 
ment furnishing product knowledg« 
and incentive for the individual to 
succeed. 

Grorce H. Boorn 

President 

Carolina Machinery & Supply Co 


Statistics Wanted 


CAMDEN, New JERSEY 

The article in the March issue 
showing the results of Distributors 
Operations was very interesting 

I have, for some time, been seck 
ing more financial and operational 
statistics relative to the mill supply 
distributors industry. I have con 
tacted many government agencies 
and financial houses, asking for op 
erating statistics. In most cases, they 
have been unable to help me or the 
information they supplied was too 
general in nature. 

I would like to have analysis and 
statistics, showing breakdowns on 
the expenses, both general and sell 
ing, balance sheet ratios, inventory 
turnover at cost, and other standards 
or averages which represent some of 
the operations in detail 

Perhaps your survey has developed 
some of the facts that I need. Could 
you send me any reports that you 
might have as a result of your survey? 

Cuarwes A. Pascats 
Treasurer 
Fidelity Tool Supply 


e All figures obtained by LD. in its 
survey are published in this report. 















THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 
When you or your customer require drive parts immediately, MULTIPLE 
V-Drive Line includes 


Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 FUL-GRIP Q-D sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
SALES HELP for A, B, C, and D and E sections 
MOR-GRIP Multi-V Belts in cll standard 
Maurey assists your selling effort in every way possible, lengths in A, 8, C, D and E sections 
providing you with attractive, informative catalogs of proven MOR-GRIP V-Link Belting 
selling power . . . folders, booklets and blotters imprinted in A, B and C sections 
with your name on request . . . live leads produced by Maurey Complete Multiple V-Drive Accessories 
trade paper and direct mail advertising . . . and the 
personal assistance of Maurey field engineers. 


horsepower, are ready for immediate delivery. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COOPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 
Maurey V-Drive line. 


We shall be glad to give you all the details on the 
advantages you gain by handling the complete Maurey 
V-Drive Line. Write us today. 


cast iron and pressed steel V-Pulleys . . . 


MOR-GRIP FHP V-belts, O, A and 8B sections 
in all standard lengths . . . 


MOUreY voperction  Eeaomouinas 


2915 South Wabash Avenue, Chicago 16, Illinois Flexible Couplings . . . 


The Complete Multiple and Fractional Horsepower V-Drive Line Complete V-Drive accessories 


Serving Industry Since 1917 
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ptd™—SURE WINNERS 
Spt 


HACK SAWS BAND SAWS 
HAND AND POWER BLADES METAL CUTTING - WOOD CUTTING 


SAFE-T-SAW A new welded edge HIGH SPEED 
BLADE—Shatter-Proof. Will stand extra tension 
and strain. 


KUTALL Molybdenum high speed. 
HIGH SPEED STEEL, 





FLEXARD for general maintenance 

end corvise lehe. Furnished in Die Cutting, Skip 
Tooth, Flexible Metal and Spring 

ALL HARD and FLEXIBLE Temper Metal Cutting and Wood 

for general cutting jobs. Cutting Styles. 


Also Linotype and Dry Ice bands, 
Band Saw Knives, and Butcher 
saws. 

Spar-Kut Flexible Band Saw Coil 
is available in sizes one-half inch 
and under in 100-foot lengths for 
contour and die cutting. 





HACK SAW FRAMES 





TOOL BITS 
Vas 
eee 
Solid Steel Rod and Steel Tube 

Cast Aluminum Handle Sparground Tool Bits are made from a 
i igh d 1) teel that 

Electricians, machinists, plumbers, spots ie pear ces Ana 
makes them especially adaptable for 


and others have found this frame 


highly satisfactory. machining extremely tough and very 


hard materials, such as heat-treated 
steels, die and stainless steels, etc. 


NEW YORK CITY BOOTH C-7 


Kutall Bits for general purpose work. 


These lines have Built Repeat Sales for many Distributors. You need not stock 
all five to have Stocking Discount. This will apply to any of our Line You Do Stock. 


A few territories are open. It might pay you to check up on Spartan today. 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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ANOTHER NEW PRODUCT 


Spar Stock 


“The Toolmakers Friend” 


FLAT GROUND STEEL 


spar, ANNOUNCES 


(Oil Hardening) 


MATERIAL 
Uniformly annealed for easy machining and 
uniform hardening. 


PRECISION GROUND 

Thickness within plus or minus .001 of size, 
widths plus .005 minus .000 of size, FINISH 
smooth surface finish 10-25 micro inches. 


STANDARD SIZES 
18 inch lengths from 1/64” to 3” thick and 1/8” 
to 14” wide. Heavier sizes come in 36” lengths. 


eee 


for . . . JIGS, FIXTURES, BROACHES, TEMPLATES, 
GAUGES, CAMS PUNCHES, FORMING, BLANKING 
AND STAMPING DIES, MOLDS FOR BAKELITES, ETC. 


The SPARTAN QUALITY so well established in our other lines 
is in this new product including our special spartanized methods. 


You can be sure the new spar-stock will satisfy and bring repeat 
orders. 


Sold only through Distributors with 
Full Protection to Stocking Distributors 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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CUTTING TOOLS 


ARMSTRONG now offers Distributors a complete line of 
cutting tools including ARMSTRONG Tool Bits, Cut-off Blades and Cutters, 
ARMSTRONG Armide Carbide Tipped Cutters and ARMSTRONG Armaloy 
Cast Alloy Tool Bits and Cut-off Blades. 

This complete line of ARMSTRONG perishable Cutting Tools brings 
to the Distributor an opportunity for increased sales and profits. Packaged for 
convenient and economical handling, these tools are illustrated and described in 
the new ARMSTRONG “Bulletin A-C-T” which features: 














Nin: seucradne ARMSTRONG High Speed Unground Tool Bits 
“ ARMSTRONG High Speed Unground Cut-off Blades 
High Speed *Ground Tool Bits ARMSTRONG ARMIDE Carbide Tipped Cutters 
Yow armstronc 5 Seatee 7 Stanterd forms 
ARMSTRONG ARMALOY Cast Alloy Tool Bits 
High Speed Cobalt *Ground Tool Bits 


ARMSTRONG ARMALOY Cast Alloy Cut-off Blades 


Vow armstrons ARMSTRONG High Speed Steel Form Cutters 


. ARMSTRONG Special Tool Holder Stee! 
High Speed *Ground Cut-off Blades Squares—Flats and Bevels in 3 Foot Bars 


*Ground all four sides. 








ARMSTRO Bi 





Fr 7 

ARMSTRONG TOOL HOLDERS 
Permanent, multi- tools, for every 
operation on Lathes, Slotters and 


Shapers. 
me Ready-to-grind Bits . . . 
Cutters 
ARMALOY Cast Alloy CUTTER-BITS 
ARMIDE Carbide-Tipped CUTTERS 


Mm, 6 cutter shapes, 12 sizes—2 grades of BORING TOOLS 
. hardness. 


6types with boring barsin 

sizes for all boring and internal thread- 

ing work. Hold cutters at 90°, 45° and 30°. 
ARMSTRONG THREADING TOOLS 

have high speed steel Srementtas, © i 


ARMSTRONG Drop 


Forged DOGS 
Lathe Dogs, —s Ma- 
chine Dogs, and Clamp 

Dogs. 12 types, all sizes 


ARMSTRONG Drop Forged 
“Cc CLAMPS 


grinding to resharpen 


Heavy Duty, Medium Serv- 

ice, Deep Throat, and Tool 

Makers’ types in all sizes. 

Also drop forged Machinists’ 
=m Clamps 








ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, 
Standard, and Short types, 


both plain and reversible. Wrenches 


Both Carbon and Alloy Steel. 
Over 100 types in all sizes. 
Improved designs, steels, and 
heat treating give greater 


strength. 


==—s rz 


ARMSTRONG Drop Forged 


ARMSTRONG Set-Up and 
Hold Down Tools 
ete line of Drop 


orged Strap Clamps, Planer 


ing Jacks and T-slot 
Its. 


« 


ARMSTRONG Detachable 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


“4 
7 


\Weent , 

Sores . a g® 

EE 
ZA 


ARMSTRONG Drop Ferged 
Bolts 


Eye 
Plain or shoulder ttern. 
Blank or Threaded. 14 sizes, 
Drop Forged and heat 
treated. 


ARMSTRONG Machine 
Shop ialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grindin 
Holders, and Tool Makers 


Vises. 


’ se | 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 


__“The Tool Holder People” 5205 W. ARMSTRONG AVE., CHICAGO, U.S.A. 


PACIFIC COAST WAREHOUSE AND SALES OFFICE EASTERN WAREHOUSE AND SALES OFFICE 
67 ELEVENTH ST., SAN FRANCISCO 3, CALIF. 199 LAFAYETTE ST., NEW YORK 12, N. Y. 
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me build, sales! 


“CYoLip BACKING from B&D in my sales effort helps me 
boost sales and profits.”’ This, B&D Distributors say, 
is one key to stepped up selling activity. 

Take the efforts of B&D Sales Representatives, for 
example. These specially trained men help distributors in 
many ways. They keep you posted on the newest tools in 
the B&D line. They inform you of tool improvements, ex- 
panded uses, designs, prices, deliveries, ete. They conduct 
meetings with your salesmen, help set up clinics, go out 
on special assignments to help your men get in the biggest 
or toughest orders. And they are always ready to help you 
on out-of-the-ordinary problems. 

And there are many other reasons why distributors say, 
“It’s good business to do business with Black & Decker.” 
Black & Decker in turn, knows it’s good business to do 
business through distributors. 


The world’s most complete line, with the Advanced product engineering! A staff Largest advertising p-ogram. Over 5 
right tool for every job — right in type, of product engineers keeps every B&D million sales messages a month in Saturday 
size, speed, power, price! Every plant's a Tool up to the minute with, continual new Evening Post and 22 other publications 
prospect for these tools! refinements, new features! * .++ “Tell” to help you sell. 


Don‘t miss the Black & Decker booth 
No. 210 at Triple Industrial Supply 
Convention, in New York on May 18. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Black Decker 


Highest quality money can buy! Every 
Black & Decker Tool is a product of 


engineering advance— tools industry THE BLACK & DECKER MFG. Co 
ol . 


chooses and the expert uses! 37 factor ice branches! Y. , 
y service br es! Your customers cant 
get more thon 24 hours away from Black & Decker 610 Pennsylvania Ave., Towson 4, Md. 


factory-trained technicians and genvine B&D re- 
placement parts. 
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The BD is the preferred hub-type wheel for heavier stock removal. Ideal for smoothing and blending welds on fabricated work , smoothing 
flame-cut edges and stainless steel welds; cleaning between tecth of gear castings; many slotting, notching and cutting-off operations. 






To Norton Distributors’ Salesmen: 





Show customers how these 
4 Great Team-Mates add the 


“TOUCH of GOLD” 


Norton REINFORCED WHEELS cut time and costs on hundreds of grinding jobs 













Here’s The Line-Up BF Semi-flexible straight wheel, resinoid bonded. 


Cotton fabric construction similar to the BFR but 


= - . without Nylon reinforcement. For periphery grindir 
BD Rigid hub-type, resinoid bonded. Glass cloth re- ithout k ‘ rent. For periphery grinding 


inforcement for high strength plus the Nylon only. An excellent deburring and finishing wheel Also 
available in mounted wheels and points and in hand 


layer add up to extra hub-wheel safety. For the more “ok 
sticks. 


severe jobs on your right angle grinders. 
Bh Straight wheel, resinoid bonded. Glass cloth rein- 
BFR Semi-flexible hub-type, resinoid bonded. Cotton forcement, as in the BD. Provides very high re- 

fabric reinforcement with the additional layer of sistance to breakage in a wide range of cutting-off and 
Nylon. For better finish and contour blending. other jobs. 
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Add outstanding versatility to 
strength and to safety, multiply the re- 
sult by four and you have one reason 
why this Norton team rates as the “Big 
4” among reinforced wheels. 
Separately, each handles a consider- 
able number of important grinding 
jobs. Together they cover an almost 
endless list of applications, ranging 
from light deburring to severe cutting- 
off. And they do every one of these jobs 
with the extra safety, service life and 
economy that add the real ‘Touch of 
Gold” to your customers’ grinding 
operations. 
That’s why your selling field for the 
“Big 4” is as broad as industry itself — 
and why Norton is spending three solid 
months in promoting them to all your 
markets. Keep your own selling keyed 
to this intensive, industry-wide cam- 
paign. Make sure every customer 
knows how much the right Norton Re- 
inforced Wheels will do for him, how 
much they'll save! W-1555 The BFR is outstanding for light 
snagging, light weld grinding, smooth 
NORTON COMPANY, Worcester 6, Mass. finishing, blending contours and 
Export: corners, removing mold marks, re- 


Norton Behr-Manning Overseas Incorporated, moving rust and scale; and scarfing 
Worcester 6, Mess. and beveling before welding. Also 


for notching gates and risers. 
The BF, a straight wheel version of 
ABRA y IVES the BFR, is the wheel to use for light 


deburring, breaking edges on ma- 
chined work, taking off flash from 


Qlaking better products... _ Plastic parts, removing light welds 


and many other miscellaneous light 


fo make other products better portable and bench grinding applica- 


tions. 


The BN is the recommended cut-off wheel wherever great BF Mounted Wheels and Points, like all Norton mounted 


wheels and points, are trued on their own spindles. Having 
the same laminated construction as the larger BF wheels, they 
are designed for such jobs as finishing plastic molds, glass 
molds, forging dies, etc. For hand finishing, use BF sticks. 


strength and safety are vital. Excels at cutting-off non-ferrous 
gates and risers and various non-metals. Its range also includes 
cutting wire rope, slotting rails, tuck pointing, ctc. Small sizes 
are popular on small portable grinders. 
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# Reliable. Appealing Merchandise 
# Complete Stock At All Times 
M liained, Well-Informmed Galesmen 











10 BIG penta GALES 


Trained salesmen, like Guy 
Marshall shown here, and domi- 


nont disploy are vitol to Couch ~ 


and Heyle’s outstanding success 
in power tool sales. “You've got 
to show ‘em to sell ‘em, main- 
tains Mr. Marsholl. 


J. Forrest Bennett, President of 
Couch ond Heyle reports thot 
“well advertised tools of sound 
reputation, coupled with adequote 
stock ond trained salesmen, pro- 
vide a sales building combination 
that’s hord to bect.” 


Couch and Heyle take advantage 
of “plus” sales volume to home 
owners by tying in with Delta 
seasonal promotions on the Delta 
Homecraft line. This Christmas 
DeltaShop display greeted every 
customer cs he came in the door 
last November and December. 








Couch and Heyle, of Peoria, Illinois 
have developed a dynamic 3-point 
sales policy over the past 75 years 
of operation that has led them to be 
one of the top 15 Delta Dealers 
who in one year sold over $2 million 
worth of Rockwell-built Delta 
Power Tools. In addition, it has 
given them a reputation for out- 
standing service that extends even 
beyond their normal operating area. 


Reliable, Appealing Merchandise 


“When I say reliable, appealing 
merchandise, I’m talking about 
Delta. We’ve handled Delta Power 
Tools ever since Delta began manu- 
facturing,” reports J. F. Bennett, 
President. ‘““When we sell a man 
the right Delta tool for his opera- 
tion, we’ve made a life-long friend 
and customer.” 


Complete Stock 


‘‘Another vital key to high power 
tool sales volume,”’ maintains Mr. 
Bennett, “is dominant display and 
a full stockroom to back it up. By 
carefully analyzing sales records 
we can anticipate, months in ad- 
vance, how many of each tool will 
be sold month to month. Being 
able to offer immediate service and 
shipment, even when unasked for, 
brings in repeat business. 

“This full stockroom also in- 
cludes a complete line of Delta 
accessories. When demonstrating 
a power tool, our salesmen show 
customers how accessories available 
for each tool can greatly broaden 
its usefulness. Almost without fail, 
we close a larger sale, and having 
the accessories in stock is what 
clinches it.” 


DELTA QUALITY 


‘“‘When a customer has a special 
problem concerning Delta tool ap- 
plications, we call on our Delta 
specialist, Guy Marshall. Guy 
knows Delta tools inside and out, 
and our customers have come to 
rely on him for all manner of 
tooling problems. 


Trained, Well-Informed Salesmen 

“Our salesmen must be thor- 
oughly versed in what each Delta 
Power Tool will do for a customer,” 
reports Mr. Bennett, “and our 
sales training program includes not 
only the operation and capacity of 
the tcol, but how and where each 
power tool is put to work—which 
tools are right for any particular 
job. 

‘*These three maxims,”’ continues 
Mr. Bennett, “plus our popular 
bi-annual trade show, and constant 
Delta promotion keep us on top in 
Delta Power Tool saies.”’ 


Couch and Heyle’s aggressive, com- 
mon-sense sales techniques can be 
easily adapted to any power tool 
sales operation—with the same posi- 
tive, profitable results. For the record 
proves that when Delta Quality is 
teamed with dealer-service of equally 
high quality, the result is bound to 
be consistently larger and more profit- 
able sales. Delta Power Tool Divi- 
sion, Rockwell Manufacturing 
Company, 634E North Lexington 
Avenue, Pittsburgh 8, Pa. 


DELTA auaiity power roots 


ANOTHER PRODUCT BY 


Rockwell 


MAKES THE DIFFERENCE 
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37° FLARE 


Brass & 


CONNECTION 
HEADQUARTERS 


TUBE FITTINGS 
TUBE WORKING 
TOOLS 


for every need! 
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Whether your customers’ needs call for connecting copper, aluminum 
or steel tubing . . . whether it’s low, medium or high pressure work 
. .» whether it involves cutting, flaring or bending tubing, you have the answer 
with IMPERIAL. 

With IMPERIAL fittings you really have something to talk about. Fittings are 
FORGED for greater strength and toughness . . . have tubing size marked on nut* 
. . « have long Dryseal pipe threads. And with IMPERIAL you have the most 
advanced tubing tools for every job. Ask for Catalog 

IMPERIAL’S Complete Line makes you tubing connection headquarters! 3500 today 


*Compression and Flare Types z 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. 


In Canada: 334 Lauder Ave., Toronto, Ontario 


IMPERIAL Pioneers in Tube Fittings and Tubing Tools 
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DRAIN 
COCKS 

















Vent Pipes 





Jet Pumps 


Pipe Lines 













Gas Service Lines 


Irrigation and Lawn 
Sprinkling Systems 


Come on in—the market's fine 


We mean the market for Republic’s new plastic pipe. 
It’s good now. It will grow better. We can’t tell you 
how much better simply because we don’t know our- 
selves how many uses there are for these two new 
products. 

Those you see above are the obvious ones. As more 
installations are made, more uses turn up. But it will 
be a long time before even these present markets 
are saturated. 

You can get your share of this business with Repub- 
lic’s two new plastic pipes. Flexible, made of poly- 
ethylene, has high corrosion resistance to many 
chemicals and chemical fumes. Semi-Rigid is made 
of butyrate, has high resistance to natural gas and 
corrosive acids and alkalies found in soil. 


Both these plastic pipes are non-toxic. Both are 


lightweight and exceptionally easy to install. And 
installed costs are surprisingly low. Booklet No. 
603 will give you the complete story of both types of 
Republic Plastic Pipe. Write for it. 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


[REPUBLIC | 


REPUBLIC 


PLASTIC PIPE 
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YOUR MARKET FOR BELT SALES BY 
HANDLING THE COMPLETE LINE OF 


GLOBE BELTING 








THE MOST COMPLETE LINE OF THE 
RIGHT BELTING FOR ANY JOB 


@ More and more GLOBE BELTS are finding favor in industry. 
Engineered for particular jobs . . . improved through research . . . 
tested through actual service, those are the factors that account for 
GLOBE BELTS giving longer service and better performance . . . 
They are also the factors that will help you stimulate sales, provide 


a more complete service to your customers and increase your profits. 


THE GLOBE LINE INCLUDES 


SOLID WOVEN WHITE COTTON BELTING © KANRY-TEX BELTING « 
PLASTIC AND CELLULOSE COATED BELTING © ENDLESS WOVEN BELTS, 
COTTON OR NYLON «¢ STITCHED CANVAS BELTING © WHITE AND 
BROWN NEOPRENE RUBBER BELTING © WEBBINGS 


YOUR FINEST PROSPECTS INCLUDE 


Flour Mills * Bakeries * Canneries * Cereal Mills 
* Textile Mills * Grain Elevators ¢ Biscuit and Cracker 
Plants * Food Handling Machinery Manufacturers 
* Manufacturers of Packaging Machinery * Automo- 
tive and Aviation Industries * High Speed Tool Shops 
* Woodworking Shops © Priniing Plants * Candy 


Monufacturers 


@ The long lasting qualities, dependability, and economy of serv- 
ice makes the Globe line a profitable one for the distributor. 


WRITE DEPT. D FOR DETAILS 


KNOWN FOR QUALITY THE WORLD OVER 
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Three to five years of research, en 
gineering and testing go into the de 
velopment of a new grinding wheel 
by CARBORUNDUM as much as 
you'll find behind any other preci 
sion machine tool in your shop 
New resinoid bonds present tricky 


engineering problems. The bond is 
the “tool holder’ of the grinding 
wheel ... differs only in that it must 
automatically release dull or broken 
grains so that new ones can take over 
the cutting. New resins are under 
constant test in CARBORUNDUM 's lab- 


Through product quality and application “know-how” 


CARBORUNDUM 


REGISTERED TRADE MARK 


oratories. Some will become bonds 
in wheels designed for tomorrow's 
grinding machines. Meanwhile, your 
CARBORUNDUM Distributor or Sales 
man offers a complete line of fast, 
cool-cutting wheels for today's pre 
cision needs. Call him—right now! 


continually puts more (Riney in your abrasive [TEM 

















CARBORUNDUM 


REGISTERED TRADE MARK 


ig 


everywhere 
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ABILENE, TEXAS 
Malcom Supply Co. 
AKRON, OHIO 
Hardware & Supply Co. 
ALLENTOWN, PA. 
M. S. Young & Co. 
AMARILLO, TEXAS 
Clowe & Cowan Inc 
ANDERSON, 5S. C. 
Sullivan Hardware Co., Inc. 
ASHEVILLE, N. C. 
Tidewater Supply Co 
ATLANTA, GA. 
J. M. Tull Metal & Supply Co, 
AUBURN, IND. 
Oren-Van Aman Co 
AUGUSTA, GA. 
Augusta Mill Supply Co. 
AUGUSTA, MAINE 
Heald Mill Supply Co., Inc. 
AURORA, ILL. 
Dietz Industrial Supply Co. 
AUSTIN, TEXAS 
Walter Tips Company 
BAKERSFIELD, CALIF. 
Hopper Machine Works, Inc. 
BALTIMORE, MD. 
Maguire & McLernon Inc. 
BATTLE CREEK, MICH. 
Kendall Hardware-Mil! 
Supply Co. 
BEAUMONT, TEXAS 
Norvell Wilder Supply Co 
BELLINGHAM, WASH 
Morse Hardware Co 
BENTON HARBOR, MICH. 
Industrial Equipment & 
Supply Co. 
BILLINGS, MONT. 
Great Northern Tool & 
Supply Co. 
BINGHAMTON, N.Y. 
Babcock Hinds & Underwood, 
Inc. 
BIRMINGHAM, ALA. 
Moore-Handley Hardware Co 
BLUEFIELD, W.VA. 
Bluefield Supply Co 
BOISE, IDAHO 
Idaho Hardware & Plumbing 
Co. 
BOSTON, MASS. 
Butts & Ordway Co. 
Hamblet & Hayes Co. 
BRAZIL, IND. 
Industrial Supply Co. 
BRIDGEPORT, CONN. 
Hawley Hardware Co. 
BROOKLYN, N.Y. 
C. H. Tiebout & Sons, Inc. 
BROWNSVILLE, TEXAS 
Alamo Iron Work 





..and more 





From Coast to Coast... 
in Every Industrial Community 


BUCYRUS, OHIO 
Siferd-Hossellman Co. 
BUFFALO, N.Y. 
R. C. Neal Company, Inc. 
Weed & Co. 
CAMBRIDGE, MASS. 
Butts & Ordway Co. 
CARLSBAD, N. MEX. 
The Mine Supply Co. 
CASPER, WYO. 
Great Northern Tool & 
Supply Co. 
CEDAR RAPIDS, IOWA 
Globe Machinery & Suppl 
Co. 


CHARLESTON, S. C. 

B. L. Montague Co. 
CHARLESTON, W.VA. 

Baldwin Supply Co. 
CHARLOTTE, N. C. 

Industrial Hardware & 

Supply Co. 

CHATTANOOGA, TENN. 

Hajoca Corp. 
CHICAGO, iLL. 

Boyd-Wagner Company 

Crerar Adams & Co., Inc. 

Gustin Bacon Mfg. Co. 

Northern Industrial Supply 

Co. 

Production Supplies, Inc. 

Pulver Machinists Supply Co. 

Sminkey & Co. 

Triangle Supply Co. 
CINCINNATI, OHIO 

Allied Abrasives & Tools Inc. 
CLARKSBURG, W.VA. 

Osborn Machinery Co., Inc. 
CLEVELAND, OHIO 

Industrial Abrasive & Supply 


Co. 
The George Worthington Co. 
COFPFEYVILLE, KANS. 
Industrial Supply Co., Div. of 
Builders Lumber & Supply 
Co. 


COLD SPRING, MINN. 

Cold Spring Equipment Co. 
COLUMBIA, S$. C. 

Tidewater Supply Co. 
COLUMBUS, GA. 

Columbus Iron Works Co. 
COLUMBUS, OHIO 

E. W. Smith Machinery Co. 
CORPUS CHRISTI, TEXAS 

Alamo Iron Works 
CUMBERLAND, MD. 

Tri-State Mine & Mill 

Supply Co., Inc. 

DALLAS, TEXAS 


Briggs Weaver Machinery Co. 


DAVENPORT, IOWA 
Globe Machinery & Supply 
Co. 


3M 


H. P. Weller 
ESCANABA, MICH. ‘ 
Morley Murphy Co. 
EUGENE, ORE. 
J. E. Haseltine & Co. 
EVANSTON, ILL. 
H. Channon Co., Div. of 
Hibbard, Spencer, Bartlett 
& Co 


EVANSVILLE, IND. 

Stippler Tool & Supply Co. 
FALL RIVER, MASS. 

Congdon & Carpenter Co. 
FLINT, MICH. 

Manufacturers Equipment & 

Supply Co. 

FORT SMITH, ARK. 

Bruce Co., Inc. 
FORT WAYNE, IND. 

Oren-Van Aman Co. 
FRANKLIN PARK, ILL. 

Brunner & Lay Co. 
GALESBURG, ILL. 

Midwest Granite Supply Co. 
GALVESTON, TEXAS 

Black Hardware Co. 
GARDEN CITY, KANS. 

Scheufler Supply Co., Inc. 


JACKSONVILLE, F 

Farquhar Machi 
JACKSONVILLE, ILL. 

Schlitt Supply Co. 
JAMESTOWN, N.Y. 

Gierston Tool Co., Inc. 

Lundquist Hardware, Inc. 
JOHNSON CITY, TENN. 

Summers Hardware & Supply 


Co. 

JOHNSTOWN, PA. 

Quaker Sales Corp. 
JOPLIN, MO. 

Joplin Supply Co. 
KALAMAZOO, MICH. 

J. E. Loughead Co. 
KANSAS CITY, MO. 

The Faeth Company 

Gustin Bacon Mfg. Co. 

Kirk Wiklund & Co. 
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Barker- Jennings Hardware 
Corp. 
LYONS, KANS. 
Scheufler Supply Co., Inc. 
CON, GA. 
C. W. Farmer Company 
MARION, OHIO 
Probst Supply Co. 
MARQUETTE, MICH. 
Lake Shore Engineering Co. 
MARSHALL, MICH. 
Kendall Hardware-Mill 
Supply Co. 
MASSILLON, OHIO 
Hardware & Supply Co. 
MEMPHIS, TENN. 
Hays Supply Co. 
MERIDIAN, MISS. 
Soule Steam Feed Works 





MIAMI, FLA. 
Florida Machinery Corp. 
MILWAUKEE, WISC. 
Engman Brothers 
MINNEAPOLIS, MINN. 
Williams Hardware Co. 


MOBILE, ALA. 


McGowin-Lyons Hardware & 3 3 


Supply Co. 
MONROE, LA. 
Weaks Supply Co. 
MONTGOMERY, A 
Teague Hardwa 
MONTPELIER, Vl_lia 


MOSS POINT, 
The Spang 


Co. — 
NEW ORLEANS, LA. 
C. T. Patterson Co., Inc. 
NEW YORK, N. Y. 
Abrams, Inc. 


OMAHA, NEBR. 
Interstate Machinery & 
Supply Co 
ORLANDO, FLA. 
Mill Supplies Inc. 


PADUCAH, KY. 
Paducah Iron Co. 
PANAMA CITY, FLA. 
Panama Machinery & Supply 
Co. 
PASSAIC, N. J. 
Industrial Pipe & Supply Co 


Supply Co. 
» PLA. 


| Marine Supply Co., 


t Hardware Co. 
OY, N. J. 
& Howell, Inc. 
DELPHIA, PA. 
srifth-Raguse & Co., Inc. 
SeMaddock & Co. 
OENIX, ARIZ. 
Pratt Gilbert Hardware Co. 
BLUFF, ARK. 
rkansas Mill Supply Co. 
SBURGH, PA. 
Colonial Supply Co 
Frick & Lindsay Co 
PONTIAC, MICH. 


Cutting Tools & Supplies, Inc. 


PORT HURON, MICH. 
Marshall E. Campbell Co. 
PORTLAND, MAINE 
Loren Dyer Co., Inc. 
PORTLAND, ORE. 
J. E. Haseltine & Co. 
Wall, Lundberg & Co., Inc. 
PORTSMOUTH, OHIO 
Standard Supply Co. 
PROVIDENCE, R. I. 
Z. Berberian Co. 


The Congdon & Carpenter Co. 


QUINCY, MASS. 

Bates Mfg. Co. 

A. Ruscitto 
RALEIGH, N. C. 

Dillon Supply Co. 
READING, PA. 

The N. H. Reichenbach Co. 
RENO, NEV. 

Sierra Machinery Co., Inc. 
RICHMOND, IND. 

Miller Bros. Hardware Co. 
RICHMOND, VA. 

Smith-Courtney Company 
ROANOKE, VA. 

Tidewater Supply Co. 
ROCHESTER, N.Y. 

Joseph W. Hall, Inc. 

R. C. Neal Company, Inc. 

Weed & Co 
ROCKFORD, ILL. 

Rockford Tool & 

Transmission Co 

ROCKLAND, MAINE 

Bicknell Manufacturing Co. 
ROCKY MOUNT, N. C. 

Dillon Supply Co. 
ROME, GA. 

Battey Machinery Co. 


RUSSELL, KANS. 
Scheufler Supply Co., Inc. 
SAGINAW, MICH. 
Reichle Supply Co. 
ST. CLOUD, MINN. 
Granite Supply Co. 
ST. LOUIS, MO. 
Colcord Wright Machinery 
& Supply Co 
ST. PETERSBURG, FLA. 
Gulf Coast Industrial Supply 
Co. 
SALINA, KANS. 
The Lee Hardware Co. 
SALISBURY, N. C. 
Piedmont Mill Supply Co. 
SAN ANGELO, TEXAS 
Alamo Iron Works 
SAN ANTONIO, TEXAS 
Alamo Iron Works 
SAN DIEGO, CALIF. 
Hammond Machinery & 
Supply Co. 
SAN FRANCISCO, CALIF. 
Pacific Abrasive Supply Co. 
SAN JOSE, CALIF. 
Pacific Abrasive Supply Co. 
SALT LAKE CITY, UTAH 
Industrial Supply Co., Inc. 
SAVANNAH, GA. 
Fleming & Moore Supply Co. 
SCRANTON, PA. 
Charles B. Scott Co. 
SEATTLE, WASH. 
Cragin & Co. 
SHELBY, N. C. 
Shelby Supply Co. 
SHREVEPORT, LA. 
Dixie Mill Supply Co. 
SILVER CITY, N. MEX. 
E. Cosgrove, Inc. 
SOUTH BEND, IND. 
Powell Tool Supply Inc. 
SPARTANBURG, S. C. 
Montgomery & Crawford Co., 
Inc. 
SPENCER, IOWA 
Globe Machinery & Supply 
Co. 
SPOKANE, WASH. 
J. E. Haseltine & Co. 
SPRINGFIELD, ILL. 
Schlitt Supply Co 
SPRINGFIELD, MASS. 
Peaslee-Wells Inc. 
SPRINGFIELD, MO. 
Industrial Equipment Corp. 
SPRINGFIELD, OHIO 
Dills Supply Co. 
SUMTER, S$. C. 
B. L. Montague Co. 
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SYRACUSE, N.Y. 
Onondaga Supply Co., Inc. 
TACOMA, WASH. 
Wall, Lundberg & Co., Inc. 
TAMPA, FLA. 
Bert Lowe Supply Co., Inc. 
TERRE HAUTE, IND. 
Industrial Supply Co 
TITUSVILLE, PA. 
United Hardware & Supply 
Co. 
TOLEDO, OHIO 
Bostwick Braun Co. 
TRAVERSE CITY, MICH. 
Fochtman Motor Co., Inc. 
TRENTON, N. J. 
Warren Balderston Co., Inc. 
TROY, N.Y. 
Fred. K. Blanchard, Inc. 
TULSA, OKLA. 
Marshall Supply & 
Equipment Co. 
UTICA, N.Y. 
F. F. Despard Co, 
Charles Millar & Son Co. 
VICKSBURG, MISS. 
O'Neill-McNamara Hardware 
Co. 
WASHINGTON, D. C. 
The Noland Co., Inc 
WATERBURY, CONN. 
The White Supply Company 
WEST POINT, GA. 
Georgia-Alabama Supply Co. 
WHEELING, W.VA. 
Wheeling Plumbing & 
Industrial Supply Co. 
WICHITA, KANS. 
Phillips & Easton Supply Ce. 
WICHITA FALLS, TEXAS 
Wichita Supply Co. 
WILKES-BARRE, PA. 
Luzerne & Lackawanna 
Supply Co. 
WILLIAMSON, W.VA. 
Williamson Supply Co. 
WINCHESTER, VA. 
John S. Solenberger & Co., 
Inc. 
WINSTON SALEM, N. C. 
Kester Machinery Co. 
WORCESTER, MASS 
Lindco, Inc. 
YOUNGSTOWN, OHIO 
The Snyder-Bentley Co. 
YAKIMA, WASH. 
Yakima Hardware Co. 
YORK, PA. 
Fulton, Mehring & Hauser 
Co. 
ZANESVILLE, OHIO 
The Roekel Company 


AND ITS OUTSTANDING DISTRIBUTOR FAMILY 


tt ESRD 
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join forces to put more sense in the users abrasive dollar 
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ADVERTISEMENT -- MAY 1954 


Linco/n LUBRICANT 





Apply The Right Lubricant — In The Right Quantity — At The Right Time 





La. 


NEW LINCOLN BALANCED-POWER PUMPING 
SYSTEMS for Applying Joint-Sealing Compounds 


OPEN VAST MARKET FOR DISTRIBUTORS 


No one will deny that Highway and Street Construction represents a market with a tremen- 
dous potential, and with Lincoln's two new Dispensing Systems, Distributors are in an enviable 
position to supply the equipment needed for applying joint sealing compounds. On actual 
highway construction tests, it was proven, time and again, that application with a Lincoln 
System reduced operating costs of dispensing ready mixed, cold applied compounds by 75%, 
in comparison to conventional Hot-Mix methods. 


Applications for these Dispensing Systems include new highway construction, bituminous 
concrete sealing or resurfacing, highway and street maintenance, airport construction and 
maintenance, flood control projects, and building construction and maintenance. A new two 
color, four-page, self-mailer type direct mail piece describing these new Lincoln Systems is 
now available for Distributor use. 














IMustrated, Mode! MD-78 Lincoln Dispensing Sys- 
tem similar te Medel MD-77 except without Pres- 
sure Primer Elevator Assembly. 


Shown above, Model MD-77 Lincoln Dispensing 
System complete with 6° Series Air-Motor oper- 
ated Pump, Pressure Primer Elevator Assembly, 
Hese Assembly, Applicater Assembly and Nozzle 
Assortment. 


* Registered tradename 
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AUTOMATION 
and LINCOLN 
CENTRALIZED SYSTEMS 


If you’ve had time in recent months 
to scan the editorial matter in leading 
trade papers, you will have noted the in- 
creasing number of articles devoted to 
“AUTOMATION,” describing how var- 
ious production operations have been, and 
are being, made completely automatic. 


Conirary to popular thinking, this rapid 
development of Automation has extended 
far beyond the plants of the Motor Car 
Manufacturers. For instance, the Ferro 
Chemical Corporation, Bedford, Ohio, is 
99% automatic, and automation, at least 
to some degree, is a reality in plants as 
widely divergent as television manufac- 
turers and foundries. A recent issue of 
“Business Week”’ carried a double page 
ad of a large manufacturer asking for 
“automation business,’’ and detailing its 
products and engineering facilities. In 
other words, AUTOMATION is here, 
now, and economic forces are tramping 
hard on the accelerator for even faster 
technological progress. Consequently, 
Lincoln is advertising in leading trade 
journals that “Automation And Lincoln 
Automatic Centralized Systems Are a 
Perfect Combination,’ and they are 
So be on the lookout for Automation 
in the plants of your customers . . . you 
have the answer that will keep those auto- 
mated production lines running smoothly 
and at lower operating cost. And the 
answer is Automatic Controlled Lubricant 
Application. 





“Textile Industries” 
Reports on Lincoln 
Mass Lubrication 

at Dorr Woolen Mills 


A double-page editorial, using five in- 
the-mill application photographs, which 
appeared in a recent issue of ““Textile 
Industries” pointed-up the spectacular 
benefits resulting from the installation 
of Lincoln Centralized Systems on Spin- 
ning Frames and Cards at Dorr Woolen 
Mills. These benefits were summarized, 
as follows: longer traveler life, cleaner 
frames, fewer ends down, payroll savings, 
higher production, and greater oil econo- 
mies. (How beneficial can a product get! 


Reprints of this editorial are available to 
Lincoln Distributors, as are many others. 





LINCOLN ENGINEERING COMPANY St. Louis 20, Missouri 
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PREPARED BY LINCOLN ENGINEERING COMPANY 


APPLICATION Mews 





Modern Controlled 


Lubricant Application Systems For Modern Machines 





LINCOLN LUBROVANS* 
First Choice of Heavy 
Construction Contractors 


Proven preference of Contractors for 
Lincoln Lubrovans is being confirmed 
every day. Wherever heavy construction 
is underway, you will see these portable 
lubrication departments taking fast, 
modern productive maintenance to 
hundreds of equipment units right 
in the field. 


Regardless of the job, whether it’s Peter 
Kiewit Sons’ Company on the freeway 
job near Antioch, Calif., or Palisades 
Contractors at work on the largest earth- 
fill dam at the south fork of Snake River, 
Idaho, Lincoln Lubrovans are first choice. 


Illustrated, one of several Lincoln Lubrovans 
at work at the Snake River Dam. 


DISTRIBUTOR SALESMEN COMPLETE LINCOLN 
“SELLING-FOR-PROFIT” SALES TRAINING COURSE 


The above photograph was taken at the conclusion of the third five day Clinic in the present Winter-Spring 
Series. Pictured left to right, Front Row: H. Forthergill, H.C. Burton Co., Lad.; J. W. Kaamark, Koehler 
Rubber & Supply; Richard Jacobson, F. Hallock Co., W. H. Thompson, Lincoln Lube Systems; Sam West, 
Rahway Hardware Co. Second Row: H. A. Daugherty, The Ress- Willoughby Co., James Stevens, LeVally- 
McLeod, Inc.; D. Kemball, H. C. Burton Co., Lid.; R. A. MeQuiston, Erie Manufacturing Co.; John 
Kochensparger, The Ross-Willoughby Co.; and Ray de Arriba, Export Division. In the background, 
Joe Jenkins, Lincoln Sales-Training Supervisor. 





DISTRIBUTORS FIND LINCOLN CentrOiler* 
AND CentrOluber* SYSTEMS ARE KEY TO 
SELLING MASS CENTRALIZED LUBRICATION 


The old saying . . . “A Little Bit of Heaven Is Better Than None,” applies to modern lubri- 
cant application methods as well as almost everything else. In other words, it is a rare case 
where a plant suddenly abandons oil cans and grease guns for Mass Automatic Centralized 
Lubrication of all machine units, despite the spectacular benefits which accrue at once from 
such an installation. It has been done occasionally, but most plants find it impractical. 


Lincoln Distributors find the proven answer is an intermediate step which involves the instal- 
lation of the manually operated CentrOiler or CentrOluber Centralized Systems on each 
machine unit in a group. And then, after the proven benefits of Controlled Application become 
quickly apparent, it is a relatively simple matter to remove the manual pumping unit from 
each machine in the battery, and tie the lubricant Injector circuits on each machine into a 
Header Line terminating at a centrally located, time clock controlled, power-operated Pump. 


- 


Illustrated above, is a partial view of a bank of 
presses at Master Lock Company, Milwaukee, 
each press equipped with a manually operated 
CentrOller System. 





WANUALLY OPERATED avTOmaTic @ way 
QUARTER TURN VALVE INSTALLED SOLENOID VALVE 
SO THAT VALVE HANOLE COVERS INTERLOCKEDO WiTH 
STOP AKD START CONTROL BUTTONS ELECTRICAL SYSTEM 
ON MACHINE WHEN LIVE (1S CLOSED. OW THE MACHINE 
oN 











The diagrammatic drawing shown above, illus- 
trates how the conversion is made from individual 
centralized manually-operated systems on each 
machine to Mass Centralized Labrication of a 
bank of 20 to 50 machines. Note the manually or 
electrically operated shut-off vaive installed in 
the supply line to each machine which permits 
cutting one or more machines out of the lubrica- 
tion system when not in use. 








Write for complete details on how you can become an authorized Lincoln Distributor 
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VISIT BOOTH D-16 
TRIPLE MILL SUPPLY CONVENTION 
MAY 17, 18, 19—NEW YORK 








Thousands of satisfied users 


testify to Supreme Brand Chuck’s 


engineering excellence... top quality! 


One of the surest ways for a manufacturer to be sure 
he’s producing a tool of proven quality is to have a 
steady flow of repeat orders from his distributors. It 
means that buyers have looked, tested, worked with— 
sometimes even abused — the tool and have given it their OK. 


It is gratifying to us that Supreme’s distributors are 
reordering at an ever-increasing rate. We believe this to 
be undeniable evidence that superb 

engineering combined 


with finest materials in the most precise manufacturing 
control is making the Supreme Brand Chuck the quality 
standard in American industry. 


To our distributors, we express our gratitude for their 
indispensable help in the only way we are able. That 
way is to continue supplying you with the finest chuck 
we can make ... to give you the fastest, most efficient, 
on-time service . . . and to back you to the hilt with adver- 
tising and promotion to your customers. Sell Supreme. 


upreme 


SUPREME PRODUCTS, INC. 
2222 So, Calumet Ave, Chicago 16 





You can sell 
‘more tools on every call 


.f 


| 
‘ 


\; when you sell Williams 


There are more opportunities for a sale with Williams than any other line because 
e+» Williams is the “Broadest Line of Its Kind”. 


Practically every plant in your territory is a prospect for one or more sales. 
The Williams brand is known, respected and accepted. 
The reputation for quality is based upon performance. 
Designs are practical, efficient and modern. 
There’s an adequate range of sizes and styles to meet individual job requirements. 


Your buyers stay “sold” on Williams because these tools live up to every claim 
made for them. This adds to your reputation for handling the “best” 
attracts other quality franchises . . . builds lasting volume and plenty of profit for you. 
That's why it makes sense to talk Williams Tools on Every Call. 








© WRENCHES OF ALL TYPES @ DETACHABLE SOCKETS © IMPACT PRODUCTION SOCKETS 
WILLIAMS (WDUSTRIAL TOOLS ( "acces ere wun: sop mass tama mont scarey's raw Yonos  vaaila 
"The Broadest Line of lis Kind* tt eee ee ee. Con 





For over 50 years, Williams has 
been advertising and directing buyers 
to you, the Industrial 


Putting The Squeeze on Production 
Costs is the theme of Williams 
advertising during MAY. 

In trade ads featuring Williams 
Drop - Forged Clamps, the key to 
cost-cutting is you, the Industrial 
Distributor 

See for yourself how Williams is 
selling Distributor Service through 
ads in MAY ISSUES OI 


INDUSTRIAL BUYERS PURCHASING 
DIGEST 

MILL & FACTORY 

MACHINERY 


WESTERN MACHINERY & 
STEEL WORLD 


LOCOMOTIVES & CARS 


"The Broadest Line of Its Kind ‘ 


J. H. WILLIAMS & ¢€O. 
401 Vulcan Street Buffalo 7, N. Y. 





on delivers the goods 


That's the opinion of 
Mr. D. W. Andrews, Vice-Pres. 
Andrews Hardware and Metal Co. 
Los Angeles, Calif. 





“Factory service in the coastal states is just about as important as 
product quality, completeness of line and the sales assistance made 
available by the factory. 

“That's why Dayton’s Selective Franchise really pays off in the 
West Coast area. For, in the Dayton line of industrial V-Belts and 
Cog-Belts*, we know we've got the best V-Belt drives on the 
market and know, too, the factory service will be prompt and 
accurate. 

“Shipments arrive as ordered and on time — no long delays, no 
mismatched V-Belt sets, no misbranded merchandise, no shorts, 
or overs—that's mighty important to our Customers. 

“In addition, Dayton gives us really worthwhile assistance in 
the selling end with its program of Preventive Maintenance, 

D. 'W. Andrews, Vice-Pres., Andrews Hdwe. & Metal Co., national advertising and sales guidance. There’s almost no limit 


feels the growth of his company is directly related to careful . oS : 
selection of every product in the line and rapid, intelligent to what Dayton is willing to do to assist — even to making calls 


customer service. Because Dayton V-Belts fit this pattern per- with our men in the field. To sum it all up, Dayton not only helps 








fectly, they were a natural addition to the line. ; 
us develop and serve a market but protects us in that market 


with the Dayton Selective Franchise as well. 

“We have long been conscious of the nationwide acceptance of 
the Dayton sales and service program as well as the quality of 
Dayton V-Belts and Dayton Cog-Belts. Now, from personal ex- 
perience, we can say that Dayton really ‘delivers the goods’ in the 
industrial V-Belt market on the West Coast, too!” 





From these two buildings 
housing the main office (top) 
and Power Transmission Divi- 
sions (bottom), Andrews Hard 
ware and Metal Co. exercises its 
highly profitable Dayton Selec- 
tive Franchise. 

Because the franchise is “se- 
lective,” it protects them in their 
industrial market 

For complete franchise details 
concerning your area write to 
Dayton Rubber Co., Industrial 
Division, Dept. 774, 
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on the West Coast, too!” 


Dayton Conducted Sales Meetings. Bill Michel, 
Dayton Regional Sales Mgr., holds session on Day 
ton V-Belts and Cog-Belts for Andrews sales force 
Ken Harvey, Dayton District Mgr. (upper right), 
and Don Andrews (at Harvey’s left) sit in. 


Dayton Preventive Maintenance Program. Factory co- Dayton Factory Service. Indicative of the service Dayton distributors 
operation is demonstrated by Ken Harvey, Dayton (left), and receive is this adequate stock of properly branded, perfectly matched 
H. L. Tinner, Andrews, making detailed survey (top) and Dayton industrial V-Belts. Picture was taken in the Power Transmission 
setting up P.M. program (below) for Andrews customers. Division of Andrews Hdwe. & Metal Co. 


For complete franchise details on Dayton Selective Franchise, write direct to Industrial Division, Dept. 774. 


ayton Hubber 


Since 1905 
World’s Largest Manufacturer of V-Belts 
Dayton Rubber Co., Industrial Division, Dayton 1, Ohio 
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Bay State Grinding Wheels 




















SAFE 























Constantly higher grinding wheel safety factors have 
developed from BAY STATE'S 32 years of grinding 


wheel progress. 


Pioneers in the field of scientific grinding wheel reinforce- 
ment, BAY STATE research found the secrets of adding 
functional strength to the natural sharpness of abrasive 


prod ucts. 


To rigid wheels, for example, BAY STATE adds the tensile 
strength of steel, imbedded or tension-wound as safety 
demands. To wheels that must flex and “give” to do their 
work, BAY STATE builds in the resilient ruggedness 


of carefully selected sinewy fibers. 


Results: Efficient SAFE wheels for all your grinding 
operations from BAY STATE. . . a foremost supplier of 


abrasive products to American industry. 


Safety Literature available 
on all phases of grinding. 





Manufacturers of all lypres of Quality Abrasive Products 
BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S. A. 
Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
in Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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New Modern Hose Packaging 





DURABLE 


stronger for shipment, 
ess storage and reshipment 


COMPACT 


requires less space 
s « « for warehousing 








STANDARD 





complies with standard 
® s « carrier regulations 








Ww p sre 
< Pat wHO4t 


proper labeling 


CONVENIENT. s s prevents mistakes 





HEWITT-ROBINS 





EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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Will Increase Your Sales 


The Complete Hewitt-Robins 





Industrial Hose Line is Now 
Packaged In New... Compact... 


Functional Containers 


We have the answer to your hose handling 
and storage problems. . . covering our com- 
plete hose line, the new Hewitt-Robins mod- 
ern hose packaging program ships hose from 
factory to industrial supply distributor in 
specially designed hose packaging units. 


PRACTICAL a apie handling ease These durable units withstand the rigors of 


shipment and reshipment . . . their minimum 
bulk and weight save on shipping charges, 
storage space. Hose lengths of 50 feet are 
conveniently packaged in individual card- 
board containers . . . larger bulk hose orders 
utilize reels for handling ease and product 
availability. Hewitt- Robins modern hose 
packaging gives product protection during 
storage, guarantees delivery of clean mer- 
chandise to consumer . . . the improved label 
design assures proper product identification 














at a glance. 


Through this new concept of modern hose 
| packaging Hewitt-Robins helps you serve 
PROTE CTIVE for the “new your customers better . . . helps you sell your 

e « # look” when sold customers better . . . with the highest quality 
in industrial rubber goods, 


INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers + Restfoam 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Lid., Montreal + Hewitt-Robins Internaticnale, 
Paris, France + Robins Conveyors (S. A.) Lid., Johannesburg - EXPORT DEPARTMENT: New York City 
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Here are 7 EASY WAYS 
to more income! 


Are you enjoying this volume and profit? 
leading distributors make BLACKHAWK a KEY LINE 
for these opportunities . . . 





‘ ‘ iy 
JIGS AND FIXTU nes ee 


= 4 


SS 








7 al nen 1S MORE THAN A “ONE DEPARTMENT” 


dollars. Alert distributors’ salesmen also get “Porto-Power” 
OOL — An order from the maintenance crew for this re- 


literature into the hands of methods men, safety engineers, 
moeely controlled hydraulic jack equipment is only the begin- laboratory technicians, field service managers, contractors and 
ning! Tool Engineers demand “Porto-Power”™ for jig and fixture many other hot prospects. And — as you know only Blackhawk 
work . . . one such quantity order will total thousands of builds “Porto-Power.” 
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3 LIFE CAN BE EASIER FOR ELECTRICIANS — 
Here's amazing volume! Plant electricians an 
electrical contractors discover Blackhawk Pipe and 
Conduit Benders (and hydraulic knock-out punches), 
are handier, faster, make crews mighty happy. 





Bi Apa 


Au tS) . il 
Livi 


le Ail 
Ve & 


4 


Yh) 
/iJ 
% 
AY 


Ns 

» ‘\ ft, ip 

2 ADVANCED JACK DESIGN BRINGS ORDERS ed < 1% yi i 

AND REPEAT ORDERS When industrial and jhe: meth CA 

construction men know about the refinements of this 

“world’s most complete line of hydraulic jacks”... 4 HAND TOOLS — DESIGNED 5 IDEAS SELL “IDEA MEN” — A 

recognize features such as “lightning lift” (which WITH INDUSTRY IN MIND — personally delivered copy of the 

gives them fast load contact) . . . they order and Industrial assembly lines find Black- famous 64-page “Idea Book” shows 

re-order — AUTOMATICALLY. hawk Hand Tools stand up best un- how other companies make dramatic 
der frequently continuous use, savings with Blackhawk Products. 
yet have extra utility. Black- Over 150,000 already using this 
hawk is now the source for a book . . . give you a tremendous pre- 
COMPLETE hand tool line. sold source for easy orders, 


iy 








HYDRAULIC JACKS 


ds “PORTO- HYDRAULIC 
- Tal POWER" PIPE BENDERS 


3S 2 = G3 
A_COMPLETE LINE oc mere HAND TOOLS 
7 BANK ON ONE SOURCE... AND BANK BIGGER PROFITS — 


Only Blackhawk is a single source for all lines represented here. 
Conserve sales effort, cut handling costs and build sales. Promote 
Blackhawk for all hydraulic equipment and hand tool needs. 


TAKE A TIP FROM OTHER “BLUE CHIPS". . . Volume and profits couse 
many of the country’s largest and best known distributors to rate Black- 
hawk a Major Key Line. And — Blackhawk helps the earnings picture 
for thousands of salesmen, too. All of these sales opportunities are yours 
under a policy consistent with the highest ideals of the Industrial 


“4 BLACKHAWK PROMOTIONS PRODUCE DIRECT CASH Supply fraternity. 


RESULTS — Blackhawk sales promotion brings auto- 
matic results. Unique direct mailings have brought 10% ® 
to 50% returns . . . have directly resulted in huge orders 


for distributors. Many well-established Blackhawk distri- HYDRAULIC EQUIPMENT © HAND TOOLS 
butors boosted Blackhawk sales 35% to 60%. Newer out- 


lets report sales increased up to 200%! Products of Blackhawk Mtg. Co., Dept. M-1734, Milwaukee 1, Wis. 
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...lhere’s Sreater 


7 OPPORTUNITY * 
for PROF il 


when you sell... 


the complete 


EFF povsse-circie ) 
ee LANE of Drills 


and Reamers 





Double-Circle Quality is Consistent 
Chicago-Latrobe’s Double-Circle tools give greater cutting mileage . . . stay 
sharper longer . . . cut to closer tolerances. The high quality that offers all of 
these advantages starts with “close limits” specifications on the raw material 
and follows through a series of rigid inspections to insure the consistently high 
quality for which Double-Circle tools are famous. 


Pouble-Circle Line is Broad 

There is a stock tool available, in the Double-Circle line, for every standerd 
drilling or reaming operation. Add to this cutter bits, screw extractors, special 
tools. . . and you have more sales opportunities at less expense resulting in 
greater Opportunity for Profit. 


Double-Circle Service is Dependable 
Chicago-Latrobe’s service is organized to give the kind of service that 
distributors and their customers can depend on. Branch warehouses 
supplement factory inventories to give quick service on Double -Circle 
tools anywhere in America. If need be, delivery by air is only a matter 
of a few hours. 


Double-Circle offers Greater Opportunity for Profit 

Repect sales built up through consistent quality, an extremely broad line 
and dependable service most certainly are the basis for greater profits. That's 
why it makes sense to stock and repeatedly sell Double-Circle tools. Call 


Chicago-Latrobe and get the facts. 


Month in... Month out... the Double-Circle line is advertised 
in the publications read by your customers. More than 200,000 sales 
messages a month direct customers to Chicago-Latrobe distributors. 
This tremendous effort is backed up with catalogs, literature, signs, 
displays, charts and many other valuable sales tools. 


VISIT BOOTH C-5... 
Triple Mill Supply Convention . . . New York, May 17, 18, 19 


DOUBLE CIRCLE 
TOOLS 


ORILLS ©. REAMERS ©§ COUNTERSINKS 
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at the 
Convention 
stop in 

and see us, 
P-K Booth 112 
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a clear track 
ee. for products 
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What is the future potential for the various product lines 
you handle? Pick out those that are moving ahead 


and you'll find they are powered for sales. 


What gives a product sales power? 
With P-K Fasteners, it’s a Policy of fair-dealing and solid support. 
It's quality products. It’s order protection. 


It’s sales promotion and cooperation . . . second-to-none. 


t 
} If you ride with P-K, the outlook is bright. 


| Put more selling time behind this sales-powered line . . . it pays. 


1 
Certain territories are open for interested Distributors. 


ee A ity 
a Parker-Kalon Division, General American 
= Transportation Corporation, 200 Varick St., New York 14. 


POPUL ORGOI*S 1S 
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¥ \A RESPECTED NAME 


In addition to the well known lines of drills and reamers, 
Whitman & Barnes is a much respected name in 
other cutting tool markets. Whitman & Barnes is the 
first choice of many manufacturers requiring highest 
performance on production operations using counter- 
sinks, counterbores, tool bits, carbide tools, special 
tools, etc. 


MORE SALES OPPORTUNITIES 


The Whitman & Barnes line of highest quality tools provides you with more 
sales opportunities. For example: The extremely broad range of types 
and sizes of Whitman & Barnes drills and reamers covers every con- 
ceivable standard drilling and reaming operation. You have unlimited 
prospects for sales when you stock and recommend Whitman & Barnes tools. 


tt nt 


WHITMAN & BARNES 


40010 PLYMOUTH ROAD PLYMOUTH, MICHIGAN 


NEW YORK ° CHICAGO 7 LOS ANGELES ° ATLANTA 





AGGRESSIVE ADVERTISING 


Your selling efforts are backed and supplemented by an 
aggressive Whitman & Barnes advertising campaign that 
continuously uses the best trade papers to effectively reach 
and influence your customers in the selection of Whitman & 
Barnes tools. Four typical examples of Whitman & Barnes 
advertising are shown above in miniature. 


REPEAT SALES 


Regardless of cutting tool types required by your customers, 
you can render unusual service by carrying adequate stocks 
of Whitman & Barnes tools that permit you to promptly meet 
their needs with the best quality. Repeat sales are assured 
when customers can buy what they need when they need it. 
Stock and sell more Whitman & Barnes tools in '54 for repeat 
sales and increased profits. 


SALES TOOLS 


Literature, catalogs and technical information concerning 
design and application of each tool are provided by Whitman 
& Barnes to help you sell your customers. Charts, signs, decals 
and displays are included among the many available Whitman 
& Barnes sales tools. Take advantage of the Whitman & 
Barnes hard selling promotional and advertising programs 
by stocking and selling more in '54—be headquarters for the 
finest in cutting tools. 
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WIRE ROPE 


























HIGHEST QUALITY. It’s both easier and more SUPERIOR SERVICE. The Roebling Wire Rope 


profitable to sell the wire rope line that’s recog- line is complete ...meets every requirement. 


nized as unsurpassed for service life and Strategically-located warehouses assure prompt 
economy. deliveries. 











CONSTANT ADVERTISING builds demand. ROEBLING ENGINEERS AND REPRESEN- 
Full page advertisements, in color, reach all your TATIVES WORK FOR YOU _.. their technical 
prospects, every month. assistance is available whenever needed to help 
your sales effort. 








Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 


A subsidiory of The Colorado Fuel and Iron Corporation 
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HARD-HITTING, 2-COLOR ADS in leading \ ™ 


a 
industrial Design} Plant Operating, Engineering \ 


\ 


and Purchasing publications. 


+ NYB&P produces, imprints, addresses and mails 10 of these inquiry- 
getting mailing pieces each year—in the name of the Distributor—to 
every name he supplies. The Distributor is relieved of all details... 
pays only the postage, 2'4¢ per piece! 
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a 


SEPARATE, COMPLETE, IN FORMATIVE 


CATALOGS for each line of of NYBAR products: 


a 
Ns 


Gilmer ‘‘Timing’’ Belts 

Gilmer V-Belts 

NYB&P Conveyor & Elevator Belting 
NYB&P Packings 

NYB&P Steam Hose 

NYB&P Transmission Belting 

NYB&P Air Hose 

NYB&P Water & Water Suction Hose 
NYB&P Oil & Gasoline Hose / 
NYB&P Fire & General Industrial Hose / 
NYB&P “‘Indestructible’”’ Plastics J 


also ATTRACTIVE CALENDARS, INGENIOUS DEMONSTRATION KITS 
AND PRODUCT SELECTION AIDS, WALL CHARTS, SALES GUIDES, 
COUNTER DISPLAYS, DECALS, etc. 





\ AND, ABOVE ALL, an unmatched background of 108 years’ experience in 


“developing and producing top-quality Industrial Rubber Products. 
‘hay is 


-> (gles) “TIMING”® BELT DRIVES & V-BELTS 


@ NYB&P INDUSTRIAL RUBBER PRODUCTS 


aN ap ‘NEW YORK BELTING & PACKING CO. 1 market st, Passaic, W.J. 


_/) America’s Oldest Manufacturer of Industrial Rubber Products 
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YAY PRANCHIN 











THE MORSE CODE MEANS 100% 


on all M ORSE 
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“Shipmates... 


Miorse & Morse Distributors’’ 


MORSE works as closely with Morse- 
Franchised Distributors as the working 
crew of a boat. And that cuts both ways. 


For Morse-Franchised Distributors . 


realizing the unique advantages and un- 

paralleled protection of the Morse Fran- 

chise, Morse Code, and Morse Distribu- 

tors’ Inventory Protection Policy... co- 
Z 


operate to the utmost. And it’s this whole- 
hearted mutual effort which makes the 
Morse Franchise the most solid .. . and by 
far the most valuable .. . document of its 
kind. Morse Twist Drill & Machine Co., 
New Bedford, Mass. Warehouses in New 
York, Detroit, Chicago, Houston, San 
Francisco ... all linked together in a com- 
plete teletype AND TELEGRAPH network, 
coast to coast and overseas. 


DISTRIBUTOR PROTECTION 





Cutting. Tools 
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Timp ortont Arrowrcenent... ay 
READY TOOL COMPANY Tee 


1908 curate CENTERS now 
CENTER SPECIALISTS = selling through Indus- 


TS NEW DISTRIBUTOR (ieee 
ADOP +r 


That is why RED-Egin@’Specif == 
tion and precision genuine tf 
200 models is en : SHANK TYPE BALL & ROLLER BEARING 


TAPERED ANTI-FRIC nN 
assemblies in ev cove : ~ Foe 


SKF BALL & ROLLER OUTSIDE SPINDLE 


weights od to 200 ton capacity. 


RED. Fy Adjestablo 6 Grinder ond * 
Milling Machine Dogs for every application © BULL Nose 


REVERSIBLE GRINDER DOG UNIVERSAL VISE HOLD DOWNS a BULL NOSE SHANK BULL NOSE BALL & 
: TYPE Heavy Duty ROLLER TYPE Heavy Duty 


os RA — + 





DOG and DRIVER- CAM ACTION STRAIGHT TAIL CUTTER GRINDER 
MILLING GRINDER DOG GRINDER DOG 


Appointments now being made. Requests for details from interested distributors welcomed. 


RED-E Tools nationally advertised in all important trade magazines. More literature 
published than any other make. Write for Distributor details and samples of literature. 


563 Iranistan Ave. Bridgeport 5, Conn. 
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All Raybestos-Manhattan 


Distributors and their Customers 


Benefit by... 


A BUSINESS RELATIONSHIP 
THAT “WEARS WELL” 


Pome. 


1954 


amare 


The average relationship between Raybestos-Manhattan and 

the R/M Distributor is of many years standing. Raybestos- 

Manhattan’s record of long, satisfactory association with 
Atal distributors is based on a policy of friendly personalized 
telnet attention to distributor problems . .. and dependability 
. of service and delivery over the years. 
Industrial rubber product leaders like Homoflex Hose, 
Condor V-Belts, Condor Compensated Belt, Condor Whip- 
cord Endless Belts, Homocord Conveyor Belts and others, 
provide sound profit advantages to the distributor by giving 
his customers long, trouble-free service on the job. 


A Business Relationship that “Wears Well 


Customers get “More Use per Dollar”. As a result, their 
repeat business gives R/M Distributors more sales from 
every dollar of selling effort. 


Strategic Warehousing, Dependable Delivery 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


@QR Her tk 


Flat Belts V-Belts Conveyor Belts Air, Woter, Steom Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industrial Rubber * Fan Belts * Radiator Hose * Brake Linings * Broke Blocks * Clutch Facings 
Asbestos Textiles * Packings * Engineered Plastic, and Sintered Metal Products * Bowling Balls 
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1854 100 Mow 1954 


OF SUCCESSFUL MANUFACTURING EXPERIENCE 


GET MORE PRODUCTION...PER MAN-HOUR 
with the help of dependable, efficient 


AIR COMPRESSORS: AIR CYLINDERS - AIR HOISTS 


TO LIFT, LOWER, PUSH, 
OR PULL Curtis Air Cylinders 
or Air Hoists Wili Do The 
Job Quickly, Easily, and 
Economically — capacities 

up to 10 tons. 


low-cost trouble-free operation 


smooth and delicate control 


MORE AIR AT LESS COST... cylinders, ground and polished 
with powerful, precision-built disc-type valves lapped to seat 
Curtis compressors 

@ available up to 50 H.P. Pendant Air Hoist 

@ improved — two-stage design delivers a me omtthec . ‘ 
more air per horsepower lowering application. 

® air-cooled — no freeze up — low-cost 
installation and operation 

@ Timken tapered main bearings permit 
external adjustment 

@ pressure lubricated rod and piston 
bearings for long life 


Tank mounted compressors Bracketed Air Cylinder 

1 can be mounted horizontal'y or 
Va through 15 horsepower vertically for lifting, lowering, 
Simple compressors pushing, or pulling. 


Va through 50 horsepower 





FOR COMPLETE INFORMATION on how Curtis equipment can make your production more profitable, write today... 


CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 Kienlen Avenue, St. Lovis 20, Missouri 
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an important message 


to INDUSTRIAL 


DISTRIBUTORS 





duPont TEFLON 


SPIRALWOUND | 





t 
. 
, : ’ me u ’ 
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Here ate 


Chersiseal GASKETS 
AND ACCESSORIES 





A Well Established Company 


When you think of taking on a new line of products you 
naturally think first of the company behind it. Estab- 
lished in 1940, annual sales of the United States Gasket 
Company have grown rapidly. Today, they are meas- 
ured in the millions of dollars. 








~ Recognized Leadership 


U.S.G. is regarded as ‘“‘Headquarters’”’ in TEFLON 
fabrication and its application to gasket and packing 
requirements. Users names read like a ‘“‘who’s who”’ of 
Industry here and abroad, and include the armed forces 
and the A.E.C. 


Growing Demand 





Because more and more plant operators and engineers, 
" ‘ daily, are discovering that Chemiseal Gaskets and 
Packing, made of TEFLON, outlast other types several 
times over, the demand for these products is steadily 
increasing. Some plants are standardizing on them for 


QC all corrosive services. And they can do so because 
; (eo TEFLON is impervious to all acids, alkalies and solvents. 
U.S.G.’s companion line of Ajax Spiral Wound Gaskets 


serves 85°, of the market for metal-asbestos gaskets. 
Today, spiral wound gaskets are the most popular type 
of gaskets for steam line and boiler service by a wide 
: majority—replacing innumerable designs which were 
° unprofitable for the supply house to handle. 


AJAX SPIRAL WOUND 


' I} : | . 


Pte 
Misia 








the Lacks 


Modest Stock Investment Required 


Chemiseat PACKINGS 


Because these U.S.G. lines are standard, multi-purpose 
products—you require a minimum of inventory to 
handle a maximum of business. And more rapid turn over 


of investment means a more worthwhile profit picture. 


Competitively Priced 


Item for item, Chemiseal TEFLON Gaskets and Pack- 
ings and Ajax Spiral Wound Gaskets are realistically 


priced to meet competition on items of equal quality. 


Liberal Trade Discounts 


U.S.G. offers liberal distributor trade discounts which 
make an investment of time and sales effort profitable. 


Powerful National Advertising Support 





For years U.S.G. have been one of the largest advertisers 
of gaskets and packings in the national trade journals. 
This advertising has built powerful product acceptance 
throughout industrial America, on which you may 


draw as soon as you identify your sales efforts with it. . 


SEE MORE ABOUT SALES HELPS ON THE FOL- - a 

LOWING PAGE ...AND USE THE COUPON TO — “ eam 
SECURE FURTHER DETAILS ON HOW YOU MAY | . . 
PROFIT FROM THIS MERCHANDISING PROGRAM 





GASKETS 





UNITED, STATES GASKET COMPANY « CAMDEN 1, NEW JERSEY 


ADVERTISING and DISTRIBUTOR HELPS 


In addition to the powerful industrial publication adver- 
tising program, U.S.G. also participates in the leading 
national engineering expositions. Exhibit material is 
also available for local conventions and distributor's 
“open-houses.”’ 

New impressive literature on all gasket and packing 


products, including engineering data and simplified 
how-to-buy information, are available. 

Also there is a series of sales compelling envelope 
enclosures on these products ready for imprinting with 
your company name. 


United States Gasket Company, Camden 1, N.J. 





act now to get these profitable lines for your territory 


° 


Mr. Harry Stott, Sales Mgr 
United States Gasket Co. 
Camden 1, N.J. 


Please tell me more about the U.S.G. Merchandis 
ing Program for Industrial Distributors 


Name 
Position 
Company 


Address 








“The OIC Line 
is one of our 
most valuable!” 


We know it will prove more 
so as the years move on.”’ 


L. L. Brenholts, President 
Harris Pump and Supply Company 
Pittsburgh 3, Pennsylvania 


R. BRENHOLTS states additional facts 
M about his relationship with OIC: 
“OIC’s product information and appli- 
cation data, together with the personal 
attention of OiC’s salesman with our sales- 
men in the territory, make a combination 
hard to beat. 
“The completeness and constant im- 
provement of the OIC line of valves, plus 
the close realistic sales assistance we 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 


fol 
Vaives 





receive, help build repeat business from 
our best customers. 

“We realize more and more the steady 
effort the OIC organization is making in 
many ways to cement our pleasant and 
profitable relationship.” 

Mr. Brenholts’ words point up well 
those steps taken by OIC to make an OIC 
Distributor Franchise important and 
worth while going after. 


BRONZE & IRON 
FORGED & CAST STEEL, 
LUBRICATED PLUG VALVES 
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How KEYSTONE 


Mf{/ 


PROFITS Help 


Mf 


¥ 
~\' 


Keep Distributors 


f 
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SS & Distributors say the Keystone Franchise is real 
y) help because it’s a Aigh profit line that helps 
SS y hold the fort against rising operating costs 
SS yj And, this high profit margin is good reason for 
4 Keystone Distributors to go after new accounts 
NS a New business means.repeat business, and 
we repeat business means even. higher’profits! 


With it all the distributor has a complete line 
of quality lubricants that will always sell 
whether business is good or bad — because 


there’s always a market for lubricants! 


1] 


Chose aren't all of Keystone’s advantages 


Bitiaalsitiselscmilacmanie «ae: up by a powerful 


promotion campaign every day of the year 
Advertismg in national publications and frequent 
lirect mailings promote Keystone Distributor 


Service to prospective customers and pull in 


ive. leads’ Keystone Field Engineers make 

ee calls with distributors and conduct plant 

surveys to extend the use of ‘Keystone products 

5 Keystone bulletins and trade shows 
ire geared to give hard-hitting sales help 


ind sales meetings Keep distributors up 





to date on produc t and sales information 


SPECIALIZED 
Are you making full use of this Keystone 
LUBRICANTS Ditiaaleitits) a matlaette 


It’s planned to help you profit! 
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1 +29 Cartridged Grease— 


for open geors. 


2 +122 Open Gear Grease— 
for all open gears except bevel; 
for normal operating conditions; 
brush, swab or pour application. 


3 Condensed Oil #50—for 
plain, ring oiling and oil lubri- 
cated anti-friction bearings; 
guides, slides, etc.; temperatures 
25° to 225°F. 


4 Keystone Penetrating Oil +1 


—vused as a rust buster; = 2— 


quae bo 
anys Lat 


used as a light machinery lubri- 
cant, cleaner, engine oil additive. 


& +44 Grease—for ball and 
roller bearings, for speeds in 
some cases up to 20,000 rpm; 
temperatures 0° to 225° F. 


6 Keystone Lubricant # 49 —for 
air compressor lubrication— 
keeps valves and cylinders 
cleaner for longer operating 
periods; affords maximum 


savings in maintenance costs. 


7 5S. R. Lubricant — for speed 


reducers and gear-head motors. 


POM, 
Rend 
LUBRICANTS 


SR No. 1 
Nene ” 
. ; a) on" 


These Keystone leaders are your key to new business. Over-all, they 


cover more than 50° of industrial lubrication needs. They lead to volume 


sales and higher profits, and pave the way for sales of other mill supply 


items. KEYSTONE LUBRICATING COMPANY, 2lst & Lippincott Streets, 


Phila. 32, Pa. Est. 1884. 


TRADE MARKS REG U6. PAT. OFF 


SPECIALIZED 


ae | 


These Seven Keystone Products Are Your Tickets To Higher Profits! 


| 


LUBRICANTS 
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Arthur R. Wiley, National Warehouse Manager of A. G. Spalding & Bros., 


Inc., tells why 


He’s famous for his fast delivery! 


Imagine the stands filled,’ says Spalding’s Arthur Wiley, 
the major league teams in their dug-outs, the mounting ex- 
pectation — and no baseballs! 

Ic sounded like an ‘emergency.’ The balls used in all 
major league games are specially tested for perfection. The 
club was half-way across the country from our Chicopee, 
Mass. plant and a double-header scheduled 

But we're used to delivering fast. We solve situations like 


this week-in and week-out by relying on Air Express 


___& Air Express — 


CALL AIR EXPRESS 


So, we just called Air Express on this job. The balls were 
flown west, were delivered and actually in play on the field 
a few hours later. 

“We use Air Express throughout the year to ship all kinds 
of sports equipment throughout the country 

Practically all these shipments cost less with Air Express 
than with any other air service 

It pays to express yourself clearly. Say Air Express! 


Division of Railway Express Agency 


—_s— 


Gers THERE FIRST via US. Scheduted Airlines 


. division of RAILWAY EXPRESS AGENCY 
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Torque-Limiter . . . slip-type friction device 
for automatic overload protection 


186 


Stock Roller Chains from %” pitch to 2” pitch; 
corresponding Stock Sprockets in 
Types A, B, and C 6 


Full-Complement Clutch... stops 
reverse shaft rotation; rollback 
of conveyor feed mechanism 


@¢ 


Taperlock Bushings . . . 
Type B Sprockets with bore diam- 
eters /2 to 3” in increments of 1 / 16” 





Hy-Vo Drive . . . from 50 to 


5000 hp.—rotative speeds up 
to 3600 rpm. 


Morflex Radial Coupling . . . capac- 
ities from .06 to 13.80 hp. per 
100 rpm. 


available in 





How Morse can help you with 
your power transmission sales! 


As a power transmission specialist, you are undoubtedly inter 
ested in a complete and dependable line of transmission products 
We can offer you both a size and a type of product which will suit 
your every need. 


Morse power transmission products are a quality line; each one 


skillfully machined to American standards, brought to a smooth, 
clean finish, and built to special Morse high-quality specifications 


Association with the Morse Chain Company makes you an integral 
part of the Morse team. Any power transmission problems you may 
come up against will be personally worked out with you by Morse 
until a satisfactory solution has been reached and the sale made. 


Morse aids you, as a distributor, in stil] another way. Heavy 
advertising schedules carry the powerful Morse story to purchasing 
agents, plant engineers, buyers on all levels of operating manage- 
ment throughout industry. These informative ads help reinforce the 
excellent Morse reputation for long service life, less maintenance 
“downtime” and low operating costs. 


Complete information on Morse power transmission products 
is readily available. Attractive and detailed catalogs quickly show 
your customers the quality, price, design and maintenance of Morse 
products. These catalogs will explain the many ways it pays them 
to do business with you as the local distributor for industry's number- 
one producer and seller of 
quality power transmission 
products ... Morse Chain 
Company. 


Join the successful power 
transmission specialists and 
distributors working with the 
Morse Chain Company. Write 
us today for complete informa- 
tion. Morse CHAIN COMPANY, 
7601 Central Avenue, Detroit 
10, Michigan. 


MECHANICAL 


POWER TRANSMISSION 
PRooUCTS 





FOR 24 REASONS, MASTERS OF MECHANICAL POWER TRANSMISSION SINCE 1393 


QA=S 604 


PRING 
_suaee |? amen | Jxenccem | Semumcwn | 5 meee 
OLLER CHAINS povice CHAINS LER SPROCKETS KETS DRIVES 


a o& LO 


FLEXIBLE «=F 4) PLEXOBLE moerity MORFLEX i mORFLEX & 
ROLLER CHAIN, '” SILENT CHAIN apne RADIAL RADIAL 
couruincs | — couruings , COUPLINGS COUPLINGS | —DRIVESHAFTS 
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HIGH pOUBLE-PITCH | > 
ROLLER CHAIN 


VUUURes 
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AUTOMOT 
SILENT SILENT CHAIN HY vO ui mt 

PROCKETS cones | Some 
s i DRIVES 


CABLE * ATTACHMENT 
CHAIN CHAINS i CHAINS 


— 


TORQUE , WaRiaget 
over RUNNING?!) OVER-CENTER! PULL MORE umes | att 1 “wus 


CLUTCHES CLUTCHES | CLUTCHES CLuTOnes CLUTCHES | — | 
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of all woodworking shops 
are cluttered with 


a5-yoar-old “Clunkers, 
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BU |... One AMF De Walt machine does the work 


of many machines and cuts equipment cost 60%! 


Money-saving flexibility like this for users makes AMF De Walt 


easiest to sell—most profitable for distributors to handle! 


De War 


18 different saw blade First 3-dimensional dado machine—over 14 different 
dado head uses. PROFITS PLUS WITH DE WALT! 


FIRST completely universal saw 
operations. PROFITS PLUS WITH DE WALT! 


FIRST combination back-to-wall machine — saves floor 
space, permits straight-line handling. PROFITS 


PLUS WITH DE WALT! 


FIRST tilting arbor overhead shaper—does all kinds of 
shaping work. PROFITS PLUS WITH DE WALT! 


Today, more than ever before, profit-minded and quality-conscious buyers 
are asking for AMF De Walt the ONE machine that actually 


provides new, practical ideas for greater shop efficiency and lower costs. 
Every AMF De Walt reduces capital investment, accurately does the 
work of many single purpose machines, brings new safety to operators, 
releases valuable floor space for other uses PLUS many more savings! 
All these profit-making features for customers are unusual sales 
advantages enjoyed only by AMF De Walt distributors 
And extra profit business in AMF De Walt tools and accessories 
is limited only by the ingenuity of the user! 
The AMF De Walt line is complete... from the new 
world-famous AMF De Walt Power Shop for the 
“Do-It-Yourself” market to the rugged, heavy-duty models } 
that have set industrial standards for over 30 years 
Now’s the time to sell this line. Write c/o Dept. 1D-5 for details! P OW E R SAWS 
in Canada. De Wait Conadeo Lid, Guelph, Ont 
A subsidiary of American Machine & Foundry Company, New York 
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P&H Hevi-Lift 

Custom-built to your customer's 
specifications. Over 3.000.000 
possible variations of this heavy 
duty hoist to fit your prospect's 
needs. Easily converted to any 
type mounting; trolley, bolt, or 
lug suspension, hook suspension 
or crosswise. Geared-limit switch 
con be set to svit ceiling and 
fleor limitations. Available in 
copacities up to 15 tons 


bie 


‘al 





P&H Zip-Lift Electric Hoist 
(Pushbutton Control) 

This sturdy small hoist is a hot 
item for multiple sales. Some 
large plonts use as many as 500 
Zip-Lifts to keep loads moving, 


for positioning work and equip- 


ment. Copacities from 250 Ibs 
to one ton. In use in many 
diversified industries and insti- 
tutions 


Th 


P&H Zip-Lift Electric Hoist 
(Rope Centro! Model) 
Brand new. Same manevvera 
bility as the push-button control 
model. Rope control equipment 
permits substantial price reduc- 
tion — mokes easier sales for 
you. Available in 500 and 1000 
Ib. capacities. Soales-helps go- 
lore on these popular hoists. 
Ask to see them. 


P&H Hand Chain Hoists 

There's a whole group of these 
hoists. You can sell spur-geared 
hoists, army-type trolley hoists, 
low-headroom trolley hoists — 
whatever your customer needs 
Capacities up as high as 25 
tons. Completely fills your line 
of P&H Hoists and accessories 
—you're ready to supply what- 
ever your customer needs. 





P&H Jib Cranes 

Eight different models of jib 
cranes, including bracket-type, 
mast-type, ond pillor-type. Ca- 
pocities up to 12,000 pounds 
— all of them built for a reach 
of from 8 to 20 feet. Addition 
of this complete line of jib 
cranes to the P&H selection lets 
you sell both the hoist and the 
mounting. Catalog and sales in- 
formation available to help you. 





how to — 1,000 on the side 


with a laterally-mounted HOIST 
... it means more business for you! 


OU can sell better if you have top- the help of the crane to drag the plate 

notch ammunition. This case history toward the shear at least 2 hour a day. 
from the Falk Corporation in Milwaukee, It costs $3.30 to operate the overhead 
Wisconsin is high caliber. And it tells of crane for ¥2 hour. Just saving this time 
a unique installation that may help you alone amounts to $1000 per shift year. 
uncover a prospect in your territory. Here And this does not take into account the 
it is: time saved due to not calling on extra 


men for assistance. 
“The only case in the plant,” says the 


Falk Corporation, “where we call upon “What does this saving cost us? Our 


a P&H Zip-Lift to haul a load laterally cost accountants have it figured out at 


is in the weld shop. Here a crane lifts $36 per year. That's $3.00 per month 


a ¥2" or %" steel plate onto the ball 12¢ a day. 


bearing roller table as it approaches the “Another thing — we've been using 


blade of a large shear. A 1000-pound 
capacity Zip-Lift Hoist has been at 
tached below the table of the plate 
shear, with its cable attached to a pair 
of hooks which pull the plate on the 
roller table toward the shear for succes 
sive cuts with the blade. Pushbutton 
control at four points enables either of 
the two operators to guide and spot the 


load easily and accurately. 


“Formerly, two more men frequently 


assisted, and the operators called for 


HOISTS 


this P&H Zip-Lift in this application 
for seven years. In that time there have 
been no maintenance charges against 


this hoist except for regular lubrication.” 


You can have a detailed report on the 
Falk Corporation’s use of P&H Hoists to 
help you in your sales efforts. If you like o 
the way we back up our distributors with s fie, 
sales ammunition, you might investigate ‘ AP Oy 
the few open territories we have left. = 
Write us, on your letterhead. It pays you 


to sell the complete P&H Hoist line. 


se eaeeeeeeeeeaTEAR OUT COUPON AND MAIL TODAY *®#e#eeeeeeeeeee 


P&H Hoists 

HARNISCHFEGER CORPORATION 

4683 West Notional Avenve, Milwovkee 46, Wisconsin 

Gentlemen: Please send me the complete, illustrated sales-tool on the Falk 
Corporation. | am also interested in more information on [) P&H Zip-Lifc, 
P utton Control, PaH Zip-Lift, poe Control, () P&H Hevi-Lift, 
() P&H Hand Chain Hoists, () P&H Jib Cranes. 


HARNISCHFEGER 
CORPORATION 


4683 W. National Ave. * Milwaukee 46, Wis. 


Se eeneeeeeeeeeeaeeaeeaeeeee, 





BV EVANS 
FACTS 


a collection of useful tips to help you 
develop new selling leads in 


industrial markets 


WINS ON BASKETBALL FLOORS J 


SCUFFING AND STAMPING ON GYM FLOORS 
DOESN'T FAZE MARKER STRIPES MADE OF 
LONG-WEARING “SCOTCH” BRAND PLASTIC 
TAPE NO. 471. TAPE IS READY FOR HEAVY - 
TRAFFIC THE MINUTE IT'S APPLIED! AND 
IT CAN BE PICKED UP... RE-APPLIED 
IN A NEW PATTERN 
IN A MINUTE ! 


THAT TRAPS RIVETS 


HUNDREDS OF RIVETS AT A TIME ARE 

HELD IN HAMMERING POSITION BY 

“SCOTCH” BRAND TRANSPARENT 
Products made in U.S.A. by Minnesota Mining and Mfg. Co., RIVETERS TAPE. WITH ADHESIVE 


St. Paul 6, Minn.—also makers of “Scotch” Brand Pressure- 


Sensitive Tapes, “Scotch” Sound Recording Tape, ‘“‘Under- ONLY ALONG THE EDGES, TAPE 


seal” Rubberized Coating, “Scotchlite” Reflective Sheeting 


“Safety-Walk" Non-slip Surfacing, “3M” Abrasives, "3M" PREVENTS RIVETS SLIPPING OUT... 


Adhesives. General Export: 122 E. 42nd St., New York 17, 


N.Y. In Canada: London, Ontario, Canada. CUTS RIVETING TIME ’ SAVES LABOR i 
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hi )\ \ WITH 3M ABRASIVE BELTS AND THE 
RECOMMENDED 3M METHOD, TOWLE 
SILVERSMITHS OF NEWBURYPORT, 
MASS.,FOUND A MODERN, LOW-COST 
METHOD OF FINISHING THAT EQUALS 
THE FINE RESULTS OF OLD-TIME 
CRAFTSMANSHIP ! 





cpa DIFFERENCE T 


PRODUCTION PAPER ABRASIVE BELTS 
USED IN WOODWORKING INDUSTRY 
ARE SO MUCH SHARPER THAN 
ORDINARY STROKE-SANDING BELTS 
YOU CAN ACTUALLY FEEL THEIR 
EXTRA CUTTING 

POWER! AND THEY * 
STAY SHARP 
LONGER / SCOTCH 


Pressure-Sensitive 














a eA MRE RS RES Tapes 
Minnesota Mining and Mfg. Co. 
Dept. ID-54, St. Paul 6, Minn. 
Please send more information on the products checked below: 
(1 “‘Scorcn” Brand Plastic Tape #471 (] “Scorcn” Brand Transparent 
Riveters’ Tape []3M Abrasive Belts [] “Scorcn’”’ Brand Aluminum 
Foil Tape [] Production Paper Belts for Woodworking Industry. 


GET MORE DETAILS of profit oppor- 
tunities in the fast-selling 3M line of in- 
dustrial products. Send coupon today! 
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JOHNSTON PAVES THE WAY 
lo more pump sales for you! 


Johnston advertising builds 
brand acceptance in your 
industrial, municipal and 
agricultural markets! 


The Johnston Pump Story will be 
told 3,621,818 times during 1954 


in these publications: 


Fortune ¢ Oil and Gas Journal ¢ Chemical 
Engineering Progress « Engineering News-Record 
Consulting Engineer « Power ¢ Refinery Catalog 
Composite Catalog « Thomas Register « Public Works 
if Water & Sewage Works ¢ Water Well Journal 

County Agent & Vo-Ag Teacher 

Farm Management « Irrigation Engineering 

& Maintenance « Southwestern 
Crop & Stock 


PLUS a promotional program 


JOHNSTON including mailing pieces—leaflets— 

VERTICAL PUMPS \ booklets — bulletins — books — exhibits 
—gadgets—advertising specialties— 
and other promotional material. 


Alco extra Johneton dealer helps! 


publicity—photo contests—cooperative advertising 
THE JOHNSTON SCHEDULE IS DESIGNED 10 
CREATE PROFITS FROM PUMP SALES 


If you are not selling a pump line— 
If you are not selling the Johnston Pump 
line—If you desire a more complete 





line—and more profits — 
write us today! 


JOHNSTON PUMP COMPANY + BIN"K’ PASADENA 19, CALIFORNIA 
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VISES 


The Complete “BULL DOG” Line 


Machinists ® Top Swivel Jaw © Woodworkers © 
Hinge Pipe © Combination Pipe © Utility © 


ALL VISES iz >. 
INDIVIDUALLY V fi 


BOXED 





CAN BE 
SHIPPED 
AT ONCE 








Backed by 84 years of time proven acceptance. Hundreds of plants have used them 
and still do. Sell PRENTISS for those “REPEAT” vise orders. They stay sold. 


Prentiss Sales Policy 


100% thru Stocking Industrial Distributors. 


A few territories still open. Write for detailed information. 
Buy PRENTISS Today. 


SEE US IN BOOTH E-27 AT NEW YORK CITY 
PRENTISS VISE DIVISION OF THE CHARLES PARKER CO. MERIDEN, CONN. 
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WOW Get into the Profitable 


oe MATERIALS HANDLING BUSINESS 
with MINIMUM INVESTMENT 





Mode! No 4036 
(Pat. Ne. 256013) and 
other potents pending) 


SELL IT FOR ALL THESE JOBS 
—AND DOZENS MORE! 


* Shelving Heavy Loads in Narrow Aisles 

* Lifting and moving heavy motors and 
equipment 

* Lecding, unloading trucks 

* Moving easily damaged merchandise in 
stores, display rooms, warehouses 

* Moving and positioning tote boxes, etc. 

* Stacking and moving beverage cases 

* Stacking heavy dies, kegs, boxes 


USE IT YOURSELF in your tool crib or 
stock room to speed up handling and 
deliveries. 





A COMPLETE 
LINE OF 


"Packaged" 
MATERIAL 


HANDLING 
UNITS 


Sell the Complete GV°“™D Line 


Featuring the 


RAN 
SHOP 
CADDY 


with 4-Speed VariLift 
(500 Ibs. Capacity) 


wens meee AGS 
moun coo 


You know that “capital” equipment sales are hard to 
make these days, but you can make sales NOW with this 
low cost, Ka Caddy.” It’s a hand truck with a 4-speed 
hydraulic lift that has scores of uses in almost every plant 
and shop you call on. It’s a “packaged” unit, complete and 
ready to go to work as you see it. No fancy custom prices, 
no fancy engineering and slow delivery. Buyers are quick 
to see its advantages. 


® Both Lifts and Moves Loads 

® Smooth Hydraulic Operation Reduces Damage to 
Merchandise 

® Varilift—4 lifting Speeds 

* Perfect Balance for Safe, Easy Handling 

* Saves Men—Reduces Accidents 

* Saves Space—Stacks Kegs, Boxes, Bags, Crates, 
Coils, Dies 








WIRE—PHONE—WRITE for details of our New Low-Invest- 
ment, Floor-Stock Rental Plan. It gives you a demonstrator 
for only a dollar a day! You purchase as you sell. 
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C-Clamps 


RAN ) 





There are no clamp sales you have to pass 
up when you handle the Grand Line. That's 
because it’s the most complete line of C- 
clamps ever offered. It’s yours to sell to 
almost every firm you call on—because ever) 
industrial shop is a prospect for one or more 


types of Grand Clamps. 


These Quality Features Help You Sell: 


MADE OF NACO NO. 6 STEEL—Al! proof-tested; 
80,000 Ib. tensile strength. STRONGER THAN 
FORGINGS! Meet all Govt. Spec. and appro- 
vals. Rugged enough to stand up when used 
in railroad coupling equipment, Naco Steel 
gives your customers the basic quality that 


means years of dependable clamp performance. 


QUICK SETTING—PATENTED TRIGGER RELEASE 
on many models. Saves time by permitting 
screw to be pushed closed. A quick final turn 
firmly sets clamp. Trigger allows instant release 


—no running up and down. 


WELDER'’S ATTACHMENT AVAILABLE. Grounding 
wire can be attached to swivel cap on welding 


models for sure, low resistance. connection. 


DUAL GRIP MODELS for tightening against bevels 


or in close quarters. 


ASM Series 


: QLW Series 
QL Series 
ASH Series 
L Series 


(Patented ond Patents Pending) 





TERRITORY FRANCHISE PROTECTION 


for recognized distributors 
Write for details 








ALLIED »*s.« SALES <. 


(Materials Handling Division of Grand Specialties Co.) 
3103 W. Grand Ave. * Telephone: VAn Buren 6-1243 * Chicago 22 
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FORT WORTH 
_HrCap 
GIVE 


* GREATER CAPACITY 
* LONGER LIFE 


BOLT HOLES 
DIMPLED FOR SMOOTH 
PERFORMANCE 


SMOOTH 
CURVATURE OF 
BODY ELIMINATES 
CONCENTRATED WEAR 
LARGER 
CAPACITY 
DUE T0 


INCREASED HEIGHT 
4 ENDS EXTENDED 
AND LOCKED UNDER 
FRONT LIP FRONT AND BACK TO 
SUPPORT BODY 


Made of 


Psi. HEAVY re 


GA nformation 
TAPERED ENDS TO so bey am 
DECREASE DRAG OF PICK-UP. , FORT WORTH 


BUCKET 
NESTING FACILITATES All Welded ELEVATORS 


SHIPPING AND STORAGE No Rivets ' Write for 


Catalog 
Section 





EASY TO STOCK 
EASY TO HANDLE 
EASY TO SELL 


Write for Catalog Section 416 a 


Here’s an Elevator Bucket that has extra fea- 
tures that SELL! Investigate now the sales 
advantages of Fort Worth Hi-Cap Buckets. 


Fo RT wv ORIH aaceMenY a, 


DEPT. 15, 3600 McCART, FORT WORTH. TEXAS 
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THE 
BIG 
NEWS 


> _ * 
SPECIFIC STANDARD TAPS in Taps 


SPECIFIC MATERIALS 
at NO EXTRA cost 





Reproduction of the first 

in a series of advertise- 

ments to appear in: 
American Machinist 


Industrial Equipment News 
Machine & Tool Blue Book 


Machinery 
T YOUR TAP a 
IT’ Specific taps Modern Machine Shop 
cu kind Then order ‘DETRO New Equipment Digest 
7 d "DETROIT Specific taps Purchasing News 
e ail Then order 


ific material. They do 4 Tool Engineer 
pec her materials, too Tooling & ~anf 


oe? soy that material 


_ @ © © © for that § 


5 ie 
: good job on © sire 
: Then order ‘DETROIT’ general pu 
seably for oeoe ron — 


» shank 
clearly ™ irked on the 
v 


aia Crecific tap is se which it 18 ideally 
-y ‘DETROIT - acilit material f ' 

, name of the spec! ~7 69 

one ‘A. v r Catal g Bulletin aS: 5é 


DpETR#M IT 


paseuine mC moan 


8615 E. EIGHT MILE ROAD 2 BASELINE, MICHIGAN 
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Buyers Guide to tasting valve economy 


and Plumbing-Heating 
Valves. It is also a reliable 


of these suppliers proved 
ich offer the soundest 
gment and recom- 


ply specialist, whose 
of his many 
York 17. 


“ ALABAMA Fulton Supply Company ©) LOUISIANA 
Grinnell Corp. 
Birmingham Noland Company, Inc Noland Company, Inc New Orleans Edgar Murray Supply Co 
Dothan Alabama Machinery & Supply Co J. M. Tull Metal & Supply Co Weil-Gutmann Supply Co 
Mobile May Supply Co Augusta Noland Company, Inc Shreveport Monsco Supply Co 
Montgomery Alabama Machinery & Supply Co Richmond Supply Co 
Noland Company, Inc. Columbus papeen Coaporenion MAINE 
Selma Selma Foundry & Machine Co leGrange Industrial Suppliers, | nc B R.B.D ac 
Macon Noland Company, Inc eet jor ww anne ° 
ARIZONA Taylor tron Works & Supply Co ortland L. Blake & Co 
Rome Battey Machinery Co 
Phoenix Western Supply Company Savannah Hajoca Corporation MARYLAND 
Tucson Albert Steinfeld & Co Morgans, Inc. Annapolis Thos. Somerville Company 
CALIFORNIA Valdosta Whitehead Hardware Co Baltimore The Taylor Supply Company 
ae IDAHO Cumberland Tri-State Mine & Mill Supply Co., Inc. 
Emeryville Thaler Pipe & Supply Company Hagerstown Foltz Manufacturing & Supply Co. 
May wood M, E. Gray Company Boise Idaho Hardware & Plumbing Co. 
Sen Francisco Atkins, Kroll & Company, Inc. 2 MASSACHUSETTS 
. &. Pol 6 Company, Ute ILLINOIS Attleboro Reardon & Lynch Co.. Inc 


cm COLORADO Bloomington Wilkins Bloomington Co Boston Atlantic Pipe & Supply Co., Inc 
Chicago Chicago Tube & Iron Company Conley Supply Co., Inc. 
Denver Hendrie & Bolthoff Company James B. Clow & Sons Pierce-Perry Co. 
Pueblo N. ©. Nelson Co. Great Lakes Supply Corporation Brockton Corcoran Supply Co. of Brockton, Inc. 
Fred C. Kramer Co. Cambridge Boston Pipe & Fittings Co., Inc 
f>- CONNECTICUT Miller Supply Company Metropolitan Pipe & Supply Co 
Whitney & Ford Co R. C. Sullivan Company 
Bridgeport Lewin & Sons, Ine. , Danville Inland Supply Company Fall River Corcoran Supply Co. of Fall River, Inc 
The Wellington-Kincaid Co. Decatur Field & Shorb Company Gardner Royal Supply Company 
Danbury W. S. Holman, Inc DuQuoin DuQuoin iron & Supply Co Holyoke The Holyoke Valve & Hydrant Co. 
{ Nutmeg Plumbing Supply Co. Peoria Wilkins Pipe & Supply Company Hyannis R. B. Corcoran of Hyannis 
Greenwich Futty & Company, Inc Rock Island American Rad. & Std. Sanitary Corp. lawrence Bride Grimes and Co 
Hartford The Callahan Company Rockford D & F Supply Company Lowell Middlesex Machine Company 
Marsden & Wasserman, Inc. Lynn The Bourneuf Corporation 
The Plimpton & Hills Corporation <> INDIANA New Bedford Babbitt Steam Specialty Co. 
Thomes Trant & Bro., Inc Peabody Boyle Machine & Supply Co. 
Ward & Hausser Anderson May Supply Company Pittsfield Berkshire Mill Supply Co 
New Britain New Britain Plumbing Supply Co Evansville Plumbers Supply Corporation The Robbins-Gamweil Corp. 
New Hoven The C. S. Mersick & Company Fort Wayne The Nationa! Mill Supply Company South Boston Charles D. Sheehy, Inc. 
New London Hansen Supply Co. Indianapolis Plumbers Supply Corporation So. Sudbury Hilco Supply, Inc 
Norwalk County Supply, inc Kokomo The Main Supply Company Springfield Charles Millar & Son Co. 
Norwich The Anderson Supply Company LaFayette Biggs Pump & Supply Co. Westfield Warner Supply Co., Inc. 
Putnam Rawley Plumbing Supply, Inc Marion Liniger Company, Inc. Worcester Washburn-Garfield Co. 
Stamford Connecticut Plumbing Supply Co. Richmond H. 8. Smith Supply Co., Inc 
Glauber, Inc South Bend The South Bend Supply Company MICHIGAN 
Waterbury M. J. Daly & Sons, Inc. Terre Haute Mechanical Suppliers, |nc 
Battle Creek Kendall Hardware Mill & Supply Co. 
2 DELAWARE oo IOWA Benton Harbor  Brammall Supply Co 
Wilmington Hajoce Corporation Cedar Rapids Cedor Rapids Pump & Supply Co a ayy "gee 4 
Des Moines A. Y. McDonald Mfg. Co Grand Rapids Hayden Supply Co 
ae DISTRICT OF COLUMBIA Dubua eye aA c Jackson The Smith Winchester Co 
ue . McDona ° 
Washington Thos. Somerville Company Fort Dodge Leighton Supply Co. aa ln tele co. ary Se. 
Marshalltown Glick Supply Company Musk 9 Fisher S be ly Cc 
™ ; . . egon isher Supply Co. 
ab » FLORIDA Sioux City Wigman Company Saginaw Reichle Supply Co. 
Waterloo Winterbottom Supply Co. 
Fort Lauderdale Holden-Duncan Company 
Jacksonville Farquhar Machinery Co. S KANSAS : MINNESOTA 
Hajoca Corporation 
Miomi Railey-Milem, Inc Wichita Phillip & Easton Supply Co. Duluth oe foe | Supplies Company 
po cme Hughes Supply Inc ‘ Minneapolis Central Supply Co 
Pensacola May Supply Company «©» KENTUCKY MISSISSIPPI 
Tompa Hajoce Corporation Hopkinsville Cayce Mill Supply Company 
Lexington Plumbers Supply Company Jackson Horper Foundry & Machine Co 
Alp GEORGIA Lovisville Belknap Hdwe. & Mfg. Co Noland Company, Inc 
Albony Georgio Hardware & Supply Co Neill-LaVielle Supply Company Meridian Soule Steam Feed Works 


Atlante Beck & Gregg Hordware Co. Piumbers Supply Company Vicksburg O'Neill-McNamoroe Hardware Co 
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» MIssOoURI 


Cape Girardeau 
Jefferson City 
Joplin 

Kansas City 


N. ©. Nelson Co. 

N. ©. Nelson Co. 

Joplin Supply Co 
Mid-States Supply Co. 

L. C. Pensinger & Son 
Reeves-Wi n Company 
Grinnell Corp. 

Missouri Water & Steam Supply Co. 
Donley Pipe & Supply Co 

N. O. Nelson Co 

John A. Rhodes Co 


No. Kansas City 
St. Joseph 
St. Louis 


Springfield 
MONTANA 


Butte Montana Hardware Company 
Northwest States Supply Company 
Missoula Missoula Mercantile Company 


NEBRASKA 


Lincoln 
Omaha 


Western Supply Company 
John Day Rubber & Supply Co 
Midco Supply Co 


NEVADA 


Reno 


NEW HAMPSHIRE 


Concord Page Belting Co 

Keene Perkins, Bassett & Wright, Inc 
Manchester Manchester Supply Co., Inc 
Nashva F. W. Webb, Inc 


Acme Supply & Equipment Co., Inc 


W. A. Case & Son Mfg. Co. 
Haverstick & Co 

Samvel Sloan & Co 

Island Plumbing Supply Co., Inc 
Burns Bros. Mfg. Co., Inc 
Edward Joy Co 

Chas. Millar & Son Company 
Behrer-Nason Company, Inc 
Neill Supply Co., Inc 
Glauber, Inc 

Joseph C. Ryan & Sons, Inc 


NORTH CAROLINA 


Asheville 
Charlotte 


Rochester 


Staten Island 
Syracuse 


Utica 

White Plains 
Woodside 
Yonkers 


Hajoca Corporation 
Grinnell! Corp 

Hajoca Corporation 
Textile Mill Supply Co 

The Henry Walke Company 
Dillon Supply Co 

Noland Company, Inc 
Piedmont Supply Co., Inc. 
Standard Supply Co., Inc 
Gastonia Mill Supply Co 
Dillon Supply Co 

Frank Hockett Supply Co 
Odell Mill Supply Co 
Piping & Equipment Supply Corp 
Piedmont Supply Co., Inc 
Kester Machinery Co 

Dillon Supply Co 

Noland Company, Inc 
Dillon Supply Co 

Shelby Supply Co 

Mill & Contractors Supply Co 
Kester Machinery Co 
Noland Company, Inc 


Durham 
Fayetteville 


Gastonia 
Goldsboro 
Greensboro 


Hickory 
we Point 
Raleigh 


Rocky Mount 
Shelby 
Wilmington 
Winston-Salem 


» OHIO 


Akron 
Canton 
Cincinnati 
Cieveland 


Mahoning Valley Suppiy Company 
Mahoning Valley Supply Company 
The Murdock Mfg. & Supply Co 
American Rad. & Std. Sanitary Corp 
Strong, Carlisle & Hammond Co 

The Smith Bros. Hardware Company 
Westwater Supply Company 

The Acme Plumbing Supply Co 

The Raede! Hardware Co 

American Rad. & Std. Sanitary Corp 
Conte Plumbing & Heating Sup., Inc 
Industrial Supplies Co 

The Hardy & Dischinger Co 
Mahoning Valley Supply Company 
Industrial Supplies Co 


Columbus 


Dayton 
Lancaster 


ima 
Mansfield 
Steubenville 
Toledo 
Youngstown 
Zanesville 


OKLAHOMA 


Oklahoma City 
Tulsa 


Mideke Supply Co 
Ardun Supply Company 
Marshal! Supply & Equipment Co 


OREGON 


Astoric 
Eugene 


Fisher Bros. Compony 
Americon Steel & Supply Co 
J. E. Haseltine & Co 


Klamoth Falls Lorenz Compony 


NEW JERSEY 


Seashore Supply Company 
Bayonne Plumbing Supply Co. 
Hajoca Corporation 

Fleck Company 

Hajoca Corporation 

J. D. Johnson Co., Inc 

Elizabeth Hardware Company 
William S. Roe, Inc. 

Gerweck Industrial Supplies 

The Ideal Supply Co., Inc 
Behrer-Nason Company, Inc 

Geo. J. Keller Co. 

John Simmons Company 

Central Eng'ring & Supply Co., Inc. 
A & J Friedmon Supply 

Federal Supply Co. 

Paterson Supply & Engineering Co. 
Madsen & Howell, Inc 
Manufacturers Selling Company 
Endicott Supply Company 


Atlantic City 
Bayonne 
Bridgeton 


Camden 


Elizabeth 
Harrison 
Irvington 
Jersey City 
New Brunswick 
Newark 


Passaic 
Paterson 
Perth Amboy 
Trenton 
Vineland 
NEW YORK 


Albany 
Binghamton 


Sager-Spuck Supply Co., Inc 
Binghamton Industrial Supply Co. 
Chas. Millar & Son Co 

Ellis W. Morse & Co 

Sage Supply Co., Inc 

Bronx 

N. Y. Plumbers’ Specialties Co., Inc. 
Standard Plumbing Supply Co. 
Asco Supply Company, Inc. 

B. F. Gilmour Co., Inc. 

R. L. Graysons, Inc. 


Brooklyn 


H. R. Kelly Company, fne. 
McElroevy & Houck Co 

Saltser & Weinsier, inc 

The Smyth-Donegon Company 
John Wilfert Company 

W. A. Case & Son Mfg., Co, 
Stritt & Priebe, Inc. 

Irving D. Booth, Inc 

LeValley Mcleod, Inc. 
Hoverstick & Co. 

Clark Hardware Co 

W. A. Case & Son Mfg. Co. 
Bess Supply Company, Inc. 
Conran Supply Co., Inc 

Gor Supply Corp. 
Moyer-Malbin a Ine. 
Hyde Plumbing Supply Corp 
Orange County Plumbing Supply Co. 
Behrer-Nason Company, Inc. 
W. A. Case & Son Mfg. Co. 

W. L. Smith Co. 

Behrer-Nason Company 

Dovis & Warshow, Inc. 
Glauber, Inc. 

Charles *. Guyon, Inc 

W. H. Hussey & Son, inc 
Herbert Reck Supply Corporation 
Smolke Co., Inc. 

W. A. Case & Son Mfg. Compan 
Elderfield Hartshorn Reodeure ° 
densburg Utica Plumbing Supply Co., Inc 

Olean LeValley Mcleod, Inc. 

Oswe M. B. Crawford & Son 

Port Chester Central Plumbers Supply Co., Inc 

Poughkeepsie Interstate Plumbing Supply Co., Inc. 
J. D. Johnson Co., Inc. 


Buffalo 
Elmira 


Ithaca 
Jamestown 
Kingston 


Long Island City 


Massena 
Middletown 
Mineola 
Newburgh 


New York 


Niagoro Falls 


LOOK FOR THE JENKINS DIAMOND 


JENKINS VALVES 


BRONZE-IRON-CAST STEEL-STAINLESS STEEL 


Harris Supply Company 
J. E. Haseltine & Co 
Solem Salem Steel & Supply Co 


PENNSYLVANIA 


Allentown Lehigh Valley Supply Co. 
Bethlehem Hajoca Corporation 

Chester Hajoca Corporation 

Easton H. P. Kinsey Company 

Erie United Hardware & Supply Co. 
Harrisbur Appleby Bros. & Whittaker Co. 
itavestesdl Plumbers Supply Co., Inc 
Lancaster Herr and Company, Inc. 
Lansdale Hajoca Corporation 

Lansdowne Hajoce Corporation 

Norristown Hajoca Corporation 

United Pipe & Supply Co., Inc 
United Hardwore and Supply Co. 
Hajoco Corporation 

Henry B. Pancoast Company 

C. J. Rainear & Co., Inc 
Pittsburgh Gage & Supply Co. 
Reading —-~ & Supply Co. 
Hajoca Corporation 

Reading Heater & Supply Company 
Ralph E. Weeks Co. 

Pittsburgh Gage & Supply Co. 
United Hardware & Supply Co 
Wilkes-Barre Eastern Pennsylvania Supply Co 
Williamsport E. Keeler Company 

York Fulton, Mehring & Hauser Co., Inc 


RHODE ISLAND 


Providence Allen & Reed, Inc 

Grinnell Corporation 

Rhode Island Supply & Eng’ring Co. 
Woonsocket Supply Co 


Portland 


Oil City 
Philadelphia 


Pittsburgh 
Pottsville 
Reading 


Scranton 
Sharon 
Titusville 


Woonsocket 
SOUTH CAROLINA 


Sullivan Hardwore Co 
Charleston Supply Co. 
Industrial Supply Co. 
Columbice Supply Co 
Noland Company, Inc 

Poe Hardwore & Supply Co. 
Stewart Supply Co. 
Sullivan Hardware Co 

J. W. Smook Hardware Co 
Holl & Company 

Noland Company, Inc 


TENNESSEE 


Bristol 
Chattanooga 
Jackson 
Kingsport 
Knoxville 
Memphis 
Nashville 


Anderson 
Charleston 
Clinton 
Columbia 


Greenville 


Orangeburg 
Spartanburg 


Mitchell-Powers Hordwore Co. 
Mills & Lupton Supply Co. 
Southern Supply Co 

Greene Hordwoare & Supply Co 
Tennessee Mill & Mine Supply Co 
N. O. Nelson Co. 

Buford Brothers, Inc 

W. A. Case & Son Mfg. Co. 
Noland Company, Inc. 


TEXAS 


Austin K & M Supply Company 
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N. O. Nelson Co. 

Zork Hardware Company 

Well Machinery & Supply 
Corbett Corp. 

N. O. Nelson Co 

E. B. Hayes Machinery Co 
Robert |. Swain Co 

San Antonio Pipe & Supply Co. 
Buhrman-Pharr Hardware Co. 


Fort Worth 
Houston 


Marshall 

Paris 

Sean Antonio 

Texarkana 
UTAH 

Salt Lake City 
VERMONT 


Burlington 
Rutland 


N. O. Nelson Co. 


The Blodgett Supply Co., Inc 
Canney-Plue, Inc 

Lincoln tron Works, !ne. 

St. Johnsbury Charles Millar & Son Co 


VIRGINIA 


Bassett 
Danville 
Lynchbur 
Newport News 
Norfolk 


Blue Ridge Hardware & Supply Co. 
Hajoca Corporation 

Barker -Jennings Corp 

Noland Company, Inc. 
Hajoca Corporation 

The Henry Walke Company 
Hajoca Corporation 
Industrial Supply Corporation 
Noland Company, Inc 
Southern Railway Supply Co 
Noland Company, Inc 

Mize Supply Company 


Richmond 


Roanoke 
Waynesboro 


WASHINGTON 
Seattle Northern Commercial Co 
Northwest Plumbing Supply Co. 
Steam Supply & Rubber Co 
Northwest States Supply Co. 
Sullivan Valve & Engineering Co. 
Paramount Supply Co. 
Drumheller Co. 


Spokane 


Tacoma 
Walle Walla 


WEST VIRGINIA 

The McJunkin Supply Company 
Osborn Machinery Co , Inc. 
Logan Hardware & Supply Co 
Weston Donser Hardware & Supply Co. 
Wheeling Trimble & Lutz Supply Co 


WISCONSIN 

W. S. Patterson Co. 

Murphy Supply Co. 

P.H & | Supply Co. 

W. A. Roosevelt Co 

Rundle Spence Mfg. Co 
William Rathsock & Sons Co. 
F. R. Dengel Co. 

B. Hoffmann Mfg. Co., 

Div. Grinnell Cor 

Rundle Spence Mfg. Co 
Nekoosea Fdry. & Mchne. Works, Inc, 
Bottis Bros. 

Thomas Supply Co 
Optenberg Iron Works 

Kusel Dairy Equipment Co. 


Charleston 
Clarksburg 
Huntington 


Appleton 
Green Bay 
Kenosha 
LoCrosse 
Madison 
Manitowoc 
Milwaukee 


Nekoosa 
Oshkosh 
Racine 
Sheboygon 
Watertown 





YOU GET ALL 


$ Benefits 


BECAUSE YOU HAVE THE SERVICES OF 
AN EXPERIENCED ORGANIZATION OF 


CATALOG MEN 


®@ Consult with a CUNEO Industrial Distributor Spe- 
cialist. He knows your specific catalog requirements. 
Every step of the way, from initial planning, is based 
on years of similar helpful cooperation. Make your 
next catalog a CUNEO catalog — get the full quality 
that only experience can produce. 


Write, wire or phone 
BRoadway 6-5340 


Catalog Division. 7 
cu ee ; - —_ 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
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Here’s ial 


the NEW L.A. Line 


by the Louis Allis Co. 


1s your BEST 
electric motor BU 6 #8 
ime 


A smaller, 
better 
power package 
to meet new 


NEMA standards 


OE 0 racy a a 












with NEW 
MODERN STYLING 


plus 
Improved ventilation 
New conduit-box arrangement 
New bearing construction 
More compact design and better protection 
More versatile mounting 


Here you have complete use of 
modern motor materials, design tech- 
niques and new manufacturing 
methods. You also get more power 
in a smaller package — and clean, 
streamlined motor styling to add 
modern appearance to the equipment 
these new motors drive. 


This new styling is completely 
functional. Ventilating grilles, for 
example, blend into the general mo- 
tor design — yet they provide better 


protection, greater safety, admit more 
cooling air. 

Completely enclosed housing pro- 
vides protection for the new L.A. 
line in any mounting position — 
floor, sidewall, or ceiling. 

Standardize now on the new L.A. 
line for both your product and your 
plant — and get the most modern 
motor construction available. See 
your nearby Louis Allis Sales Engi- 
neer today for the complete story 


iin 
Sz THE LOUIS ALLIS CO. 


Milwavkee 7, Wisconsin 


We sp clatize in SPECIAL 
and PROMPT 


MOTORS — 
DELIVERY, POO 





\RVEL Distributors have Profited 
MARVEL’S leadership 


* in shee the Ist composite Hack Saw Blade 































MARVEI ind pioneered the first 
h-breakable hate nN id the “MARVEL High-Speed 
Edge Hack Saw Blade. St ger, shatterproof, these first com- 
ack saw blade ade | ible economical and accurate 

i wing at far hig permutted heavier feeds with 


lade tensioned far tauter made possible modern sawing 


| *leardershin in Broadening the market for Hole Saws 


MARVEL High-Speed-Edge Hole Saws created a “new thing”’ 
nt and new tooling methods. For the first time, provided 





hole saws of sufficient strength for use on machine tools (drill 
presses, lathes et and increased the.applicable uses of hole 
aws in portable power t tremendously multiplying the hole 


saw market 


*Leadership in Merchandising 
MARVEL pioneered the ‘unit system” and the stock-numbering 
system MARV EL Hack Saw BI ades and Hole Saws have always 
been oachane d ten-to-the-box and priced.on the unit system 


MARVEL Distributors have therefore always enjoyed the cost 


savings of decimal packagir pricing, and “accepted’’ stock 
numbers MARVEL Band Saw Bl ades, too, have always been 
individually boxed — protected from kinking, marring, and rust 


*learershin in Advertising ' 
MARVEL has consistently and continuously advertised MARVEL 
Metal-Sawing Machines and Blades. Month after month without 
interruption MARVEL advertising is selling MARVEL products 
for MARVEL Distributors to the 825,842 selected prospects who 
read these leading technical and trade publications, or who refer 
to more than a dozen additional national catalogs and directories 



















*/ FADERSHIP in Advancing the Art of Metal Sawing 
MARVEL builds a complete line of metal sawing 
machines, that every usér may have a metal saw exactly 
suited to his needs. Ranging from small,. dry-chtting 
shop saws to giant hydraulic hack saws that quickly, 
accurately and easily cut off the largest and toughest 
bars and billets. MARVEL has scored a list of firsts, 
including: 

HIGH SPEED BALL BEARING HACK SAWS 
UNIVERSAL METAL-CUTTING BAND SAWS 
' AUTOMATIC BAR PUSH-UP SAWS 
HEAVY-DUTY, HIGH-SPEED, AUTOMATIC PRODUCTION SAWS 
ROLL-STROKE GIANT HYDRAULIC HACK SAWS 
















“Leadership is Sas Technical 
tance te Distributors 


cleat, understandable catalogs 
lists; in effective sales 
and other everyday sales 
Sule factory cooperation; in 
meetings; in displays 
peo" : > ; films. . .in national 
j ” F +e ‘ . ; Miide shows... and, 
_ 3 @ nation-wide staff 
technically trained 
mawing Engineers to help 
W@istributors analyze prospects’ saw- 
ing problems and needs, recommend 
sawing methods and assist in closing 
profitable sawing machine sales 





DIRECTORIE 
Telephone Red Books 
Thomes' Register 
Mac Ree's Bive Book 
C-M Purchasing Directory 


Sweet's Machine Teel 
Cataleg 


Machine ond Tool Bive 
Book Cateleg 


industriel Buyers Guide 


Fraser's Canedian Trade 
Directory 


Be ~ — ~ ~ —~ n 7. .% ~ . 
P : é Bottin Mondial (Fereign) 


| ARMSTRONG-BLUM MFG. CO. : : 






4 


and others 








Another PLUS 


for Carboloy Distributors 





heck 


i 


Sid 


Engineers, today, are solving many of their toughest 
problems with Carboloy Created-Metals. Their prob- 
em may be a need for a more wear-resistant material 

precision control 


temperature permanent mag- 


netic energy in small size — high metallic density in 


minimum space Many widely different industries 


CARBOLOY. 
CREATED-METALS 


Carboloy” is the wodemart for products of the 
Corbotey Depertment of General tert Company 





7 a 


CEMENTED CARBIDES ore used here in 
cold extruding steel They are also 
used on such jobs as metal cutting 
and forming, stone working, mining, 
ofl dril and woaxtworking because 
they outlast steel many 
greatly 


MEVUAET. 0% heavier than lead, stat 
lives the camera in this reconnaissance 
plane, saving valuable space because 
of its greater density. Hevimet alx 
gives @% greater gamma ray protec 
ten than lead. making it ideal for 
Many radio-active shiekling uses 


umes, permil 
vereased operating speeda 


SETTING THE PACE FOR 


prehensive program of natio 


A com 

Carboloy Distributors by info: 
Carboloy products and servi 
during 1954, in Fortune, Ne 


rming their customers a 
ces. wig is the third of 
wsweek, Business Week, 
Modern Industry, Factory Management & Maintena 





yetion and design 
many uses permanent 


« prac every par 
and air frames In removing natural resources { 
wder the earth's face. these same Cre 
etals are used ; g. mining and ¢ 


have found in Carbolo, Created-Metals the answers 


to such problems. The results — increased equipment 


life, longer production runs, more accurate tempera- 
ture control, improved and simplified products, lower 
costs. Carboloy engineers will help you obtain the 


benefits of Created-Metals. Write for their services 


Send for this Created-Metal. 
brochure, today. 

Learn how many industries ar« 
using Created-Metals. Write or 
your company letterhead for thi 
brochure—“Changing the Shape 
of the Future with Carboloy 
Created-Metals.” Carboloy De 
partment of General Electri 
Company, 11169 E. 8 Mile Bivd 
Detroit 32, Michigan 


PERMANENT MAGNETS replace pop-up 
buttons and their components in the 
hook switch on this telephone per- 
mitting @ amplified one-piece housng 
Alnico-type magnets offer lasting, uni 

form power in small suze. enable eng: 

Reers to reduce costs, improve products. 


GHERMISTORS, in this electronic re 
corder, stabilize circuit resistance, im 
prove accuracy and sensitivity. With 
their negative temperature cx tent 
resistance, Carboloy Thermuistor 
permit accurate voltage recording a 
w as 3 millivolts full-scale 


INDUSTRIAL PROGRESS 


nal and industrial advertising helps 
nd prospects about 


a series appearing 
Dun’s Revi 


nce and Mill & Factory. 
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announced at ASTE Show 


Carboloy Grade 350, revealed last week, gives 
Authorized Carboloy Distributors another potent sales advantage 


Grade 350, the second in the new 
Series 300 steel-cutting carbides, was 
introduced to the metalworking indus- 
try last week in Philadelphia at the 
ASTE Show. This carbide promises 
to be as successful in the field of 
medium roughing and general finish- 
ing as Grade 370 is for heavy-duty 
steel cutting. 


For Authorized Carboloy Distrib- 
utors, these new grades mean the 
opportunity for far greater sales in 
a competitive market. 


And behind the engineering and 
development of the new Series 300 
carbides stands a co-ordinated pro- 
gram, designed to give the Authorized 
Distributor every possible selling, 
merchandising and advertising aid. 


The sales organization has been 
expanded to give more on-the-spot dis- 
tributor co-operation. The Distributor 
Sales Training School program has 
been stepped up. 


The Distributor also gets direct 
assistance from a strong program of 
national and trade publication adver- 
tising . . . from the Sales Promotion 
Service . . . from timely exhibits 
at important national and regional 
trade shows. 





JaHow! 
another NEW 

CARBOLOY 

CEMENTED CARBIDE 


BY sn GRADE 250 
(| foe SST 


This section of the Carboloy booth at the 
ASTE Show was part of the display an- 
nouncing new Grade 350. To get the news 
of Grade 350 to customers and prospects as 
quickly as possible, editorial releases, publi- 
cation advertising, sales promotion and direct 
mail are also being used. 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


11131 E. 8 Mile Bivd., Detroit 32, Michigan 


Carboloy”’ is the trademark for products of the Carboloy Department of General Electric Company 
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Our 150 YEARS of combined CATALOG Exferceuce 


Plus Cooperation of over 7,000-Manufacturers... 


IS YOURS when You buy YOUN catalog prom 


MCREE, Ince. 


Carl Strasser 





James Ferguson 


Distributors’ repeat orders confirm, 
“You're in Good Company” when 
you buy your catalog from... 


WEINBERG & MCKEE, Lvc. (Beeeeaeneeee 
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win 


OPERATION 


ARE YOU SUFFERING 


from high operating costs and low profit margins ? 


You only have one basic thing to sell — 
SERVICE. And when you allow your inventory to 
fall below the point where you can give your cus- 
tomers the service they need and expect, it hurts 
them and it costs you both money and good will. 


If you have to wire or phone the factory for 
small orders and then pay high transportation costs 
on below minimum shipping weights, it’s bound to 
cut profits. And you can’t buy price lines to meet 
competition and still keep your overall margins up. 


You don’t really save money by splitting your 
purchases of a minor volume line among three or 
four sources just because of an extra 5 or 10% or 
a few cents freight. You do better with one line 
and a complete stock. Especially when that line is 
well known and heavily advertised. 


Sales may come harder, but to remain in business 
we must all continue to give service on quality 
products at a fair price — and make a profit while 
we do it. 


LAUGHLIN PROTECTS—AND HELPS—THE DISTRIBUTOR 


THE THOMAS LAUGHLIN COMPANY 
512 Fore Street, Portland, Maine 


THE MOST COMPLETE LINE OF WIRE ROPE & CHAIN FITTINGS 
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PARKER VISES 


HAVE PROVEN THAT THEIR QUALITY AND 
SERVICE HAVE SATISFIED OTHERWISE THEY 
WOULD NOT HAVE LED THE FIELD FOR 
122 YEARS 


HERE are your PROVEN Selling Points 


THE COMPLETE LINE 


MACHINIST'S COMBINATION PIPE 
TOP SWIVEL JAW HINGE PIPE 
DOUBLE SWIVEL SHEETMETAL WORKER'S 
UTILITY FILER’S 
SEE US IN HEAVY DUTY WOODWORKER'S 


BOOTH E-39 . SMALL ANVIL 
AT Parker vises are individually packed 


NEW YORK in cartons or wooden boxes 


Master Vise 


THE CHARLES PARKER CO. x‘, Makers MERIDEN, CONN. 
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Talk of the Trade 


WELCOME VISITORS: Among those who passed over 
the Inpusrriat Disrrisution welcome mat recenth 
were Lloyd Mize (Industrial Supply Corp., Richmond, 
Va.) and T. Gordon Vaughan (WW. M. Pattison. Cleve 
land) . . . If you want to start an interesting conversation. 
isk Gordon if he’s read any “good” books lately 


BUSH BURGLAR: M. O. Erickson (Chicago Latrobe) 
reports a new species of burglai J. T. Reddy (J. 1 
Reddy Co.., Glenside, Pa 


his home in suburban Philadelphia and discovered a 


looked out the window of 


large Mountain Laurel bush had been dug out of the 
As Mountain 
Mr. Reddy isn’t sure 


he’s the victim of a local patriot or—a bush burglar 
| 


ground and removed during the night 


Laurel is Pennsvlvania’s state flower 


CONTEST REWARD: Distributors in the New York 
irea missed John Mansfield (Dayton Rubber) at the usual 


haunts last month . . . John was basking in the Nassau 


un—reward for winning his tionwide sales 


contest 


HE WHO LAUGHS LAST: A somewhat morbid con- 
tribution from Bud Wirthlin (Wirthlin-Mann Co., Cin 
cinnati) has to do with his hospitalization last winter for 
an operation A close friend with a wry sense of 
humor came up with get-well-soon wishes of an ceric 
sort—he hung a funeral wreath on Bud's door 

Passersby would stop, look in, see Bud*squirming around 
ind walk off scratclfing flréjr Heads Laugh?” says 


Bud. “They thought I'd died! 


SALESMAN’S PREROGATIVE: Jim Callahan (On 
Iron Co., all Republican and volubly 
proud of it, had occasion recently to be at the Evansvilk 
Airport when the Democratic Senator from Oklahoma 
.. Ever a man to 


Evansville, Ind 


irrived to greet an enthusiastic crowd 
grasp the opportunity, Jim pushed his way to a front 
place at the gate—ahead of the reception committee 
composed of top Democrats As the Senator reached 
the gate, Jim extended a cordial hand . . . “Callahan's 
the name,” he told him The reception committec 
suffered through a two-minute silence while Jim and 
his prisoner exchanged views . . . Then, in regal style, 
Republican Callahan turned and presented Senator 


Monroney to his Democratic friends 


ae ¢ 5 


Yr 


—_ a 


EZ 
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THAT’S MY WIFE!: Harry Richards (Transmissions 
Inc., Dayton) recently built a new wing for his house 
and enlisted Mrs. Richards’ aid one weekend in putting 
on the roof Though it might be good for a gag like, 

lhat’s no roofer—that’s my wife,” Harry has concluded 
that next time any roofing has to be done, he'll call in 


the professionals 


SAME JOB—IN OR OUT: Herb Heller (J. Heller & 


Sons, Newark, N. J.) whether in or out of uniform is at 
home in his work .. . After three years in the Air Force, 
most of it with the Inspector General's Office in Ohio 
where he supervised machine tool procurement and 
maintenance, Herb’s back in the family business—as 
manager of their new Machine Tool Division. 


THOUGHT FOR THE MONTH: Hope we get to see 


you in our Pillement Suite at the Waldorf or Booth E 2 
in Madison Square Garden! 


G. L. B. 
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A DISTRIBUTION SERVICE 


Nicholson and Black Diamond files are 
handled by one of the largest and most 
widespread groups of Industrial Dis- 
tributors serving American industry. 

They can serve you no matter where 
you are located. 

To you managing, purchasing and 
production heads, Nicholson and Black 


Diamond distribution is measured in 
terms of Availability, Knowledge and 
Facilities: 

1. There are Nicholson and Black 
Diamond distributors in the 396 cities 
indicated above —a complete network. 


2. They are all high-type distributors 
with well-trained, competent salesmen. 


INDUSTRIAL DISTRIBUTION © MAY, 1954 





THAT COVERS THE NATION 


Thus the Nicholson and Black Diamond 
distributor representative serving you is 
a useful technical consultant instead of 
just an order taker. 

3. They have the means for maintain- 
ing good stock assortments. 

4. They have efficient delivery facilities. 


5. They rate high in intimate knowledge 


of the file requirements for different in- 
dustries, different metals, different shop 
operations. 


Nicholson products include every practical 
shape, cut and size in Regular Purpose, 
Special Purpose, Saw, Milled Curved Tooth, 
Swiss Pattern and Rotary files—the largest 
aggregate in existence. 
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FILE COMPANY 
PROVIDENCE 1, R.1. 


(In Canada Nicholson File Company 
of Canada Ltd, Port Hope, Ontario) 
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TONKA WATER HOSE 
Spec. 1-47 





| WORKING | WEIGHT 
BRAID | PRESSURE BD. | 100 FT. 
—_—o —EE 


300 lbs. a 25 lbs. 
250 Ibs. . 2 30 lbs. 
250 lbs. - 3/16" 35 lbs. 
300 ibs. - “a 41 lbs. 
250 lbs. - | 45 lbs. 
300 lbs. . 50 lbs. 
250 lbs. 72 lbs. 
200 lbs. 2- 3/32” 83 lbs. 











PIROFITS Come in Coils 


Yes, in coils of Republic’s Tonka Water Hose—there is profit 
for you and profit for your customer. 


Profit for your customer because Tonka cuts down handling time 
—it will not kink, and its braided construction makes Tonka light 
and flexible. Profit, because in general use Tonka will give long 


and satisfactory service. 


Profit for you because water hose is used by nearly everyone of 
your customers, and once they’ve used Tonka you'll continue to 
receive repeat orders. Tonka is a dependable and durable hose 
designed especially for general service in industrial plants, for 
contracting work, street washing, deck use, greenhouses, etc. 
Sell Tonka with confidence—with pride and with profit. 


"Quality Hose Builders for More Than 50 Years’ 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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REPUBLIC’S 5-POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 


to permit effectively supplying the require- 
ments of the trade solicited 


A QUALITY of preduct uniformly good and 
capable of delivering service results that 
should reasonably be expected 


A PRICE basis inducing and making pos- 
sible aggressive competition with reason- 
able profit return. 


FREEDOM {from competition from his source | 
of supply, either direct or indirect, among 
the trade covered by his day-to-day so- | 
licitations. 


SELLING helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a 
knowledge of the product sold. 








Industrial Distribution — 





What's Going On? 


} 


1 tendency to allow 
yf our everyday routine 
jobs to do But 


a broad I 


(7 E all have yurselves to get 
immersed in the detail 
That's natural enough. W<« 


1 good idea to take 


ill have 


once in a while it is 


look at where we have been and the direction we are 


y y 
going. 


There is an old cliche to the effect “You can’t sec 
the forest for the trees he English critic Desmond 
MacCarthy has covered the same point with more 
penetration in his advice to young critics, 
sibility of your own generation 1s ly the tick of a 
minute hand. If you set up to reatl the clock, you 
must watch the hour hand as we In this May 
ssue, the editors of INpusrriaL DisrripuTion pr 
2 n Industrial 


The sen 


sent a special sectiol rend 
Distribution,” 


vicw 


page 


) ] ; } , 
which wi elp vo ike this longer 


yf distributor 
How 


iverage? 


e Here vou can 
sales and prices ov he pos r vears 
do you measure 
@ Now vou can rating re 
sults with those of 60 ntical d 
the vears 1947 and 1953 
vour own operation mpat vith 
chalked up by these fir 


period? 


mM pare you! n Oop 
tributors for 
yw do changes in 
those 


cvVeTl VCd! 


there | been an increase of 30 
f distributors 


growth in 


@ Nationally 
percent in the 
1947 
your own sales for 
~ American 


wn industry 


between 


vith the growth 


nd with our 


cen mount 
ng efficiency 

matter of 
How 


e The costs of “‘p 
Met} 


ind cutting cost 


ing steadily 


prime concern ft exten 


SIVCI iT¢ yu 


tvpes of equipme! your own 


firm compare with the use bemg made of such 
equipment by the industry generally? 


e Ihe majority of distributors are in the process 
of reducing the number of lines carried in 
stock. But, as a long range policy, they are 
consciously increasing the inventory they carry 
on the profitable lines remaining. How does 
this compare with your own thinking and long 


range policy? 


e Working capital is still a problem with 26 
percent of the distributors reporting in our sur 
vey. Banks continue to be the major source of 


funds. Does this check with your own exper 


5 


cTice 


eSalesmen in the field have made some 
changes too in the past seven vears. Average 
annual sales increased from $204,000 in 1947 
to $222,000 in 1953. But, before anv buttons 
start popping, remember there was a 30 per 
cent How 


does this compare with your own performance? 


price increase during the period 


e Salesmen are better trained today than they 
were in 1947. Manufacturers sales schools have 
ittended by 60 percent of distributor 


And salesmen themselves voted man 


been 
salesmen 
ufacturers schools their most effective source of 
How schools have you at 


training. many 


tended? 


hese are just a few of the questions and answers 
vou will find in “Trends in Industrial Distribution.’ 
rurn to page 105 and get an objective, over-all look 
it what's going on in our industry. Are vou keeping 


up with the pace? 


Hatt T Cucler 
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UNDERSTANDING the general salesman gets you the GET THE PICTURE? is what Bob Ashworth, general 
teamwork you both need to sell—says E. Causlevy Davis, sales ilesman (right) asks Mr. Davis as they discuss the prospects 


engineer, Smith Courtney Co., Richmond, Va lling a particular customer 


Sales Engineering Needs Human Engineerin 


By Jack Wertis, Senior Associate Editor 


Best results are achieved by specialist when he understands, 


respects the general salesman’s methods and selling know-how 


[He CONTRIBUTION of a sales engi ind service opportunities de strong points, weak points and what 
to th lesmet have vou. All this understanding ha 


neer to the success of an industrial is more accessibk 
to add up to a healthy respect for the 


supply firm's sales effort can be meas whenever they need technical assist 


ured by the degree of teamwork he ance; he gains a more thorough under salesman 
ums, poli ICs nd Given that. vou get the best 1 iits 


ind his way of doing thin 


ichieves with the general salesman standing of the 
he accompanies. This is the attitude methods of the distributor 
of FE. Causley Davis, machine tool he works: | 


1i¢ 
specialist, Smith Courtrv Co., Rich to analyze and exploit the local mai you know about vour specialt 
specialty and employ In the Smith-Courtne 


for whom _ by using vour own knowledg 


YT 


has greater opportunities man relations, plus of Mu 


mond, Va., who has had ample oppor ket for his 
tunities to check its results in pra this know-how for company's for sales engineer share 
tice other salesmen’s., for supplier’s and specialty sales with t 

In many wavs, Mr. Davis believes his own benefit covering the prospec 
: percentage basis, the reasor 
Understanding Is Key OE 3 explained t 


Ss coml 


} 


ri 


t 


the house emploved sales engineer has 


distinct advantages over suppliers’ sales 


cngincers—assuming that both possess \ good portion of successful coopera neer and general salesman 


the same amount of product know tion with general salesmen, Mr. Davis minimize anv misund 
how. The house-employed specialist, says, consists of understanding c to give every eviden 
i ilesm I pany 5 desire to 


by the verv circumstance of being close association with gener 


around all the time, has greater oppor gives him every chan ob done 


tunities to learn and know the general ilesman’s haracteristics, 1 he The functions 


salesmen on whom many of his sales prejudices, extent of know-hor | ind the salesmen 
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be outlined simply. The 
men spot the 


tool 


prospects 
sal md, if techm 
required, or the dev« 
sale calls for 
trated effort, they call on Mr. Davis 
Mr. Davis, in addition, has other ac 


to cover, such as 


ustamed and 


counts government 
uble-shooting 


ct ct mect 


departments, some tt 


follow-ups and assists in pri 
ings when called upon 
After being graduated from 
liam and Mary, 
ested in, of all things, law) Mr. Dav 
went to the Newport News Shipbuild 
ing & Drydock 
school where he 
hine tools. Altogether, he 


13 years technical training, applicati 
} 
I 


where he was inte 


uning 


apprentice ti 


learned ab 


ind sales experience with ma 
tools prior to joining Smith-Cou 

Mr. Davis, lik« 
formal 


development of general salesm 


many other 
ists, has no ipproa h 

ns itl 
terest in his specialty outside of h 


work 


ite need, 


mnmed 


it sales meetings. ‘Th 


is he sees it, is to 


salesmen’s confidence in 
to help and to stimulate t! 
) 


vou help. Basi 


ness to have 


means encouraging mutual 
ims, meth 


There i no t 


for each other's 
knowledge 


involved 


Informative Discussions 


he 


ypportunities 


ipproach to uncor 
Mi Davi feel 


ichieved through discu 


pertinent 


ilesmen of certain 
of customers’ plans and 
Che general salesman 

he does the entire gamut 
tomers operations to 


ments innot be expecte 
teer full particulars about 
ti for 


with a few 


as 


sales of vour sp 
leading qu 
serve as reminders, th 
produce a lot of valuable in 
It’s up to the sales engin 
the data he 

What sort of dat tl 
1 few examples 

Is the 
new products requiring ma 

Is he planning to char 
ail 


is interested in 


customer planning 


ign of his product 


i] 
machining? 
Is the customer 


poor performance 
ment? about the rate 


* 


production cost 





Davis (left What's the XYZ Co 
doing these days? 

Ashworth (right): I was talking to Pete 
you know, he’s the 
super.) the other day and h« 
something about the old man toying 
with the idea of finishing those rail 
road axles instead of just forging and 
rough-machining them 

Davis: Sounds like a good idea. Could 
make more money that way. By the 
way, what’s he using for that rough 


production 
said 


machining now? 
Ashworth: Oh, an old 24 by 
Must be about 


120 belt 
driven job 30 years 


old, I guess 





Information Through Conversation 


work 
about 


heavy 
absorb 


Davis: That's pretty 
imagine he could 
h.p., don't you? 

Ashworth: I'd think so. My idea would 
be to put in a new engine lathe 
which could turn out a good job. | 
don’t think that old belt-driven thing 
could give him much of a finishing 


l 
oe 
£4) 


job 

Davis: Oh, a new engine lathe is all 
right but, if he wants production, and 
why shouldn’t he want it, I'd like to 
talk to him about one of those hy 
draulic duplicating lathes. I'm pretty 
sure we could really help him out 
with a machine like that 





lue to break-downs or bottlenecks? 
Is the customer thinking of chang 
ing the machine shop layout? 
Is he thinking about expanding pro 
duction facilities or about moving? 
How old are the machines he is 
using now? 


How 


these new models to customers using 


about introducing some of 


old ones? 


The answer to anv of these 


might lead to something defi 


ques 
See box above 


[his sort of teamwork continues 
vith the approach to the customer 
Here, Mr. Davis prefers to take his 
ues from the general salesman. The 
latter is familiar with the customer's 
key personnel, 
their thinking, their buving habits and 
procedures This makes him best 
qualified to set the pattern of the 
initial interview: to will Mr 
Davis be what 
vill the 

w be; 


lo: where 


their idiosyncracies, 


whom 
introduced and why; 
salesman’s role in the inter 
what will Mr. Davis have to 
ind when will Mr. Davis be 
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expected to take over and way. ‘The 
two agree on such matters 

While you expect to close the sale at 
Davis knows it 


every interview, Mr 


doesn’t necessarily follow. ‘There are 
still a lot of facts and 


ascertain before he can make definite 


opinions to 


1 
suggestions and recommendations; 


there are a lot of benefits to be de 
tailed and ex»lained; there is a lot of 
confidence-building in oneself. It mas 
be that you will have to show movies 
of your products, or take key personnel 
of the prospect’s plant on a “sight 
seeing” tour of other plants where 
your product is being used (always a 
eficient tactic in Mr 
Davis’ estimation) 

Naturally, the 
kept informed of all developments in 
Mr. Davis’ follow-up as his aid 
be needed almost anytime. But gen 
erally, the follow-up burden rests with 
Mr. Davis. But, keeping the salesman 
informed is beneficial sinc 


very highly 


salesman must b 


may 


he learns 
ill there is to know about an installa 
tion, if the sale is made, to sell related 


items more effectively 








xy 


SALESMAN ELLIS, after making arrangements with customer spends an average 


half hour carefully pointing out how catalog was designed as a tool to make the 


buver $ job 


casict 


He 


oncentrates on those 


; : 
ines most used by the particular buyer 
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Butts & Ordway Co., Cam- 


bridge, Mass., recognized 


the importance of training 
their sales force to do an 
effective job of distribu- 


ting their new catalog 


By George L. Bottari 
Assistant Editor 


Present Your 


AFTER DEVOTING more than a vear t 
preparing and editing a new catalog, 
F. Marsena Butts, president of Butts 
and Ordway Company, Cambridge, 
Mass., decided the most important 
task was still to be accomplished. Even 
the best catalog, he concluded; is of 
littke value—either to distributor o1 
customers—uniless it is presented prop 
erly 

And, what is a new catalog—but a 
new product, something manufactured 
to provide a service to customers 
Unless his salesmen were made thor 
oughly conversant with the new pub 
lication’s innovations and schooled t 
convey the complete story of the cata 
log’s benefits to the buyer, it would 
probably wind up gathering dust on 
customer's shelves—a monument to 
wasted time, money and effort 

lo provide ammunition t present 
the catalog as a buyer's tool, Mr. Butts 
prepared a detailed, but concise, ex 
planation of all important features 
Members of his catalog committee 
Frederick H. Butts, II, vice-president 
FE. H. Stacy, warehouse manager; and 
John T. Clark, manager, machine & 
tool department—contributed and 
checked the 10-page memorandum of 
instructions. 

Wherever possible, the new catalog 
had been designed to assist the average 


ser to select the proper product. The 





CATALOG PLANNING COMMITTEE studied new cata 
log just off the press and itemized all salient features to be 
alled to recipient's attention. Committee incl ided Freder 
ick H. Butts, II, vice-president; F. Marsena Butts, president; 
EF. H. Stacy manager, and John T. Clark, man 
ger, machine & tool department as 


to his accounts 


viewed as guide 


warehouse 
! 


1 tool designed to mak« 


SALES MANAGER Thomas B. Eastburn, Jr. directs Sales 
“man Stephen K. Ellis who is preparing to distribute catalog 
Committee's detailed 


memorandum is r 
presentation of all catalog’s features 


Salesmen were schooled on techniques of presenting catalog 


buyer's job easier 


New Catalog Like a New Product 


was more utilitarian than previous editions 


than a price refer m 
With 


] 4 * ~ 9 
mote the catalog’s “benefits 


| 
ifalog 


salesmen could 


this data, pro 


ence; if was a manual containing 


portant data required by plant a sound 


purchasing personnel in their ev technique for selling a new product 


buying activities \fter completion of the instructions, 


page one—the the next step followed the customary 


ided juence employed to introduce a new 


lor instance: on 
grinding wheel section—it was dé 
to omit price information in favor of _ product. A special sales meeting was 
randum 1} it 


ficially 


engineer! which the new catalog was 
to the salesmen on this to the 


lows Each section was discussed in detail 


ing data he mem 
unveiled sales force 
In addition to providing the sales 


n with a complete list of all points 


The selector method « 


he right specification of 1 
| b is of greater assistance ti to be stressed in an 


ideal presenta 


; 


1? JOD IS 


catalog distribution proce 


man doing the job 


wheel 


A check I hon 1 
| arl made the following 


Ciliie 


diameter, 

depending upon the er. « . 
a ee Rh oats Six Suggestions 
Ca, Heips Save tiie l 
Deliver each catalog in person 


Similarly, on page | ering Mr. Butts recognized that personal 

vated abrasives, the tollowing remat lclivery was more effective than deliv 

the salesmen’s pri by mail or 
termediary 


Ask for 


through some other 


were suggested for 
sentation 

Che 
n coated abrasives, d nding upo1 t ) present your 


time 


same not more than 30 min 


story 


element actually varied 


ne type WOTK 


he customer's characteristics and 


in setting up bonded 
A In some cases, the salesman 
that, 


f order nd requirements, 


—_— 
specincations of Deit 
customer § 


catalog could be 


based on the 
the 
vely explained in 15 minutes. In 


rious machines is shown, 


bining accuracy 


speed 
got so interested 


) ' : : d 
Butts points out t Li Ip her cases, buyer 


} 
liscussions continued without re 


were most 
to time, 


r product inf ind lasted an hour or 


make the new 
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3. Onc for multiple de 
livery is desirable. 
Salesmen were 


a gathering 


mecting 


encouraged to ar- 
range of all recipicnts in 
one plant for one presentation meet 
ing 

+. Opening remarks should be de 
veloped around the “finger in the 
book” technique 

If interest was known, or suspected 
to exist, in a specific item, or product 


line, 


it was suggested that the sales 
men, before approaching the customer, 
insert his finger in the catalog at that 
point. This provided an opening wedge 
with 


immediately capturing the recipient's 


a better than average chance of 


ictive attention 
And, when a sak 
technique, the catalog paid for itself in 


resulted from this 


its initial useage 

5. Show the interested parties that 
the catalog was designed to function 
is a buyer's tool; to make purchasing 
f industrial supplies easier 

The opening approach should bi 
followed by a discussion of the cata 
log’s features most appropniate to the 
ustomers requirements. Following 
this discussion, it was suggested that 
the salesman 


item unless, of course, an order had al 


return to the opening 
ready been obtained 
6. On subsequent calls, it is advan 


(Continued on page 244 








Memo to Distributors: 


aecrceasc 


productive capacity by 4% 


son 


capital investment 


Plants and Equipment 





1. Despite declining sales in 1954 

, manufacturing industry plans to spend 

1s much for new plants and equipment in 1954 as 

it did in 1953. Manufacturers also plan to increas« 

this year 

P Capital spending will be divided 57% 
placement and modernization, 43 


2. Reason for manufacturers’ plans for continued heavy 
They're looking beyond current 

sales letdown to new growth in the future. 
P By 1957, the average manufacturer anticipates 
his sales will be 12% over the 1953 level. Note 


expectation: 2° 


for re 
for expan 


trical machinery) expect greatest 1953-195 
sales growth. 
3. 1955-1957 capital expenditure plans vary from one 
industry to another. 
> Transportation equipment, steel, food, and 


Here's What Business Plans* 


also: Industries spending most for research in 
relation to capital outlays (chemicals aad elec 


textile companies show greatest room for ex 


*7th Annual McGraw-Hill Survey of Business’ Plans for New 


panding investment programs. Aircraft compa 
nies could spend three times as much if they 
could take advantage of all technological op 
portunities. Steel, machinery, and chemicals 
would cut most if sales slipped badly 





How Much Will Industry Spend and Expand? 


In the answer, distributors can find a basis for their future 


sales prospects; results of McGraw-Hill survey 


MANUFACTURING INDUSTRIES expect to 
spend $12.3 billion for new plants and 
equipment in 1954, about the same 
amount as in 1953. (See table at top of 
page 103.) Petroleum, food, machinery, 
electrical machinery and automobile 
companies plan to spend more than in 
1953. Auto makers plan the largest 
increase 29%. The chemical, steel, 
textile and transportation equipment 
industries plan to spend less for new 
plants and equipment than they did 
last year, as do the majority of other 
manufacturing industries 

The high level of capital expendi 
tures now planned by manufacturers 
represents a shift in plans since last fall 
At that time, manufacturers who coop 
erated in a preliminary McGraw-Hill 
survey of investment plans reported 
that their expenditures would declin« 


102 


by 8% in 1954. Since that time, almost 
every major manufacturing industry has 
increased its plans. This shift is most 
striking in the case of the machinery, 
automobile and petroleum companies 
Replies to the survey also show that it 
is in general the large companies that 
are planning to spend more for plants 
ind equipment this year. Smaller com 
panies, by and large, plan to cut then 


expenditures 


Meme to Distributors: Most of 
the manufacturing industry 
groups that increased their cap 
ital spending in 1953 are plan 
ning to increase it again in 1954 
The chemical industry is an 
exception. Chemical companies 
raised their spending for new 
plants and equipment in 1953 
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are hopeful 


but plan to cut it this year. The 
industries grouped under “other 
manufacturing” also increased 
spending in 1953 but plan to cut 
it this year. All the other manu 
facturing industry groups that 
plan lower capital spending 
1954 also reduced their spending 
in 1953 

Among nonmanufacturing in 
dustries, mining companies and 
electric utilities are planning to 
increase capital spending in 1954; 
but railroads, airlines and gas util 
ities plan to spend less. Total 
expenditures planned by all in 
dustry are $21.5 billion, about 
4% less than the amount actually 
invested in 1953. This total does 
not include expenditures by 
trade, finance, service and con 








that 
cluded in the estimates of capital 


struction industry ire in 
spending published by the D 


partment of Commerce 


Preliminary Plans for the Future 


-—4 = a 


Over the longer run, 195 
dustry already has preliminary plans t 
spend an average of $17.5 billion a yea 
Actual 


tantially 


for new plants and equipment 


expenditures may be sub 


tor 
, TO 


higher than the current estimat 
these years, if plans are revised as the 
have been in the past. Experien 
cates that businessmen usually 
estimate their capital expenditur 
periods longer than one yea 
While investment plans f 

vears may be altered, they are n« 


indust 


less a signihcant guide to 

tentions. Two manufacturing indu 

chemicals and textiles — alread: 

plans to spend more for new plan 
equipment in 1957 than the 
Railroads 

leum refiners also plan capital 

in 1957 at levels that are relativel 


spend this veat mad | 


to those expected in 1954 


Capacity —Still Rising 
Manufacturing indust1 
crease its productive capacity 
1954, 


1957. This rate of expansion i 


and another 9 by 


erably below that recorded 
vears. Manufacturing capacity in 
by 7% in 1953, and 9% in 1952 
Chemical and electrical 1 
ompanies plan the largest inct 
capacity in 1954-1957. ‘Trans] 
equipment companies lud 
craft, expect to expand substantialh 
1954, but at a slower rate in | 


Only three major industri 


troleum refining and_ transport 


equipment — now plan to expan 
itv during 1954-1957 at a rate n 
slower than the average for 
facturing 
Companies that a1 


pacity rapidly are mosth 


new products for consume! 


tury 


tric appliances—or new 
hinery for civilian industt 


ire continuing their long-term grov 
Memo to Distributors 
trast, 


fastest during the defen 


some industries tha 


up in 1951-1953 are n 
their annual addition 
it I he 
just about « 

Cont 


steel 1nicit 


imu 





Actual* 


$1,340 

803 

48] 
1,000** 
168** 


Stee! 

Machinery 
Electrical Machinery 
Automobiles 


Transport Equipment 
{including aircraft) 


818 
1,559 
2,762 

351 
2,994 

12,276 
1,011 
1,312 

Electric & Gas Utilities*** 4,548 


Food 

Chemicals 

Petroleum 

Textiles 

Other Manufacturing 
ALL MANUFACTURING 
Mining 


Railroads 


Other Transportation 
and Communications 


ALL INDUSTRY 


L'nited State 
MecGr 
Electri 


3,158 
22,305 


Department of ( 
aw-Hill Department of Economics 


Oommen 


Planned 


$1,139 
869 
553 
1,290 
143 


865 
1,379 
2,983 

317 
2,764 

12,302 
1,102 
1,010 
4,366 


2,719 
21,499 


il World, American Gas Association 


Dali HM 


How Business Plans Capital Expenditures 
(Millions of Dollars) 





1955 

$ 831 
748 
359 
1,045 
80 


690 
1,216 
2,804 

34] 
2,311 

10,425 
1,003 

949 

3,755 


2,072 
18,204 


y Plans 
1956 


866 
682 
348 
851 

24 


641 
1,342 
2,744 

329 
2,268 

10,095 

672 

990 
3,536 


1,921 
17,214 








1953 


Moderni- 
zation 


52% 
45 
40 
65 
43 


Expan- 
sion 


48% 
55 
60 
oo 
57 


Steel 

Machinery 
Electrical Machy. 
Automobiles 


Transport Equpt. 
(incl. aircraft) 


Food 59 
30 
54 
90 
55 


52 


41 
70 
46 
10 
45 
48 


Chemicals 
Petroleum 
Textiles 
Other Mfg. 
ALL MFG. 








Expansion vs Modernization 


Percent 


Expan- 
sion 


16% 
53 
61 
36 
24 


37 
66 
47 
10 
42 
43 


1954 


Moderni- 
zation 


84% 
47 
39 
64 
76 


63 
34 
53 
90 
58 
57 


1955-57 


Moderni- 
zation 


86% 
55 


Expan- 
sion 


14% 
45 
38 62 
2) 79 
8 92 


30 70 
67 33 
36 64 

7 93 
47 53 


39 61 
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You and Your Selling Job 


By Charles L. Lapp, Ph.D. 


Associate Professor of Marketing 
Washington University 


Part ll: You and Your Selling Techniques 


\ SALESMAN IS LIKE A MUSICIAN 1n 


it least one respect. Continuous prac 


tice is essential to continued success 
Paderewski said, “If I fail to 
practice one day, | know it; if I fail 


once 


to practice two days, .my booking 
agent knows it; and if I fail to practice 
tlirce days, my audience knows it.” If 
you fail to improve and perfect your 
sales techniques, it usually differs only 
in the order of recognition, as first 
your know it, then 


sales manager knows it, and finally you 


customers your 


recognize it 
Ihe 


of salesmen by 


two most common criticisms 
buyers are cither that 
1 salesman does too little selling, using 
1 “take it or leave it approach,” or 
that he engages in high-pressure sell 
ing tactics 

these two shortcom 


It may seem 


ings are somewhat paradoxical. A 
closer look at both, however, will dis 
close a common failing in both ap 
proaches. Both approaches fail because 
1 buyer doesn’t feel a salesman is in 
terested in his welfare and problems 
Then, too, it may be indicative of 
mother weakness of trying to sell all 
Sales 

presentations must be individualized 
for cach buyer. What may be a take 


it-or-leave-it attitude to one buyer may 


customers in the same manner 


be high pressure to another, and vice 


versa 
Check Effectiveness 


dificult to break a 
presentation into steps, but, for the 


It is very sales 
purpose of evaluating sales technique, 


it becomes essential. The following 


breakdown, although not new, will 
assist you in checking vourself on your 
effectiveness in sales interviews 
Check 
opening remarks, or you may not have 
Do not 


1 buver remembers vou, your 


Opening remarks your 


a chance to say much more 
issue 
name, your products, or your company 
Identify yourself in a pleasant greet 
ing. Before a buyer can begin saying 
No 4 have 


something of interest to 


104 





tell him, such as news of the trade, a 
new product, or offer some special 


assistance 
Telling Your Sales Story 


You should be sure you have a sales 
story to tell on every product you at 
tempt to sell. Do not, however, try to 
sell by means of a glib tongue. A con 
stant barrage of chatter will mark you 
as a high pressure salesman. 

The art of good selling lies in the 
concealment of your techniques and 
stratagems. In opening a sales inter 
view, get your prospect to talk by 
asking a few well-selected questions 
that out his 
Listen as a prospect talks; he will tell 
you what he wants to hear. Then pro 
ceed to sell what you have to offer in 


will draw viewpoint. 


terms of what a prospect wants 

As you tell story, talk 
neither too fast nor too slowly, too 
loudly 


vour sales 


nor too low nor in a monoto- 
nous tone. Select carefully words and 
phrases which you use. Do not over 
look weak phrases which detract rather 
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than add punch to a sales presentation. 

rite cliches, such as “your pleasure 
is our pleasure”, “frankly speaking”, 
or “a man with your business judg 
ment will no doubt recognize’, will 


detract from your sales effectiveness 


with most customers. 


Watch Your Words 


Then, too, some phrases such as 


will tell you that 


“vou don’t 


“common sense 
there is no comparison’’, or 
understand what I am saying”, 
insulting to a buyer's intelligence. It 


certain 


can be 


is necessary to reevaluate 


phrases which may once have been 
effective but, through continued use, 


have become recognized sales strata- 
gems by buyers 
You should know your sales presen 
tation, not necessarily so you can give 
1 “pitch” word-for-word, but so well 
that you can put it together using 
only those points which are directs 
appropriate to a specific buyer 
lake the prospect’s buying tempera 
Continued on page 246) 





Industrial 


Distribution 
Presents. 


TREND S... 


.in ECONOMICS 


.in MANAGEMENT POLICY 


..-in SALES MANAGEMENT 


.in SELLING 


.in SYSTEMS 





Postwar economic weather has changed and 
changed — from the freeze of price controls to 
the squalls of price-cutting to the whirlwinds 
of inflation to the storms of war. Here’s how 
these changes have affected sales, inventories, 
efficiency, margin. 


There’s no doubt about the distributor's con- 
cern with his gross margin position and oper- 
ating costs; indications are he'll be concerned 
for some time to come. He’s showing a tend- 
ency to greater selectivity too, in stocking, 
selling. 


Sales management is becoming much more 
than a “super salesman” covering choice ac- 
counts and devoting spare time to thinking. 
The problems of recruiting, training, and di- 
recting salesmen’s activities, management indi- 
cates, takes more and more thinking. 


The sales curve for outside salesmen is on the 
rise. The average salesman is ringing up 
$221,544 in business a year; that’s an 8% 
increase in dollar volume over the salesman 
of six years ago. Today’s salesman handles 
fewer accounts but is better trained. 


Streamline office procedures and warehousing. 
That’s the distributor’s answer to high operat- 
ing costs, inefficient layouts. Firms everywhere 
of all sizes, are taking a new, hard look at 
bookkeeping, order handling, storage and 
shipping procedures and doing something 
about them. 
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Where Is Distribution Going ? 


Before any prediction, forecast or guess at an answer 
to that question can be made, it is necessary to answer 
two other questions: 1. Where has the industrial sup- 
ply industry been? 2. Where is it now? 

The answers to these two questions are supplied in 
a survey just completed by your editors. The survey 
covering all sections of the country and all size firms 
was on five major subjects: 1. Economics, 2. Manage 
ment Policy, 3. Sales Management, 4. Selling, and 5. 
Systems 

To determine the economic weather, the complete 
operating figures of 60 firms were studied. The direc- 
tion in which these companies are heading is brought 
out clearly when their ’47 and °53 figures are compared. 

The management policy, sales management and sys- 
tems sections resulted from distributors in all parts 
of the country filling out detailed questionnaires. 

The number four section on selling gives a picture 
of salesmen today as compared to salesmen in 1947. 
Questionnaires were mailed out to more than 800 
salesmen, and the interest salesmen have in this subject 
is indicated by the fact that more than 40% of them 
filled out a detailed questionnaire. 

In reporting the results of all five studies, your editors 
have sought to make the material as valuable as possible 
to you. As a result, whenever there are any difference 
in results from a geographical standpoint, we have 
reported the results sectionallly. The six sections and 
the states included in each section are: 

New England — Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut, Rhode Island 

Middle Atlantic—New York, New Jersey, Pennsyl- 
vania 

Southeastern — Virginia, West Virginia, Kentucky, 
Tennesseee, North Carolina, South Carolina, Georgia, 
Florida, Alabama, Mississippi, Maryland, Delaware 

South Central —Texas, Louisiana, Oklahoma, Ar- 
kansas 

North Central — Ohio, Michigan, Indiana, Illinois, 
Wisconsin, Minnesota, North Dakota, South Dakota, 
Iowa, Nebraska, Kansas, Missouri 

Mountain & Pacific— Arizona, New Mexico, Ne- 
vada, Utah, Oregon, Washington, Idaho, Montana, 
Colorado, Wyoming, California. 

Careful study of this 32-page report will reveal what 
appear to be minor differences. For example, in the 
economics section the sales figures of the 60 firms indi- 
cate each outside salesman has an outside annual sales 
volume of $210,000; in the selling section the figures 
supplied by salesmen indicate a volume of $220,000. 
This 5% difference indicates that both systems of 
measuring average sales volume are reliable. Your edi 
tors have not attempted to “doctor” the figures so that 
they would be the same. 


Economics 

Between two “typical” postwar years, 60 chosen dis 
tributors saw their dollar-sales volume swell by 22.2%. 
But they also saw their margins and working capital 
and operating efficiency yield under the force of a 
30% inflationary price increase. Nevertheless, these 
two statistics block the view of wiser management, 
better-balanced inventories, better salesmanship. 


Management Policy 


Gross margins aren't static, they’re shrinking and that 
is what’s troubling most distributors today. And it 
isn’t simply a matter of reducing high operating costs, 
although almost as many distributors are concentrat 
ing their efforts primarily in this direction, as a means 
of preserving their net profits. Surprisingly few are 
thinking of higher sales volume as their top problem. 


Sales Management 


lhe industry has a big job to do in the selection, 
training and direction of salesmen, the survey shows. 
The distributor is not only relying heavily on the 
sales meeting as his most effective training tool, but 
he’s intent on improving his techniques of conducting 
them. The continual rise in the size of sales staffs 
since the war indicates a need for additional sources 
of sales material besides the ones steadily tapped. 


Selling 


For outside salesmen, the past six years has been a 
period of both growth and readjustment. Today's 
salesmen are older, have been longer with their firms, 
and have had more formal training and education 
than the salesmen of 1947. In dollar volume, they 
sell 8% more, and handle 8% fewer accounts. But 
their average physical volume is down 16% in terms 
of 1947 prices. There are 30% more men in the field, 
and only so many Customers to go around. 


Systems 


Distributors all over the country are showing their 
concern over high operating costs by striving con 
stantly to improve their various office procedures and 
materials handling methods. They're checking on 
productivity of office workers, installing mechanical 
“brains”, designing new warehouses and remodeling 
old. And, according to this survey, they still feel that 
improvements can be made on the improvements 
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IN ECONOMICS 
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1947-1953: An Age of Growth 


Tus year, U.S. industrial distributors are continuing 
to do business at the highest dollar-sales level in their 
collective history. 

For all distributors, the postwar climb to the sales 
heights has meant exposure to many kinds of economic 
weather. What has the climb done to their financial 
health? What shape are they in to withstand the uncer- 
tainties of the near and distant future? 

A partial answer to these questions is provided by an 
analysis of the financial data furnished to ID’s 1947 
and 1953 Annual Surveys by 60 industrial distributors. 
These distributors are of all sizes (gaged by their volume 
of annual sales) and of all types. 

Further, they have been drawn from all sections of the 
country, and therefore reflect the impact of local economic 
conditions through a prolonged period. Here is how 
they group geographically—New England (9), Middle 
Atlantic (9), North Central (15), Southeast (15), South 
Central (6), Mountain & Pacific (6 

Thus, it is possible to examine the financial status of 
60 “typical” distributors during two widely-separated post- 
war years, but years that bracket an era remarkable for 
its economic fluctuations, contradictions, and difficulties. 
And, in studying what has happened to these 60, we 
shall also be studying what’s happened to all distributors 
generally. 

Along with other distributors, these 60 shared in all 


the postwar era had to offer. They know what it is to 
put up with price controls and priorities and slow 
deliveries, as they did during most of 1947. They know 
the sinking sensation of being swept along with a postwar 
readjustment, as they were during 1949, when their sales 
dipped alarmingly, causing a California distributor to 
observe: “A fight for the survival of the fittest seems 
to have developed.” 

Yet this particular distributor reckoned without the 
inconstancy of the times. In six short months, from 
the start of 1950 to the outbreak of the Korean War, 
distributor sales rocketed to the highest on record. And 
thereafter, distributors found themselves again carrying 
on business midst wartime, or at least senii-wartime, con- 
ditions—complete with a revival of price controls and 
priorities. Once again the back-order file was dusted off 
and filled up. Then there were additional problems, like 
high costs and high taxes that hampered distributors in 
building up inventories adequate to the orders pouring 
in from booming defense plants. 

Finally, the defense effort relaxed, price controls and 
priorities vanished (they were half-measures at the best), 
and deliveries improved. Gradually competition re-estab- 
lished itself, appearing first in areas where the cancella- 
tion of government contracts stanched the flow of orders. 
Last year, for the first time since mid-1950, the 60 dis- 
tributors along with others felt the whiplash of price- 
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Price jumps in many items (except lubricants) levelled off distributors’ dollar sales (inset chart). 


But the Price Spiral Rivalled Sales Gains 


cutting, and looked anxiously at what leaping price 
increases had done to their margins, costs, and efficiency. 
It is not strange that many of them began saying after 
Newton: “What goes up must come down.” 

Nevertheless the 1953 dollar sales of the 60 distribu- 
tors were 22.2% above what they were in 1947. Although 
this 1953 level was below the peaks, some of these and 
other distributors had scaled during the Korean War, 
it still provided solid footing and good shelter. 

Of the 60 distributors, over half improved their 1953 
sales over 1947 by anywhere from 1 to 50%, 12 achieved 
a gain of from 50 to over 100%. Twelve of them 
showed lower sales in 1953 than in 1947. 

Many of these 60 distributors moved from one size 
category up into the next between 1947 and 1953. Over 
20% of the firms in the “up to $500,000” class in 1947 
found themselvés in the “$500,000 to $1 million” class 
im 1953. Similarly, 45% of the firms in the latter class 
were in the “$1 to $2 million” class by 1953; and 47% 


of the firms in this class had annual sales exceeding $2 
million by 1953. 

As would be expected, the most spectacular percentage 
sales gains occurred among distributors of smaller size. 
In general, these firms had small average annual sales to 
begin with in 1947, so that even moderate increases show 
up as substantial percentages. 

Cutting squarely across the remarkable sales growth 
of all industrial distributors, however, is the general 
price increase over the past four years. ‘The ID index 
published monthly reveals that, using 1947-1949 prices 
as a base, the price of goods sold by distributors had 
jumped nearly 30% by the end of last year. 

In terms of physical goods, then, most of the 
22.2% sales gain of the 60 distributors doesn’t exist 
Which means that, in reality, this particular group of 
distributors handled less physical volume in '53 than "47 

However, like all generalizations, this one falls flat 
in the case of certain distributors whose sales didn’t 
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happen to be composed of the same variety of products 
that went into making up the price index. A distributor 
selling mostly cutting tools and abrasives, for example, 
would be less badgered by price increases than one selling 
mostly power transmission equipment 

All the same, the inflationary price rise had cut into 
distributors’ margins and worked in reverse to swell his 
operating costs. The fact that distributors are making 
more commission dollars than they did in 1947 is playing 
pollyanna with a vengeance. 

If a trend can be derived from these facts, it is this: 
What has gone up physically has done so on a solid 
base, and isn’t likely to fall very far if signs of growth 
in the American economy are read correctly 

And what of distributers’ financial health? Further on, 
additional facts indicate: prognosis good 


Fast Inventory Buildup 


Distributors’ inventories kept pace with their in- 
crease in sales. In the case of the 60 distributors, the 
increase in inventories between 1947 and 1953 was, if 
anything, a few steps ahead of the dollar sales increase. 

All distributors, except those in the $1 to $2 million 
class, had inventories in 1953 that exceeded those in 1947 
The middle-group dis- 
higher than 1947’s by 


by about the same percentag 
tributors’ 1953 inventories w 
nearly 55%. 

These higher inventories are of recent origin and were 
acquired with some difficulty. When the defense effort 
started rolling in early 1950 and received a swift fillip 
from the outbreak of the K in War, distributors were 


faced with the necessitv of a fast invent build-up 


Although the working-capital problem is still with 
them, distributors in 1953 were in a happier inventory 
position than they were in 1947. For one thing, their 
inventories were in better balance, in relation to the type 
of business they were doing. For another, deliveries from 
suppliers had improved to the point most distributors were 
able once again to service routine business out of stock 

Not so happy, however, was their position with respect 
to the ratio of inventory to dollar sales. Distributors 
in the higher sales brackets showed a lower ratio in 1953 
than in 1947. But distributors in the two lower size 
brackets experienced a slight percentage increase between 
the two years. 

This ratio should not be confused with “turnover,” 
which is the relation of inventory to cost of goods sold. 
The ratio referred to here, on the other hand, is the 
inventory position expressed in terms of dollar sales. To 
illustrate from the chart above, for every dollar a dis- 
tributor had invested in inventory in 1953, he had $5.80 
in annual dollar sales. Distributors can compare their 
own 1947 and 1953 performances if they use similar sets 


of figures. 


Price Rise Problem Persists 


In numerous instances manufacturers increased prices 
to distributors, but the distributors could add only the 
exact amount of this dollar increase to his own price 
without adding his regular markup. This meant the 
distributor’s usual margin shrank, while at the same time 
he had to draw on that smaller margin to invest in more 
costly inventory. This situation has not yet been fully 
remedied. 
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Employees: Is There a Trend to Efficiency? 


THE SUBSTANTIAL INCREASE in sales per employee during 
1953 compared with 1947 is offset by the very small 
increase in the number of employees (1.7%). The per 
employee sales increase is further diluted by the impact 
of the 30% general price increase since 1947, which 
means that the productivity of employees is somewhat 
lower, in terms of physical goods sold 

The increase in the number of employees was common 
to all 60 distributors, save those in the over $2 million 
category, who showed actually fewer. The size group 
showing the biggest increase in the number of employees 
between 1947 and 1953 was the $500,000 to $1 million. 

Here is the comparison 

% change, 

Size of firm 1953 compared to 1947 
All Firms ie 1.7% 
Up to $500,000 
$500.000 to $1 million 
$1 to $2 million 
$2 million and over 


When these percentage changes are read in conjunction 
with those in the chart above, and those in the chart on 
page 107, it is seen that employee productivity fell among 
firms in the lower two size categories, showed improve- 
ment (in the dollar sense) with the larger firms. For 
example, distributors in the up to $500,000 category had 
1 40.1% sales increase between 1947 and 1953, added 


7.8% more employees in th me period, but showed 


only a 7.4% increase in sales for each employee. 

On the other hand, distributors doing over $2 million 
in dollar sales had only a 9% sales increase in 1953 over 
1947, had 12% fewer employees, yet were able to improve 
employee productivity nearly 23%. Employees of dis- 
tributors in the middle bracket ($ to $2 million annual 
sales) pretty much marked time in their productivity (if, 
of course, the price rise is ignored). 

These deductions are quite consistent with develop- 
ments reported regularly in ID. As a general rule it is the 
larger distributors who financially are able to improve 
internal operations through the installation of labor-saving 
office and warehouse equipment, as weil as through the 
inauguration of human relations programs that attract 
more productive employees. 

Moreover, because of the larger volume of paperwork 
going through his office and the larger volume of goods 
going through his warehouse, the big distributor has an 
ideal opportunity to streamline operations. In contrast, 
the smaller distributor’s clerical and warehouse operations 
frequently do not justify the cost of installing labor-saving 
methods and equipment. 

Nevertheless, this does not say that the concern with 
costs is confined to the larger distributors. As revealed 
elsewhere in this section, the trend is clearly toward a 
general assault on inefficiency. Should this assault prove 
successful with smaller distributors, then the percentages 
presented here should, in future, undergo a marked 


change. 


Salesmen Will Become More Productive 


AMONG THE 60 pisTRIBUTORS under study, the individual 
sales of their salesmen did not increase markedly between 
1947 and 1953. There is a verv good reason why—the 


number of salesmen employed e f 


i 
" 
l 


rms increased 
25.3 between the two year 

The increase in the number of men varied from 
one size category to another up most in the 
case of distributors in the $1 to $2 million class 

% increase in 

Firm size no. of salesmen 1947-53 
Up to $500.000 721.4 
$500,000 to $1 million 26.5 
$1 to $2 million ) 


$2 million and over. . 2 


to those set out 


the increase in 


Relating these percent 
in the chart above, it can 
sales per salesmen dwindle: : ze of the firm 
increased. This is accoun r bi fact that the 
largest dollar sales incre 1 among firms in the 
smaller size bracket 

One mav well ask wi iT » $2 million 


sales volume class s ncrease their sales force by 


over 45% from 1947 to 1953, yet increase their sales by 
only 30%. And the same question may be asked of dis- 
tributors in the $2 million and over category, who 
increased their sales only 9% yet had over 23% more sales 
men in 1953 than in 1947. 

For an answer we must turn to the nature of small dis 
tributor organizations, as opposed to large. To a great 
extent, the small firm can—when a fortuitous boom 
comes along—increase its dollar sales without necessarily 
increasing its sales force proportionately. But larger dis 
tributors are financially able to augment their sales force 
in anticipation of higher sales. 

In view of the latter fact, there is every indication in 
the 1947-1953 percentage comparisons presented here 
that the larger distributors are employing many new sales- 
men who haven’t yet had an opportunity to match the 
productivity of the more experienced men. 

However, experienced or not, distributor salesmen in 
1953 were turning in less physical volume than they were 
in 1947, for the 30% general price increase cannot be 
ignored. Thus, while the salesmen of these 60 dis 
tributors may have had a higher individual sales record 

$210,683) than they had six years before ($206,812), 
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in terms of actual goods sold they were far below what 
they did in 1947—$162,639, to be exact. 

All these figures and percentages are, of course, averages 
applying to a small cross-section of distributors. Among 
the firms studied are many whose records for 1947 and 
1953 will not gibe with the average, and whose salesmen 
produced individual sales far above the $210,683 figure. 


Invoices: Small-Order 


JUDGING FROM THE PERCENTAGE CHANCES relating to 
invoices billed during the two years 1947 and 1953, the 
60 distributors haven't been able to shake off the small- 
order problem. 

If the comments submitted by the distributors to both 
Annual Surveys signify anything, it is this: In 1947 the 
small-order problem was giving them little trouble; in 
1953, it was troubling them, but they seemed to have 
accepted it as an integral part of their business. 

Particularly if the persistent price rise is taken into 
consideration, the average amount per invoice was lower 
in 1953 than it was in 1947. Seven years ago, distribu- 
tors were billing invoices averaging $40 in value; in 
1953, their average invoice value had risen only $3 to 
$43. The amount of physical goods written up on the 
latter invoice was worth less than 1947's $40. 

In keeping with the fact they achieved the largest 
sales gain between 1947 and 1953, distributors in the 
smallest size category had the largest percentage increase 
in invoices billed: 29.8%. As can be seen from the 
chart below, the rate of increase in number of invoices 
billed was uniform for all distributors in other size groups. 


If any trend is uncovered from this analysis, it lies in 
the promise that the many new salesmen added to the 
sales forces of distributors will, in the course of the next 
couple of years, increase their individual sales and thus 
bring the general average up. Meantime, distributors 
will continue to intensify their sales training efforts to 
accomplish this objective. 


Problem Is Still Around 


The fact that distributors in the largest sales volume 
bracket showed the highest percentage increase in the 
value of each invoice billed testifies, again, to their 
apparent ability to improve internal operating efficiency. 
While, as has been pointed out previously, price increases 
more than offset the final result, this one statistic is con 
sistent with the advances the larger firms have made in 
paperwork, warehouse, delivery, and selling methods. 

It is worth expanding on the fact that the experience 
of the 60 firms with invoices doesn’t point to any trend 
away from the small-order problem. Even though dis- 
tributors in all size categories are endeavoring to watch 
their operating costs and to avoid needless waste of time 
and labor, many of them are resigned to small orders 
being an unavoidable, even essential, characteristic of 
their business. 

It is a characteristic, indeed, that ties in with the 
distributor's attempt to live up to the idea of greater 
service to his customer. Should he find selling condi 
tions becoming more competitive, the distributor will 
be forced to handle even more small orders—the high 
cost of invoice billing notwithstanding 
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Management Rates Three Threats to Net Profit 
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Inadequate gross margins and high operating costs are the chief conc-m of most distributors today. 


The Problem: Save Net Profits 


INADEQUATE GROSS MARGINS and high operating costs 
dominate the thinking and policy making of the greatest 
part of distributor management today. The effects of 
this concentration of interest are indicated in this part 
of the survey which shows some departures from tradi- 
tional thinking about sales, customers, inventory and 
general operations. 

Ihe chief threat to the distributor’s net profit today 
is inadequate gross margin. Almost one half of the dis- 
tributors polled are concentrating on the improvement of 
their gross margin position. A little more than one 
third are concentrating on high operating costs while a 
little less than one fifth are chiefly concerned with inade- 
quate sales volume. 

This section of the survey was designed to indicate the 
direction in which distributor management was concen- 
trating in its efforts to preserve net profit. Distributors 
were asked which of the three major factors affecting net 
p fit:—gross margins, sales volume or operating expense 

currently concerned them most and what were they 
doing about it. 

[he comments indicated that distributors are aware 
f the exclusiveness of “inadequate gross margins” as a 
problem distinct from “high operating costs.” They 


talked about remedies for “inadequate gross margins” 
which had relatively little to do with high operating costs 
or sales volume. 

The heavy emphasis on “inadequate gross margins” 
and “high operating costs” as major problems, and the 
relative unconcern over “inadequate sales volume” 
indicates that management is doing considerable thinking 
about dwindling profit; that it is aware that the solutions 
are its responsibility. Increasing gross margins or reduc- 
ing operating costs, they say, involve re-examination and 
even changes of policies and methods. Increased sales 
volume, a long-venerated panacea, no longer seems to 
command the interest of distributors that it once did. 

A large majority of distributors concerned primarily 
with “inadequate gross margins” feel that the most prom- 
ising solution is greater concentration of selling of high 
margin lines. Typical comments include: “We're con- 
centrating on gross margin earned, not on volume. 
We're selecting manufacturers of top quality lines who 
also give better margins of profit.” 

The exclusiveness with which the problem is regarded 
is also indicated in other suggestions: “We are discussing 
gross margins with top executives of our vendor com- 
panies each time an opportunity arises . . . We're talking 
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to suppliers about margins are chief comments. 

Other comments included: increasing sales volume to 
yield a higher dollar margin; instituting traffic control and 
increasing purchasing efficiency to reduce the landed cost 
of goods sold; reducing territories and concentrating on 
deeper penetration of potentials; selling key accounts on 
the validity of price in view of the service performed; 
educating salesmen in the art of selling and not to be so 
price-conscious. 


About Operating Costs 


Che sizeable group of distributors who are chicfly 
concerned with “high operating costs” are obviously 
interested in increasing gross margins but the approach 
is more direct. Greater functional efficiency of the entire 
organization is the prime objective. 

The emphasis on “high operating expense” is more 
prevalent among firms with a sales volume more than 
2 million dollars a year than among firms doing less. 
Among distributors in the high volume group, 48% regard 
“high operating expense” as the major problem with 42% 
concentrating on inadequate gross margins. Among thc 
firms doing less than 2 million, only 34% place “high 
operating expense’ as the major problem while 46% 
give “inadequate gross margins” priority. 

Interest in “high operating expense” as a major prob- 
lem was shown by the majority of distributors in the 
New England, South Central and Western areas. 

A growing interest in new management techniques is 
evident in a summary of the comments made by dis 
tributors who put operating costs as their top concern. 
There is considerable emphasis on budgeting, analysis, 
controls and increased productivity through greater 
efficiency. Among the expense items coming in for closer 
scrutiny and control are functional costs, returned goods, 
transp srtation, communications, entertainment. 

Greater employee productivity through efficiency is 
coming in for considerable attention. One distributor 
has engaged a management consultant for this purpose 
Meetings of supervisory and management personnel for 
the purpose of weighing means and suggestions for greater 
productivity are coming into favor. Job analysis and 
merit rating plans are being introduced. Cooperation of 
employees is not being overlooked. 

Also a high priority problem is office and warehouse 
efficiency. Judging from comments, a diligent search 
is on for mechanization of office and warehouse functions 
which mean savings, systems which streamline paperwork 
and materials handling. There is a definite accent on 
“modern methods and equipment” as a means of increas 
ing productivity. Several distributors are planning new, 
modern quarters which will facilitate operations 


Sales Volume 


Although less than a fifth of the distributors polled 
put “inadequate sales volume” as their top problem, it 
is no indication that selling is no longer a concern. Harder 
selling is stressed by all but most indicate a change in 
The fact that half of the distributors that 


‘ 


sales policies 
are concerned mostly with 
in the under 1 million dollar volume class, indicates that 
the break-even point has risen appreciably in the last 
decade 


‘inadequate sales volume” are 


| 


; 














How Distributors are Fixed 
for Working Capital 


— aT 


Notional 


74% 














Up to $1,000,000 
69% 








From $1,000,000 to $2,000,000 
67% 








From $2,000,000 to $3,000,000 





70% 





From $ 3,000,000 and up 
84% 














Rapid industrial expansion caught a sizeable 
group of distributors short of working capital. 


What About Working Capital? 


ALTHOUGH A MAJORITY OF DISTRIBUTORS consider them 
selves pretty well heeled with working capital, there is 
a sizeable minority that feels itself pinched. One out 
of every four distributors polled feels that his working 
capital is inadequate. 

The chief reason for the complaint of this minority 
of distributors appears to be rapid industrial expansion. 
This has virtually forced distributors to carry larger 
inventories for one thing. Then, as one distributor 
analyzed it, “expanding fixed assets and income taxes 
further aggravate the cash problem.” Another distributor 
gave his situation thusly: “price rises over the past 10 
years plus rapid growth have exceeded net profits.” 

The areas of great industrial expansion in the last 
decade have been the south, central and western states. 
Four out of of every five distributors reporting their work 
ing capital as inadequate are located in these areas 

The need for additional working funds is most acute 
in the states where 56% of the distributors 
could use more. These distributors have always had the 
burden of carrying large inventories because of their 
comparative remoteness from sources of supply. 

Somewhat the same situation obtains in the South 
Central states where 42% of the distributors reported 
need of additional funds. Down in the Southeast, 31% 
of the respondents considlered their working capital 


western 


inadequate. 

The need for additional funds appears to be less in 
long-established industrial sections—23% reporting inade- 
quate working capital in the North Central states; 16% 
in the Middle Atlantic states and only 15% in New 


England. 
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Of the distributors 
in each volume group 





Bank 
Loans 


Up to 1 million. . 72 
From 1 to 2 million 63 
From 2 to 3 million 54 
3 million and over. . 65 

Of the total. . 64 


Where Distributors Obtain Additional Working Capital 


this % uses the following means 


Net Sale Personal Insurance 
Profits Of Stock Loans Loans 

36 10 13 

28 10 

33 8 

46 12 

36 9 





Note: Some distributors use more than one means of securing additional working capital. 





Bank loans are distributor's chief source of additional working capitai. 


Where They Get More Money 


[HE IMMENSE AND RAPID INDUSTRIAL EXPANSION of the 
last decade has had its effect on the traditionally conserva- 
tive financial policies of distributors—teluctance for bor 
rowing combined with diligent plowing back of profits 
for slow, steady growth. More than three-fifths of the 
distributors polled are using short-term bank loans to 
augment their working capital today and consider the 
means fairly satisfactory 

Only in New England is there a minority (45%) of 
distributors using bank loans as a means of supplement- 
ing their working capital requirements. In all other sec 
tions of the country there are substantial majorities that 
borrow. 

One distributor, with sales less than a million a year, 
goes so far as to borrow “even when it isn’t necessary; 
we borrow for credit background and experience so that 
when you need money you can get it readily 

Although borrowing from banks was endorsed in the 
survey by a large majority of the distributors polled, there 
were quite a few reservations. The general tenor of the 
comments is expressed by one distributor who said, “The 
bank loan is a short term proposition; what we need is 


long-term assistance.” 


Net Profit Inadequate 


On the other hand, resort to net profits as a means of 
augmenting working capital is not so prevalent as it once 
was. Slightly more than a third of the distributors polled 
utilize net profits either directly or out of accumulated 
urplus 

lhe tempo of modern expansion since 19 
rt to net prohts as a 


39, according 


to the comments, has made 


means of raising working capital hopelessly inadequate. 
Even long-established firms with carefully nurtured sur- 
pluses found these drained by the depression and, in many 
instances, found themselves in the same boat as newet 
companies without surpluses. 

Then, rising operating costs squeezing net profits 
against inflexible margins did not help either. Hence 
the turn to bank loans. 

Plowing back profits is practiced most in the West 
(60% of the distributors polled do it), and in the 
Southeast (52%). Curiously enough, the section in 
which this means is least used is in New England where 
only 20% of the distributors responding said they did. 
Other areas report: Middle Atlantic 27%; North Central 
35% and South Central 32%. 

Only about one out of 10 distributors resort to the sale 
of stock in their companies to raise funds but, they say, 
this source has severe limitations. “Sale of stock,” one 
distributor commented, “‘is all right as an incentive to key 
employees but entirely inadequate as a source of additional 
working capital.” Only 7% of the distributors use per- 
sonal loans from officers or friends. 

An interesting development is the disclosure that 2% 
of the distributors have gone in for debentures as a 
method of securing long-term money. This is elite financ- 
ing involving the borrower’s long-range planning and large 
amounts, but it does not necessarily restrict the use of 
the money to financing inventories or other temporary 
purposes. Qualifying appears to present some difficulties. 
“We are interested,” said one distributor, “in long-term 
loans but the insurance companies do not seem to be 
interested in us.” 
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Enough distributors show inclination to reduce the number of 
suppliers of stocked items to reflect changing industrial scene. 


Distributors Lean Toward Less Suppliers 


DistTRIBUTORS SHOW A TREND toward greater selectivity 
in the matter of the number of suppliers of stocked items. 
Although a majority said they contemplated no change, 
almost an equally large group indicated that they intend 
to decrease the number of manufacturers from whom 
they are currently buying stocked items. It means that 
this group is going to cut down on the variety of products 
that they are going to carry in stock. 

Obviously, the trend forebodes some hustling on the 
part of manufacturers who will be dropped. They will 
have to establish new outlets in the same markets. 


Reasons For Paring Various 


The reasons for the move, according to the distributors 
who intend to pare down the number of the suppliers 
they do business with, are various. Some of the distribu- 
tors have taken on duplicating lines in an effort to over 
come shortages and now, that deliveries have caught 
up, they feel that it is much more economical to main- 
tain only one supplier instead of two. 

In other cases, distributors have found that their cus- 
tomers, due to changes in production methods or end 
products, no longer have use for some products they used 
to buy. But, in many instances, distributors are becoming 
cost conscious and have begun to analyze the profitability 
of lines and are dropping their unprofitable ones. As 
indicated in the first part of this section, distributors 


are very conscious of gross margins and are concentrating 
on those yielding the greatest returns. 

Another reason given for reducing the number of sup- 
pliers is an often-voiced complaint about manufacturers’ 
distribution policies. Some manufacturers, they said, are 
veering towards “open distribution” with the result that 
now there are too many distributorships in a limited 
market, leading to ruinous competition on price. 

The tendency to decrease is most dominant in the 
East. In the Middle Atlantic states, half of the distribu 
tors are so inclined, more than in any other section of the 
country. Next are New England 45%; South Central 
47%: North Central 40%; Southeast 35%, and West 


0 oF 
Z9%. 


Smaller Firms Analyzing 


A little more than three-fifths (65%) of the distribu- 
tors planning reductions are in the under 2 million dollar 
a year category. Need of additional working capital is 
most acute in this group which indicates these distribu- 
tors are cutting down on the variety to secure additional 
funds. 

Out of the under 2 million group, 44% plan to 
decrease the number of suppliers, 41% do not intend to 
change and the rest hope to increase. In the over 2 
million group, 40% plan decreasing, 53% plan no change, 
ind the rest increase 
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Awareness of stocking function is indicated in big majority of dis- 
tributors intending to follow long-term policy of increasing inventories. 


But The Wagons Will Be Full 


Mosr pisrrisuTors don’t intend to “do business from an 
empty wagon,” even though a lot of them expect to be 
doing business with fewer suppliers. Seven out of ten 
distributors responding to the survey, are following a 
long-range policy of increasing their inventories of the 
lines they retain. 

Naturally, the policy is subject to modifications with 
any fluctuations in the rate of industrial activity. As one 
distributor remarked, “The answer to the question varies 
by line. Margin of profit and growing potential will 
influence the decision on this but there is no tendency 


to decrease.” 
Getting Selective 


The decision to carrv larger stocks of key lines, however. 


emphasizes the trend to more selective product selling 
is indicated by the strong leaning to cut down on the 
variety of products offered from stock and the keen 
interest of most distributors in the problem of “inade 
quate gross margins.” 

‘The “W agon” from which t listribut 
do business will remain full, but i ntents will be 
selected with an eve towards better service through con 


entration on lines of great vield in the wv of volume 


1 expects to 


ind gross margin 
The Southeast shows the greatest number 


tors who plan to follow a long-range policy 


of distribu- 
f increasing 


7 


inventories of retained lines, with 86% declaring in favor 
of such a policy. Of the distributors polled, 10% indi- 
cated they would go along as they have been and only 
4% planned to decrease inventories. 

The figures from other sections show: 

North Central: 77% increasing; 16% no change; 7% 
decreasing. 

New England: 65% increasing; 25% no change; 10% 
decreasing. 

South Central: 57% increasing; 16% no change; 26% 
decreasing 

Middle Atlantic: 55% increasing; 29% no change; 
16% decreasing. 

West: 33% increasing; 33% no change; 33% decreas- 
ing. 

Again, the smaller distributors (based on annual sales 
volume) lead in the trend. Out of those distributors 
who do less than 2 million dollars a year, 72% are fol 
lowing a long-range policy of increasing their inventories 
of stocks; 17% do not intend to change their present 
policies, and the remainder report that they will decrease 
stocks 

Compared to this, of the distributors reporting in the 
over 2 million dollars a year group, 63% plan on increas- 
ing their inventories; 22% plan no change in policy, 
ind the remainder of the reporting distributors intend 
to reduce stocks 
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Satisfaction with size of territories is marked but not with coverage. 


Deeper Sales Penetration Is The Aim 


Deerer PENETRATION of their existing markets is the 
attitude of eight out of every ten distributors polled in 
the survey. That is how many distributors there are 
who do not contemplate either increasing or decreasing 
the size of their territories. The job, as they see it, is to 
get more intensive coverage of their established markets. 

Of the remainder, two out of three plan to increase 
the area of coverage, and one out of three to decrease 
the size of their present territory. Oddly enough, the 
only departure from this pattern occurs among the 
large distributors (those who do 3 million dollars or 
more annually) and among the small distributors (those 
who are doing less than a million dollars a year). 

A big majority of the larger firms are quite satisfied 
with the size of territories. But, of the remainder, three 
out of every four indicate they will decrease their areas 
of coverage. Only one out of four will increase 


Picking Up Will Continue 


Almost nine out of every ten distributors (87%) 
pick up non stocked items from competitors when 
requested by customers, according to the survey. 

To complete the picture, the survey reveals that the 
practice is a little less prevalent among the smaller firms 
than among the larger ones. Out of all the distributors 
who do less than a million dollars annual volume, only 
74% make it a practice of securing non-stocked items 


- 


from competitors. In the 1 to 2 million dollar group, 
91% pick up; in the 2 to 3 million dollar group, 82%; 
in the 3 million and over group, all pick up. 

Many of the respondents stated that they do pick 
up when requested by customers but they are not 
enthusiastic about it. “To some extent . . . Occasionally, 
but we usually recommend from whom to get it... 
would like to do less . . . it depends on the customer.” 


A Free Delivery Problem 


One of the growing problems disclosed by distributors 
is the free delivery policy. Although only one third of 
the distributors polled (30%) said they had changed 
their policy on this service recently, there are indications 
in their comments that this number will grow. 

Half of the distributors in the 3 million dollar and 
over group reported they had to change their delivery 
policy. Most of these changes involved increasing the 
area of free delivery to meet competition. In the 2 to 3 
million group, 42% changed; 1 to 2 million group, 25%, 
and in the less than a million, only 21%. 

Enlarging areas of free deliveries means absorbing 
transportation costs. A small minority is trying to com 
bat the tendency by establishing minimum order size 
for free deliver The competitive pressure, however, 
appears strong as many who did not change their policy 
recently, indicated they may have to do so. 
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‘SALES MEETINGS RATED No. 1 as... 
...most effective training aid 


...answer to selling in buyer’s market 


.seMost significant postwar improvement 


Preparing for Buyer's Market 
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SALES MEETINGS are the most effectiv 
ing and maintaining a top caliber sales 


distributors polled on sales directiot 
ing. 
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Three out of four distributors rated sales meetings as 
the most effective of six major sales training aids. 

Asked to name the most significant improvement in 
their sales promotion programs, a third of the distributors 
singled out the development of sales meeting quality. 

In response to another question, almost a third of the 
distributors admitted that their present sales force was 
not equipped to sell successfully in a buyer's market. 
When asked what they intended to do about this, three 
out of five said they were going to intensify their sales 


meeting programs 
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Can Your Salesmen Sell in a Buyer's Market? 


THE RESPONSE AND DISCUSSION aroused by this question 
was considerable and revealed a number of traits charac- 
teristic of today’s management thinking. Included was a 
hint that the days of the “order-takers” were numbered. 

Seven out of 10 distributors (71%) stated that their 
sales force was equipped to sell in a buyer’s market. Most 
of these regarded the buyer’s market as here; they had 
already taken steps to get their salesmen on the ball. 
There were a few reservations, however, some distribu- 
tors admitting that they were giving some of their sales- 
men the benefit of the doubt. 

The remainder (29%) stated outright that they didn’t 
think their salesmen were adequately equipped to sell in 
a buyer’s market, and they were determined to remedy 
the situation—fast. Most of these indicated that they 
would rely on sales meetings to develop their salesmen 
sufficiently to contend with the “tough sell”, which is in 
accord with the survey’s findings on which training aid 
management has found the most effective. 

Some distributors in this category confessed their sales 
force was simply too small but they were adding and train- 
ing new men to overcome the deficiency. 

A hard core of this group had some pretty blunt solu- 
tions such as: “Separate the men from the boys” . . . “re- 
place the weaklings with men who can really sell”. 

But generally, distributors who felt an inadequacy in 
their sales force were of a more positive attitude. They 
indicated a determination to lick the problem of making 
good salesmen out of order-takers. Typical comments 
were: “To improve and intensify the number and quality 
of our sales meetings . . . Feature more product knowl- 
edge . . . Demonstrating basic sales techniques . . . Edu- 
cating with every means possible”. 


Something New? 


That management is aware of its own responsibility for 
the quality of its sales staff is shown by the fact that one 
out of every five firms (22%) polled, reported that they 
had hired or delegated a full time sales manager to direct, 
coordinate and supervise the efforts of their salesmen. It 
may be the beginning of a trend in management thinking 
about its own job. 

The majority of these distributors have concludéd that 
sales ““management” is important enough for one man to 
devote his entire time to the job. They view the glorified 
salesman with a dozen big accounts and a few spare hours 
left for management as scattering shots. 

Some describe the new job as “merchandising man- 
ager”, others as a “sales promotion manager” but the 
objectives are the same, close personal supervision of sales 
effort leaving the sales manager free to “manage” 


Covering Too Much? 


Despite the appreciable increase in sales staffs since the 
War, almost half of the distributors polled (44%) still 
feel that their salesmen are covering too much territorv. 


Decentralization of industry has also contributed to the 
problem. Plants have moved to sparsely settled areas, 
increasing the time it takes a salesman to make the call. 

The problem calls for some management thinking and 
action on some policy matters—determination of poten 
tial, efficient size of territory, frequency of calls. 

Out of the distributors who figure that their salesmen 
are covering too much territory, almost half (46%) 
have determined this by the use of some kind of sales 
analysis system. And virtually all of this group were in a 
position to answer the question “Are your salesmen cover 
ing too much territory?” with some degree of conviction. 


“Country” Problem 


“Country” salesmen often cover too much territory 
but this is one of the “necessary evils’” management seems 
reconciled to live with. One distributor put it thusly: 
“If we estimate the country potential is worth-while, we 
have to pay the price for the salesman’s high mileage 
and low call batting average. With calls few and far 
between, this is unavoidable; but, if we want the business, 
we have to go after it.” 

The only way management felt it could justifiably criti- 
cize a salesman for spending too much time with some 
accounts and not enough with others was to have the 
facts and figures obtainable by sales analysis. 

A Middle Atlantic distributor said, “If one of our sales- 
men can’t visit all his accounts within three weeks, he has 
too many accounts.” This sums up the comments of a 
number of distributors who implied the important thing 
was to have a yardstick for evaluating each salesman’s 
assignment and then check his call reports to see if he was 
able to give each worth-while account the necessary atten 
tion. 


Sales Analysis for All 


There seems little question but that the use of sales 
analvsis is growing more popular among distributors 
anxious to know more about where their business is 
coming from, the relative cost of obtaining that business 
and the relative selling efficiency of their salesmen. It is 
interesting to note that in the past, smaller distributors 
generally felt they knew pretty well from whence their 
orders came. 

But the pace of business has stepped up since then and 
so has the break-even point. The survey shows that one 
out of every four distributors who have some sort of sales 
analysis system now, do an annual volume of less than 
one million dollars. 

More and more consideration is also being given to 
determining potentials of major lines and major accounts. 
Again distributors’ reliance on guesswork seems to be 
fading. They are turning to statistical data based on 
personal investigation. They admit it is a complex task 
and virtually all would welcome some cooperation and 
every possible assistance from their manufacturer sup 
pliers. As a spurt to salesmen, the distributors think 
knowledge of potential is excellent. 
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This % of firms ... pay this way 


30% salary and commission 
25% commission on gross margins 
20% salary and bonus 
14% straight salary 
7% profit sharing 
4% commission on total sales 


Incentives Are The Thing 


INCENTIVE COMPENSATION PLANS are on the march. This 
trend is graphically illustrated by the fact that 86% of 
the distributors responding to the poll are now paying 
salesmen with some sort of incentive—commission, bonus 
or profit-sharing. 

Dual methods of compensation were reported by one 
fifth of those with some sort of incentive arrangement. 
Usually the quality consisted of a commission arrange- 
ment for the more experienced, more productive sales 
men, and a salary and expense set-up (as a rule temporary) 
for junior salesmen or those assigned to develop a neg 
lected territory. Once the salesman on the salary set-up 
began to produce, a new basis of remuneration commen- 
surate with productivity was arranged 

Some distributors distinguish between specialty sales- 
men (normally paid salary with an occasional over-ride 
on total sales of his specialty) and general line salesmen 
compensated by incentive on sales of all lines 

Those employing a salary-bonus system pointed out 
that the bonus was indefinite t was subject to company 
profits. It is regarded successful means of 
timulating salesmen in terms of operating their terri 
tories as though they were in business for themselves 

The idea of impressit “responsibility 
of their own business” is o1 e€ prime reasons why 
management is adopting v England dis 
tributor “Our mpal ovalty and enthu- 

ism has increased trer | idded profit 
Profit sharing my d ie individual’ 


comments, 
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Another indication of the popularity of the incentive 
system of compensation is the attitude of the 14% who 
are still paying their salesmen straight salary only. Many 
of these expressed dissatisfaction with the arrangement. 
l'ypical was the comment of a southeastern distributor 
“We can’t exist paying salary, plus expense account 
ibuses, to non-productive salesmen. The salary set-up 
offers no incentive to work harder and bring in more busi 
ness.” 

In this latter category, here are some of the contem 
plated changes being considered and the reasons for 
changing: 

1. From straight salary to salary and commission. 

A North Central distributor in the more than 3 million 
dollars a year category, and a Western distributor doing 
more than 5 million a year, had the same comment: “To 
provide more incentive.” 

2. From salary and commission to commission on gross 
margins. 

Middle Atlantic firm doing from one to two million 
dollars a year: “Our present system is not equitable. We 
are hopeful the proposed change will remedy this.” 

3. From salary to commission on gross margins. 

A Southeastern distributor doing an annual volume of 
two million, remarked, ““We want our men to consciously 
sell the profitable lines and not just pick up an order for 
the sake of an order’’. 

4. From salary to profit sharing. 

A South Central firm doing an annual volume of one 
million dollars, said; “We expect to see an increase in 
company loyalty and greater productiveness.” 
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WHERE DO INDUSTRIAL DISTRIBUTOR SALESMEN COME FROM? 


This % ... came from... 


50% within distributor's own organization 
20% sales jobs in other fields 

13% competitors 

9% customers’ plants 

5% manufacturers’ organizations 

3% college 


The Home-Bred Is Still Preferred 


LiKE OTHER BUSINESSES, distributors had their sales forces 
depleted during the war years and, since V-J Day there 
has been a continual increase in the size of the average 
sales staff with no sign that the trend has stopped. 

l'o indicate the recruiting activity that is going on, the 
survey shows that the number of salesmen hired during 
the post war years ranged from one to 34 (including 
replacements as well as additions). The average per house 
is five. 

The job of recruiting, evidently, poses a continuing 
problem for the distributor. How does he do it? 

Part of the job was made relatively easy (remember we 
said relatively) by the fact that many returning war 
veterans had worked on the inside for an industrial sup 
ply firm before entering the services. Many of these 
needed only a perfunctory refresher course and then were 
handed a catalog case and price list. 

That the home-bred salesman is still the most preferred 
recruit for an industrial supply sales job is evidenced by 
the fact that half of the new additions to current sales 
staffs came from within distributors’ own organizations. 
It is the traditional method of developing salesmen in 
this industry and it evidently has not lost any respect 
despite investigations of other sources and the increasing 
complexity of product lines calling for advanced technical 
knowledge. 

Typifying the general attitude is a vice-president of a 
New England firm who said, ““That’s the way it should 
be. If an inside salesman shows good sales potential, and 
if he really wants to go out selling, everyone is ahead 
if he’s promoted. And we know what we're getting— 


which is more than I can say for the other sources.” 

The popularity of the system, of promotion from 
within, however, does not hide its inadequacy. The sur- 
vey indicates that only half of the industry’s requirements 
are met from this source and others must be used. There 
is evidence from the comments made that interest in 
other sources is pretty keen. 

At present, the fact that a salesman candidate has had 
selling experience in other fields seems to count with 
many distributors since one out of every five jobs filled 
since the war utilized such experience. 

Although only a handtul of the jobs were filled wit! 
college students, the comments reveal that this does not 
indicate a prejudice on management’s part. On the con 
trary, a number of distributors were dismayed by the fact 
that so few college graduates are attracted to the industry 
They frankly attributed this lack of interest to inadequate 
institutional selling although several are instituting such 


programs. 








Aptitude Tests 
of the respondents said they used aptitude 
tests to assist in the selection of salesmen. 


of those who used aptitude tests reported 
results were good. 


60% 


40% felt results were indifferent. 
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What Are the Most Eff 


THERE MAY HAVE BEEN A TIME when there was a trend 
toward the use of sales meetings, but today, it is no longer 
1 trend—it is an accomplished fact. Every distributor uses 
sales meetings of some kind 

he significant fact, however, is that 74% stated they 


believed sales meetings should be rated No. 1 as the most 


effective training aid 
Acknowledgments were made to their suppliers for 
providing suitable material which enabled the distributor 
to make his meetings interesting and informative. Man- 
wement appreciated the films, charts, demonstrators, 
nd factory men supplied by manufacturers, and indi- 
cated they hoped such cooperation would continue. 
Che distribution of votes (regardless of 1-2-3 rating) 
vas fairly equal with the exception of outside schooling 
which only received 4% of the total. Nevertheless, many 
distributors expressed their intention to investigate this 
training aid for the future 
\ number reported that they had exposed their sales 
men—usually at company expense—to such educational 
uirses as: Dale Carnegie, Elmer Wheeler Salesmanship, 
Dunwoodie Institute—Welding, with worthwhile results 
In addition to 


merchandising, sales, 
uusiness Correspondence, and tool engineering courses, 


ective Training Aids? 


many distributors praised the Plus Selling Program and 
Product Information Bulletins sponsored by the National 
and Southern Industrial Distributors’ Associations. 

Further substantiating management's trend toward pro 
viding the wherewithal to equip salesmen to sell in tough 
times, they also reported encouraging their men to make 
use of trade literature: text books on industry and prod- 
ucts, popular books on sales techniques, trade publications 
(INpusrriAL DisrripuTion ). 


Most Significant Postwar Improvement 


When asked: “What, in your estimation, is the most 
significant recent improvement in your organization in 
the selection, training or direction of your sales force?” 
33% replied—sales meetings. 

In conjunction with sales meetings, emphasis was 
placed on the growing need for a sound, well-planned 
overall training program. 

A North Central distributor said, “Our most signifi 
cant improvement has been the introduction of a six 
month training course for new salesmen. We start them 
out in the shipping department and then the office, until 
they are thoroughly grounded in every phase of our opera- 


tions.” 
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Certainly, if this trend continues,—and there is every 
indication it will—salesmen in the future will have no one 
to blame but themselves if they cannot survive in a com- 
petitive era. 

The second most mentioned improvement—cited by 
25%—was the hiring, or appointing, of a full time sales 
manager. 

As a Pacific coast distributor puts it 
manager has no accounts. And we insist he spend a good 
percentage of his time outside working with our salesmen, 
calling with them on their best accounts and tough 
prospects. In this way, management is closer to the 
salesmen and our accounts, and we can combine efforts to 
solve mutual problems.” 

The acquisition, and use, of sales analysis systems was 
reported by 16% as their most significant improvement. 

14% reported improved relationship with their 


“Today our sales 


suppliers. 

Distributors in all regions advised they were encourag- 
ing greater cooperation and team work between their 
salesmen and supplier salesmen. Furthermore, they are 
sending their salesmen to suppliers’ schools wherever 
possible. 

In this regard, there were many comments—almost 
100% laudatory—about the improvement in manufactur- 
ers’ schools. A Southeastern distributor was the lone 
critic: “We had great expectations for manufacturers’ 
schools, but they seem to forget that if distributor sales- 
men are invited to their schools, they should be taught 
how to sell the product. In too many instances, manufac- 
turers’ schools devote too much time on the selling of 
QO. E. M. accounts instead of concentrating on how to 
sell the regular customers contacted by the distributor 
salesmen.” 


More selective hiring of sales personnel ranked fourth 
as the most significant postwar improvement in the sales 
management phase of distributor operations. 

A Pacific coast distributor, one who felt we are al- 
ready in a buyer's market, bluntly said, “We've already 
weeded out the dead wood and replaced them with go 
getters.” 


What Qualifications Are Most Important? 


Despite the emphasis on training and product knowl- 
edge, management voted the priceless ingredient for 
good salesmanship as personality-enthusiasm. 

While they agreed that other qualifications were im 
portant—such as previous sales or factory experience or 
education—they felt they could compensate for a lack in 
these others by training. But a good likeable personality 
was something a man either had or had not; there was 
iittle management could do to infuse a man with enthu 
siasm. 

Of the distributors who rated personality-enthusiasm 
No. 1, their reasons were exemplified by the mid-Atlantic 
distributor who explained his vote thusly, “Give me a 
man with enthusiasm for his work, and a personality that 
generates good will, and I don’t care how inadequate his 
previous background or experience has been. With these 
assets—and I’m assuming of course he’s of average intelli 
gence—he’ll learn what we have to teach him. In the mean 
time, he’ll be making friends. And he’ll sell his friends.” 

Some respondents, apparently believing the choices 
were inadequate or did not quite describe what they felt 
to be the most important qualification, substituted such 
alternatives as: “industry”, “desire to sell’, “intelligence”, 
“will to work”, “economic urge”, “basic attitude”, and 


“character’’. 


WHAT QUALIFICATIONS ARE MOST IMPORTANT? 


This % .. . rated this No. 1 


52% personality-enthusiasm 
34% previous sales experience — industrial 
6% graduate engineering college 
3% factory experience 
2% graduate general college 
1% previous sales experience — other 


(Note: totals 98% —other 2% misc. replies) 
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THE AVERAGE 


SALESMAN 


Age 
Sales 


No. of Accounts 
Calls per day 


Attended tre 
Attended man 


Scturers’ 
(Previous 5 young nels 60% 


ay e 
College 


427 
$221,544 
133 


: 8 
mers’ Presence 51.7% 


2 out of 3 


Schools 


27% 





Salesmen Sell More To Fewer Accounts 


THESE CHARTS ARE A PicTuRE of growth and change. 


They show how today’s outside salesm 
the average salesman of 1947. 
In education and training, there’s been 


in differs from 


notable growth. 


Five times as many of today’s salesmen have attended 
trade schools as had this training in 1947. One-fifth 
wain as many have been to manufacturers’ schools 


within the past five years as had done 


so in the five 


years before 1947. A larger proportion have had college 


training. 
In performance, one change stands out 


the decline in 


the number of accounts the average salesman handles 
(133 today compared to 145 in 1947). 

The average salesman’s dollar volume has increased 
8%. from $204,000 in 1947 to $221,544 today. Cor- 
recting for the difference between 1947-1949 average 
prices wipes out this increase, to be sure, but analysis of 
dollar volume shows that a much larger proportion of 
salesmen today have annual sales of $200,000 and over 
than was true in 1947. Some 52.5% are in this bracket 
today, compared to 34% of the 1947 salesmen. And, 
while 66% of the 1947 salesmen had a dollar volume of 
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less than $199,000, today only 47.5% are in this bracket. 

Adjustment for price increases indicates average physi 
cal volume of goods sold has decreased but this figure 
may have little meaning to individual salesmen. Apply 
ing the difference between the index for 1947-1949 aver 
age prices and the present price index, which shows 
prices up roughly 30%, results in a figure of $170,000 
for today’s average volume at 1947-1949 prices. This is 
i6% below the 1947 average salesman’s volume. But 
the price index is a weighted average of price changes in 
all lines, and many important lines increased less than 
30% in price. Salesmen pushing these lines did not 
have to increase their rollar volume 30% to stay even 
with 1948 physical volume. Only by weighting each 
salesman’s volume in éach line, could we get a true 
picture of his physical volume today. 

Salesmen have increased in numbers almost 30% 
since 1947 and the return of the buyers’ market is now 
acknowledged almost universally. This probably is the 
major reason for the drop in the number of accounts 
handled by the average salesman, since there are only 
sO many customers to go around. 


More Have College Training 


Today’s salesman is older and has been with his firm 
longer than was true of the average salesman of 1947. 

Of every 100 salesmen, 10 have not been to high 
school, but in every such group of 10, one has a sales 
volume of $400,000 or more and four are in the $200,- 
000 to $399,000 volume bracket. 

Almost half the salesmen have had at least a year of 
college and 20% have college degrees. 

Here’s how the educational background of today’s 
salesmen compares with the 1947 salesmen: 





% of Salesmen 


Ended education Today in 1947 


Graduated College 20 22 
Attended College 
1-3 Years 28 24 
Total College Trained 48 46 
Graduated High School 33 
Attended High School 
1-3 Years 4 
Total High School 
Trained only 42 49 
No High School 10 5 








Not shown in the above table is a striking increase 
in the percentage of men who have studied at trade 
schools—from 5% in 1947 to 27% today. More and 
more salesmen are signing up for short courses, night 
schools, correspondence courses and extension courses. 

Many of the salesmen, of course, are veterans and the 
G. I. Bill could be responsible for the increase. The 
war also may be the main reason why, though more 
men went to college, fewer graduated. They had to get 


back to earning a living as soon as possible, and finished 
out the courses they didn’t have time to complete in 
college in other ways. 

Of those who did go to college, 40% majored in 
engineering (everything from mechanical to civil); 32% 
in business administration, and 28% in liberal arts. 

Of every 100 salesmen who are college graduates, 
three studied law and three others took post graduate 
work in business administration. 


Many Are Old Hands 


The typical salesman has been with his present firm 
12 years. He’s been an outside salesman in the industry 
1] years. 

Today’s salesmen have been longer in current jobs 
than 1947 salesmen. After the war depleted supply 
house ranks, considerable new hiring marked the early 
postwar years. Recently, it has tapered off. The indus 
try is now more settled, turnover is lower. 

Some 32% of today’s salesmen have been with their 
present firms 15 years or longer (the longest service 
record is 46 years; the oldest salesman in the survey, 
66). And only 15% have worked less than 3 years with 
the same companies. 

Salesmen have had considerable inside experience with 
their present firms; 64% came up through the ranks. 
And, of those promoted from within, almost half worked 
five years or more at inside jobs. 

The type of inside work varied but 71% of those who 
started on the inside had at least a stint at telephone 
selling; half worked at one time or another in the ware- 
house; 35% filled clerical office jobs. 

One-third of today’s salesmen were hired specifically 
for outside selling jobs but, regardless of whether they 
were hired as salesmen, almost all had other busines 
experience before joining their present companies. Here's 
their work background: 





This % of 
salesmen. .had this type of experience 


28 Selling in non-industrial 
fields 








28 Non-selling in other 
fields* 


16 Production or shop 
14 Industrial selling 
14 Industrial supply selling 


* Including several teachers, an airline executive, two 
farmers, a city marshall and a golf pro. 


Only 4.4% of today’s salesmen are ex-industrial pur- 
chasing agents (almost all from aircraft plants). 

Of every 100 salesmen, 60 have been to one or more 
manufacturers’ schools within the past five years. On the 
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average, they've been to four of these sessions in the 
five-year period. But in 1947, only one salesman out of 
two had been to a factory school in the previous five 
vears. Of course, the war had intervened. Now appar 
ently more manufacturers areé nducting schools and, 
it seems, distributor salesmen approve of them over 
whelmingly as a major training aid. Salesmen, voting on 
the most beneficial training aid, picked factory sessions 
by a wide margin over everything else. (Management 
men, in answering a similar question, rated sales meet 


ings at the top training aid. See page 119 


They’re Eager For Product Knowledge 


For a closer look at trends in sales training and how 
various training aids impress salesmen, they were asked 
to list major aids they considered beneficial and then 


pick the best. Here’s how they voted 


i 
This % of total votes 


This aid received for first choice 


Manufacturers’ schools 43 
Talks by factory men at your 

company 13 
Calls with factory men 8.5 
Films 7 
Company's own sales meetings 7 
Company's training program 7 


Special sales and technical 
courses ae 


Also voted tops by a few: manufacturers’ literature, cata- 
logs, visual aids, home study, technical books, previous shop 
experience. 


Special courses included everything from package 
courses on technical subjects or salesmanship to corre 
spondence school and university extension courses. Many 
apparently were short courses subscribed to by manage- 
ment. Films included the National and Southern Dis 
tributors Associations’ “Plus Selling” series, frequently 
mentioned. The vote on company training courses was 
low because few firms have formalized training. 
Some Have Less Than 20 Accounts 

The average salesman has 133 active accounts and 
does $221,544 a year in sales. But this is only the aver 
age. Actually, a few handle less than 20 accounts (12 
is the low number) and some have as many as 500. 
The dollar volume range is $42,000 to $1,000,000. 

[he average salesman has increased his dollar volume 
8% since 1947 and reduced his average number of ac- 
counts by 9%. 

Although he works an 84-hour day, compared to an 
8-hour day in 1947, his work-week is shorter; 68% work 
only 5 days, compared to 55% in 1947; 29% work 
work 6 day 
5-hour day. A few claimed 


54 days, and only 3% 
A very few said they work a 
they put in 12 hours 
The average salesman mal 8 calls a day now, com 





and this % 
of 1947 
salesmen 


This % 
of 1953 
| salesmen 


worked this 
no. hrs. daily 





2.5 8.87 6 & under 
8 16.92 7 


54.5 47.5 8 





24.2 15.33 9 


10.8 11.38 10 & over 


a ee 


pared to 8.4 in 1947. A few salesmen say they average 
16 calls, and one claims he makes only 2 (he’s in the 
$200.000-$399,000 volume bracket) 


Made this 
no. of 
calls a day 


This % of 
salesmen 


in 1953 


And this % 
in 1947 


12 13.6 \ 
12 14.5 
17 12.6 
23 15.7 
22 15.7 
12 17.1 
2 1.9 


The average salesman doesn’t manage to spend as 
large a proportion of his working time face-to-face with 
customers as the 1947 salesman did. Then, salesmen 
spent 59% of their day with customers. Now, the per 
centage is 51.7. The rest of their time is divided like 
this: 

31% in travel and waiting 
17.3% in paperwork, office chores, meetings, etc. 

One salesman says he’s with customers only 10% of 
the time. Another claims he’s with them 85% of the 
day. And some salesmen report that traveling and wait 
ing take up 75-80% of their working hours. A few don’t 
spend any weekday time in the office. They do paper 
work at home, they say, and sales meetings, if any, are 
it night. 

While virtually all salesmen recognize the importance 
of working with purchasing agents, it is also recognized 
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that it’s advantangeous to get into customers’ plants and 
shops. Salesmen voted on the methods employed for 
getting beyond the p.a.’s office and the introduction 
of a “new product” proved most popular 





got this % 


This method .. . of votes 


New products 97 
Inside contact 19 


Plant survey of specific 
products 16 


Calls with factory men 14 
Manufacturers’ literature 10 
Own firm's literature 6 


Others* 8 


* Giveaway panies, apis, courtesy to receptionist, 





regularity of calls, knowing who to see, persistance. 





Some volunteered comments: 

“I always go via the purchasing agent, never the back 
door.” 

“I can offer advice, knowledge and service. I don’t 
waste time on plant surveys.” 

“With an inside contact, you can use all other con- 
tacts more efficiently.” 

“Get acquainted with the millwright and superin 
tendent. Most p.a.’s don’t know what they're buying.” 


“Factory man gets 28 day” 


Calls with factory men are an important part of sales 
men’s routine, with very few exceptions. The average 
outside salesman worked 28 days last year with a manu 
facturer’s man. While a few didn’t go with him once, 
others called with him more than 100 days in all. 

Distributor salesmen were asked to suggest what fac 


tory men could do to be of more help. 

About half either made no comment or indicated they 
were satisfied with their activity. But half of them of- 
fered a wide range of suggestions, which fell into several 
catagories 

rhe sentiment most often voiced (it was expressed 
in 41% of the suggestions) can be paraphrased this way: 

The factory man needs more product knowledge and 
better salesmanship. 





said the factory 


This %... man should 


41 Know products better, improve 
salesmanship 
13 Make more calls alone. 
13 Work harder, spend more time 
in the territory. 

Help more with technical de- 

tails, application. 

Keep me advised on leads, and 
what he's doing with my cus- 
tomers. 

Have more selling aids; demon- 
strate more. 

Call with me more often. 

Keep me better posted on new 
products 

Plan time, let me know when 
he's coming. 

Promote distributor in the terri- 
tory; discourage price cutters. 

Hold more product talks 

Learn the territory; know cus- 
tomers better. 

Keep us better advised on stock, 
delivery and price; follow up 

Half the time he's not much use. 











REGIONALLY SPEAKING .. . 


South Central Salesman Tops in Volume Now 


The average salesman in __ is this 
this region . . . old this no. 
of yrs. 


with his 


firm 


has been does this handles 
volume 
of sales 


spends 
this y ( 
of his 
time in 
travel, 
waiting 


makes § spends 
this no. this % 
of calls _— of his 
per day time with 


customers 


this no. 
of active 
accounts 


$287,350 51 27 
232,324 : 47 35 
231,470 ; 60.6 23.7 
183,302 54 29 
167,476 46 37 
157,530 54 31 


South Central 15 
Middle Atlantic ’ 15 
New England 

North Central 

Mountain & Pacific 

Southeastern 
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In short, many outside salesmen feel that.the factory 
man needs more of his own medicine—better product 
knowledge and more ability to express it both to the 
distributor salesman and his customers. There were 
many complaints that he tends to skim over details, or 
neglects to explain product applications adequately in 
the cases of individual customers. And being a salesman, 
the distributor man judges the factory man on his sales 
manship 

Some think he does a poor job of selling the 
distributor, and therefore wonder what good he can 
ixccomplish with the distributor's customers. Salesmen 
say they are bored rather than impressed with a breezy 
presentation; they say they want complete facts, but in 


simple language 


Wanted: Better Communications 


Quite a few salesmen don’t think the manufacturer's 


man keeps them properly advised on what he’s doing and 
what he knows. They want to hear s 
products, what he’s acc mplishing with new customers 
in their territory—and what his plans are for the next 


trip, so they don’t disrupt the schedules at the last 


ner about new 


minute 

One salesman sums up his complaint 

“Some should be briefer, some smarter, some more 
tactful.” 

Another suggests 
md proving it to me first, then to the customer. I have 
not worked with any factory men I think have helped me 


“Excel in knowing their products 


or my company.” 

Some other suggestions 

“Sit down and plan a day’s work with each salesman 
he is to work with.” 

“Call with me when needed ne when | 
don’t need them— inform check our 
catalogs, orders, stock.” 

“Make more calls alon 
them when to go and whon ind while making 


the calls, sell in the inter« 
them instead of telling the customer that he can buy 


ilesmen advise 
distributor who sent 


the product from several 


“Know their product and be able to make an interest- 
ing presentation to my customers. Be up on new products 
coming out and help price structures by encouraging 
distributors’ men to adhere to the manufacturers’ recom- 
mended resale price structure.” 

“Merit my full confidence in their integrity not to 
reveal information learned through our business contact 
to other distributors of their product and others. This is 
an unfortunate situation that does exist, as good friends 
among customers have revealed, and until manufacturers 
ind their men correct it, full cooperation and confidence 
cannot exist 

This does not apply to all manufacturers’ men by 
any means but enough to make a distributor's man wary 
ibout using their services to the fullest degree until they 


have proven themselves.” 


Personality Rates Highest 


What’s most important for successful selling? Sales 
men were asked to rate these seven personal qualifica 
tion, with this result 





: 
got this % of | 
' * first place votes | 


This qualification . 


Personality 31 
Product knowledge 27 


Dependability 17 
Willingness to work 12 
Stick-to-it-ive-ness 6 
Analytical approach to 

the job 
Mechanical know-how 


Other* 


* Honesty and enthusiasm 


But Biggest Volume Increase Was in Northeast 


and this 
no: of 
accounts 


in 1947 


$191,500 142 
170,000 175 
223,700 117 
234,000 136 


had this 
volume 


in 1947 


The average salesman 
in this region . . . 


Mid-Atlantic-New Eng 
North Central 
Southeast-S. Central 
Mountain-Pacific 


this volume 


and his 
no. of 


accounts 
this . ( 


so his 
volume has 


increased 
this C ( 


and this 


no. of 
accounts 


in 1953 


in 1953 


$222,300 151 16 6 


183,302 102 8 42 
237,500 84 6 — 28 
167,476 188 $9 38 


(In the 1947 survey, the Middle Atlantic and New England regions were combined as one region; also, the Southeastern and 


South Central regions 
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Meet the Top-Volume Salesman 


Here’s the blueprint for the average outside man doing $400,- 


000 or more a year — 10 out of every 100 are in this class 


[His 1S A DESCRIPTION of a successful man — the average 
industrial supply salesman with an annual volume of 
$400,000 or more 


© He has 111 accounts. 


@ He makes 7 calls a day. 
Some 12% make 4 culls a day; 26% make 5 calls; 


Seed 


37%, 6-8 calls; and 25% more than 8. 


® He works 8.7 hours a day. 
Three-fourths of the top-volume salesmen work any- 
where from a 7- to 9-hour day. The rest work longer. 
One out of 20 puts in 12 hours. 
Six out of 10 work a 5-day week, 3 work 5% days and 
one is on the job 6 days 


© He spends half his time in customers’ presence. 
He divides the rest of his working day like this: 24% 
for travel and waiting; 26% for paperwork, office 
chores, sales meetings, etc. 


© He's been with his present firm 1612 years. 
Almost all men in the top group (95%) had inside 
jobs with the same firms before they became outside 
salesmen. And 58% had previous selling experience 
before they joined their present companies. But only 
8% had industrial selling experience. Some 17% had 
worked in production and shop jobs. 


© He works 28 days a year with a manufacturer's man. 
Top-volume salesmen rate calling with a manufac- 
turer’s man as only fourth in their vote for best 
method to gain entry to a customer's plant. 


© ‘Two out of five think dependability is the best personal 
qualification for selling. 
Next choice is personality, then product knowledge 
and willingness to work, in that order. Mechanical 
know-how and analytical approach to the job tied 
for last place. 





¢ Two top-volume salesmen out of five have been to 
college. 
The actual figure is 44%. But only 16% finished and 
got their degrees. Most (88% ) attended high school, 
and 72% graduated from high school. But 12% had 
no high school at ail. 


@ One out of three has attended a trade school. 


e Six out of 10 have been to manufacturers’ schools within 
the past five years. 

Those who went, have attended three such sessions 
on the average. Top-volume salesmen rate manufac- 
turers’ schools far above all other major training aids. 
Factory schools received 66% of their votes for first 
choice; package courses was the next most popular 
training aid, with 12%; sales meetings, third, with 
6% of the votes. 
Also listed as tops by a few: home study, college ex 
tension courses, technical society meetings. 


@ One out of two rates the inside contact as the best 
method for gaining entry to a customer’s plant. 
Distributor’s own literature received the next largest 
number of votes. Plant survey and new products tied 
for third place, and calling with the manufacturer's 
man was fourth. Manufacturer’s literature got fewest 
votes. 


e Three out of four think the manufacturer's man could 
improve his working relationship with distributor sales- 
men. 

Of those who made suggestions, every one said the 
factory man should improve his product knowledge 
or salesmanship. Next most frequently voiced sug- 
gestion: he should keep distributor salesmen better 
informed on new products. These complaints tied 
for third place: the factory man doesn’t promote the 
distributor enough; he fails to keep distributors in- 
formed on stock, delivery and price; he makes too 
few calls alone; he doesn’t call often enough with the 
distributor's man; he doesn’t work hard enough in the 
territory. 
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STEADY IMPROVEMENT is being made by distributors 
in office procedures and warehousing. Machines are sup 
planting pencils to speed paperwork flow, new buildings are 


designed to increase materials handling efficiency. Continu- 
ing search for improved methods is reflection of concern 
over high operating costs. 


Buildings & Systems: Constantly Improving 


CONSTANT CHANGE characterizes the industry’s attitude 
toward its office systems, buildings, and warehousing 
problems—a state of flux which is directly a result of 
distributors’ concern over unreasonably high operating 
costs. 

Confronted with margin, and restricted 
by the total sales potential of his territory and competi- 
tive position, the distributor is concentrating on the 
third profit or loss factor in his business—his so-called 
“non-productive” expenses of order handling, warehous- 


a fixed gross 


ing, bookkeeping, billing and the like 

Chis concern over operating costs shows up in a num 
ber of ways. 

Item: Over half of the distributors polled in Inpus 
DisTRIBUTION’s survey maintain a record of the 
measure of office 
with sales volumes 


rRIAI 
number of invoices processed as a 


productivity. In larger supply h 


of more than $2 million, and where each office worker 
is usually assigned to one specific task, this check is 
made in more than 60% of the cases. Over a period of 
time, the distributor can easily spot difference *n indi- 
vidual performance and locate paperwork bottlenecks. 

Item: More than 40% of the distributors polled make 
a formal analysis of their office positions, charting the 
flow of work and measuring the importance and require- 
ments of each “inside” job. 

Item: An overwhelming majority of distributors re- 
ported that, since the end of World War II, they have 
revised or instituted new procedures in their order 
handling, bookkeeping, and inventory control routines, 
as well as shifting their office layouts for greater eff 
ciency. 

Item: Almost three-quarters of all distributors respond 
ing have made important changes in their warehousing 
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Modern physical layouts such as this have replaced . . . 


facilities, with emphasis on cutting costs through 
smoother functioning methods of receiving, storage, 
and shipping. Over half the distributors have completely 
remodeled their buildings, while almost a fourth are 
in new structures altogether. Nearly 20% of the re- 
maining distributors are planning a move to new quar- 
ters in the near future. 

Item: More and more distributors are instituting train- 
ing programs for both office and warehouse workers to 
increase their productivity and efficiency. 


The One Desire: Improvement 


All of these attempts to modernize, to streamline op- 
erations, cost the distributor money—a lot of money. 
But the attempts are being made on the basis of “you've 
got to spend money to make money”, and distributors’ 
comments made during the survey indicate that these 
investments are already paying dividends. 

One important characteristic of these distributors’ 
improvement programs is that they are really long-range 
projects, on a continuing basis—not merely sporadic, one 
time attempts to cut costs by buying a new bookkeep 
ing machine or knocking out a warehouse wall for more 
space. 

This is illustrated by the fact that, in spite of money 
already spent and progress made, most distributors are 
still dissatisfied with various phases of their operations, 
and plan eliminating the bugs and replacing old methods 
with new as rapidly as possible. 

One distributor summed it up for almost all when 
asked how well he was satisfied with his various office 
procedures: “We're never satisfied; we're still learning bv 
experience, and we're constantly striving to improve 
our operations.” 


[HE NARROW, OLD three- or four-floor building, long 
the typical structure housing most distributor operations, 
has given way in popularity to the more modern one 
and two-story plant. This was a central fact emerging 
from InpusrRiaAL Disrrisution’s survey of the industry's 
warehousing and office building preferences. 

Of all distributors polled, 64% are now operating from 
one- or two-floor structures, as opposed to 36% still 
in multi-storied buildings. 

In the earlier days of the industry, when most dis 
tributors were located in congested downtown areas, 
and building frontage was costly and limited, the multi 
storied building was the natural result. The appreciable 
trend in later years to locations away from the center of 
town in less crowded areas took the accent off high land 
costs, and put it instead on efficient materials handling 
And it is generally recognized that, for most materials 
handling problems, the one- or two-story building offers 
greatest warehousing efficiency. 


One Result: New Buildings 


[his trend is most clearly seen in the regional prefer 
ences illustrated below: 
One- and two Miulti-storied 


story buildings buildings 


-—oO oF 7% oF 


South Central .... 8% 22 
Mountain and Pacific 77% 23° 
Southeastern ...... 76% 24 
Middle Atlantic 35 
New England 
North Central ... % 55 

In the traditional industrial areas of the Middle 
Atlantic and New England states, together with the 
established manufacturing regions of the North Central 


c 


c 
or 17 
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. multi-storied buildings in congested area. 


states, the downtown, multi-storied building for years 
was the home of the average distributor. 

\s industry moved south and west, where space was 
at less a premium and most manufacturers kept their 
plants on the outskirts of cities and towns, distributors 
settled in the less congested areas. As they did so, their 


buildings spread out and came down in height. 


Trend: Get Out of Town 


Chat this trend is due to continue is apparent from 
distributors’ future buildings plans. Of the approxi 
mately 20% of the distributors polled who plan to 
move to new locations in the near future, a preference 
for an outlying district was indicated by three to onc 

Che choice of an area away from downtown was uni 
versal in every geographic region and size group, although 
some distributors expressed fear that an other than cen 
tral location would put them too far from some cus 
tomers. 

Those who are not contemplating a move anytime 
soon have also been busy along these lines since the 
end of the war. Of those polled, 24% have already 
moved into newly-constructed buildings; 58% have com 
pletely remodeled their existing structures. 

Along with new and remodeled buildings, distributors 
have introduced a variety of materials handling equip 
ment to cut costs in receiving, storing and shipping 
their products. From the most to the least common, 
they are: 

Hoists—62‘ 

Platform trucks—60% 

Elevators—55 % Fork lift trucks—18% 

Hand lift trucks—48 Pallets—16%. 

Skids—28% Package chutes—15%. 


Cranes—22 


Con 20% 
nveyors—ZU%. 


The amount and type of materials handling equip- 
ment utilized by distributors is, of course, a very definite 
function of the size of the firm. As a distributor's sales 
volume increases, his warehouses grow larger and his 
materials handling problems increasingly complex. This 
is illustrated by the differences between the equipment 
used by distributors with less than $1 million annual 
sales volume and those with $3 million and over: 

Less than More than 

$1 million $3 million 
Platform trucks . 51% 78% 
Hand lift trucks 36% 78% 
Elevators .... be 78% 
Hoists ed 57% 
Tork lift trucks 52% 
Conveyors 45% 
Pallets wa am 2s 48% 
Skids ‘igh y, 48% 
Cranes Ppa P y 43% 
Package chutes é y 26% 

The types of materials handling equipment utilized do 
not vary geographically to any significant extent. 

In order to get the most out of existing facilities, 
approximately 72% of reporting distributors have re 
arranged or revamped their warehouse areas to make pos- 
sible more efficient materials handling methods. 


Trend: Train Workers 


Following the pattern set by training courses for office 
workers, about 20% of the reporting distributors have 
instituted some type of training program for their ware- 
house employees. Training devices used include special 
product information bulletins, meetings, and training 
courses in practical warehousing. 
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Efficient mechanical systems such as this have replaced . . . 


Distributors Streamline Office Procedures 


OFFICE SYSTEMS AND PROCEDURES have been the focal 
point of overall change within the distributor organiza- 
tion since the end of World War II. The survey indi- 
cated a tremendous upheaval in this phase of the oper- 
ations of responding distributors. For example: 
70% of the distributors reporting have changed their 
order handling procedures in the past nine years. 
62% have changed or made important improvements 
in their bookkeeping systems. 
70% have altered office layouts for greater efficiency. 
67% have instituted perpetual inventory control sys- 
tems, Or improved existing systems. 


Big or Little, They've Made Changes 


There were few variations between reporting dis- 
tributors, based on either size of firm or geographic 
location. There did seem to be some relation between 
the number of distributors who changed their office 
layouts and sales volume: the percentage reporting such 
changes moved steadily upward from 62% of distribu- 
tors with less than $1 million annual sales volume to 
83% of those in the $3 million plus bracket. 

his would indicate that the larger firms feel the pinch 
of inadequate office space and inefficient layout more 
keenly than smaller supply houses; or also have better 
financial means to effect needed changes. 

rhe significant point emerges from the response to 
the next question: Are you currently satisfied with your: 


Order handling procedure? 38% said no. 

Bookkeeping system? 24% said no. 

Office layout? 38% said no. 

Inventory control system? 30% said no. 

Again, there were no overall differences according 
to size or location. 


Big or Little, They’re Ready for Change 


The fact is that an unexpectedly large number of dis 
tributors are currently unhappy with their office systems 
and procedures, in spite of the volume of improvements 
made in the past few years. This clearly points up the 
endless search for greater efficiency, lower operating costs. 

In pursuing this search, distributors are using a wide 
variety of mechanical office devices, designed to cut 
human effort to the minimum, and let machines do 
the “brainwork”. They include, in the order of their 
popularity: 

Electric calculators—91%. 

Bookkeeping machines—82%. 

Intercommunication systems—77%. 

Perpetual inventory equipment—76%. 

Duplicating equipment—67 %. 

Electric typewriters—65 %. 

Addressing machines—63%. 

Dictating equipment—56%. 

Teletype—35%. 


Again, there were few variations regionally. There 
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. . . pen and ink bookkeeping—common not so long ago. 


was, of course, a relation between the size of the re 


porting firms and the diversity of labor saving equipment 
used. 

Virtually all but the smallest firms use electric cal 
culators, a testimonial to the mathematical demands 
of the discount pricing structure in general industry 


use. At the other extreme, the 35 f distributors who 


have teletype facilities are limited mostly to large houses 
with branches in neighboring cities, or those carrying on 
a heavy volume of correspondence with suppliers. 

The 67% figure concerning duplicating equipment, 
which includes both devices for reprinting forms and 
machinery to reproduce direct mail advertising matter, 
conceals the trend, previously established, toward “do 


it yourself” advertising 


They’re Checking Productivity 

After modernizing their office systems and providing 
employees with the latest mechanical aids to simple, 
efficient operations, distributors naturally want to know 
if they are attaining the best possible results lo this 
end, about 52 of distributors keep a check on the 
number of invoices processed by individual workers as 
a measure of productivity 

In the smaller firms, with few inside employees, this 
provides a yardstick of month-to-month and year-to-year 
performance; in larger firms, with several or more em 
ployees doing the same typ¢ ip differences 
between individuals 

That the trend to mor fhee machines and better 
fice systems is paying off is shown by the results ob 


served by distributors maint productivity rec 


ord. Since the end of the war, 68% of distributors keep 
ing such records report that office productivity is up; 
22% report it unchanged; and only 10% say that the 
productivity of their ofhce workers is down. 

In all regions except the South Central, the majority 
of distributors report productivity up. There, 44% have 
observed more efficient results, 28% unchanged, and 


28% down. 


They’re Teaching Productivity 

In an effort to continue this upward trend, 23% of 
distributors reporting nationally have begun formal 
training programs for their office workers, just as most 
have such programs for training outside salesmen. Sub- 
scriptions to office management magazines, meetings of 
office personnel to discuss new methods of handling 
work and practical courses in the operation of various 
labor saving office machinery implement such training 
programs 

To coordinate their inside operations, and discover 
bottleneck and wasted motions in work flow, 42% of 
the responding distributors make analyses of some or 
all of their internal operations, job by job. This has 
paid off in the elimination of some non-essential jobs, 
and the addition of help to other operational phases to 
speed the flow of work 

In short, in their continuing efforts to cut costs, dis 
tributors are (1) looking for the weak spots in their 
office procedures, (2) looking for the weak human links 
in the chain of work, and (3) doing something about 
both by modernizing their equipment, helping their 
employees to increase their individual efficiency. 
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It’s an industry-wide effort to streamline operations, for. . . 





From Coast to Coast, They’re— 


“striving for efficient arrangement of stock in the 
warehouse; our inventory control has recently 
been revamped.”—Hartrorp, Conn. 


“investigating office procedures to determine if our 
operations are as efficient as possible; resulted in 
buying Remington Rand bookkeeping system.” — 
Hartrrorp, Conn. 


“trying to find new methods (office procedures and 
warehouse handling) to cut down operating ex 
penses. One way found was to install ledgerless 
bookkeeping.” —Farrr1e.p, Conn. 


“putting in new office equipment (Addressograph, 
bookkeeping, etc.) to improve efficiency.”— 
Bripceport, Conn 


“increasing workload per manpower unit, reviewing 
housekeeping to eliminate work.”—WaTERBURY, 
Conn. 


“creating various systems of stock control—office pro- 
cedure, color systems—to save time.”—Broox- 
Lyn, N. Y. 


“using job analyses to improve the productivity of the 
individual employee.”—Brooxtyn, N. Y . 


“cutting down paperwork where possible, getting im- 
proved materials handling equipment, improved 
billing and bookkeeping machines.”—-Grimour, 


N. Y. 


“hiring fewer better paid, better qualified people and 
using the best equipment we can find.”—Syra- 
cuse, N. Y. 


“rearranging stocks so that order pickers can fill orders 
more accurately.”"—-ArLanta, Ga. 


; 


“moving toward aytomation.”—Ortanpo, FLa. 


“doing more job analyses, eliminating lost motion, 
making time study and work flow study.”— 
Norroik, VA 


“buying high speed typewriters, teletype machines.” 
BrirMINcHAM, ALA. 


“studying work routines, cutting out bottlenecks and 
unnecessary steps.” —Norro.k, Va. 


“—reviewing continually procedures and looking for 
better ways of doing every inside job.”—Kaa 
MAzoO, MIcH. 


“decreasing operating expenses by more efficient em 
ployees and modern methods.”—INDIANAPOLIS, 
IND. 


“buying more machines and equipment to eliminate 
labor.” —Evansvi_e, INp. 


“working toward a more efficient operation by con- 
stantly improving office procedures.””—Cuicaco, 
IL. 


“improving our office routines with IBM.”—CLeEve- 


LAND, O. 


“hiring a management consulting firm to draw up 
program to reduce operating costs.”—CLEVE 


LAND, O. 


“surveying and reshuffling office and handling rou- 
tines; everything taking a new look.”—Howvston, 
Tex. 


“trying to streamline; move efficient personnel plus 
improved materials handling equipment.” —-New 
Or.eans, La. 


“using a new Kardex stock control system.”—Hovus 
ron, TEx. 


“—transferring all billing and credit work of branches 
to centralized department.”—Dattas, Tex. 


“making a complete appraisal of all phases of our 
operation. The program is 50% complete.”- 
SeatrLe, WAsH. 


“analyzing all internal expenses and attempting to 
eliminate unnecessary ones.” —Dernver, CoLo. 


“using complete new facilities built to improve serv- 
ive and attain greater efficiency.”—SEATTLE, 
WASH. 


“—letting machines take the place of mental work 
wherever possible; fewer mistakes, faster results.” 
San Francisco, CALir. 


Corvarcer 1954 sy MeGaaw-Hast Puscisame Co., Ivc., 


330 W. 42np 5Sr., 


New Yorn 36, N. Y. 





LINDSAY RIPE OLIVE COMPANY, LINDGAY, CAL. 


“<- 


Thermoid Conveyor Belting 
cuts handling costs Rubber Produc 
on food processing jobs i 


There’s a Thermoid Conveyor Belt designed to lower the costs Canners 

of handling any food product. Here are 3 examples: CANNERS ba aE me 
(WC & PC)—For handling vegetables, fruit and other foods. 

Resists acids. Imparts no taste or odor. Available in white or 

peach color covers. CANNERS C—Ideal for use where food is 

not in direct contact with belt. For packages, waste and refuse. 

RUF FTOP—For carrying cartons, bags, bundles and packages 

up inclines to 35°. coos oe 


Thermoid’s exclusive impregnation process welds carcass and 
cover into an exceptionally strong, durable belt. Finest quality 
reinforcement and specially compounded rubber stocks assure 
long life, less down time, lower handling costs. 

Mr. Distributor: Thermoid “built-for-the-job’’ mechanical rubber products 
can help you increase your sales to all industries. You can always rely on 
Thermoid service and the complete cooperation of experienced Thermoid 
Sales Engineers with their intimate knowledge of industrial rubber problems. 


ee 


Conveyor & Elevator Belting ‘ Transmission Betting her 
& Multiple V-Belts » Wrapped & Molded Hose ' 


Thermoid Company « Offices 














U.S. TOTALS 


February 1954 
Compared with 
January 1954 


+6% 
YW 











February 1954 
Compared with 
February 1953 


-9% 


First 2 Mos. 1954 | 


Compared with 
First 2 Mos. 1953 


-11% 
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Supply Sales Trend 


Final Figures For February 1954 





February 1954 
Compared with 
January 1954 


February 1954 
Compared with 
February 1953 


First 2 Mos. 1954 
Compared with 
First 2 Mos. 1953 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 


Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+] 1% 








- 6% 
-14% 


-14% 


- 6% 





- 9% 
-15% 


-14% 


i Fe 
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make your selling 


job EASIER 


An exclusive Oster design feature found 
on the Lightweight Champ is the 


in either right of left hand direction; revolving 


non-binding rear chuck; easy access to either 


two driving arms on center line with spindle. 
They even up the load on the die stocks 

prevent excessive strain and wear on one side 
of the die. As a result dies last longer and pro- 
duce the accurate threads that mean a good 


job every time 


Other features of the Lightweight Champ help 


motor or switch. The Lightweight Champ has 
an all welded, steel case .. absolutely inde 
structible guaranteed for the life of the 
machine. But, in spite of the tough, rugged 
onstruction, it is easy to move from job to job. 
The standard range is 4" to 2". Range with 


drive shaft is 2%" © 8 


omplete data, write us or, better still, con- 


" 
make it an outstanding value. Like the new For « 
wrenchless chuck that grips and holds tight tact your local Oster distributor 


THE 


MANUFACTURING CO. 


© and factory: 


Mee Om 7 
2081 East 6lst St., Cleveland 3, Ohio 


) 
Builders of Cost Reducing Threading Equipment Since 1893 
j 


Month after month Oster ads appear in leading 
publications read by your customers. They’re 
designed to help you make quicker sales... 
easier sales and greater profit. 


The ad shown here, for instance, is designed 
to save your selling time. It plays up the Oster 
Lightweight Champ and points out the bene- 
fits this tough, durable machine has to offer. 
Like the two driving arms on center line 
with spindle which even up the load on die 
stocks—prevent excessive strain and wear 
on one side of the die and increase die life. 


THE 


And this ad tells your customers about the 
wrenchless chuck that grips and holds tight 
in either right- or left-hand direction. It 
points out that the welded, all-steel case is in- 
destructible and guaranteed for the life of the 
machine. 


And every Oster ad that appears invites buyers 
of Oster Threading machines to see their Oster 
Distributor. If you would like further infor- 
mation on the complete line of Oster Thread- 
ing equipment, just let us know and we shall 
be glad to send it. 


MANUFACTURING CO. 


Main Office and Factory: 


2041 East 6!st St., Cleveland 3, Ohio 
Factory Branch: Sales and Service, 25-36 Jackson Ave., Long Island City 1, W. Y. 


Builders of Cost Reducing Threading Equipment Since 1893 
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SALES TRENDS (Cont’d.) 





February 1954 
Compared with 
January 1954 


February 1954 
Compared with 


February 1953 


First 2 Mos. 1954 
Compared with 
First 2 Mos. 1953 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 


Wyoming 


PACIFIC 


California 
Oregon 
Washington 








+ 2% 


+ C% 


+12% 


+2 4% 


+ 6% 





- 9% 


-21% 


+10% 


-20% 


-11% 





- 8% 
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= i 
“SMART PACKAGING is ANOTHER 
YARWAY SALES 


aS ADVANTAGE 
BIMPULSE. FOR US” 


= STEAM 
TRAP 


ssa OR 


says 


- Potter W. Shaw” 


Every box is an advertisement for 
YARWAY Impulse Steam Traps. In 
addition, high visibility and easy shelf 
storage make the smartly-designed 
YARWAY Steam Trap box popular 
with distributors. 

This is just one more way YARWAY 
backs up distributor sales effort. A 

strong consumer promotion program 
includes trade journal advertising, direct 
mail, steam traps clinics with the Yarway 
movie, trade show displays, plus other 
up-to-the-minute dealer sales aids. 


YARWAY Impulse Steam Traps are 
marketed through recognized industrial 
distributors. More than 900,000 have 
already been sold. 


For information, write... 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


*SALES MANAGER, The Mau-Sherwood Supply Co. 
Cleveland, Ohio 


impulse 
Steam trap 


VISIT YARWAY CONFERENCE BOOTH NO. A-16 AT THE 
TRIPLE MILL SUPPLY CONVENTION 
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Price Index for 19 Product Classes 


(1947-49—100) 

% Change 

Feb. Jan. Feb. From 

NAME OF PRODUCT CLASS 54 54. "53 Year Ago 

Abrasive Products 116.9 116.9 117.1 —0.2 

Cutting Tools 121.6 121.6 +2.3 

Fans and Blowers 143.7 43. +-6.5 
Fasteners 154.6 
Incandescent Lamps 136.9 
Industrial Rubber Products 127.6 
Lubricants 73.3 


Materials Handling Equipment 133.6 


Mechanics Hand Tools 
+. P o- = 
(Files, saw blades) 137.9 137.5 


Metalworking Accessories 130.5 130.5 
Motors 118.3 118.3 
Paint 112.8 112.8 
Portable Power Tools 118.2 118.2 
Power Transmission Equipment 133.1 133.1 
Precision Measuring Tools 120.6 120.6 
Pumps and Compressors 131.5 131.5 


Steel Products 
(Pipe, bars, nails, ete.) 140.9 141.4 


Valves and Fittings 131.6 131.6 


Welding Machines 
(Equipment, rods) 124.3 124.3 


Total Index 128.6 128.8 


B 
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NATIONAL 
FASTENERS 


are made to the highest standards 
of quality. With the most complete 
line of fasteners produced by any 
single manufacturer, National is 
well able to supply all your needs. 
Simplify your ordering and stock- 
ing—buy the complete, quality 
National line. 
















CHESTER HOISTS 


are outstanding for performance and 
reliability. The complete line now 
includes eight electric hoists in Y%4 
to 2-ton capacities, with wire rope- 
cable or steel link chain lifts; a full 
range of Spur-Geared Hand Chain 
Hoists, and Overhead I-Beam Trol- 
leys, 4 to 25 tons and Differentials 
in 4 to 1'4-ton sizes. 






HODELL CHAINS 


are made in types and sizes for prac- 
tically every industrial requirement. 

The quality Hodel! Chain line 
ranges from electric-welded BBB 

Coil and Proof Coil to lighter, weld- 

less types including Sash, Safety \ 
and Register Chains. Buy Hodell... 

for the best in chain. 


Nat says: 


Keeping our standards high 


assures you of the best b 
from the NATIONAL LINES 


Fasteners + Chains « Hoists 


THE NATIONAL SCREW 


Hodell Chain Company 


& MFG. CO. + CLEVELAND 4, OHIO 





Cnvsan a Chester Hoist Division 
5 ™ ocific Coast: National Screw & Mfg. Co. of Cai Los An aa on 
- geles 22, Cal. 





























Nation: 
iv) ie /p ? 


<d Hodell Chai 
$ & ns Chester Hoists 
y ; 
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The Outlook For Business 


By The Economics Department, McGraw-Hill Publishing Company 





THREE PATHS There are at least three possibilities to be considered in judging where the economs 
is likely to go from here. The first is that the decline in business will start snowballing 
ind won't let up until we have landed in a deep depression. The second is that the 
slow slide we have experienced since the middle of last year will continue through th¢ 
year and reverse itself—perhaps slowly—sometime thereafter. The third, and obviously 
the most pleasant possibility, is that the downturn in business has pretty thoroughly run 
its course and that, along with the expanding nature of springtime, there will again be 
expanding business. We don’t believe that any one of the possibilities can be dismissed 


out of hand. 


NO CRASH It is not likely, however, that we are going into a depression spiral. For one thing, 
since the great depression of the 30's, ou economy has been equipped with a great deal 
of “built-in flexibility.” This means that if workers lose their jobs these days they do not 
become completely bereft of income at the same time. They have access to unemploy 
ment compensation. Farmers have access to government price supports. Due to this 
“flexibility”, it is estimated that as much as half the force of a general income decline is 


taken up, or absorbed, by these “extra” income grants. 


NO BOOM At the same time, it is not likely that the total volume of business will shortly 
resume its upward course. The reasons can be simply stated. After a record-breaking 
first quarter, it looks as though capital investment by business will be declining slightly 
through the rest of the year. Plus this, government expenditures as a whole will also be 
declining slightly. Finally, not much of any change is to be anticipated in the volume 
of sales abroad 

[his leaves it up to a prospective expansion of consumer expenditures to produce 
1 general business upturn. The expansion here must be big enough not only to lap up 
what remains of some top-heavy inventories of consumer goods, but large enough to call 
for an increase in new production which would offset the declines mentioned 


MIDDLE PATH So far, there are no signs of a surge in consumer expenditures which would turn the 
total volume of business firmly upward soon. There will be a seasonal pickup, of course, 
ind it may be more than that in some cases, but what it takes to start a sustained and 
gencral upward movement still seems to be missing 

I'he Federal Reserve Board’s annual survey of consumer intentions shows, dis 
appointingly, that consumers are somewhat more reluctant to spend than they were 
at this time last year. Fewer people reported that their incomes were up from a yeat 
igo. And considerably fewer expected to make more money in the year ahead. ‘The 
number of families reporting that income had dropped, or expecting that it would drop, 
increased 

A good many people seem to expect lower prices. It may be that the consumer 
durables industries can maintain their unit volume by cutting prices. But this would 
not boost the dollar total for consumer expenditures. With prices off, there will prob 
ibly be some further drop in the value of inventories during the rest of 1954 

Will the national government step into this picture and take decisive action to start 
it moving upward again? Federal action can, and probably will, play a decisive role 
shaping the course of business over the years ahead. But for the months immediateh 
before us, it will be very difficult for the government to reverse what is still a verv mild 


: 
decline in business 


TAX CUTS It is likely that t tax cuts already proposed by the Administration will 


personal income by more than is generally realized. Aside from the 10 cut in rates 


the revision of “inequities” in the tax structure will greatly reduce the payments som« 
people make to the tax collector next March 15. But it may take that long before the 


ut 


ts of these, and any other, tax cuts begin to show up 
For the long run, it is entirely possible that the problem will be to 


utting, too big deficits, and a considerable inflationary potential in the 


n the months just ahead, it scems unlikely that tax cutting will do mor 
line in government expenditures hat leaves the business si 
th are buving steadily enough 


i 
hands of consumers and business firms. Bot! 


f a depression. But there’s no sign that a real upsurge is near at hand 
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“STANDARD for 
tough fots aimee (881° 
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Red Shield says: 


Sy folslololge Ms la Zia-M-lulellactcisiale my sv-talel Mit Mela-Meh Zell le] o) (= for your customers’ indi- 
. vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
ferred and promoted. Standardize withStandard. It is a good line to represent. .. 


® 


TANDARD TOOL (‘0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 








FACTORY BRANCHES IN: NEW YORK ¢ DETROIT © CHICAGO + DALLAS *© SAN-FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 








Here are iz) reasons why 


Yale hoists 
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MIDGET KING 


A compact, powerful, gen- 
eral-purpose electric hoist 
Hook and trolley types. Ca- 
pacities from Ye to 2 tons. 


LOAD KING (Hand) 


Lightweight portable hoist, high 
strength aluminum alloy castings 
and alloy steels. Safe, fast. Ca- 


SPUR-GEARED pacities from ¥ to 2 tons. 


These Hand Chain Hoists are 
“from hook to hook a line of 
steel."’ Load Sheave Mounted 
on Enclosed Ball Bearings 
Capacities 44 to 40 tons 





A WORD OF THANKS TO 
EVERY YALE DISTRIBUTOR 


... for doing the day-to-day selling job that 
has kept Yale out in front year-after-year. 
Yale’s reputation for quality and industry- 
PUL-LIFT Lay leading advertising open many doors, but 
A powerful, lightweight port- = you're the one who has to make the final sale. 
able hoisting and pulling Pe Our hat is off to you for a job superbly done. 
tool. Capacities from % to . 
3 tons in link chain types 
% to 15 tons in roller chain 
types 
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WINCHES 
(Right) 
Designed for wall, ceiling or 
foot mounting. All the fea- 
tures of Yale Cable King 
Hoist. Capacities range from 
4 to 3 tons. 


LOAD KING-Electric 
(Far Right) 
Rugged, compact chain or 
wire rope electric hoists 
Lug, trolley and hook types; 
also motor driven trolley 
%, Ya, %, 1, 1% ton ca- 

pacities. 


all other makes... 


and how you can profit from 
these Yale advantages 


Distributors are finding that sales come easier when 
they build their sales story around the points listed 
below. Each one of them influences the choice of a 
hoist; each is a point of YALE superiority. Yes, YALE 
quality is well known among the men who are your 
present or potential customers. They read about YALE 
quality and performance in hard-hitting advertisements 
in their own technical magazines month after month. 
They learn that you are an expert on hoisting problems 
..and their only source of the complete YALE line. 

So make the most of these points. They turn prospects 
into purchasers. 


MOST COMPLETE LINE. Yate makes Hand and Electric models 

to fit every lifting requirement. Capacities range from % to 40 tons. 

EFFICIENCY. Precision manufacture, pioneering design and ex- 

tensive research make possible YaLe Hoists with unbelievable 

efficiency ratings as high as 95%. YALE CABLE KING 

ECONOMY. Yate Hoists cost less to own, operate and maintain A Wire Rope Hoist. The only air- 
act f: — . . . . se . tien . cooled electric hoist. Made in hook, 

... last far longer ...no matter how long or constantly they're used. Collen. queveé ellen oad Genet 

EXCLUSIVE FEATURES. YALE load brake lubrication and YALE types. Capacities from 1% to 15 tons. 


cooling system are typical of the unique advantages that make the 


YALE line of hoists a standout in quality, performance and economy. * 
SAFETY. Self-acting load brake and fracture-proof safety hooks 

are only two of the features—many exclusive—that mean greater 

safety for both the load and those who lift it. 


DEPENDABILITY. Quality construction assures extra years of con- INDUSTRIAL TRUCKS 
tinuous, trouble-free service ...even when Hoists operate only on 
AND HOISTS 


maximum duty cycles. 

AVAILABILITY. Industrial Distributors who handle YALE Hoists *Reg. U. S. Pat. Off. 

are located everywhere to provide approved parts and expert 

service whenever needed. THE MANUFACTURING CO. 
Philadelphia 15, Pa. 


There’s a Yale hoist for every lifting job! 
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DISTRIBUTOR * NEWS * MANUFACTURER 


Waldorf, Madison Square R. K. Hanson Resigns from Association Post 
Ready for Convention; 

: manship of T. D. Vander Voort, first 
Registration on May 16 ieoecsident, is interviewing a 


dates for the post of business manager, 
] 
i 


In two weeks, distributors and man , 
} “elles scOciati , j t 
ufacturers from throughout the nation | J. Robert Kelley, association P esident, 


vill start mverge on New York eg innounced ’ 
City for tl three-day l ripk Indus ee During Mr. Hanson's rvice with 


I rican ssociation, it grew 
ial Sup] Convention, scheduled ; the \m< ican \ssociat C 
7 from 126 members to its present mem 


Ol Na | 19 - 
Headquarters will be the Waldorf bership of 368. Mr. Hanson said he 
will continue his trade association 


Astoria Hotel, with the Conference 
Booth Program in Madison Square 
Garden 
Joint mimnitt #f the National 
ind Southern Associations will start 
mectin it 10 a.m. Eastern Daylight 
lime, Saturday, May 15. Registration 
vill take place Sunday from 9 to 5, 
vith the Jade Room of the Waldorf 
ct aside as a Rendezvous Room where R. Kennedy Hanson 
onventioncers in mect informally ' 




















management office and staff with re 


duced responsibilities 


The members of the iwsociatl 
Executive Committee and Ad 
Board accepted the general manager's 


resignation with “reg d cited 


a resolution his 
ful servicc 

Mr. Kelley, in 
son which was 


solutio said 
from 4 to 5 p.m Ihe main conven re = n, Re +i 
i rr + ‘ ? 

or! i oul tl 

tion program get under wav at 8 a.m SOTTY that you 1Ca 


“vee. R Kennedy, Hanson will resign is necessary for vou ft submit 


} 
with new members and mem 
a } | 
May 31 as general manager of The | resignation as general manager after 


American Supply & Machinery Manu- | many vears of fruitful service. | 

facturers’ Association for health rea sure that the official family and ever 
sons after 24 years with the associa member of the Association who has 
tion had the opportunity to work with you 


bers breakfasts of the associations 
Convention officials expect this 
rs triple meeting to be one of the 
largest ever. More than 1,800 reser 
vations tor members of the three asso 
ations had ilre idly been made by 
\pril 1, New York hotels reported. 


A special committee under the chait ind know you will share my regrets.” 


Paperwork Costs Highlighted 


naperwork and inside operations will Indianapolis Firm Helps out an Engineer 


be stressed in distributo meetings 
lhree of machine companies will 
based on a study 
n clected group of 
distributor other sessions, Eugene 
IF. McCarthy. | t of Beals. Me 
Carthy & Roget iffalo, N. ¥ 
sident of 
Supply Ci 
of Harry P 
vill describe 
ders in these 
ious parts of the 
scgg, of Squier, 
1 Newark, N., J., 


for analvzing 


i 
the distril 


m Mondav afte 


] 


lves for this miniature 
selting & Supply Co., wer 

| ~ 1 } 

lanapolis company. Ph 
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Holo-Krome Promotes 
Modig to Vice-President; 
Stauble Re-Elected 


Holo-Krome Screw Corp 
moted Richard A. Modig, genet 
manager since 1953, to vice-] 
in charge of sales. 

Wilham J. Basile was ad 
assistant treasurer to treasuré 
Stauble was 


re elected pre 
Graham H. Anthony 
board. 


Mr. Modig joined the 


as a salesman in the N 


, 
, Chaim 


1935 
land territory, 

Mr. Stauble, one of the found 
the firm, was elected president a yea 
William A. Purtell, 
who resigned when he was elect« 
the United States Senate 

Mr. Anthony is chairma 
executive committee of Vee 
Inc., and chairman of tl 
Colt’s Mfg. Co 

Paul W. Klooz and Harold A. Neff 
were re-elected vice presidents ind the 
re-elected. Besides M1 


; < 
Stauble, the board 


ago succeeding 


Root 


yf 


directors were 
Anthony and Mr: 
consists of John H. Chaplin; Harvey 
L.. Spaunberg; Lucius F. Robinson, 
Jr; Milton H. Glover and Ralph I 
Damon. 


Richard A. Modig 


New Supply House 
Formed in Philadelphia 


J. P. Bittenbinder & Co., 
firm, has been organized in Philadel 
phia as a valves and fittings distributor 

John P. Bittenbinder, the founder, 
was a sales executive for many years in 
the Forged Steel Fittings Division of 
Watson-Stillman Co. (now Watson 
Stillman Fittings Division, H. K. Por 
ter Co. 

Ihe firm is located at 231 
Arch Sts. 








2, e * 
< i 


Wright Hoist Division’s District Managers Meet 


yh ee 


Division of American 


session at York, Pa., was held by Wright Hoist 
Here Marvin Silberger 


sales managers throughout nation 


Three-day 
Chain & Cable Co. for 


f engineer, explains product features 


Ferguson To Direct Distributors’ Program 


of An Early Bird dinner will be held 
| at Thursday evening, June 3, to enabk 
| attending distributors to get ac 
quainted. The first general meeting 
will start at 10 a.m. on June 4; lunch 
p.m., and the 


2-30 


Ken Ferguson, sales manager 
Kester Machinery Co., Winston 
Salem, N. C., will be in charge of an 
ll-day program dealing with distribu 
tor problems at the third quarterly 
meeting of North Carolina and Vi 
ginia distributors to be held June 4 
at the Colonial Pines Hotel, Raleigh, 
N. C 

Ihe announcement made by 
M. P. Thiem, vice-president and sales 
manager of The Dillon Supply Co., of 
Raleigh. Mr. Thiem is in charge of at 


rangements. 


con will be served at | 
afterenoon session will open at 
p.m., adjourning at 5 p.m. There will 
be a dinner the same evening and golf 
the following morning. 

Mr. Ferguson will draw up his pro 
gram of discussions following receipt 
of suggestions from distributors plan 
ning to attend the meeting. 


was 








Disston Holds First of Regional Sales Meetings 


rn Division salesmen of Henry Disston & Sons meet in Philadelphia to map 
plans. Company will hold others for Central and Western Divisions. Here 


Knapp, from Monroe, La., bl 


a probiem 
FOR ADDITIONAL NEWS, SEE NEXT PAGE ===> 


explains 





Diamond Expansion Bolt Honors Old Timers 


firm’s 20-Year 
Adam) ght 


New president ot the 
gold watch from Fred H 
employ es. H 


| 
ing long-service 


Diamond Expansion Bolt Co. r 
cently honored long-service employees 
1 ceremony at Garwood, N. | 

Arthur J. Smith, with the 
vears, was first in the spotlight 
containing four diamonds 
sented to him by his son, 
Smith, who is not with the 
but was invited to make the 
tion. He is the third employee of the 
company to half century of 


firm 50 

\ pin 
Was pr 
Edmund 
Company 


pre senta 


have a 
continuous service 
Pins 
other emplovees with service 
from 20 to 35 years 
Carleton HH. Bunker, 


warded gold watches marking 25 


were also presented fo seven 


ranging 
president, 
< mploy ees 


with 
firm's 


vears’ service to 32 

Ihe event 
nual 
Club, which now has 
members 

Mr. Smith is president of the club 
Joseph Reider 
Haferkorn, 
Everett 


the an 
20-Ye iT 
than 40 


coincide | 
meeting of the 
more 


Other new officers are 
John 
vice-president; and 


hrst vice-president; 
second 


Luttgens, secretary 


Weed & Co. President 
Marks 85th Birthday 


Loren C Davenport, vice president 
f Weed & Co., Buffalo, N. Y., was 
ently on his 85th birthday 
ranged by 
business 


honored ree 
it a testimonial dinner 
some 50 friends and iSsOC} 


ites 
Mr. Dean has spent nearly 70 vears 
n the industrial supply business, 63 


of them with Weed & Co 


150 


Club, 
executive vice-president, at 
hdmund 





Arthur J. Smith (center), receives 


ceremony honor 


Smith, presents him with 50-year pin 





Tri-Clover Machine 
Acquired by Ladish; 


Ladish Co., Cudahy, Wis., manu 
facturer of fittings and drop forgings, 
has acquired the assets of the ‘Tn 
Clover Machine Co., Kenosha, Wis 
fittings manufacturer 

I'ri-Clover, with plants in Kenosha 
and Cudahy, employs 350. It will 
operate as a division of Ladish, with 
no personnel changes planned. ['erdi 
nand Hinrichs, ‘Tri-Clover president, 
has been named a vice-president ot 
Ladish Co. in charge of the new ‘Tri 
Clover division 

Founded in 1919, Tri-Clover spe 
cializes in high alloy and _ stainless 
steel corrosion resistant pipe fittings, 
valves, pumps and other products for 
the dairv, chemical, food processing, 
pharmaccutical and paper industries 

Ladish alloy, stain 
less and non-ferous welding fittings, 
flanges and forged steel fittings 


makes carbon, 


Boyer-Campbell Opens New Branch in Detroit 


Detroit firm’s new building 


Viking Supply Co. 


Formed in Oakland 


A new firm, Viking Supply Co., has 
been established in Oakland, Calif., to 
distribute industrial, 
finery products. 

he company, under Fred Bart 
lome, Jack Galbreath and John Moller, 
partners, has leased a 5,000 sq. ft 
warehouse at 1276 West Grand St 
Che firm has franchises in Northern 
California for Leschen wire rope, Rust 
ytective coating and Ches 


terton packing 


marine and re 


Oleum pr 
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north-northeast sections of city 


(he Boyer-Campbell Co., Detroit, 
has opened a new branch at Hoover 
Road and Stephens Road to serve the 
north and northeast sections of th¢ 
city. 

It will carry a complete line of th« 
firm’s industrial and safety equipment 
ind supplies. John F. Phillips, vice 
president in charge of sales, said th« 
move was another step in the firm’s 
policy to broaden its service in the 
area. 

George S§. Mac Donald, a veteran of 
17 vears with the firm, will manage the 
branch. He recently 
cial training course 


completed a sp« 
on Boston Gears 





aie tol 
Black & Decker Holds Sales Training School — see ions 


_in Testimonial Dinner 


E. A. Watkins, Watkins, Inc., 
Wichita, Kan., was honored recently 
at testimonial dinner for his services 
as a member of the board of directors 
of the National Association of Manu 
facturers. The dinner was sponsored 
by the NAM, the Wichita Manutac 

| urers’ Club and the Wichita Chamber 
| of Commerce 

Half of the two-hour program, 
which included talks by Mayor Walter 
M. Keeler of Wichita and Governor 
Edward Arn of Kansas, was broadcast 
on station KFBI. A citation was pre 
sented to Mr. Watkins by Robert 
Love, presklent of the Wichita Manu 
facturers Club, who acted as toast 
master. 

Mr. Watkins, who is chairman of 
the board and president of Watkins, 
Inc., has been a member of the board 
of directors of NAM for seven of the 
last 12 years. He recently appeared 

3 ] 4 corr " 

Bernard D. Kurtz Named H. K. Porter To Buy | Soe” nels tilaes 5 This I Be 


lowa Man of the Month MeLane Fire Brick 


Bernard D. Kurtz, president of L. H H. K. Porter Co. has announced 
Kurtz Co., Des Moines, was recently | plans to acquire the business of ‘The 
named man of the month by Jowa | McLain Fire Brick Co., manufacturer 
Business €* Industry magazine of refractory fire brick, sleeves, noz 

Mr. Kurtz is also president of Kurtz | zles, runners and hot tops for steel 
Co., Mason City, and vice-president | plants and metal refineries. 
ind secretary of the Kurtz Realty Co Che McLain firm, founded in 1903, 

He is a director of the Iowa-Des | operates six plants in Pennsylvania and 
Moines National bank; director of the | Ohio. Operations will continue as The 
Des Moines Chamber of Comme: MeLain Fire Brick Co., Division of 
ind the greater Des Moines Commit H. K. Porter Co. with W. A. Turner 
tee; and a member of the board of the | serving as vice-president and general 
Edmundson Art Foundation, In manage! E. A. Watkins 


his product session was held at the Black & Decker Mfg. Co.’s Towson, Md., plant 
Representing several of the brancl we R. J. Rinard, N. I. Mabus, C. G 
Ouseley, G. C. Southerland, E. FE. Conway, Baldwin Janney, and E. W. Jennrich 
Instructor is S. H. Patterson 





Connecticut Distributors, Manufacturers Hold Panel 


The Connecticut members of the National Industrial 
Distributors Association recently held a joint luncheon 
meeting at the Qumipiac Club in New Haven with the 
Connecticut members of the American Supply & Ma 
chinery Manufacturers Association 

H. M. Ellsworth, Ellsworth Steel & Supply Co., Strat 
ford, presided; Charles T’, Jordan, of The Charles Parker 
Co., was spokesman for the manufacturers; and Miles 
Stray, of Charles A. Templeton, Inc., Waterbury, spoke 
for the distributors. More than 40 attended 

Walter F. Crowder, editor of INpustriaAt Distrisu 
rION, served as moderator. He introduced a number of 
problems which distributors have ctied in ID's last annual 


survey of distributor operations ; 

\ t f , At head table at New Haven conference are Walter I 
Ir. Jordan, on behalf of the manufacturers group, said 
1 . ; ee ( Crowder, Inpusrriat Distrisution; ‘Tom Norris, The 
oe SON, Sree ee were “ Connecticut manutac- racy, Robinson & Williams Co., Hartford; H. M. Ells 

torer , r re won , : ' ° . . 

u ers and distributors would be held, since the nature of worth. The Ellsworth Steel & Supply Co., Stratford: Charles 
the discussi mn rt mutu p pDiems indi ited continued | Jordan, I'he Charle Parker ( 0. and Miles Stray, Charles 
interest \. Templeton, Inc., Waterbury 
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Des Moines Firm Honors Long-Service Employees 


Watch presented to Hugh Kennedy, Globe Machinery & Supply Co., Des Moines, by 


C. W. Helstrom, executive vice-president, 


Thor Power Tools 
Buys Speedway Firm 


Thor lool Co., Aurora, IIL, 
has purchased Speedway Mfg. Co., 
Chicago electric tool manufacturer. 

Neil C. Hurley, Jr., Thor presi 
dent, said the merger gives his com 
pany an entry to the low price electric 
tool market, without interfering with 
production of other Thor tools at its 
present plants 

Che Speedway plant will operate as 
the Speedway Mfg. Division of Thor 
under the executive manage 
ment including William B..- Scace, 
Speedway president, and Jack R. De 
Bacher, vice president lhe Speed 
way line will be marketed ‘Thor 
SpeedTools” through present Thor 
ind Speedway sales departments and 
distributors, the management said 

John F. Corkery, former manager 
of Thor tool sales, has been 
named of 
ind merchandising of the 
(hor and new Speedway divisions. 
With Wm. DeBachor, he will direct 
ill phases of promotion of the new 
Speedtool program to the present 
Speedway distribution chain and pre 
sent Thor distributors 

George A. Thoma, Thor sales pro- 
motion manager, the new 
ot ot 
promotion 


Power 


Satie 


as 


electric 


manager sales promotion 


combined 


issumMes 
adver 


of the 


post issistant manager 


tising and _ sales 


combined divisions 


marks 25 years of service 


Harry Lee & Sons Joins 
Chicago Distributors 


Harry Lee & Sons, Chicago, has been 
idmitted to membership by the Chi- 
cago Industrial Distributors’ Associa- 
tion, and the Central States Industrial 
Distributors Association 

Harry Lee is proprietor of the firm, 
and Herbert M. Lee is general man- 
iger. The Chicago Association 
headed by Leonard L. Dietz, Dietz 
Industrial Supply Co., Aurora. 


18 








Jenkintown, Pa., manufacturer rr 


$10 milhon project 
to move—into new 


wing 


| 


| 





— 


cently 
to double floor space 
right foreground 








Globe Machinery & Supply Co., 
Des Moines, recently held a banquet 
at the Fort Des Moines Hotel honor 
ing their retired and long-service em 
plovees 

F. G. Phillps, secretary and treas 
urer, acted as toastmaster. F’. W. Swan 
son, Jr., president, whose grandfather, 
D. H. Buxton, founded Globe Ma 
chinery, described their company’s his 
tory. 

Gold watches were awarded six em 
ployees who have recently completed 
25 vears of service with the firm, by 
C. H. Helstrom, executive vice-presi 
dent. Those honored we Martha 
Cavanaugh, James Jesse, Hugh Ken 
nedy, Clarence Hall, Grover Rice and 
John Luberger. 

Ray Riggs, Glenn Schaaf and Fred 
Swanson, Jr., were inducted into the 
Globe Twenty-Year Club by Lou Kem 
ber, president of the club, which now 
numbers 36 members 

Eight retired employees of Globe 
Machinery & Supply Co. attended. 


re 


Sanson & Rowland 
Names Officers 


Aaron I. Sanson 3rd_ has 
elected president of Sanson & Row 
land Co. 

Other efficers named were: Earl H 
Goodby, vice-president and treasurer 
Richard W. Goodby, and 
sales manager; and James G. Pepper, 
assistant secretary. Directors are M1 
Sanson, Earl H. Goodby, Irvon A 
Voss and Thomas A. Ross. 


been 


secretary 


Standard Pressed Steel Completes Expansion 


4 om 


completed last phase of its four-year 


Sales and related departments were iast 
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ALLEN HAS WHAT IT TAKES T0 
INCREASE SOCKET SET SCREW SALES 


The new Allenpoint set screw offers your customers provably better performance thru 
scientific design and precision manufacturing. The whole story of comparative per- 
formance based on impartial laboratory tests is contained in the technical booklet 
prepared by Allen’s Engineering Department. 

Thousands of copies of this important booklet have been distributed to hundreds of 
Allen Distributors. A limited supply of this useful sales tool is still available to 


Allen Distributors and their customers. 


Write 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A. 


sVURRRRA 
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IDEAS: 


How you 


... Sell effectively under your own power 


When Harry P. Leu, Inc., Orlando, Fla., took on a What they did was to purchase a station wagon, equi 
line of pneumatic pruning and sawing tools, Mess it with a compressor and motor run on a storage batter 
Harry Leu and Paul J]. Stine knew they had an item ind send Mr. Jackson out to demonstrate. With the 
with a good potential in the company s_ territor tation wagon, Mr Jackson could touch at even 


fruit groves were natural prospects and so were tl that might be a potential user, stop at any litth 
municipalitic vhich are verv fond of then palm trees 1 nunitv that had a park or tree-lined streets. In th« 


parks and on avenue tures, Mr. Jackson shows how he merely reaches 


But a problem aro on the most cftective wav o sclect the tool he wants to demonstrate and how lh« 


introducing th« us to prospects Fheyvy could have some actual pruning for prospects [It works, if Mi 


sent Sam Jackson, the salesman they selected to intro son's sales are anv critena 
duce the tools, out with samples and literature—but ther But Mi ckson doesn’t stop with sclling the 


didn’t. What th vanted was to show the custome He has sokl compressors, motors, hose, fittings 


how the tools worked. ‘That needed a compressor and ind virtually any other industrial supplies grove 


, , 
motive power which some customers might not have vho are prettv well mechanized required 


solve stock problem by sectional shelving 


In the search for shelving that adapts itself readily t 


fluctuations in stock, E. N. Wirthlin, Jr., Wirthlin-Mann 
Co., Cincinnati, has designed cabinets that are made up 


scpal ite units 


It often happens,” Mr. Wirthlin says, “that the 
sition of stock on your shelves will change drasticall 


ind for anv varietv of reasons. Mavbe the demand f 
ertain kind of fastener will drop off, and the demand fo 
start on the uy 


yurself stuck with shelving designed for 


) 
4 


trade. As a result, vou may find 


1 
the 


irrangement 

With sectional shelves, Mr. Wirthlin is abl 

em around, or put in or take out partitions \ 
rouble 

And he found them particularly useful mo 
ca ro when company moved out to its 

location on Dana Avenue. The shelves 

taken apart, and the stock moved without h 
d in box 


TODACne 
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Awonderful bird 
is the Pelican ? 


.. or is he (you should pardon the ex- 
pression), for the birds? 

In a recent interview Flapjowl Mc- 
Sween, flight leader of the Coos Cay 
flock, was highly incensed that anyone 
would even consider the question. 

“Suh,” he said, “if you will just hold 
on to your Yankee breeches, I'll tell you 
something. Not only are we Pelicans 
wonderfully equipped, we’re wonder- 
fully smart. If you ever watched us 
hunt, you’d see we just don’t go around 
picking up a fish here and a fish there. 

“No, Suh,” he continued, “when we 
find one fish, we figure there’s a school 
nearby. So we form a long single line and 
herd the whole school in toward shal- 
low water where we can really load up. 

“And, if you don’t think that’s being 
smart,” he snorted, “listen to what suc- 
cessful tool companies tell theirsalesmen. 


“One company, Dumore as I recall, 
urges their salesmen not to simply pock- 
et ome order and leave. But rather to 
make a detailed study of all the custom- 
er’s operations and see if the customer 
can’t efit by buying some of the other 
tools in the Dumore line. In fact, I re- 
member them saying that it’s by far the 
most profitable way to operate.” 

With that, Flapjowl stamped his flat 
feet and concluded, “So you just take 
that back to your magazine and print it.” 


. and we did. 











DUMORE PRECISION TOOLS 


THE DUMORE COMPANY 
1321 SEVENTEENTH STREET © 
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RACINE, WISCONSIN 


ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Fire Hose 
Easier To 


Rack, Handle 


aid to be 
less bulk, 
iddition to 


Dacro-Flex fire hose 
flexible 
has been introduced as an 
the maker's lin 
According to the 
to rack 


ind saves 


lighter, mor with 


manufacturer, 
Dacro Ilex is easict ind han 
dle in action, 
it folds tighter 

It can be supplied in 14-in and 24-in 
I. D. in jacket 
lest pressure is 400 Ibs 

Hamilton Rubber Mfg 
Irenton, N. |] 


space bec 1uS¢ 


double construction 


Corp., 


Tool Grinder 


30-in Single Wheel, 
Vibrationless Operation 


new 30-in single 
said to feature 


Production of a 
wheel wet tool grin in 
compact design and vibrationless op 
cration, has been announced 
The two-speed multiple V-belt drive 


md a safety interlock is said to pre 


vent overspeeding of the grinding 
wheel. 

Some of the other features claimed 
by the maker are: ball bearings fully 
protected; large size oil reservoir with 
visual gage; wheel protected by struc 
tural plate steel guard; positive shaft 
lock simplifies wheel changing; splash 
pan supports 10-in square work table 
which adjusts 15 deg. above and 30 
deg. below horizontal 

The grinder is 
in 12-in, 14-in, 16-in, 
ind 24-in wheel sizes 

I'he Standard Electrical Tool Com 


pany, Cincinnati, Ohio 


ay uilable ilso 


18-in, 


new 
20-in 





Handtruck 


With Endless Belt 
Stair Climber Treads 


\ new all-magnesium appliance han 
endless belt stair 


innounced 


dling truck with 
climber” treads has 
Ihe tread feature, 
tional, consists of thirteen free-rolling 
rollers with an endless belt, located to 
prevent the truck frame from contact 
ing Or marring steps. A web strap and 
self-tightening leverage buckle welded 
to the truck frame is said to provide 
locking of the appliance to 


bec n 


which is op 


positive 
the truck 
The 


Philadelphia, Pennsylvania 


American Pulley Company, 
| 
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Roller Bearings 


For Severe Conditions 
In Mill Operations 
Heavy duty roller bearings, designe: 


condition 


ind foun 


for the severe operating 
found in steel mills, mines 
dries, have been added to the make 
line. 
hese 
corporate 


in a stecl pillow block hot 


‘mill bearings” are 

self-aligning roller bearing 
“Eh 1 
ions, a ruggcd ( ind 


studs 


Split housing 


has he vv sec 
ind mat 
facilitat 


cap, plus large dowels 
ing surfaces 
installation 

Ihe new 


6SO001 _ are 


bearings, Seri LPK 
made in shaft sizes 2 t 
( in in diametet 


Link-Belt Company, Chica 


Handgrinder 


For Heavy-Duty 
Production Jobs 


\ completely redesigned version of 
its Series 9 handgrinder has been 
announced by the manufacturer 

Recommended for 
weld 


polishing 


( Ic ming 


ind scams, spark testing 
ind grinding heaw 
} 


regular work, the new m 





TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





rifle-type handle grip. Chuck foot fatigue, called ““Foot-Ease’’, has 
capacity, is furnished for us been announced 
mounted wheels in grinding tight Its two layer construction of spong 
its, radii, and die moulds rubber protected by a rubber cover is 
\ + HP continuous-duty-rat ul said to be designed to cushion the ef 
versal motor is said to develop | O [ fects of concrete, tile or similar floors 
RPM, and is available for > or 23 Ihe new matting is available in both 
V, DC or AC, 0-60 cycl ti : a ribbed and a pyramid surface to in 
Weight is 6 Ibs. 14 oz , sure safe footing. It will be sold in 
‘he Dumore Compam 25-ft lengths, 36-in wide so that it 
Wisconsin ss ‘ ; can be cut easily to fit any area. It 
can be used in most places except on 
wet or oily surfaces where the sponge 
would tend to absorb oil or water 
I] 4 ; United State Rubber Company 
New York, N. Y 
ii 


Portable 
Air-primed 


\ new air-primed portable lubri 
tor, called ““Aro-Pak’’, which consists 
a cylindrical tank holding 5 Ibs 
of grease, a carrying strap, hose and 
ntrol nozzle, has been announced 
\ hand pump primes the unit with 
lir pressure, and the entire unit weighs 
15 Ibs. A companion unit, the “Aro 
Fil” gun filler, a drum-cover type unit 
hich receives any 25-lb. or 40-Ib 
riginal container, is also available 
\ro Equipment Corp., Bryan, Ohio 





Crane Scale 
Eliminates Separate Rubber Matting 


warn Spree Layers Of Sponge Rubber Fire Extinguisher 
ok-a-Weight”, ghing Protected By Rubber Cover 
2-Quart Capacity, 


Sponge rubber matting to prevent Fast Maneuvering 


2-quart capacity stored air pres 
vaporizing liquid fire extinguisher 
led been introduced 

Weight is brought to be i] ly According to the maker a new com 
ll built iz the load bination carrying handle and squeez 


i 


ipon a load ce 
block An el 
nitted through a cable 


type cable reel te 


ectri type operating valve that is center bal 
anced for easy manipulation are two 
new features of this extinguisher. 

It is said to permit conservation of 


instrument which 
liquid and fast maneuvering about 


rding tv p< 
fre. The new extinguisher may b 
recharged by refilling with the maker 


liquid and pressurizing from a factory 


rane cab or other 
The new devict 
crane and is 


~ , ¢ r faa ] 
ty 200.000 Ib garage or gasoline station air hos« 


Harnischfeger Corps Pyrene Manufacturing Company 
al 


head Cran Division ikee, Newark, N. | 
\X . Continued on pag 162 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 161 











It pays your customers to use 


BALANC E D Vn 
TAPS 


3 Sh 
a ae) It pays them to buy skillfully-designed and carefully-built BALANCED 







ACTION taps, because of their accuracy—their long life—and their saving 
in scrap losses. 


Likewise, it pays distributors to concentrate on the one-and-only BALANCED 


EXACT FLUTE SPACING ACTION line of taps: WINTER. 


ay =, 


UNIFORM A 
FLUTE CONTOURS ie 
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PRECISION CHIP 
DRIVER CONTOURS 
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ACCURATE AND © 
CONCENTRIC CHAMFERS 













For Your Customers: 
Cutting Edges That 


Once you put National Toois to work for 
a customer, you've got a steady National 
buyer. The fine Nationa! cutting edges 
give him better work that cuts his costs 


—and reduces your cost-of-selling, too! 


NATIONAL TWIST DRILL 
AND TOOL COMPANY 
Rochester, Michigan, U.S.A. 
Distributors in principal cities. 


Factory branches: New York * Detroit 
Chicago * Dallas * San Francisco 


























THE WM. POWELL COMPANY 


CINCINNATI, OHI9 


“You see POWELL VALVES everywhere!”’ 


And no wonder! For The William Powell Com- 
pany makes more kinds of valves and has 
probably solved more valve problems than any 
other organization in the world. 

Wherever flow requires dependable control, 
there's the place for Powell Valves—famous for 


dependability since 1846. Made 14” to 30” and 
125 pounds to 2500 pounds W. S. P. Bronze, 
iron, steel and corrosion resistant alloys. Avail- 
able through distributors in principal cities. On 
problems, write direct to The Wm. Powell 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


skh 


Powell Valves 


PS. This is just one of many add appearing. in trading magayines that fulp you aell POWELL VALVES! 
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Company, Cincinnati 22, Ohio. 


105th 
Yew 














Index of Manufacturers’ Products 


Fiux 


Fire Hose 
Cory | Andeco, Incorporated 


Hamilton Rubber Mfg 
rool Grinder Mandrel Nibs : 
T ‘ ‘arboloy Department of General 
Electric Company 


e Standard Elect 
Company 
Handtruck Printable Tape 
The American Pul mpany 15 Permacel Tape Corporation 


Roller Bearings “ Serew Drivers 
Link-Belt Company 156 Stanley Tools 


Handgrinder doo rap Connector 
The Dumore Company Ideal Industries, Inc 


Crane Scale Self-Locking Nuts 
Harnischfeger Corpora I 157 Standard Pressed Steel Co 


Lubricator . Pliers 
\ro Equipment Corp 15% Utica Drop Forge & Tool Corp 


Kubber Matting Tapping Chuck 
United States Rubber Compar ‘ Roddick Tool Company 


Fire Extinguisher Winch-Hoist 
Pyrene Manufacturing mpany i The Lug-All Company 


, _ . 
aioe Fame Drill c , Threading Machine 
a : t i : The Ridge Tool Company 


, Lighting aT 
The Fostoria Pressed Ste -— * Pliers , 
Vaco Products Company 
Rotary Joints 


Key Company Spray Gun Nozzle 


Binks Manufacturing Company 
rorque Driver 
Scully-Jones and Compa ) Thread Compound 
Cutting Tools Crane Packing Company 
Union Twist Drill Company Bases 
‘llio ufs ‘ring Co many 
Abrasive Material Elliott Manufacturin ™ 
The Carborundum Compar l Dressers 
; ; Newman Grinding Wheel Dress 
Bearing Units ers 
Sealmaster Divisior t ! s 
Adamson Mfg. Cx 
Bench Grinder 
The Black & Decker fs 170 Press Brake 
O'Neil-Irwin Mfg. Company 


Protractor 
George Scherr Company 


Wrenches 

Stevens Walden, In 17 rool Cabinet 

Huot Manufacturing Co 

Valve 

Manning, Maxwell & Moore, Ih 7 Drill Accessory 
Motors Commander Mfg. C 

Allis-Chalmers Manufacturir Gages 

Company 72 Reliant Industries 

Plastic Wheel rubing 

Hamilton Caster ¢ I Y Flexonics Corporation 


any 
wen Measuring Tape 


Collet Chuck The Lufkin Rule Co 
The Jacobs Manuf rir ( 
pany 
Work Holder 
Horton Chuck, Di rt Valves 
Horton & Son ¢ 176 R-P & C Valve Division, Ameri 
Valve ean Chain & Cable Co 
Edward Valves, In« 18] Vise Adpater 
The Columbian Vise & Mfg. C 


Masonry Drill 
Chicago-Latrobe 


Milling Cutter 


Super Tool Company Abrasives 


Brightboy Industrial Div Wel 
Wood Screws don Roberts Rubber Co 
southern Screw Co Y 182 Machine Vises 
Compressors hic igo Tool and Engineering 
W. R, Brown Co 
ai Abrasive Wheels 
Hand Tools Metal Removing Company 
Utica Drop Fore T t 
poration 1 Safety Clutch 
jen aster M: facturing 
Pertable Shear I rs enn r Manufactt 
Manco Mfg. Co 124 ompany} 
: : Valves 
Vibration Dampeners Jas. P. Marsh Corporation 
J & H Products C: . 
Carbide Slab Mill 
Fluorescent Lamp Sonnet Tool & Mfg. Co 
Ge . Mectri« " i 
reneral Electri Woodworking Machine 


Sprocket Pullers I. D. Wallace & Co 


Owatonna Tool C« ’ Valves 
’ : The W © 1 Company 
Drill Guide rhe Wm. Powel ompany 
The Roy Silver Corporat " Clamp 
” ' ¥! ‘ Murray Corporation 
on-Lockin aster . . 
Rol se Pn “4 = 199 Lubrication Equipment 
; . Alemite Division of Stewart 
Plastic Pipe Warner Corporation 
The Yardley Plastics } Conveyor 
V-Belts i. - Rapids-Standard Company 
Browning Manufacturing n 2 
pany Conveyors 
Sag > . Cor any 
Whser titan ige Equipment npan) 
Binks Manufacturing mpany } Fan . : 
wh M & E Manufacturing Co 
—~ ae , . = . Stroke Counters 
— : , Production Instrument Company 
Toter Pump 
Lyon Metal Tro ts ncor The F. E. Myers & Bro. Co 
porated . Relief Valves 
Pump The Denison Engineering C 
Ingersoll-Rand Compat pany 
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HORTON CHUCK 


SHOWS THE WAY IN... 


P77 ZAM 





F 

















SELECTED — 
PLAN — — 


See us at 
Booth E-25 
Triple Mill 

Supply Conv. 





Windsor Locks, Conn. 
\WAN 











Wew Big Barrel Micrometers | On the Market Today 
have 7 Big Features 


1 Easy-to-Reach Ratchet Cap. A 
Lufkin Exclusive! With the ratchet 
right in the cap you can still take 
“one-hand”™ measurements. 
Ratchet is completely enclosed 
protecting it from dirt and grit. 


Big, Sensitive Direct-Feel Thimble. 
Perfect Balance in Shorter Length. 


Non-Glare Satin-Chrome Finish — 
easier reading in either bright or 
poor light 


Easy-to-Read Markings Widely 
Spaced on Big Barrels. Circum- 
ference of the new barrel has 
been increased nearly 20%— 
wider spacings between gradua- 
tions make it easier to estimate 
tenths of thousandths. 


Rapid Reading — Big Numbers 
Mark Every Thousandth. Gradua- 
tion lines are longer and clearer. 


Slip-proof Black Crackle Finish on 
Frame. A Lufkin Exclusive. This 
durable and attractive finish 
makes the micrometer easiest to 
handle, especially when hands 
are oily. 


Yours for 


FASTER, 


EASIER SALES 


The New [UEKIN 
“Big Barrel” Micrometer 


Here's a new, quality micrometer tailor-made 


to fill the demands of your customers. Descrip- 


tive literature to help you sell it is available and 


over 25 million Lufkin ads are calling it to your 


customer's attention. 


SELL [ZEKIN TAPES ® RULES ® PRECISION TOOLS 


THE LUFKIN RULE CO., 


132-138 Lafayette St., New York City 7 


Saginaw, Michigan 


Barrie, Ontario 
308 


SOLD ONLY THROUGH DISTRIBUTORS 
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(Starts on page 156 





and supporting 


Adjustable Drill 


Cuts From 1 to 1'%-in 
From 1% to 2-in Holes 


A new l-in-2-in adjustable drill 
with two sets of blades that can be 
modified to produce round corners, 
flat bottoms, angular surfaces, or steps, 
has been introduced. 

A scroll ring engaging the bottom 
sides of the blades performs the dou 
ble function of adjusting the blades 
them against the 
thrust of the cut. 

(he body of the drill is made of 
heat treated alloy steel; the blades of 
high speed steel or carbide tipped 
high speed steel. 

Hayden Twist Drill Co., 
Mich. 


Detroit, 


Lighting 
New Features, 
Redesigned Line 


Some of the features announced by 
the maker for their Localite line for 
lighting machine tools, inspection 
uses, and assembly benches, are: arm 
joints of new disc design for one-hand 
adjustability; reflectors in new designs 
rotate 360 deg.; new universal base 
provides for vertical or horizontal 
mounting and is adaptable to outlet 
boxes. 

A collet above the base revolves 360 





i 


/ yj Sy 


THE SERVICE YOU WANT! 


NO NEED to look up a supply source every time you buy 
Bronze Bearings and Bars. Your industrial distributor is 
permanently situated in your local area to serve you with 
Bunting Products and an infinite variety of countless other 


items. 





YOUR BUNTING distributor is the leading industrial distributor, or a 
stock-carrying specialist in certain industrial items. With money- 
saving convenience, he can supply hundreds of different sizes of 
completely machined and finished Bunting Standard Stock Indus- 
trial Bearings, Electric Motor Bearings and Precision Bronze Bars. 


Ask him 

for a Bunting 
_Catalog which gives 
complete dimensional 
and technical data. 


Bunting 


BRONZE BEARINGS + BUSHINGS «+ PRECISION BRONZE BARS 


This advertisement appears in Modern Machine Shop « Iron Age * 
Machinery + Mill & Factory * Southern Power & industry * Steel 


The Bunting Brass & Bronze Company « Toledo 1, Ohio * Branches in Principal Cities + Distributors Everywhere 


® 
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WITT CANS 


... Last Longer 
... Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT. . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers 


ASH AND 
GARBAGE CANS 
AND PAILS: 


5 Con Sizes—12 4, 16, 
20, 27 and 33 gal. ca- 
pocity. 4 Poll Sizes— 
5, 6-3/5, 0% and 10 
gal. 


| 


ONLY WASTE CANS: 


7 Sizes, 5 to 30% gal. capacity. 
Hond or foot-opercted covers. 
Approved and labeled by Under- 
Loborotories, Inc., and 
Associated Factory Mutual Fire 
Insurance Companies. 


writers’ 


ROLLER CANS: 

ideal for storage and handling 
of liquids and solids. 20, 27 ond 
33 gol. capacity. Plain or corru- 
goted bodies. tron or rubber 
wheel casters. Regular or flat 
covers. 


OTHER WITT PRODUCTS: 


Underground Garbage Receivers, Hooded Cans, Hoist- 
ing Cons, Mopping Pails, Extra Large Kefuse Cans, Can 
Dollies and specially designed Cons 


WITT CANS AND PAILS 


HAVE THE “RIGHT >. a 


“Originetors of the Corrugated Can" 


THE WITT CORNICE COMPANY 
21171 WINCHELL AVE. CINCINNATI 14, OHIO 


Please send me your FREE Catolog 


z 
° 
3 
> 


mama ae stone, 


= 


deg. New models are available with 
1, 2 or 3 arms. 

Another announcement 
manufacturer describes their new port 
able outlet box with toggle switch 
controls, It is wired complete with 

outlets, one hot, 2 controlled by 
toggle switches, rated 10 amperes at 
125 volt AC-DC 

I'he Fostoria Pressed Steel Corp., 
Fostoria, Ohio 


from the 


Rotary Joints 


Packless 
Leakproof 


\ new type packless and leakproof 
rotary joint, said to operate on the 
ball-and-sccket principle, has been an 
nounced. 

It is manufactured in 
the Thru-Flo type, a single inlet unit 
said to be designed to transfer liquids 
or steam into or out of any revolving 
drum; and the Syphon type, claimed 
to be designed for installations wher« 
inlet and outlet is desired in the same 
unit, or for syphon drainage of con 
densate from the steam chambers of a 
roll or drum. 

his release appeared originally in 
the March issue under Phillips Rotary 
Joint and Valve Corp. who are the 
manufacturers new rotary 
joints, however, are marketed and 
available from the company shown be 
low. 

Key Company, East St. Louis, Ill 


two types 


Che sc 


Torque Driver 


Eliminates 
Tap Breakage 


A new tap driver, featuring adjust 
able torque and a full-releasing rolle: 
drive, has been announced. 

The new drive consists of a drive 
shell, two rollers, and an inner cam 
drive collet. Torque is transmitted 
when the rollers are wedged between 
the drive shell and cams on the drive 
collet. When driving torque exceeds 
the preset limit (based on tap 
strength), the drive shell expands, per 
mitting the rollers to enter a cylindn 
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SODERING 
BRAZING 
WELDING 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO. inc. 


6733 Bryn Mawr Ave. * Chicago 31, Illinois 


MERRILL 


MATERIALS HANDLING 
DEVICES 


g 
8 


TWIN LIFTER 
eeeenveee 


CC 


% 
SF 


‘ 


LIFTING CLAMP 
eeeeeveee 


As 


HAND GRIP 
eeeeeeee 


DRUM TILTER 
eeeeeeee 


wes 


MERRILL BROTHERS 
56-16 ARNOLD AVENUE 
MASPETH, N. Y. 


4 SIZES 


3-M- 





























0 


° 
These are the tools that keep production 
moving. They’re vitally important and your 
customers often judge you on the quality of 
the line you carry. 
There’s no question about the quality and 
dependability of Billings Vitalloy” Forged 
and carbon steel Wrenches and Shop Tools. 
For three quarters of a century Industry has 
accepted them as the finest tool crib 
essentials. 
For Prestige and Customer Satisfaction . . . 
Sell BILLINGS — the Profit Line! 
THE BILLINGS & SPENCER CO. 
es HARTFORD 1, CONN., U.S.A. 


gualiy 10d and forgings since 1869 V 
«recent additions ‘ 


LS 











SEE US AT BOOTH NO. B-4 .. . TRIPLE INDUSTRIAL SUPPLY CO 
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TO 
OFIT 


af 


WIND UP WITH A | 


IN SCISSORS and SHEARS 
vA THREAD CLIP 


No. TC4! 4‘4° overall length 
Packed 6 per box. Hardened and 
tempered for longer life between 
sharpenings. Double-plated 
chrome over nickel, with special 
stainless steel screw and lock nut 
to prevent rust from perspiration 
USED by Fabric Mills, Garment 
Makers, and Mfrs. of Electrical 
and Electronics Equipment — for 
snipping loose threads and fine 
wire 


Z WINDLACE SNIP 


Seti with confidence these fine 
CLAUSS tools, selected from over 100 
model. Each is custom made to meet 


@ specific need in industrial cutting. 


2. FILAMENT SNIP 


yveral!l iengt! 
P “ched 6 nar be x Small blade * for 
close tolerance yet with tremen 
dous leverage. Special handles for 
hand protection 
USED) by Mfrs. of Plectrical and 
hlectronics Equipment or other 
Small Paris for cutting hard-to 
reach filament ight wire, light 
metal 


g INDUSTRIAL SNIP 


4268 —8* verall length 
Pace. 16 per box. Long handles 
and light weight for easy handling 
and unusual leverage 





\ 


te 


cal portion, releasing the drive 

Three standard assemblies are avail 
able for No. 8—32- to }-in, #-in to 
s-in, and 4-in to g-in tapping ranges. 
l'orque settings range from 55 to 660 
inch Ibs. Drivers may be used for tap 
ping on radial drills, horizontal boring 
mills, multiple-spindle drills and other 
machines having a reversing spindle 

Scully-Jones and Company, Chi 
Til. 


* overall length 
Packed. 6 ont box. Sharp. hard 
blades for clean cutting without 
nicking. Long, spring-action 
handies and short, stubby jaws 
deliver tremendous power 
USED by Automotive and Avia 
tion industries, for cutting weather 
stripping, beading, spring wire 
core sponge rubber fabric- 
covered insulation material 





: 
cago, 


USED by Automotive Industry 
Mfrs. of molded rubber items and 
Poultry Processors for cutting 
light metal Olstery fabrics 


Fime CUTLERY SINCE ter? 


flash 


from molded rubber parts 


‘THE HENKEL-CLAUSS CO. 


Here's a product that tool engineers 
will buy again and again. SPEED 
VISE is a fast production tool that can 
be used without the need of expensive 
or complicated fixtures. Illustration 
shows two units being used on one mul- 
tiple spindle semi-automatic drilling 
machine for fast, low cost production. 
SPEED VISE gives your customers a 
hundred jigs in one. 


HOT HAMMER-FORGED 
Fremont, Ohio 
New York Office — 1107 Broadway 


action 


* SPEED VISE is sold only through recog- 
nized industrial distributors. , 
* Liberal discount for stocking distribu- 


tors assures greater pro 


SPEED VE» tig opt ser be 
cause the first sale proves the need 
for more. 


Write or wire now for information 


CARDINAL 
MACHINE COMPANY 


1819 Dana Street, Glendale, California 
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Cutting Tools 


Counterbores, 
Spot Facers 


High speed steel counterbores and 
spot facers with interchangeable pilots 
have been added to the maker’s line of 
metal cutting tools. 

Four styles of standard 
bores and spot facers are available 
long and short set in both straight and 
taper shank. Two additional styles, 
with 4-in shanks, are made especially 
for the Aircraft industry. All styles are 
made with cutter and shank integral 
and with the cutting well 
backed. 

Pilots are carefully 
high grade alloy steel and are manu 
factured in two styles, one for stand 
ard line, one for Aircraft. 

Union Twist Drill Company, 
Vass. 


counter 


edges 


ground from 


Athol 





anintipens see 














Ads like this appear in Business Week and 
leading trade publications every month 








Kitchen Cabinets © Tool Toters 


Ask Your LYON Dealer! 


@ No need to fish around for the best in steel 
equipment. The Lyon Dealer is your man... 
for two big reasons. First, he offers the world’s 
most diversified line of quality steel equipment 

. more than 1500 standard Lyon items. (A 
very few shown below.) Second, he can show 
you how to get the most out of steel equip- 
ment in terms of time, space and money. Why 


not ask him to stop in with his 76-page cata- 
log —chock-full of equipment and ideas. 
LYON METAL Propuwcts, INc. 
General Offices :553 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 


Lyon also has complete facilities for manu- 
facturing special items to your specifications. 


_ for BUSINESS: INDUSTRY: INSTITUTIONS 
”, STEEL KITCHENS for THE HOME 
































A PARTIAL LIST OF LYON STANDARD PRODUCTS 


te aaels ker R ks 

net Benches © Bor Racks ° tchens 

ge Cabinets © Tool Boxes © Te 
. 


© Ports Cases 


ry Equipment ® Filing Cat 


. . 
® Work Be ‘ *. 
. 7 
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The Home of Packing Specialists 


Any BELMONT Packing, properly fitted, outlives its original cost value 
many times over because of its longer lasting endurance and reliability. 


Where GOOD LONG-LIVING QUALITY is a MUST — THERE IS A 
BELMONT PACKING OR GASKET TO FIT YOUR EVERY NEED! 
Whether for minimum hot or cold oil penetration and saturation . . . 
For maximum resistance against extreme temperature changes .. . For a 
higher flexibility and resiliency on high pressure steam rods and ham- 
mers, expansion joints, air rods . . . For more continuous free motion of 
shafts working against steam, hot or cold water, oil, acids . . . in fact, for 
all types of Packing services, you'll always find a BELMONT standard 
or specially constructed BELMONT PACKING to answer your problem. 


WRITE US FOR THE NAME AND ADDRESS OF YOUR NEAREST 
BELMONT DISTRIBUTOR. 4-P-5 


‘BELMONT 


™, PACKING and RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pa. 


Poon | a tase ee”? 
>, ay 
4 4 RINGS SPIRALS ~ CONLS « REELS 
wel ADEA “ae SPOOLS SHEETS oh tab 
THERE'S A BELMONT PACKING FOR EVERY SERVICE 
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Abrasive Material 


Open-mesh, 
Nonclogging 


“Sand Screen,” a new nonclogging 
open-mesh abrasive material, designed 
especially for sanding operations where 
loading or glazing is a problem, is now 
available in a variety of shapes and 
S1Z¢CS. 

The new sanding, screen-like abra 
sive is coated uniformly on both sides 
with silicon carbide grain. Its open 
mesh construction reduces loading to 
a minimum by permitting sanding 
residue to flow freely through the 
openings, and also enables the ma 
terial to be used on both sides. 

According to the maker, it can be 
used wet or dry, for both machine and 
hand sanding operations. It comes in 
full sheets, cut sheets and discs, in grit 
sizes of 180 and finer. It can also be 
furnished in standard 50-yard rolls up 
to 18-in wide. 

The new material can be used flat 
or folded to any desired size, and can 
be creased and torn readily into any 
desired width from a 9 by 11-in sheet 

The Carborundum Company, Ni 
agara Falls, N. Y. 


Bearing Units 


In Rubber Mountings 
Pressed Steel Housings 
Sealmaster rubber mounted ball 


bearing units are now available in 
rubber mountings with pressed steel 





~ pares 
. 





EM, a 


“@ ——_,_ SIMONDS grinding wheels for 


CYLINDRICAL GRINDING give 
top quality, low cost production 


od 





Here's the kind of efficiency you can sell with 
Simond’s wheels—backed by continuous advertis- 
ing to your customers and prospects. Surface 
finish as your customers want it! Fast stock 
removal! Lasting wheel action! Accurate speci- 
fications for traverse or plunge-cut cylindrical 
jobs! Let these economical producers build 


business for you. 


SIMONDS 
| ABRASIVE co. | 


PHILADELPHIA 37, PA. 








BRANCH WAREHOUSES: BOSTON, DETROIT, CHICAGO, PORTLAND, SAN FRANCISCO + DISTRIBUTORS IN PRINCIPAL CITIES 


DIVISION OF SIMONDS SAW AND STEEL CO., FITCHBURG, MASS. « OTHER SIMONDS COMPANIES: SIMONDS STEEL MILLS, LOCKPORT, N.Y., 
SIMONDS CANADA SAW CO., LTD., MONTREAL, QUEBEC AND SIMONDS CANADA ABRASIVE CO., LTD., ARVIDA, QUEBEC 


housings, according to an announce- 


An Ahlberg plus feature Th ment from the manufacturer. 


Six shaft sizes are manufactured, 
LOW RIAY| BEARINGS | ranging from 4 to 1-in, and are avail- 
| able as pillow blocks, flange units and 

cartridge units. 


The new bearings are said to be 


Larger lubricant 
designed for reduction of noise and 


| 
capacity Lubricant con be added | 
‘ FOR EXTRA BEARING LIFE | vibration; the synthetic rubber mount- 


ing rings are oil and grease resistant, 


Labyrinth type and the bearings are lubricated for 
| life. Zone hardening process is used 


wearproof seals va | . 

4 Generously on the inner race ring, and bearing 
pre-lubricated units are grounded to pressed steel 

Attractively designed housing to prevent build-up of static 
charge. 


compact, sturdy : ' 
— ; Sealmaster Division, Stephens 
one-piece housing ™ ED SERIES Adamson Mfg. Co., Aurora, Illinois 


(LIGHT DUTY) 
Shaft sizes: /.” to 1-3/16" | 
others to 2'5¢” 


LIGHT DUTY siti: PILLOW BLOCK 


For those jobs where cost is the primary factor, it 
will pay you to investigate the light duty, low cost 
ball bearing unit. Let us send you bulletin 7149A. 


AHLBERG BEARING CO. 3025 W. 47th Street Chicago 32, Ill. 


AHLBERG 


PRECISION BUILT BALL BEARINGS SINCE 1908 Bench Grinder 
tt ee 6-in Model, 
Weighs 25 Ibs. 


\ new } hp bench grinder, featur 
ing a spindle mounted on permanent 
lubricant-sealed ball bearings and also 
two adjustable tool rests, has been 
added to the maker’s line. 

C O [ [ E T E U | p M F N T Ihe new grinder is 8t8-in high and 

has an over: il spindle length of 12-in., 

wheel size is 6-in in diameter, with a 
made b FXPERTS s-in face and 4-in hole. 

y Ihe new bench grinder is available 


in 60, 50, or 25 cycles, with RPM 


rating 3600, 3000, or 1500, at either 
115 or 220 volts. Standard equipment 
includes 3-conductor cable, toggle 
switch in base, rubber feet, wheel 
guards, tool rests, a medium grinding 
Ij wheel and a wire wheel brush. 

The Black & Decker Mfg. Co., 

Towson, Marvland 


COLLIS Equipment fills today’s important produc- Wrenc hes 
tion needs so well because they are made by 
— — in apr) this type of equipment. : Holds Or Releases 
upply the proper unit from a complete range of { 

types, and sizes for Drill Meoves ond Sockets, a 
Lathe Centers, Chuck Arbors, and Drill Drifts. A new “Grip-Spintite” wrench, said 
We will handle your orders promptly. to utilize a precision machined and 


"Call COLLIS For Service ’ 


lemme THE COLLIS COMPANY sumone 


Dept. A, CLINTON, IOWA 
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‘™ ANNOUNCES 


COUNTERBORES 


WITH INTERCHANGEABLE 


Out Of Significant knowledge gained 
in making a wider of high precision 
cutting tools comeé§ Union's High Speed 
Steel Counterbore with=Interchangeable 
Pilots. Available in stafidard and air- 
craft designs. Call or write your Union 
Distributor for full information, 


UNION TWIST DRILL COMPANY ®& ATHOL, MASSACHUSETTS 
End Mills Milling Cutters Gear Cutters Twist Drills Hobs Reamers Carbide Tools 
OWNERS AND OPERATORS OF: S. W. CARD MANUFACTURING CO. DIVISION, Mansfield, Mass, 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock Island, Quebec 


WE WILL WELCOME YOUR VISIT TO BOOTH 
#130 AT THE TRIPLE INDUSTRIAL SUPPLY 
CONVENTION IN NEW YORK MAY 17, 18, 19 





“rough stuff’s” 


Sharp lumps and abrasive materials are cast out of Belt-Saver 
Pulleys by the exclusive cone and wing design . . . without 
lodging between belt and pulley. This protects belts so ef- 
fectively that belt life is increased 50% to 400%, according 
to actual case histories. 

When you provide such tremendous sav- 
ings for your customers, you gain an “in” that 
pays off in steady sales for your entire line. 
Let Belt-Savers build business and good will 
for you now with quarries, foundries, mines, 
sand and gravel plants, contractors, and other 
businesses that transport abrasive bulk mate- 
rials by conveyor belt. 

In addition to Belt-Savers, Sprout- 
Waldron offers the “Blue Face” line of 
sturdy, cast iron pulleys for transmission and 
conveyor use in a wide selection of sizes and 
types. Write for free bulletins be 
containing full information 
about Sprout-Waldron pulleys. 
Sprout-Waldron & Co., Inc., 3 
Logan St., Muncy, Pa. 


Write for free booklets ! 


S i SPROUT-WALDRON 








CAST IRON PULLEYS 
MUNCY, PA 277 
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finished taper lock construction, has 
been introduced. 

The new wrench holds or releases 
nuts or bolts with a push or pull on 
the locking sleeve. As there are no 
springs or magnets, the tool can be 
used on all types of materials. 

According to the maker, the new 
tool is not only a starter but a com 
plete tool that clamps on the nut or 
bolt while tightening or loosening. It 
is manufactured in 12 sizes from *s-in 
to t4-in. 

Stevens Walden, Inc., Worcester, 
Mass. 


Valve 


High Pressure, 
Instrument Type 


A new stainless steel instrument 
valve, said to be designed for such 
services as instrument panels and lines, 
gage, by-pass and corrosive lines, and 
orifice meters, has been introduced. 

The new 6000 psi Hancock valve is 
small, and weighs 24 lbs. It is claimed 
the packing gland can be readily 
pulled tight in close quarters and dis 
assembly presents no problem. Use of 
stainless steel assures protection against 
corrosion, 

Sizes available are }-in, 2-in, and 
l-in. 

Manning, Maxwell & Moore, Inc., 
Watertown, Mass. 


Motors 


New A C Line 
NEMA Standards 


A new line of alternating current 
squirrel cage induction motors in 
frame sizes 326 and smaller in a new 
design following the newly established 
NEMA §s standards has been an- 
nounced. 

Designated Type G, the new motors 
will have cast-iron frames and end 


+ 


shields; rotors will be pressure-cast ot 





THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2153 SCRANTON ROAD e 


\ 
\ 
; 


“SHINY HEADS” 
America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 
Made of AISI C-1018 steel — bright 


finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


re 


CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances —- body ground where 
specified. Expertly made by the 
pioneers in pooseste connecting 
tod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin nq 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


«x 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


% 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head sha with oil holes and 
grooves of diiterent kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4"',15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 





* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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aluminum; bearings will be greas« 


lubricated, medium series, doubk 
shielded, capable of relubrication with 


S U PER POWER ED out dismantling the motor 
According to the manufacturer, th« 
SOLDERING ROMS new motors are available in frame 
: sizes 182 and 184; larger frame sizes 
Solder Faster ” Six MODELS TO CHOOSE FROM” will be available at approximately five 
with Lower Tip Cost! Tip Dio. Watts Cat No List Pri ce! | | month intervals 





Allis-Chalmers Manufacturing Com 
pany, Milwaukee, Wisconsin 


For example, Cat. ‘ 1/4 100 P-114 $8.: 25 
P-214 has more , 1/4 150 P-154 ~—9.00 ! 
conten pete 11/4 200 P-214 10.00, 
iron, but takes %" | 3/8 200 P-238 10.00 ! 
tip instead of %“* ' 1/2 200 P-212.~—Ss«‘110z. 00 | 
(only 1/6th the '- ’ P-338 13.25 ' 
copper). t 

Write for Catalog showing 40 industrial. soider- 

ing irons of every type and size; no obligation. 


HEXACON ELECTRIC COMPANY 


138 WEST ChAY AVENUE, ROSELLE PARK, NEW JERSEY 


a) 


I i ee 





Plastic Wheel 


Floor Protective 
Under Extreme Loads 


\ molded plastic wheel, said to be 
floor protective under extreme loads, 
has been developed 

According to the company, the 
wheel is noiseless, non-sparking, and 
shock-absorbant. Structurally equal to 
semi-steel wheels, the molded wheel is 
capacity-rated to 2000 Ibs. Equipped 
with roller bearings and Zerk lubrica 
tion fittings, the wheels are availabl 
in sizes ranging from 4-in to 12-in in 

For the finest in milled-from-the-bar diameter. 
Hamilton Caster & Mfg. Company, 
Hamilton, Ohio 


Collet Chuck 
Tool Holding 


DON’T GET STUCK, Work Holding 
STICK TO THE ONES MADE BY __ , Wok! 96 collet chuck,» new too 


holding and work chuck 


* which permits the use of the maker’s 

ly)”: ° Rubber-Flex collets on many different 
LL Ove ’ | | f, , machine tools, has been announced. 

? Cor YORK, PENNA. The new chuck is made in two 


Ottemiller products are sold through Mill Supply Houses. Write for free folder and price information. models whose only difference is in 


cap screws——seft screws 


coupling bolts and milled studs 
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* Toggle 
action gives 
positive air valve 
tripping 


* Center flow 
piston and cylinder 
boosts delivery 


* Dynamic 
Primer gives positive 
prime of heavier 


greases 


\ 


Air Operated, Non-Tilt Dolly— Goes any- 
where, inside or out, over rough ground, 
even up and down stairs! Holds 25, 35 or 


50 lb. pail or 70 lbs. of grease. Cover 
is absolutely dirt-tight. Contami- 
nation can’t get in! Six-foot high- 
pressure hose, adjustable control 
valve. Quick detach air coupler. 
Model 711-A. 


Alemite Electric Porta-kart— Like the 711-A, 
this portable unit is highly maneuver- 
able. Only 18 inches wide, navigates nar- 
row aisle with ease. Equipped with 25 
feet of electrical cable, plus 10 feet of 
high pressure hose, permits a lubricating 
radius of 35 feet. Operates any 

where there is an electrical 


outlet! Model 7182-B 


ALEMIT 


tC. U 1. OFF 
Ask Anyone in Industry 


® No icing of 
exhaust ports — no 
freezing of 


motor 


* Air valve 
centered between 
cylinder and pump 

tube prevents 
seepage to 


air motor 


* Compact 


lubricant chamber 


prevents air 


pockets 


Portable power guns are only as good as their “in- 
sides.” The pump is the heart of the gun—and 
Alemite makes the finest lubricant pumps in the 
world. Tell your customers how Alemite power 
lubrication on the job can save up to 63% of lu- 
brication time — explain how it works —and clinch 
the sale with these exclusive, hidden advantages! 
Theirs with Alemite Portable Power guns — yours 
to make sales rast! 


A hard-selling sales film, “No 

Margin for Error,” now available for 

your sales meetings or plant personnel meet- 
ings. A fifteen minute, slide-film presenta- 
tion that dramatically tells in full color, how modern 
lubrication methods cut production costs. A request on 
your letterhead will bring complete information without 
obligation. Write: Alemite, Dept. H-54, 1850 Diversey 
Parkway, Chicago 14, Illinois. 


INDUSTRIAL DISTRIBUTION © MAY, 1954 





THE CREST 


176 


SKINNER © 
+GF+ 


WORK DRIVERS 


Half a turn 
does the clamping 


° FAST 

* SAFE 

¢ POWERFUL 

* EASY TO OPERATE 


The Best for Turning on Centers 


+GF + Work Drivers drive smooth 

or rough bars and forgings located 

on centers. Jaws are easily reversed 

to accommodate direction of spindle 
rotation. 

NOTE WIDE RANGES! 

Ym" to 17/6" 

V5" to 2%" 

V2" to 3%6" 

16" to 542" 

4'%/6" to B46" 


Write Skinner or your nearest Skinner 
distributor for illustrated folder. 


-/OF QUALITY 


« SKINNER 


CHUCK COMPANY 


205 Edgewood Avenue, New Britain, Conn. 


their back mounts. Model 96-05 is 
equipped with a No. 5 Jacobs taper 
back mount while Model 96-FI has 
a flange mount. Both have a one-piece 
steel body. 

The chuck will hold any diameter 
round bar between ws-in and 1@-in by 
using its eleven Rubber-Flex collets 
each of which has a range of 4-in 
except the smallest (J-910) whose 
range is Ye-in. 

Unusual gripping action is said to 
be due to two features: the mechanical 
advantage of the geared key tightening 
device; and a self-tightening toggle 
action derived from the resiliently sup- 
ported jaw elements when torque is 
applied to the part being gripped. 

I'he Jacobs Manufacturing Com- 
pany, West Hartford, Conn. 


Work Holder 


Holds Thin 
Walled Parts 


\ new sliding pinch-type unit for 
holding thin walled parts on chucks 
or face plates has been announced. 

Mounted in the ““T”’ slots of a face 
plate or chuck, in whatever quantities 
and combinations are required, the 
new units are said to be invaluable as a 
chucking setup for experimental first 
and second machining operations on 

Continued on page 181) 
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SKINNER 


precision 


POWER CHUCKS 


accurate « fast 
safe - dependable 


“with power to push production” 

Available from 6” to 24” with 
forged steel bodies, and with 2 or 
3 adjustable, non-adjustable or ser- 
rated jaws. Double-acting rotating 
and non-rotating air cylinders avail- 
able for all chuck sizes and for 
actuating all types of holding fix- 


tures and tailstocks. 


Write for catalog describing the 
complete line of Skinner power and 
manually operated chucks and ac- 
cessories. Ask for “Chucks 


and Their Uses” for free showings. 


\NWV 
Os 
THE CREST \, ,/OF QUALITY 
Soee 
ut SKINNER 


CHUCK COMPANY 


205 Edgewood Avenue, New Britain, Conn. 


movie 














Wire roper 
What's that got to do with us: 


A lot more tl you might think, folk ynsider, for over half a century Wickwire Rope has been an out 
example, the heating in you the warmth standing favorite with men in the mining and petroleum 
that keeps jer snug and throu 1 wintry industries. Like users in numerous other lines of busi 
1ight. Whether you use coa I vire rope Is ness, these men know that for unfailing performance 
ndispensable part of t t that probe longer life and more economical service —there’s noth- 
» earth’s depths to bring t rt to y ing to match the quality and care that go into the 


making of WICKWIRE ROPE, 


THE REEL IDENTIFIES WICKWIRE ROPE 








LEVER HANDLE 
BRONZE 
SHUT-OFF STOPS 


SQUARE HEAD 
STEAM STOP 


BRONZE 3-WAY 
PLUG STOPS 


BRONZE 
GAS STOPS 


GRADUATED 
DIAL STOPS 


Bronze Steam Metal 


ALL IRON STOPS 


YOUR CUSTOMERS if they 
know the advantages of 
standardizing on HAYS 


STOPS — VALVES — FITTINGS 


When you sell your customers HAYS products you are 
selling the best... and the most economical in terms 
of service for steam, air, water, gas and chemical lines. 
In over eighty years’ continued service to American 
industry HAYS has nurtured a tradition of pride in the 
quality of its output. The company’s carefully trained 
craftsmen, operating with modern precision equipment, 
today carry on that tradition. 

In the HAYS line you are able to supply hundreds 
of items for practically every need in stops, valves, and 
fittings. Standardizing on HAYS reduces inventory 
stock, reduces maintenance expense. 

Check your HAYS catalog... note the complete 
line that is available from one source. 


1 HAYS MANUFACTURING COMPANY 


\ General Offices and Factory 
823 West 12th Street, ERIE, PA. 





® 
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ALL-AROUND YARD HAND. What week-end gardener sweeper in seconds. The Yard Hand—developed by the 
hp garden tractor Hiller Engineering Corp., Calif.—is so powerful it can 
pull a fully loaded car from a standing start. A rugged 
machine like this needs another rugged product—a 5¢-11 
FLEXxLoc to hold the front axle in place. 


wouldn't love this contraption—a 1! 
that converts from a riding power-mower to a power 
dump truck, heavy-duty 10” circular saw, power wheel- 
barrow, seeder-fertilizer-spreader, spiker-roller, or lawn 


WHAT’S NEW WITH FLEXLOC 
News that helps you sell 


PRETTY— BUT IT PACKS A POWERFUL PUNCH. You're aware, of course, 
that you have a pretty substantial advertising program ferreting out sales 
for you. Here is a sample of the FLexLoc ads running in publications like 
Machinery, lron Age, St Design News, Automotive Industries, Production 
Engineering, Electrical Manufacturing —trade journals read by your cus- 
tomers and prospects. Notice, too, that each ad does a double job: 
ges of FLextocs and tells the 


educates potent al users o he advant 


rrent application. If you'd like reprints, write Flexloc 


i 


success story of a cu 


Locknut Division, STANDARD Pressep Steet Co., Jenkintown 13, Pa. 





LOOK FOR US at the 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 


New York May 17, 18,19 « Booth No. 420 
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bar stock are being carefully weighed. The chips will then be dis- 
solved and tested for the presence in the right proportion of such 
elements as carbon, manganese, chromium, nickel and molybdenum. 
Only steel which passes its physical gets the honor of being made 
into an UNBRAKO Socket Screw. 


A SLEUTH CHECKS THE STEEL. Checking incoming steel supplies to 
make certain they meet superior raw materials standards is a daily 
task at SPS. Chemical! analysis is the first in a long series of quality 
control procedures aimed at making UNBRAKO products the finest 
in the industry. Here steel chips from a sample of newly arrived 


WHAT’S NEW WITH UNBRAKO 
News that helps you sell 


MAKE SHORT WORK OF LONG ORDERS. Here's a great idea write in the quantity desired, send the white form to SPS, 
for men who are lazy—or who want to make money—stock keep the blue and yellow for your records. Use of the forms 
order pads which SPS has just made available to its distribu- is optional, although test surveys have proved that distributors 
tors for use in ordering UNBRAKO products. The pads con- who do use them save time and money and simplify inventory 
tain individual sheets on each UNBRAKO product, and list taking. For samples, write Unbrako Socket Screw Division, 
standard sizes and prices. To fill out an order, you merely STANDARD PresseD Steet Co., Jenkintown 13, Pa 
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MEN-OF-THE-MONTH 


These men are SPS on the West Coast 


District Manager Jack Mahon is a transplanted 
Philadelphian who believes everything the travel 
folders say about the blue Pacific and sunny California. 
Jack is such an ardent sailor—he owns a 36-foot 
yawl—that he has been studying navigation in the 
evening at Harbor Junior College. His association 
with SPS dates back to 1941, in Inspection, 


Ske % x 


Jim Humphries is that present-day rarity, a native 
Californian. He’s an ex-Navy Quartermaster. His 


background includes L.A. High School, University of 


Southern California, and University of California, 
He prefers active sports—water polo’s his favorite— 
and his territory, naturally, is Los Angeles. 


George Malloy, Jr., based in San Francisco, covers 
northern California, Pacific Northwest and Rocky 
Mountain territories. It’s pleasanter, George says, 
than a B-25 tail gunner’s seat, where he spent nearly 
three years of the war. Ex-SPS tool and die maker, 
George has a varied background in engineering 
(Drexel) and merchandising (Wharton School). He 
likes hunting, fishing, bowling, golf 


SHORT COURSE IN DOWEL PINS. These precision pins are often used for aligning 
parts, as in this radius grinding fixture which puts a flat on electronic shafting. 
UNBRAKO Dowel Pins are made of heat-treated alloy steel, have a surface hardness 
of Rockwell C 60-62, a core hardness of Rockwell C 50-54, an average single shear 
strength of 150,000 psi, and a diameter tolerance of ‘plus or minus 0.0001”. They 
are available in two standard sizes in diameters of 1" to 1”, 


IF SELLING IS YOUR BUSINESS, you're constantly on the lookout for more and 
better ways to sell. You'll be especially interested, then, in Vice President Friel’s 
new series of distributor letters. This year, each 4-page monthly letter will be devoted 
to salesmanship. A top-flight salesman himself, Jack has observed many successful 
mill supply salesmen, and says there is striking similarity in the way these men 
tackle a sales problem. You'll also appreciate the format of the letters: 8!4 by II 
in size, each with a flap on which the subject matter is identified for easy filing. 





REMEMBER, WE'VE GOT A DATE 
Triple Industrial Supply Convention 
New York, May 17, 18, 19 « Booth No. 420 
We're looking forward to seeing you! 





UNBRAKO SOCKET SCREW DIVISION JENKINTOWN, PENNSYLVANIA 
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SATURDAY NIGHT BATH—A LEAD-PIPE CINCH! 
The legendary Saturday night bath, disliked by 


WHAT'S iy EW WITH HALLOW EL L children the world over, is a cinch compared to the 
going-over given HALLOWELL pressed steel prod- 
hat hel ‘sell 


Man-of-the-Month 


Formerly Director of Pur- 
chases, Edwin Y. Bready has 
been made Division Manager 
of the Hallowell Pressed Steel 
Division. He has direction of 
sales, sales service, production 
contro!, manufacturing, experi- 
mental work, engineering, 
packing and shipping in the 
division. Ed joined SPS in 
1933, progressed through vari- 
ous shop and toolroom jobs 
until 1941, when he was made 
purchasing agent. He was ad- 
vanced to Director of Pur- 
chases in 1949, Ed is married, 
has two daughters, and lives in 
Chalfont, Pa. He’s a member of 
the American Society of Metals 


Edwin Y. Bready 
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ucts by this giant washing machine prior to being 
spray painted. A hot wash removes loose dirt and 
grime, a soda wash with phosphatizer removes 
grease and provides an undercoating for paint, a 
clear water wash removes excess soda, and a clear 
water with chromic acid wash removes loose 
phosphate. Is it any wonder that HALLOWELI 
painted surfaces are so smooth and last so long 


) 





THE CARPET’S DOWN, 
THE LATCH IS OFF 


We're looking forward 
to seeing you at the 
Triple Industrial Supply 
Convention, New York 
City, May 17, 18, 19. 
Be sure to join us. Our 
booth is No. 420. 
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“out of round” or stress relieved parts. 

The unit features a special floating 
arrangement for quick self-alignment 
to conform to the shape of the work 
piece. Like the maker’s J-type chucks, 
it has a pinching capacity up to 14 
inches in thickness and its diameter 
capacity is limited only by the size of 
the chuck or face plate it is used upon 

Horton Chuck, Division of The 
E. Horton & Son Company, Wind 
sor Locks, Conn. 


Alloy Steel, 
For Oil Drilling 


; : , 
\ new alloy steel mudline valve fot 


the oil drilling industry, the Mud 
wonder, has been developed 

Said to feature a self-aligning 
gate separate from the stem and a 
resilient Buna-N seat insert, the mud 
line pressure rather than the seal 
pressure is responsible for the seal 
rhe open center bonnet with a large 
gate opening is said to keep sand from 
collecting or packing around either 
gate or stem. 

At the moment, 3000 psi WP (6000 
psi test) valves with flanged or scré 
ends are being produced in 
4-in. sizes. Future plans call for pro 
duction of 1000, 2000. 4000 and 
5000 psi WP valves 

Edward Valves, Inc.., 


Indiana 


Milling Cutter 


With Solid Carbide 
Replaceable Blades 


East Chicago, 


\ new solid carbide inserted blad« 
face milling cutter for milling cas 
iron, malleable iron, brass, etc., ha 
been developed 

According to the maker, the 


cutter has more solid carbide 


than previously supplied which per- 


© 1 
mits the use of higher speeds as well 


is faster feeds. 
I'he solid carbide blades are extra 


heavy and arranged radially for maxi 


| © W you can stock 


ONE CHECK VALVE 
and all requirements 


NE Sat Poe yng 


* 


fe 


Ne 


So 


INDUSTRIAL DISTRIBUTION 


No matter what the check valve requirements 
are...of any customer... in any industry... 
handling any liquid, gas or air . . . you can sup- 
ply exactly the valve needed when you handle 
DURABLA. 

What's more, you don’t need to carry a 
large and varied line of check valves to meet 
this demand. You just stock the one basic unit 
in line sizes from ¥%” to 2”, This unit, added 
to any standard fitting (such as the reducing 
coupling shown above), gives you a complete 
check valve, ready to install in any position, 
for all temperatures and pressures. 

Send for complete information about these 
unique check valves, 


DURABLA MANUFACTURING COMPANY 
114 LIBERTY STREET © 


NEW YORK 6, N. Y. 
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mum blade life. They can be reversed 
and used in either nght or left hand 
bodies. 

The new cutter is available in five 
standard sizes: 6-in, 8-in, 10-in, 12-in 
and 14-in in both right hand and left 
hand as well as in specials. 

Super Tool Company, 


Michigan 


Detroit, 


Indifference — whether it’s under 
the “big top” or on the 
production line — is inexcusable 
and often fatal. You simply can’t 


Wood Screws 
Available In 


afford to take chances with a 
hard won reputation for quality 
performance. That’s why we 

say it’s a pretty good rule to stick 
to a solder you know and trust 
... time-proved Kester Solder, 


Stainless Steel 


According to an announcement 
from the company, they have added 
stainless steel, types 18-8 and 430, to 
their line of wood screws now avail 
able in steel, silicon bronze, brass, alu 
minum, and popular plated finishes 


The new stainless steel screws are 
available in Phillips and slotted styles, 
flat, round and oval heads, in all stand 
ard sizes. 

Southern Screw Company, States 


ville, N. C. 


constant in solder alloy and 
always a consistent flux formula. 


For the right Solder . . . the exact Solder you require . . . choose 
KESTER, the job-engineered Solder — 8 Fluxes in Core Solder, available in 
5 core openings. Also remember: Kester Solid Wire 
and Bar Solder, Kester ‘'Solderforms” and separate Fluxes. 


KESTER 


SOLDER COMPANY 


Compressors 


With Heavy Gage 
11% Gal. Steel Tanks 


Iwo new “Hi-Pressure” air com 


! 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY; BRANTFORD, CANADA 
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Geared to Meet the Need for Speed 


That's why STANLEY ELECTRIC TOOLS are a profitable line to sell. 














No. 230 Series 








a > 


BENCH GRIND- 
ERS! Sturdy, smooth- 
running, ball-bearing 
grinders designed in six 
sizes. Every shop is a 
potential customer for 
these durable, heavy- 
duty tools. 


a 
DRILLS! Rugged — 


accurate — powerful — 
complete — from the 
1’ Mighty Midget to 
the 1)” largest of the 
line. Stanley Electric 
Drills are built to serve 
— and built to sell! 





No. 153A 





























ee 
PLANES! Power 


planes with spiral cut- 
ters up to 214” wide and 
3/16” deep — with or 
across the grain. 


Reed 
UNISHEARS! The 


modern cutter that’s re- 
placing snips wherever 
steel and brass cutting is 
done. Stanley line con- 
sists of six portable mod- 
els cutting 18 to 6 gauge, 
and three stationary 
models for 10 and 14 
gauge. 


me 
VERSATILE! The 


Router is standard 
equipment in every 
woodworking shop. Fine 
for non-ferrous metals, 
too. Complete line of 
routers 34 HP to 3 HP. 
Accessories available. 


- 
GRINDERS! Four 


different sizes — light 
enough for hand-grind- 
ing — can be mounted 
and used as stationary 
grinders. Sure-fire 
sellers! 





























ee 
DISC SANDERS and 


grinders — electric ham- 
mer — electric screw- 
drivers! The Stanley 
Electric Tool Line is 
complete — geared to 


— 


POWER SAWS! 
NEW 7” builders saw 
(W70) makes every cut 
used in modern building. 
Protected against blade 
freezing and motor burn- 
out. Other sizes and 
models available. 





























This Line’s Complete! 


For virtually every Stanley Elec- 
trie Tool indicated above, there is a 
full line of attachments. And each 
tool is built to Stanley’s rigid stand- 
ard of quality—quality known the 
world over. You can sei] this line of 


fine Electric Tools with absolute 
confidence. 

A directory of Stanley Service Sta- 
tions is packed with each tool. For 
complete information, write to 
Stanley Electric Tools, 412 Myrtle 
Street, New Britain, Conn. Ask for 
Catalog 12. 
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L STANLEY J] By 


ElectrieTooke 


A Division of The Stanley Works 
HARDWARE + TOOLS + STEEL STRAPPING + STEEL 
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pressors, 4 and 4 hp models, have been 
introduced. 

Both are specifically designed for 
heavy duty, high pressure use on the 
assembly line or on the farm. Accord- 
ing to the maker they are adaptable 
to many jobs from spraying paint o1 
disinfectant to greasing. 

Both models feature heavy gage, 
114 gallon steel tanks equipped with 
safety valve, diain cock- pressure gage 


and automatic pressure switch 
OW The 4 hp model has a_ pressure 

range of 80-100 Ibs., the 4 hp model, 

90-120 Ib. pressure range. Both are 


available either as stationary units o1 
equipped with rubber tired wheels 


pee} male) and handle for portability. 
W. R. Brown Corporation, Chi 
PIPE CUTTER cago, Illinois 


I 


Heavy Duty ; i. 
Wheel and Roller Hand Tools 


% Positive clean-cutting action. New Lines For Metal 
% Hooks on pipe easily . . . tracks And Woodworking Fields 
perfectly . . . sturdy malleable 


frame formed to fit the hand and A list of additional 


small hand 
guaramteed warp-proof. 


tools in the metal working and wood 
: working fields has been announced 
% High alloy steel cutter wheels leave ° ’ 
ere Included are bit extensions, inter 
practically no burr. 
Roll . Soiah d sinks, nail sets, star drills, cold chisels, 
% Rollers in hook provide S oyuace wood chisels, punches, driver bits and 
base when starting tool on pipe. Cuts 
~ ye - , pinch bars and screw drivers 
4" to 2” pipe... with speed and ease! 
— - According to the company, the new 
Always sell and recommend TOLEDO , ae 
a” . additions are available in attractive 
... the line that protects your profit... sold ' : 
dr 7» = ; assortments, packaged for coun 
only through distributors! The Toledo 
- a ; ; be play. Open stock orders will a 
Pipe Threading Machine Co., Toledo, sted 
. ' , accepted. 
Ohio. New York Office: 165 Broadway, mo e 
’ Utica Drop Forge & Tool ( 
Room 1310. . 
tion, Utica, N. Y. 


Portable Shear 
ay é, 1%-in Alloy Steel 


Bar Capacity 


A new hydraulic cutter, the H-90 
Guillotine Shear, designed f Id 
drawing operations and adaptable to 
forging bat cutoff requirement has 
been introduced. 

The complete 90 ton shea 





Continued on page 
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\ what can 


VICTOR 
BELTING 


do for you? 


PLENTY because when 


you sell VICTOR eee 


@ You have a single source of supply for all belting needs— 
conveying, elevating, and power transmission. 


@ You get full VICTOR backing with catalogs, bulletins, and 
complete technical advisory assistance. 


@ You make money...because you can supply a complete line 
of belting* to all your customers. 


—_ : , et 
So MSERE SN 


Write today for full information. 


* HERE ARE JUST A FEW EXAMPLES: 
EASTON SOLID WOVEN COTTON BELTING —Widely used for light con- 
veying. Innerbound construction and compact weave prevents ply sep- 
aration. Available in a variety of washable coatings and impregnations. 
SUPRENE — Neoprene impregnated. A single sanitary textile belt that 
meets elevating and conveying requirements in handling practically 
all types of materials. Also excellent as a power transmission belt. 
VICTOR 475 FOOD CONVEYOR — For efficient and sanitary handling of 
food products. Resistant to the action of most food and fruit acids due 
to thorough Neoprene impregnation and cover. Easy to clean by steam 
or hot water — odorless and tasteless. 
VICTOR BALATA— Can be used for general power transmission service. 
Has also proven ideal for conveying and elevating. 
AMPERE CANVAS STITCHED —An economical belting for general elevat- 
ing, conveying, and power transmission. Usually furnished impregnated 
and painted red, but available untreated or with other special treatments. 


om. 








Park Ploce, New York 7 * 300-6 W. Hubbard Street, te ‘ee © 0 -¢ 


Factory: Easton, Pa. 


aes «4 PDP, DAK y. ee Sn, > °2 





? C ictor Batata pe i * ti > +. ee o a 





- 


Toa ry a 


~ oe = - “- ae ie 
_- 
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Why is BOSTON... the 


BOSTON Gear DISTRIBUTORS 


in the big sales and profit 
with their combined 


s J 
A 9 fee 


wa 
a\' Upp, y 


: 





STOCK GEARS — 2000 TYPES and SIZES SPROCKETS SHOLD-A-GRIP RATIOMOTORS REDUCTORS | 
and CHAIN Interchangeable Tapered : 


£ ; BUSHINGS and SPROCKETS _9— ~ ~ | 
a) —e @ ef! = ? | 
(: “Ty aD ¢} =. 1 Q Ww | 
“ > sa | / 


A $10,000,000 STOCK + AT 92 LOCAL DISTRIBUTORS 


! 
Pie SHAFT SUPPORTS Ie UNIVERSAL JOINTS oo COUPLINGS ee 
& 
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largest VOLUME line? 


back their confidence 
potential of the BOSTON Gear line 
‘investment of $10,000,000 in shelf stocks. 


Here’s why... 


D Proved FIRST QUALITY for 75 years. 
B Most EXTENSIVE, most COMPLETE transmission line. 
E> 250,000 COST-WISE BUYERS demanding BOSTON 
GEAR products. ) 1,500,000 BOSTON GEAR CATALOGS 


in daily use in all important industrial plants. 


B LIMITED, SELECTIVE DISTRIBUTION. 
O A SALES EDUCATION PROGRAM that is full-scale, 
continuous. f) AGGRESSIVE DISTRIBUTOR SUPPORT by 
BOSTON Gear Field Engineers. (} BOSTON Gear DISTRIB- 
UTORS can sell ANY item—ANY quantity—ANY account. 


FOR PROMPT DELIVERIES AT FACTORY PRICES 


eae ocanines, GB at THE CONVENTION — visit Boston GeaR BOOTH B29 
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STOCK 'EM... 
DISPLAY 'EM... 
AND YOU'LL SELL ’EM! 


ma 
| 


ne /) 


Kleins—the standard of 
comparison by which 
other pliers are judged. 
Made of finest tool 
steel, precision fitted— 
individually tested. 
Biggest selection of 
patterns for standard 
or specialized service. 
Keep a representa- 
tive stock on hand for 
your customers who 


want the best. 


Write for your 
free copy of the 

No. 203 Klein Pocket 
Tool Guide 
today! 


DISTRIBUTED 
THROUGH JOBBERS 


Foreign Distributor: 
International Standard 
Electric Corp., New York 


a KLE | Ne rH 


LMONT AVE Hy 


950 Ibs. According to the maker, a 
square cut is obtained on all types of 
steel bar up to |4-in round 

Operation is electric hydraulic, with 
cutoff time 2 seconds. A complete 
cycle is performed by touch of hand 
or foot Automatic cycling is 
possible, the loading op 
eration 


Manco 


switch. 
ictuated by 


Mfg. Co., Bradley, Illinois 


Vibration Dampeners 


For Right Angle 
Head Grinders 


Vibration dampeners, designed fot 
use with raised hub disc-wheels, abra 
sive discs, and cup wheels, have been 
announced 

Some advantages claimed include 
breaks between 
grinder 
operator fatigue, prolongs grinder beat 
ing and gear life 


] ¢* H Products Co., 


solid connection 


ind grinding wheel, reduces 


Dallas, Texas 


Fluorescent Lamp 


Produces 35% 
More Light 


fluorescent lamp 


A new type of 
, more light, has 


said to produce 3 
been announced 
First of the new line is a standard 
cool white lamp, eight feet long, with 
14-in diameter. Rated at 110 watts. 
total light output of 6800 
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A Reliable Supply Source 
That Builds Good 


SALES VOLUME 


@ ECONOMY Screw Machine Products are 
used in such great numbers that it is well 
to have a source of supply for immediate 
delivery. We can supply your needs in any 
amount, right when you need it. We carry 
the largest stock of screw machine products 
in the middle west. Sell Economy Products 
—help your customers to get greater pro 
duction—have a good stock on hand 

get more information today 


ECONOMY 
#PRODUCTS 


Headless Set 
Socket Head Cap Screws* 


® Hollow Set Screws ¢ 


Screws @ 


© Stripper Bolts © Wrenches 


* SOCKET HEAD CAP SCREWS 


Milled from bar and carefully machined all 
over. Made from the same high grade alloy 
steel as other Economy Products. Heads 
turned true with body. Precision used in 
ever phase—clean die-cut threading—the 
broaching of hexagonal sockets and the 
special treating by heat for strength 


| Machine Products Co. 
| CHICAGO 30, ILLINOIS 
] 


didn't © 
someone 
TELL 
ME?" 


Why didn’t someone let me kn 

that SMITH’S welding equipment 
being advertised in 16 

trade publications month after 
month during 1954? Man, tl 
what we need! 400,000 cust 
seeing those SMITH 
month makes the salesn 
whole lot easier! 


selling ads ev 


ans joD a 


(SMITH always cooperates 
with their distributors 


SMITH WELDING EQUIPMENT 


CORPORATION 
Dept. 1D-61, 2635 S. E. 4th St., Minneapolis 


Minn 





for Safety and Long-Time Service 


For 2000, 3000 and 6000 pounds service — Sizes !/3" to 6” 


SCREW END TYPE 


8-2 © @ 


For schedules 40, 80 and 160 pipe — Sizes 1/.” to 4” 


SOCKET WELD TYPE 


Vege Hits, Tess, Cossses, oxc., ase Shocks and stresses imposed by high pressures and high temperatures are taken 


forged from carbon steel or various . . : = . . ; ‘ P 
alloys to meet specific operating con- in their stride because Vogt fittings are uniform in structure, fine grained, and 
Soe, See ae See free from porosity . . . the superior product of laboratory controlled materials and 


their selection and proper application. 
giant forging hammers and upsetters. These properties also give higher resistance 


to erosive and corrosive conditions, thereby adding to service life expectancy 


in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 


Louisville 10, Kentucky 
BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 
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4a lumens, and rated life is 7500 burn- 
— ing hours. 


rhe lamp features a newly designed 
base incorporating two contacts r 
cessed in a single element, and allows 
the lamp to be inserted easily in push 
pull type lamp holders. Because of 
the new base, the new lamp will be 
used only in new installations It 
can also be used for out door light 
ing due to its ability to maintain high 
light output in cold weather 

General Electric, Cleveland, Ohio 


e giving UN USUAL service to 


BELTING Anyone can give you “the usual” service on 
Transmission Conveyor mechanical rubber goods. But “when the dam 


Elevator 
Bante” Cae you'te Tested WIN spec ore =| Sosacket Pullers 


HOSE night rush requests that need special extraor- 
Removes Drive Sprockets 


ergy ian dinary facilities and seasoned know-how to 
On Industrial Tractors 


Chemical—Creamery 
Suction—Water—Air handle—THEN you'll appreciate the smooth 
Jetting—Sand Blast , \ new sprocket puller and installer 


- way HOME RUBBER takes care of things. to fit Allis-Chalmers, Internationa 
PACKING This is REAL round-the-compass and round- Harvester and Caterpille: industria 
tractors has been announced 


Powered by the maker's 50 ton 
for every purpose ; ; ‘ ] : 
whose quality has been maintained at the Rin te Keliieiite seas ome tne! 


Sheet ond Red Peckings the-clock service on mechanical rubber goods, 





“N.B.O.” “high water mark” for over seventy years. unit with available attachments is said 
to remove drive sprockets quickly with 


the original ee little effort 


BLACK SHEET PACKING 





Three types of pumps are available 
to activate the ram, a single speed 


hand pump, a three speed hand pump 
The HOME RUBBER C0 and an electrically driven pump, all of 
° which operate at 10,000 psi 
° ° Owato ‘ ool Co Owato ‘ 
Factories and Main Office wotsene. 4 5 ee 
Minn 


TRENTON 95, N. J. 


Branches: New York + Chicago + London Drill Guide 
SERVING U.S: as 
INDUSTRY Precision Instrument 


SINCE 1880 Out Of Hand Drills 


whe thre r its thre USUAL \ new tool, called Guide-A-Drill, 


that can be attached to the housing 


— O07 t hie “IMPOSSIBLE” of any portable electric or pneumatic 


drill to make it a precision instrument, 
has been announced 


cl « pe Ai dd Oil a 0) Mi F RUBBER According to the manufacturer, the 


new tool makes it possible for an un- 
to ‘ S F Q V C F | skilled operator to drill or ream a hole 
: | perpendicular to any angle work sur- 
face without outside guidance—test 
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MACHINE 
BOLTS 


op around for bolts? Not me! 


“We used to shop far and wide for bolts. But all too often we'd find ourselves 


in a jam, trying to locate a particular size or style. 
“Now we save time by getting all our bolts from Bethlehem. They've got 
such a wide range of bolts that it more than meets our needs. Bethlehem Bolts 


are well made, too. They’re thoroughly dependable — good bolts in every way.” 





BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
On the Pacific Coast Bethlehem products ore sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


| Gatlin syplles eony Yyse of Fustner 
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XCELITE 
$ALE$ TIPS 


Are You Selling This 


SCREWHOLDER 


THAT DOES <= ee 
EVERYTHING = je=—(een 


1. FITS ANY SCREWDRIVER in its size range! 


2. STARTS, and removes screws! Powerful wedge 
grip! Tempered spring steel. (Easily slipped up 
shank when not in use). 


. FITS IN WHEREVER THE BLADE FITS! No cum- 
bersome apparatus—so slim and trim, it even 
grips screws smaller than screwdriver blade size! 


25¢ List 


XCELITE 
SCREW HOLDER 


ead" item! Write ter new 
Keetire " tatan on =e line of screwdrivers, 
re and pliers that sell on sight! 


XCELITE, 


(Formerly 
Park Metaiware Co., Inc.) 
Dept. F, Orchard Park, N. Y. 


INCORPORATED 


70" 


‘Gele) Mie 


palel4 
Onutge 


XceLive 


HELP YOUR CUSTOMERS 


to REDUCE COSTS on "SMALL WORK” 
GRINDING and FINISHING JOBS with 
Quality 


we 
+ YoNAdow SHART 


MACHINES /922 
FEATHER-WEIGHT, finger - tip - controlled handpiece 


(pencil size or larger) which eliminates operator fatigue. 


CHOICE OF 5 HANDPIECE TYPES (oi instantly 


interchangeable.) You fit the handpiece to the job at hand. 


HIGH SPEED (14000 RPM) which does not drop precipi- 
tately under load. 


MODELS = »D 


NATIONALLY 
AS LOW AS BUSINESS 
$25-50 ON ACCESSORIES , ADVERTISED 


BENCH OR HANG UP MODELS FOR HEAVY OR LIGHT DUTY 


Also flexible shaft tools attachable to your own drill press or motor. 


Foredoms are used to GRIND, POLISH, \ ~ 
DRILL, ROUT, CARVE, MILL, SAW, SLOT, ; 
CLEAN, SAND, ETCH, ENGRAVE, etc. ete. 


Send for Catalog No. 2314 and our DISTRIBUTOR PROFIT STORY 


FOREDOM ELECTRIC CO. 


‘W 27 PARK PLACE NEW YORK 7, N. Y. 





REPEAT & 


Vvvvvvvyv 


4444444444444 
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results come within 5/1000s of an 
inch. 

Advantages claimed are: sa\ 
reamcrs, taps; stops spoilage of 
eliminates human element. 

It is also stated the guide does not 
employ a spirit level in construction, 
and work may be drilled on a radius 

rhe Roy Silver Corporation, Devon, 
Conn. 


es drills, 


work; 


Non-Locking Caster 


Welded Or Screw 
Type Bearing Plate 


steel caster, 
will not 


A new, non-locking 
which according to the maker 
lock or jam in any position even under 
maximum load, has been developed. 

he new caster is said to require less 
effort to start, roll easier, turn and 
pivot easier, and take bumps and 








It isn’t the sale of a razor that counts...it’s the blades it uses up... 


Plants of 


And it's FASTENERS that make the 
sale of hand tools really profitable! 


e May seem odd, but there’s lots more 
money in selling razor b/ades than in selling 
razors. One razor does a man for years, but 
he needs new blades every other week or so. 

Same thing with fasteners. Every hand 
tool you sell indicates a need for bolts, nuts, 
screws, etc. And that need continues 
through the tool’s useful life. For smart in- 
dustrial distributors, fasteners are a steady 
source of extra profits 


Likewise, it’s the smart industrial distribu- 
tor who stocks a well-rounded selection of 
RB&W fasteners. When you handle the line 
made by one of the world’s largest fastener 
manufacturers, you're always able to recom- 
mend the right fastener for the job— RB& W 
is the complete quality line that stays in de- 
mand year in and year out. Write us for 
details. Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N. Y. 


Note: Man is being pleasantly de-furred 
with Rise shaving cream. Rise dispenser 
plungers are made by versatile RB&W. 


cs is) & WwW The complete quality line 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL., LOS ANGELES, CALIF. Additional sales offices at: PHILADELPHIA, PITTSBURGH, 
DETROIT, CHICAGO, DALLAS, SAN FRANCISCO. Sales agents of: PORTLAND, SEATTLE. Distributors from coast to coast. 
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These four 
rec ntly-comple ted catalogs 


were compute d by the 


Selection Plan 


Donnelley Unit 


Under this plan we prepare a uniform listing of each manufac- 


turer's products—edit the descriptions, correct the prices, and 
keep all manufacturers’ information correct and up-to-date for 
use in catalogs. 

In addition, each manufacturer is assured that his distribution 
controls will operate according to his plan and prescription. 

If you are considering a new catalog, or if you think your old 
catalog needs to be made into a more powerful selling tool, we'll 
be glad to show you how Donnelley compilers can take the load 
off your shoulders, and see that you get what you want. 

Stop in to see us at Booth C44 at Madison Square Garden, 


May 17, 18, 19. Or drop us a line. 


7 hie Lak sede Pre Ss 
R.R. Donnelley & Sons Company 


CATALOG COMPILING DEPARTMENT 
350 East Twenty-second Street, Chicago 16, Illinois 


PRINTERS *© BINDERS © ENGRAVERS + LITHOGRAPHERS 
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rough surface floors with less vibra- 
tion and shock. 

\ curved axle, with dual ball bear- 
ing sockets, is claimed to give instan- 
taneous free movement from any start- 
ing position. 

Available in standard 14 and 24-in 
wheel diameters, with either welded 
or screw type bearing plate, the new 
caster is said to require no mainten- 
ance, and is made of high strength 
alloy steel with a rust resistant finish. 

Rolawheel Company, Chicago, IlIli- 
nols 


Plastic Pipe 


With Specified 
Working Pressures 


“Pressurated” plastic pipe, made 
with pressure ratings of 75 lb., 100 Ib.. 
ind 125 Ib. in sizes 
has been introduced 
ing pressure is the same in all sizes 

PressuRating is stamped on ever 
length of pipe, and the pipe is pack 
aged in a new cardboard dispensing 
carton said to improve 
handling 
100-ft coils of 75 Ib. pipe in 4-in 
}-in, l-in and 14-in sizes 

Ihe Yardley Plastics Co., 
bus, Ohio 


V-Belts 


4-in through 2-in 
Specified work 


cking and 


The new packages contain 


Colum 


Cord Construction, 
Higher HP Ratings 


New “Super Gripbelts”, 
carry higher horsepower ratings, have 
been announced. 

New cord construction is said to 
have the following features: stabilized 
length control, minimum - stretch, 
maximum flexibility, lateral rigidity 

A built-in static conducting com- 
pound is non-spark, and explosion 


which 





WORKING IN THE DARK 
WHEN IT COMES 
TO SELLING 
LAMPS? 


that isn’t as absurd as it sounds 


Carrying the same old bulbs and tubes as everybody else 
and letting the profitable - volume business get away from you 
and flow into other, less logical distribution channels 


is-neither necessary nor smart. 


Why not come out into the light and sell /éght as it should 
be sold, offering a line of lamps on the same basis and in the 
same way that you handle and sell other good, profitable 


merchandise—no consignments, no extra paper work, no red tape. 


CHAMPION <2 
= ow weir 
—_—$—_——————————————————— 

——— ¥ 





CHAMPION Lamps are manufactured 

just that way—quality products that have earns 
customer recognition ind acceptance ever since 1L9YOO 
Here are lamps that will help you to open uy 


accounts, develop new volume and profit 





Want the whole story? Just say the word 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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“THERE IS NOTHING BETTER” 


Li GATo 


BRAND 


FILES 
SWISS PATTERN 


ps 


( For tool and die work, for 
making precision patterns 
and similar work where 
superior workmanship and 
extra fine files are 
needed. 


CARSON NEWTON Alili- 
gator Brand Swiss Pattern 

" Files are made to exacting 
standards. Points smaller, 
tapers are longer and cuts 
are finer. Made in Cuts 
from 00 to 6. 


We make both American 
and Swiss patterns in all 

' sizes, shapes and cuts and 
have proven their quality 
to industry. 


, It is our policy to sell 

, thru distributors and we 
can accept distributors in 
some sections. 


YOU 
CANNOT 
BUY 
OR SELL 
A BETTER 
FILE 


q 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSO 
NEWTO 


196 


proof. Neoprene carcass and cover 
make the new belts oilproof with 
maximum resistance to heat deteriora- 
tion and greater strength in compres- 
sion section. 

Other features claimed by the man 
ufacturer are a new cover design and 
full molded, symmetrical straight side 
walls 

Che new belts are made in 131 stock 
sizes; non-stock sizes are available in 
production quantities. Super Grip 
belts are furnished in matched sets, 
scaled for protection. 

Browning Manufacturing Company, 
Viaysville, Ky. 


Flow Gun 


With Selection 
Of 16 Nozzles 


\ new precision flow gun, Model 
31, said to be designed for increased 
efficiency in flowing sealing com- 
pounds such as asphalt, rubber ce 
ment and similar heavy materials, 
has been announced. 

No atomizing air is used; material 
is forced from a tank or pumped by 
one of the many types of material 
handling pumps. In all, a selection of 
sixteen nozzles with orifices of various 
sizes and shapes are offered by the 
manufacturer. 

Binks Manufacturing 
Chicago, Illinois 


Vise Handle 


Company, 


Tubular Steel 
Replaces Wood 


Ihe maker’s woodworking vises will 
now feature a heavy tubular steel han 
dle according to an announcement 
from the manufacturer. 

The new and improved handle will 
be furnished as a standard part on 


Continued on page 200) 


INDUSTRIAL DISTRIBUTION © MAY, 1954 


Th es) — 














MACHINE TOOL 
ACCESSORIES 
ARE NOW 
PACKAGED 
FOR YOUR 
CONVENIENCE 


“Immediate delivery from stock, any quantities” 


GEO. H. SELTZER & CO. 
DREXEL HILL, PA. 





ee 
e Complete systems, 
with fittings, to 
fit any standard 
machine tool 
@ Easily in- 
stalled 
—in a motter 
of minutes 


e A size for every 
need—38 standard 
models— Pumps 
only or Pump and 
Tank Units 


e Can be used with 
liquids, bearing abrasives 
© Dependabie—long wear- 

ing—economical to use 


sz Graymills Centrifugo! pumps 

for high volume at low pres 

sures, or Graymilis Geor 

pumps where high pressures are desired, 

ore ideal for every machine too! appli 

cation—for coolants, oils and compounds. 

Tank copacities range from 2 to 128 gals. Motors ore 

of nationally known quality in 1/25, Ve, Ye and 2 
H.P., totally enclosed or drip-proof. 

Easy to sell — each unit packaged for quick handling 

—salesmen need not be pump experts 

—new catalog gives complete 

information—the Graymilis 

line is complete, a coolant 

pump with tank for every 

machine too! means ecsy 

selection and sale 


GRAYMILLS CORPORATION 


A 4 AEL RU At 


aif 





FQDTE BROS. 
Duti-Ratéd 
LIFETIME GEARING 


LINE-O-POWER DRIVES ' FOOTE BROS.—LOUIS ALLIS GEARMOTORS 
Th 
Straight-line units have ratios up to 238 to 1, Ont ther The perfect combination for power . . . high 


capacities to 178 h.p.; right-angle units, foot or stendsforthe quality Foote Bros. Duti-Rated Lifetime Gears 
flange mounted, have ratios up to 2726 to 1, finest in and Louis Allis motors! A full range of capacities 
capacities to 50 h.p. All feature the exclusive industrial up to 150 h.p. Horizontal foot-mounted units 
Duti-Rated Lifetime Gears that provide more eed offer speeds from 780 to 7.5 r.p.m. Vertical 
capacity in less space with longer life! i flange-mounted units from 230 to 7.5 r.p.m. 


MAXI-POWER DRIVES 


Whatever the need, Foote Bros. has the drive! 
Ratios up to 360 to 1, capacities to 1550 h.p. 

. rugged helical geared units for the most 
severe service. Compact housings, specialized 
heat-treatment for gearing and improved 
accuracy of gears for long, trouble-free, 
dependable performance. 


? 
4 s 
—_— — a = ae ae oe oe oe ee ae oe 


HYGRADE DRIVES 


High efficiency and high load-carrying capacity 

. thanks to Foote Bros. precision-processed 
worm gearing! Horizontal and vertical types. 
Vertical available in Hytop design for long, 
unsupported output shaft extension. Single, 
helical-worm and double-worm reductions pro 
vide ratios up to 4108 to 1, capacities to 260 h.p 


Foote Bros. offers you the most complete line 
for every drive need. Write for complete infor- 
mation on any or all of the drives shown here. 
Remember, if it's made by Foote Bros., it's 
known and respected for its quality every- 
where. ..and a great profit opportunity for you. 


FODIEY BROS 


Balln Power Tear trnovion Through Calor Dears 


WORM-HELICAL DRIVES 


If heavy-duty drives are the answer—Foote 
Bros. has them! Available with horizontal input 
shafts and vertical output shafts—up, down or 
both. Ideal for tough stirring, mixing or agitating 
applications. Ratios from approx. 25 to 1 up to 
285 to 1. . . capacities to 128 h.p. Available 
with standard output shaft or in Hytop design. 








FOOTE BROS. GEAR AND MACHINE CORPORATION 
4545 S. Western Bivd., Dept. 1D, Chicago 9, Ill. 
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COMPRESSED AIR... 
do you get it economically? 


"a 





If you can’t answer this one, you might find some 
investigating worthwhile. 

Economical operation depends upon wise com- 
pressor. selection and proper application, and 
they, in turn, depend on answers to questions 
such as: When is a compressor worn out? What 
model and horsepower are the best answer for 
your applications? How much reserve capacity 
should you allow for? 

Providing the answers to these and other ques- 
tions about air compression is all in the day’s 
work for your local Worthington industrial dis- 
tributor. Give him a call today and make use of 
his background. He’s got the widest line to choose 
from, so you'll know any new Worthington 
equipment you get from him is “right” for your 
particular job 


FOR SMALLER QUANTITIES of compressed air, Worthing- 
ton’s Balanced Angle Compressor is your best bet. Mills, 
machine shops and laundries all over praise the quietness 
and efficiency of this dependable unit. Sizes range from 
lg through 15 hp 





ZOAOZ-I4AwDOS# 


COMPACTNESS AND EASY INSTALLATION are the big ad- 
vantages of Worthington Radial Air ¢ ompressors, used 
where larger quantities of air are needed. Like all Wor- 
thington compressors, the radial is equipped with our 
exclusive Feather* Valve. Sizes from 25 to 100 hp 


* Reg. U. S. Pat. OF 


FOR THE REALLY BIG JOBS, specily the horizontal, water- 
cooled HB—the work horse of the Worthington compres- 
sor line. We've had reports about 30-year-old HB’s that 
are giving the same good service as when first installed 
Sizes from 7/4 on up to 125 hp 


Get the whole story about these modern compressors. See your Worthington 
distributor or write for Bulletin WP-1099-B52 to Worthington Corpora- 
tion, Pump and Compressor Merchandising Division, Harrison, New Jersey, 
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A WORTHINGTON-GOODYEAR ENGINEERED DRIVE 


WORTHINGTON MULTI-V-DRIVE takes heavy shock loads at R. C. Remmey & Son. 


Belts hold as machine crushes 120-lb lumps 


Worthington distributor solves critical drive problem for refractory 


SMOOTH, NON-SLIP DRIVE for this wet-pan is provided by 
Worthington QD sheaves and Goodyear V-belts. 


Driving a machine that crushes, mixes and tempers crude 
clay is a real workout for any mechanical power transmission 
setup — especially with lumps weighing as much as 120 
pounds. 

That’s just what the R. C. Remmey & Son Company, Phila- 
delphia manufacturers of refractories, ran up against in driv- 
ing their 20-hp wet-pans. 

About two years ago, R. C. Remmey & Son started looking 
for a replacement drive for one of these wet-pans. They con- 
tacted the nearest Worthington distributor who recommended 
Worthington QD* sheaves and Goodyear open-end V-belts. 

Now, after two solid years of operation not one belt has been 
replaced or tightened. There’s no noise, no slippage of belts on 
sheaves, and no power loss — which means maximum produc- 
tion. Because of this fine record, R. C. Remmey & Son is plan- 
ning to install Worthington Multi-V-Drives on other wet-pan 
pulverizers. 

Find out how this Worthington-Goodyear drive team can 
pay off for you, too. Write us. Worthington Corporation, Sec- 
tion MV.4.2, Oil City, Pa. *Reg. U.S. Pat. Off. 
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BETTER 
WELDED 
CHAIN 


for every industrial purpose, for 
every essential industry—wherever 
chains are needed, you'll find 
Wesco Chains doing a better job be 
cause they are better welded chains. 


PROOF COIL CHAIN 
BBB COIL CHAIN 
SLING CHAINS AND 
LOG CHAINS 
RAILROAD CHAIN 


CHOBE sums 


WELLL GULLS 


The finest fittings 
you can stock and sell! 


L 


Write for the Wesco Industrial 


WESTERN CHAIN COMPANY 


1819 BELMONT AVENUE e CHICAGO 


13, ILLINOIS 





~ ee eee > 


Fro billet — to tube — to fitting . . . Globe 

welding fittings are manufactured in the Globe 
plant under exacting Globe requirements and 
subject to complete control at every step. Special- 
ized men and machines plus years of broad met- 
allurgical experience assure fittings that meet the 
most rigid specifications. That's why you can guar- 
antee customer satisfaction when you sell Globe 
Welding Fittings. 


Get acquainted with the line that 
assures uniform high-quality seam- 
less welding fittings. Contact your 
nearest Globe sales office. 


For complete information on the 
fimest welding fittings available 
anywhere send for the Globe 
Welding Fittings Catalog. 


Sales lolitas] 
Chicago, Cleveland, Detroit, New York, Philadelphia 
St. Lowis, Denver, Houston, San Francisco, Glendale, Ca! 


GLOBE STEEL TUBES CO., Milwaukee 46, Wisconsin 
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all their woodworking vises, with the 
exception of Model 300A. Wooden 
handles will still be available tor those 
who desire them. 

The new steel handle is 9g-in long, 
t-in diameter and threaded at each 
end to take special end fittings and 
rubber washers furnished with the 
handle. 

I'he Morgan Vise Company, Chi 


cago, IIl. 


Toter 


Makes Tape 
Machine Portable 


A new toter, to which a tape ma 
chine may be bolted, has been an 
nounced. 

Designed to save steps and man 
hours in packing and shipping rooms, 
the toter is 18-in wide, 24-in deep, 
344-in high with drawers 15-in wide, 
23-in deep and 43-in high. 

Lyon Metal Products, Incorporated, 
Aurora, Illinois 


Pump 


For Air-conditioning 
And Refrigeration 


\ new air-conditioning centrifugal 
pump, known as the } KRVSA Motor 
pump, has been introduced 

Single stage, 3450 RPM _ unit, 
features a keyed, cap screw type mm 
peller attachment for positive fasten 
ing. Standard jet pump motors 4 thru 
| HP are used, and the pump is said 
to deliver capacities to +8 GPM at 
heads to 100 ft. 

Designed and constructed for air- 
conditioning and refrigeration, th« 
new unit is said to feature a mechani 
cal seal to prevent stuffing-box drips 
and eliminate motor overloads 

Ingersoll-Rand Company, New 
York, N. Y. 





The grass is greener 
on our side 
of the fence 


—Heller distributors enjoy the advantages and pro- 
tection of a highly selective sales policy. 





—If you’re a Heller distributor, you can supply all 
your customers all the files they need from one 
complete line — Heller. 





—Heller products are widely known and nationally 

accepted. A strong advertising program backed by 

Wy fresh new catalogs and sales literature makes the 
selling job easier. 








Fyn 





\] 
" —Top factory service and friendly cooperation 


eliminates many headaches. Heller representatives 
are always available, always ready to do that 


hemacar, oldest “extra” job that brings in extra profit. 


file manufacturer 
... and still pioneering 


HELLER BROTHERS CO. 


FILES and TOOLS 


THESE THREE FAMOUS FILES 
ARE MADE ONLY BY HELLER 


NEWCOMERSTOWN, OHIO, U.S.A. 


A New Jersey Corporotion 
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PROOF of HOLDING POWER... 


RAILROAD ELECTRICIAN SAYS: 


“1 am sending you a sample (see photo above) of what they (Rawiplugs) are 
capable of doing . .. We were removing some old conduit from an outside 
wall and this piece of brick was pried off with the 1” conduit used as a lever. 


| cannot remember how long these plugs had been installed, but believe 


it to be between twenty and thirty years.” 
J. G. COLWALL, Montgomery, Alabama 


When you require maximum holding power and the least drilling time (you 
drill smaller holes) use Raw!plugs 


Do You Stock the Complete Rawlplug Line? 
VOTE HERE...GET SAMPLES... 


Request samples by attaching coupon below to your business letterhead. 
MARK X for the products you have used. 


MARK o for the products you have not used and of which you would like 
to have samples. 


[) RAWL CARBIDE DRILLS: Spiral precision 
ony moterial. The original fibre plug for tool for rotary drill or hand brace. Sizes 
wood and log screws. %" to 1%". 

|] RAWL-DRIVES: Drives like a nail into a RAWL HAMMER-SETS 
drilled hole. Holds like a bolt. Use only 
in hard materials. 

) RAWL-TAPERS: A machine screw anchor 
thot fits the hole drilled either by a new 
or worn drill 
RAWL TOGGLE-BOLTS: For anchoring 
ony fixture or utility in hollow walls or 
ceilings 


RAWLPLUGS: Universal screw anchor for 


Heavy duty 
threaded type machine bolt anchor. 


}] RAWL-ANCHORS: For holding bolts per- 
manently in materials such os concrete, 
marble, stone, brick, etc. Heavy duty type. 


) RAWLODRILLS: For drilling holes in all 
masonry. Easily sharpened. For hand and 
power drilling. 


[] DIMENSIONAL CHART of above products 


TH RAWLPLUG COMPANY, in 


271 CHURCH STREET ° NEW YORK 13, N. Y. 
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Flux 


For All Types Of 
Welding and Brazing 


A new all-purpose welding and braz- 
ing flux, called Uni-Flux, has been 
announced. 

According to the maker, the new 
flux welds through lead, berillium, alu- 
minum, bronze, galvanize, copper, rust, 
grease, paint, tar and dirt. It is also 
said to braze and weld cast iron, 
chrome metals, stainless, monel, alu- 
minum, bronze, silver solder and 
others. No cleaning is required, and 
it is claimed Uni-Flux will not spoil. 

Andco, Incorporated, Orchard Park, 
N. Y. 


Mandrel Nibs 


Stock Line 
17 Diameters 


A standard line of cemented car- 
bide unground braze-type mandrel 
nibs, for drawing steel, aluminum and 
other tubing materials, has been an- 
nounced. 

Seventeen diameters are included 
in the stock line, designated MN-450 
to MN-1250. Special nibs will be 
furnished to specification. Range of 
“off-the-shelf” sizes is said to enable 
users to select a size slightly larger 
than needed for machining to required 
tolerances. 

Carboloy Department of General 
Electric Company, Detroit, Michigan 


Printable Tape 


Backing Provides 
Ink Anchorage 
A new and improved transparent 


printable acetate fibre tape, with a 
backing said to provide ink anchorage 





ry 


new A" REAMER 


CUTS REPLACEMENT COSTS IN HALF! 
Just one shank to buy for wide range of sizes . .. when you 
use these new-type T-] Reamers with interchangeable heads! D i ST » | B U TO R 


Sizes from 4” to 2%”" inclusive, in 1/16” increments . . . 


spiral flute. Only the heads to buy for replacement—this 
cuts your cost to /ess than half! OPPORT 


Head has tapered hole which insures concentricity and a 
snug fit on smoothly ground tapered shank. Reamer -—- SEND! 
operates free from binding or sticking, due to cutting por- 3 ° 
tion wearing undersize and creating negative relief. Per- , 
formance retains all advantages of standard, expensive I pany cnn Co. 
reamer. Backed by T-]’s 38 years of know-how as one of a 


largest manufacturers of die sinking milling cutters. Please send details about your distributor plan 


for T-J Reamers. 


Nome 


TOMKINS-JOHNSON 


RIVITORS AIR AND HYDRAULIC CYLINDER TTERS CLINCHOR 
Street ___ 


38 YEARS EXPERIENCE 
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UNIONS 


... 10 help you build 
good will by enabling you to 
sell “MORE for the MONEY”... 
through: 


“MORE” in service life through the 
use of air furnace malleable iron of 55,000 
psi tensile strength 


“MORE” in assured performance, 
through air-testing every union before ship 
ment 150# under liquid 


“MORE” in security and tightness, 
through a ball joint of true spherical con 
tour 


“MORE” in dependability, through an 
exclusive recessed brass seat located in a 
fully protected position away from the 
pipe line 


“MORE” in care-free service, through 
seat rings cut from special brass tubing and 
press-fitted securely, into machined chan 
nels 


. and with JEFFERSON 


a “MORE” complete line including 
Unions, Union Elbows and Union Tees in Jeffer 
son 300#, Excel 250% and Master 150#; also 
Flanges in Jefferson 300% and Unions in Enduro 
300%. All lines also available with all-iron 
seats. Underwriters approved 


Ww 
Get full details about the Jef- 
ferson line and its outstanding 
importance as a single source 
of supply for all types of pipe 
unions. 


JEFFERSON 
UNION CO. 


671 W. 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 


under high speed printing processes, 
has been announced. 

No. 992, replaces the company’s 
T991 in the self-sticking tape line. 

According to the maker, both oil 
base and aniline inks are usable. Also, 
the acetate film-paper lamination is 
processed so that smooth printing sur- 
face is obtained. Adhesive and back- 
ing structures are claimed to be finely 
balanced to make reprocessing easy. 
The new tape meets Gov. Specs. 
JAN-P-127 Types 111 and IV Grade 
B. 

Permacel Tape Corporation, New 
Brunswick, N. ]. 





Screw Drivers 


Features New 
Automatic Grip 


A new line of screw-holding screw 
drivers, called ““Spee-D-Grip”, featur 
ing tempered steel jaws that open auto- 
matically when the sleeve on the 
driver is pushed forward, has been an- 
nounced 

Shaped for a comfortable grip, han- 
dles are of tough amber plastic. Four 
types of bars are offered with a total 
of 11 sizes for the four, two sizes with 
crosspoints to fit recessed head screws. 

Stanley Tools, New Britain, Conn. 


Tap Connector 


Three Sizes Handle 
Range of Combinations 


\ new tap connector, said to make 
strong street taps, service drops, dead- 
end loops, T-taps, transformer and ma- 
chine tool ground 
connections has been announced 

An all-in-one unit, the tap con- 
nector is available with or without 
spacer bars for connecting copper-to- 
iluminum or steel or aluminum to 


connections and 


steel cables 
Ideal Industries, Inc., 
Illinois 


Sycamore, 
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Self-Locking Nuts 


Resists Temperatures 
Up To 1200 deg. F 


A new line of Flexloc self-locking 
nuts, said to resist temperatures up to 
1200 deg. F., has been developed. 

SPS series 99F12, machined from 
AMS-5642 stainless steel, are also said 
to be heat and corrosion resistant and 
retain full locking strength at elevated 
temperatures. They are silver plated 
to eliminate galling and seizure of 
threads, and conform to military speci 
fication MIL-N-7873. 

The 1200 deg. Flexlocs are made in 
seven standard sizes with diameters 
ranging from No. 10 through 
['hreads are National Fine series. One 
piece, all metal, the Flexlocs are stop 
nuts as well as locknuts. 

Standard Pressed Steel Co.., 
town, Pa. 


Jenkin 





Cuts Up To '8-in 
Hardened Steel Drill Rod 


A new cam action, high leverage 
cutting pliers, said to handle jobs for 
which a 24-in boltcutter or a hack saw 
uced 
Pow’! 
lened 
steel 


would be. used, has been int: 
Designated as No. 450-9 
Plirs” are 9-in long with ha 
and hand honed jaws and pres 
handles. 
Utica Drop Forge and 1 
poration, Utica, N. Y 


Tapping Chuck 


Will Tap Right 
Or Left Hand 


An improved ball action tapping 
chuck has been announced 





EXPANSION BOLTS 


AND ALLIED PRODUCTS 


MADE TO MEET ALL NEEDS OF ALL INDUSTRIES 


“DIAMOND” products are maximum sales builders for distributors 
because of their wide variety. You'll never miss a sale because 
Diamond doesn’t make exactly the right holding or clamping or 
bolting device. And the “DIAMOND” name is known for QUALITY 
everywhere ... you're selling products of established value. 





PACKAGED FOR PROTECTION AND QUICK IDENTIFICATION 


The unique and colorful packages that enclose “Diamond” products 
do double duty, for distributors as well as customers. First—they 
make each product easy to identify. Second—metal-edged boxes 
protect the contents. The package stays intact, keeps display 
shelves, as well as the storage shelves of your customers neat, 
orderly. No confusion. No lost merchandise. 


MERCHANDISED BY AGGRESSIVE PUBLICITY 


“Diamond” advertises constantly, through trade magazines, book- 
lets, folders. This merchandising covers the country. It keeps your 
customers constantly informed of the quality and variety of 
“Diamond” products. We have a well planned selling campaign 
for distributors; and we stand ready to cooperate in every way 
to help build sales in your territory. 


BY A NATIONWIDE ORGANIZATION 


There are “Diamond” offices in ATLANTA, BOSTON, CHICAGO, 
DALLAS, DENVER, DETROIT, SEATTLE, LOS ANGELES, NEW 
YORK, PHILADELPHIA, PITTSBURGH, ST. LOUIS, SAN FRAN. 
CISCO. Also in MONTREAL, TORONTO, WINNIPEG, and VAN- 
COUVER. This means there is a “Diamond” headquarters near 
you, with adequate stocks to take care of your customers’ require- 
ments. The growth of the “Diamond” organization is proof of 
“Diamond” acceptance—which means more SALES for you. 





<& You can always tell 
A DIAMOND PRODUCT 


=> You can always SELL 
A DIAMOND PRODUCT 














DIAMOND EXPANSION BOLT CO., Inc. 


GARWOOD e NEW JERSEY 
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Sell your 





/ 
customers the 


—Extra Safety 
-Extra Economy 
—Dependability 
-Long Life 


« Tavior Mave 


| S$. G. Taylor Chain Co. 
| Dept. 6, Hammond, Indiana 

Rush free folder giving all the facts on Taylor 
| Made Alloy Steel Chain. 


| Address 
| City 


Name 


206 


ALLOY STEEL 


Today the big trend is to Taylor 
Made Alloy Steel Chain. Hop on the 
profit band wagon. Sell the ad- 
vantages of this famous chain over 
wrought iron types. You'll make 
satisfied customers that come back 
for additional items in your line. 


® Taylor Made Alloy Steel Chain 
has twice the tensile strength 
(125,000 Ibs. P.S.1.) of wrought iron 
chain (48,000 Ibs. P.S.I.) 


@ This famous nationally advertised 
chain is heat-treated—never 
requires annealing! 

® Taylor Made Alloy Steel Chain 
has tremendous resistance to shock, 
grain-growth and work-hardness 

at all temperatures! 

@ It’s tough—resists abrasion and 
gouging, Brinell hardness ranges from 


265 to 285! 


@ All slings are furnished with amazing 
new Taylor Made Alloy Steel Tayco 
Hooks. All attachments are of the same 
analysis steel as the chain! 


S. G. Taylor Chain Co., Hammond, Ind. 


Send coupon for FREE . 
Booklet No. 12C!” 





TavtOr Mave 
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According to the maker, the uni- 
versal tap chuck is easily convertible 
for releasing or nonreleasing work 
and will tap right or left hand when 
used on rotating or stationary applica 
tions. The tap holder is said to have 
1 floating action and use two Rubber- 
flex collets to fit all taps from No. 10 
to %-in. No bushings are needed 

Roddick Tool Company, Anaheim, 
California 


Winch-Hoist 
Marine Model, 
Aluminum Alloy Frame 


\ new 8} lb. winch hoist in a “Ma- 
rine model, for use in chemical 
plants, aboard ships and under con- 
ditions where rust and _ corrosion 
normally shorten hoist life, has been 
made available 

The new model features 
strand stainless steel, pre-formed a 
craft cable, the frame is aluminun 
alloy, and all aluminum part 
inodized 

According to the maker 
lowers or pulls 14 ton. When used 
with single cable, it lifts, lowers o1 
pulls 7 ton a distance of 10 feet. It 
comes complete with three swivel 
hooks and built-in pulley block 

The Lug-All Company, Wynne 
wood, Penna. 


+> 


litte 


Threading Machine 


Positive 
Grip Chuck 


A new Speed-Grip chuck said to 
grip positively both forward and _ re- 
verse has been announced as a feature 





advertised ii 


POS] 
UMA is: a” 


INDUSTRY IN THESE 
BIG HALF-PAGE ADS 


Your customers now know Utica and 


” sarals have ¥ 
whes 


Utica quality better than ever. 


Advertised also in Popular 
Mechanics, Popular Sci- 
Tal 4-Meolalem oldlilal lel Miileltliislel| 


elele}ilaelilelar 


‘Uhiley Whole) um-lc- Mi) Bienie 
dustry only through recog- 
nizedindustrial distributors 


_ ft costs god 
less because 
it lasts $0 long! 
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( I'm a home 
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Unica durability And only Utica 
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W. Verncr Highway 


Work Support Blades 
for Centerless Grinders 


Standard thrufeed and infeed work sup- 
port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged —re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - 
you are now using, and specify material to be machined. 


WILLEY’S CARBIDE TOOL CO. 


CARBIDE TIPPED 


WRITE FOR CATALOG 


or sample of blade 





Detroit 1, Michigan 











YOST 
VISES 


FOR EVERY SHOP 


RIGIDITY @ STRENGTH @ MODERN DESIGN 
Material and Workmanship Guaranteed 


Upper Right—the new “YOST” All-Purpose 
Vise he only quality vise designed to 
meet the present day requirements of 
Automotive Mechanics, Repair and Mainte 
nonce Men 

Right—the new “YOST” Combination Vise 
modern design, long pipe jaws, HEAVY 
CORRUGATED SOLID STEEL WELDED JAW 
FACINGS will not loosen in most severe 
use Never need replacing Extra size 
geared swivel base 
Lower Right—YOST” Drill Press Vise 
Below YOST” Stationary Base Machinists 
Vise with four hole mounting 

"YOST" Vises will meet any shop's requirements 
Guerenteed As To Material And Workmanship 




















Sold only 
through 
distributors. 


YOST 


208 


Manufacturing Company 


MEADVILLE Est. 1907 PA. 
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of the maker’s new 500A pipe and bolt 
threading machine. 

Operation requires no specific effort 
— according to the maker, jaws are 
closed on work with a light sock of 
the handwheel and motor power 
further tightens the grip. Work can 
be released by an easy turn of the 
handwheel. 

Capacity is }-in. to 2-in pipe or 
conduit, 4-in to 2-in bolts. 

The Ridge Tool Company, Elyria, 
Ohio 


Pliers 
New Line, 
Packaged 


A new complete line of pliers added 
to the company’s line includes: di 
agonal cutters in 44, 5, 6, 74 and 74 
in sizes: needle nose (with cutter) in 
5, 6, 7-in. sizes, also bent; long nose 
in 6 and 74-in sizes; long flat nose 
in 6-in with cutter, 6 and 74-in sizes 
without cutter; heavy duty slip joint 
in 64, 74 and 8-in sizes; Vacoruv ad 
justable plier wrench in 5, 6, 8 and 
10-in sizes; and lineman’s side cutter 
in 63, 74 and 8}-in sizes. 

According to the maker, the new 
pliers are induction heat treated, pre 
cision fitted individually tested, and 
individually packaged in colorful boxes 
displaying stock number and descrip 
tion at the box ends. 

Vaco Products Company, Chicago, 


Illinois 


Spray Gun Nozzle 


Designed For 
Siphon Set-up 


\ new type nozzle for spray paint- 
ing, kuown as the 66SF, designed for 
1 siphon set-up on the maker’s Model 
18 spray gun, has been announced. 

According to the manufacturer, the 


new nozzle offers the following ad 





e.. >}->3-- mS 


“eel Gh s | 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


SAVE TIME by getting what you need in a hurry 
SAVE MONEY by cutting dowa your inventories 
SAVE BOOKKEEPING by purchasing from one source 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms : New York 7 + Detroit 2 + Chicago 6 + Dalles 2 + Son Francisco 5 + Los Angeles 58 
£. P. Barrys, itd, London W. 3, England _ 


——— a 
od as 




















vantages for industrial applications 
' double atomization, wider spray pat 
Bassick representative Sam Ruddy makes file test for Miles F. Alexander of Ducommun tern, less air consumption, 15% faster 
Metals & Supply Co., Los Angeles 54, Calif., to prove Bassick’s swivel bearing hardness. fiow of fluid. smoother finishes with 
synthetics and lacquers, less time out 

. . for gun cleaning. 
Simple file test proves Although primarily developed for 
the maker’s Model 18 gun, the new 


nozzle can also be used with Models 


> ’ ; 19 and 29. 
assic 5 new Sd es poin Binks Manufacturing Company, 


Chicago, Illinois 


Build a better mousetrap — or caster — and it’s naturally easier to 
sell. Thread Compound 
We build a better caster by full case-hardening all double ball-bearing 
swivel parts of cold-formed steel casters in electrically controlled fur- 
naces. This assures uniformly file-hard (15SN90 Rockwell) ball and 
raceway surfaces. If a file won't cut A new high temperature thread 


them, you know they’re hard. wea eo compound said to protect against the 
i Lp Lad welding action of threaded connec 
1 |S. 


Anti-Seize, 
High Temperature 





Here's a selling feature that you 
can demonstrate anywhere — with tions subjected to prolonged exposure 
only a caster and a file. It’s one more to extreme heat, has been developed 
“plus” — in addition to years of con- Known as “Thred-Gard”, it is said 
sistent national advertising and to eliminate seizing and galling at 
sroven performance — thet makes operating temperatures up to 1200 
it easier for you to sell Bassick Cas- 
ters. Remember — somebody always 
needs new casters. THE BASSICK Case-hardened parts of all cold- 
COMPANY, Bridgeport 2, Conn, formed double ball-bearing ses 
In Canada: Belleville, Ont. H68, etc.) are hardened all over. 


- A DIVISION 
OF 
STEWART 
MAKING MORE KINDS OF CASTERS 
...»MAKING CASTERS DO MORE 














75 YEARS OF CASTER LEADERSHIP 
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THE FITTINGS THAT 


CAN REALLY TAKE IT! 


ow, tee and cross in a high pressure piping system is a point 
concentrated stress. W-S Forged Steel Fittings take this tough 
ervice in stride because they're fabricated and designed to resist 
pressure, heat, shock and vibration. They're drop forged of highest 
quality steel to produce a dense, tough, forged-fiber structure that 
can really take it. And careful heat treatment after forging develops 
the metallurgical properties of the steel to their fullest. 

Notice, too, how Watson-Stillman engineers have designed extra 
strength into the fittings. Long bands extend well beyond the threads 
or sockets to provide extra reinforcement. Wall thickness is carefully 
calculated to put extra metal at points of severest stress. 

W-S high-precision machining and rigorous inspection follow 
through to give you the fittings that mean stronger, tougher pipe 
joints. W-S Forged Steel Fittings are available in both Screw-End 
and Socket-Welding types in carbon, stainless and alloy steels. 


Sold Through Leading Distributors 


WATSON-STILLMAN FITTINGS DIVISION 
H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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TO MARK 


'TRIGHT 


MARK IT 
WITH .c- 








™ 


Under every condition American Lumber 
Crayons give you qrester legibility and 
longer wear here's over a century of 
experience and “know-how” in the mok- 
ing of American Lumber Crayons. Specify 
“AMERICAN” and you get the best! 
Write for Free Industrial Crayon Guide. 
Dept. ML-75 
i the American Crayon compony 


Sendvry Oho New York 


AMERICAN 
LUMBER 
CRAYONS 


| able in three size cans: 4 pint, 1 pint 


| Illinois 


| deg. F. It is non-hardening and acts 
as a lubricant to allow easy dis-as- 
sembly of threaded connections, and 
prevents damage and permits re-use. 
By reducing wrench-torque, Thred 
Gard is said to allow fittings to be 
drawn up to a greater degree of tight- 
ness without undue stress or strain. 
Che new thread compound is avail- 


ind 1 quart. 
Crane Packing Company, Chicago, 








Bases 


Cast Iron, | 
Pressed Steel | 


Cast iron and pressed steel bases, 
recommended for special machinery, 
lighting equipment and sign stands, 
have been announced. 

The bases are available with or 
without casters. Casters are of the 
unbreakable steel type, 3-in diameter 
by l-in wide. Bases are furnished un 
painted or with machine grey at addi 
tional cost. Other colors are also avail 
able on application. 

Elliott Manufacturing 
Binghamton, N. Y 


Company 


Dressers 


Heavy-duty Model, 
Nine Wheel Grades 


The latest in the maker’s line of 
grinding wheel dressers, a heavy-duty 
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FEELER STOCK 


[ACQ> DETROIT STAMPING COMPANY 


332 Midland Ave. « Detroll 3. Mich. 


’ ATLAS 


CAR MOVERS 


Constant 
Improvement 
Keeps Them 

Modern 











a 


Within the cir- 
cle is the sec- 
tion where the 
‘‘compound 
leverage’’ is 
developed. 


Sell your customers the type of 
ATLAS Car Mover best suited to the 
particular problems. Modern im 
provements make them sturdy, 
reliable, and easy to use. The fun 
damental construction features that 
have built up the reputation of 
ATLAS Car Movers makes them 
good business all the time. Stock 
the ATLAS Perfect Spurs also. 


Appleton-Atias Car Mover Corporation 
1421-25 So. 2nd St. Miiwaukee 4, Wis. 

















Zz Zz ZZ1 24212424 {22142212421 22 ZZ 4? Va VA | 
é ASS THE TOOLS IN THE PLAID BOX"C4 1% Tat Ze Z 


AMERICAN SAW & MFG. COMPANY f3 


SPRINGFIELD, MASS. ya 
HOLE SAWS Py me 


HACK SAWS + BAND SAWS * GROUND FLAT STOCK + 
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The Line to Sell 
is the Line that Leads 


Steel-Grip 


INDUSTRIAL 


Safety Apparel 


TRADE-MARK 


TO BE SURE 
‘ OF THE GENUINE 
DEMAND THIS TRADE MARK 


GLOVES 
MITTENS 
HAND- 
GUARDS 
ARM- 
PROTECTORS 
LEGGINGS 
SPATS 
SHINGUARDS 
APRONS 


vrv' 


reerer 


=> Nationally advertised 
=> Nationally recognized 
=> Universally respected 


Industrial’s know-how gained through 
nearly 50 years of leadership in coping 
with the problems of industrial hazards 
assures better design, better protection, 
longer service . .. more for the money. 
Steel-Grip Industrial Safety Apparel is 
nationally advertised, nationally recog- 
nized, the nationally accepted standard 
of quality. Industrial’s Steel-Grip quality 
not only builds sales volume, it protects 
your profit by staying sold. And your 
repeat business is assured. It is more 
profitable to sell Steel-Grip quality than 
to compete with it. Write for our catalog 
NOW, 

INDUSTRIAL GLOVES COMPANY 

A CORPORATION 
1643 Garfield Street + Danville, Illinois 
(In Canada: Safety Supply Co., Toronto) 





Safeguards furnished in Leather, Asbestos, Flame- 
proofed Duck, Woven-Gard, Wool, Dynel, Viny!, Plastic 
coated duck, as required. 








STEEL-GRIP 
OPEN END FINGER GUARDS 


The Finger Guard demonstrates how close 
Industrial is to the safety needs of industry. 
Since Industrial introduced Steel-Grip open 
end Finger Guards, they have been used suc- 
cessfully in every type of American industry. 
Made in open and closed end styles, in a 
choice of materials. Ask for literature de- 
scribing the various types. SIZES FOR 
MEN AND WOMEN. 
(U.S. Patents No. 2,351,906. No. 2,461,872.) 
Write for INDUSTRIALS CATALOG of Safety Apporel 
The Nation's Leader in industrial Safety. @ 
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model and nine various grades of 
dressing wheels including the new steel 
cutters for the heavy-<luty dresser, have 
been announced. 

According to the manufacturer, the 
new dressers feature light weight and 


| are equipped with especially devel- 


oped precision sealed ball bearings. 
Newman Grinding Wheel Dressers, 


| Oakland, California. 


Protractor 


Chrome Finish 
Eliminates Glare 


A Universal Vernier bevel protrac- 
tor, with a “Lustro-Chrome” dull 
chrome finish over the entire measur 
ing dial, has been announced. 

According to the maker, the finish 
eliminates all glare, making measure 
ments easy to read, and protects the 
surface from rust and corrosion. 

Regularly furnished with a 6-in 
blade, additional 12-in blade can be 
furnished, also a stand with precision 
lapped base which can be set up on 
shafts or flat surfaces. 

George Scherr Company, 


York, N. Y. 


New 


Press Brake 


Eight Ton 
Capacity 


A new 24-in hand operated press 
brake rated at eight ton capacity has 
been announced. 

Designated Di-Acro Press Brake, 
the new machine is said to incorporate 
a special cam lever mechanism which 
provides ample power for forming, 
blanking, piercing, drawing, and trim 
ming operations plus a ratchet drive 
system that multiplies power for heavy 
forming jobs. 

Primarily designed to relieve 

(Continued on page 218 


large 





Hard-hitting advertisements in over 
help condition those who influence the selection and buy- 
ing of hoists. 


ie 


gives you 


sales help Wide publicity on new products and bulletins 
make literally thousands of impressions on prospects, and 
bring in direct inquiries. 


ai every turn 


From trade paper ads to 
on-the-spot selling aid — 
wherever your sales effort 
needs backing — you can 


count on Coffing Attractive, practical bulletins and direct mail 
aid you in telling the story of Coffing’s quality hoisting 
equipment. These are available for the asking. 


Large and expanding line of proved hoists Many more selling aids such as these: 


gives you a competitive edge. From the more than SLIDE FILM “The Lift of a Lifetime” tells about Coffing and 


a hundred different sizes and models of Coffing its products. Your Coffing District Salesman will gladly show 
hoists, you are able to offer with confidence just it to you ; 


the right one. 
- “LIFT YOUR SALES CURVE WITH COFFING HOISTS” is the title 
oro yam aeeaaaas a of a folder containing many helpful suggestions on how to 


17 models — (plain and geared) a : - 
500- to 4,000-Ib capacities 11 models — sell hoists. A copy is yours for the asking. 


Y%,- to 10-4 iti . . . 
SAFETY-PULL RATCHET -.. eosieaniacn wali PRACTICAL DISPLAY STAND is available, enabling you to pro- 
LEVER HOISTS “phe ee perly display several different hoists at a time — right at 


7 pyre =. 1%4- to 24-ton capacities the point of sale. 
ve vilchain modeler CLEVIS-CONNECTED HOISTS 
7 coil-chain models — = .S eadiiis on COFFING BOOTHS AT MAJOR CONVENTIONS offer an excellent 
S00. ond 3,000- capacitios Y,- to 10-ton capacities opportunity of reaching interested customers and prospects. 
CHALLENGER Seen aie DIFFERENTIAL CHAIN HOISTS FULL COOPERATION — BEFORE AND AFTER SALE Coffing engi- 
ALL-STEEL SPUR-GEAR HOISTS _two sizes — ae - 
three models — %. pay im capacities neers are always ready to help choose the right hoist for any 
Ya-, 1-and 2-ton capacities MIGHTY-MIDGET PULLERS job. Prompt, efficient service with immediate shipment of 
replacement parts further assures customer satisfaction. 


two sizes — 

SPUR-GEAR HOISTS Ps 
, bay 500- and 1,000-Ib t ' . : ‘ _ . . 

(single chain) eight models wcaiieae sali Coffing hoist business is good business. The selling aid that 
— %- to 2-ton capacities been alli ee Coffing offers can help make it better and more profitable for 

(multiple chain) 14 models 1 . - F lete inf ti Coffi sal hel ite 
am 3. 09 38-400 eapediies - and 2-ton capacities you. For complete information on ing sales helps, wri 

SAFETY LOAD BINDERS Dept. A5. 

EXTENDED HAND-WHEEL two models — 

HOISTS 3,000- and 6,000-ib capacities 

six models — HOIST BINDER (j COFFING HOIST COMPANY 
Y%- to 3-ton capacities 3,000-Ib capacity Danville, illinois 
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WEATHERHEAD 


LIFTS 
DISTRIBUTOR 


The Weatherhead Company is 
another of the important American 
companies that gears its advertising 
to the job of helping distributors sell. 


On these pages, you see Weather- 
head's presentation of its 1954 pro- 
gram. And you'll note that a major 
feature of that program is sound, 
consistent use of FACTORY. 


Weatherhead distributors are getting 
the real sales help that advertising in 
FACTORY gives. Are YOU—on the 
product line YOU handle? 


ADVERTISING 


ot 


Spearheaded by continuous messages 
in FACTORY, Weothe head advertises 
its lines to all major customer groups 
for industrial distributors. 





SALES 

















get 
pivision 
rnerhe oe 








MANAGEMENT AND MAINTENANCE 
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In order to build smooth-working, 

highly profitable distributor activity, 

Weatherhead will publish—and 
Weatherhead has expanded by 412 fairly administer—a single, care- 
times its manpower devoted solely fully designed policy. 








NSN 
Direct mail, salesmen’s aids, and other 
promotional devices, are part of 
Weatherhead’s 1954—and biggest 
ever —advertising and merchandis- 
ing program to support distributors 


ae 


to helping industrial distributors 
sell more in ‘54. 


iy 
Yoy 





























Long a leading supplier to ail types of industry, 
Weatherhead’s well-known line of Ermeto and 
brass fittings, industrial hose and reusable 


couplings are now being aggressively prow «= 


moted through a nationwide network of 
industrial distributors. 












































SALLE Se SIRO By 





od 


-. 


Reviewing sales and advertising plans are Gene P. Robers, general manager, Distributor Sales; 
C. Allen Dolby, sales manager, Industrial Distributor Division; and John G. Guardidla, adver- 
tising manager. “At Weatherhead, we depend upon FACTORY to do the two-fold job of 
opening sales opportunities for industrial distributors, while constantly reminding those 
engaged in the manufacture of original equipment of Weatherhead’s capabilities.” 


A McGRAW-HILL PUBLICATION, 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 
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DIETZ TUBULAR 
LANTERNS 


RED says DANGER. 
DIETZ LANTERNS say 
STOP. Light as needed, 
bright, or controlled 
without diminishment 
or failure till the last 
drop of kerosene. Rug- 
ged quality, economical 
performance. Backed by 
the oldest and largest 
manufacturer of porta- 
ble light. 


DIETZ-EMBURY 
“TRAFFIC-GARD” 
SAFETY 
LANTERN 


“Magnified beam” seen 
for great distances -— 
burns 100 hours on a 
pint of kerosene. Non- 
tip base. 


DIETZ 


“NIGHT WATCH” 


SAFETY 
LANTERN 


A miniature beacon 


with the new “Pencil | 


Beam” visible from 
any direction close by 
or at long distances. 
Rugged, inexpensive, 
longest-burning, over 
100 hours. 


DIETZ 
HIGHWAY 
TORCHES 


Complete line of 
bomb and flat 
base types in 
DIETZ Blue 
threaded collar 
burner models 
and DIETZ - 
EMBURY Red Cam 


lock burner models. Made to give faultless serv- | 


ice under most severe conditions. 
Send for Descriptive Folders 


R.E. DIETZ COMPANY 


SYRACUSE 1, N. Y. MlMiksad 


production models of short run form- 
ing Operations the new machine is 
said to be compact enough to be 
quickly set up for use in experimental 
engineering and model shops 

O’Neil-Irwin Mfg. Company, Lake 
City, Minnesota 


Tool Cabinet 


Provides 24 Sq. Ft. 
Tool Storage Area 


A vertical tool cabinet, called ““Tul- 
dex”, provides 24 sq. ft. of tool stor- 
age area. 

Overall size is 29-in x 26-in x 133 
in; 12-in x 18-in tool holding panels 
ire made of tempered, perforated hard- 
board. The cabinet is made of heavy 
reinforced steel, finished in blue and 
gray hammerloid baked enamel. <A 
drawer is provided for power tools. 
lool panels of the Model 400 move 
on individual tracks on geared, self- 
lubricating nvlon bearings 

Huot Manufacturing Co., St 
Minn 


Paul, 


Drill Accessory 


Converts Multi-Drill To 

Fixed Spindle Multiple Head 

The Fixed Position Plate, a new 
Multi-Drill accessory, said to permit 


easy conversion of the maker’s Multi 
Drill to a fixed spindle multiple head 
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without eliminating the fully adjust- 
able features, has been introduced. 

Ihe new item is claimed to provide 
accurate set-ups of intermittently run 
repetitive jobs. The maker points out 
that, once a fixed position plate is set 
up for a job with spindles and drills 
properly located, it may be stocked in 
the tool crib for instant attachment 
whenever it is required. 

Minimum hole centers of 
a maximum of 9-in are possible with 
the plate. 

Commander Mfg. Co., Chicago, III. 


l-in to 


Gages 


To Inspect Internal 
Snap Ring Grooves 


said to 
internal 


New dial indicator gages, 


enable quick inspection of 


i 








W. A. WHITNEY 
LEVER PUNCHES 
4 > 





“> 3%" hole thru 
a well balanced tool 


No. 2 Punch capacity 
hole through 4" iron 








@ finely balanced 
@ strong construction 
@ built for service 


Since 1908 ... 


industry has shown preference for W. A. 
Whitney Lever Punches so that today 
they are the best known and most uni- 
versaily used. Every punch carries our 
guaruntee and you can supply the right 
punch for the job. They give you good 
saleu volume and repair parts are avail- 
abre for all of our punches. We service 
your orders immediately. 





W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 











ACCO Registered’ 
WIRE ROPE SLINGS — 


This Certificate 
is furnished with 
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every ACCO — 
oe 


¢ a a 
“<\Wire Rope Sling 


What ACCO Registered Means to YOU 


nothing of their greater safety and wider adapt- 
ability. Your stock of popular sizes (and ACCO 
Registered links, safety shackles, and hooks) en- 
ables you to give prompt delivery. Once you 
start a customer on ACCO Registered Wire Rope 
Slings, his repeat orders will insure fast turn-over 


® Backed by this certificate, ACCO Registered 
means that these wire rope slings were designed 
specifically by trained engineers who spend all 
their time designing slings. It means that only 
the best materials were used. It means that each 
sling with all its fittings was proof-tested at twice 
its rated capacity. It means that every design 
was field tested. It means that American Chain 
& Cable stands back of every ACCO Registered 
Wire Rope Sling you sell. It means satisfied cus- 
tomers—and repeat orders. 

ACCO Registered Wire Rope Slings are lifting 
tools for modern materials handling. They are 
the connecting link between hoist or crane and 
the material or machine to be moved. They are 
used everywhere. While much of the wire rope 
bought by your customers is made into home- 
made slings, you can prove that ACCO Registered 
Wire Rope Slings actually cost less to use —to say 


agco 


of your inventory. 

If you are an ACCO Registered Wire Rope Sling 
distributor, you are stocking the best slings made. 
You are offering your customers a valuable —and 
profitable —service. The sales possibilities in your 
territory are in direct relation to the effort you 
put forth. Make a check to see if you are getting 
all the wire rope sling business in your territory. 
Ask the next three customers you call on if they 


use wire rope slings. "Trade Mork Registered 
> _ a 


Write ovr Wilkes-Barre, Pa., office 
for further information 


Wire Rope Sling Department 
AMERICAN CHAIN & CABLE MF 





Wilkes-Barre, Pa., Chicago, Denver, Houston, 


Los Angeles, New York, Odessa, Tex., Philadelphia, 


Pittsburgh, San Francisco, Bridgeport, Conn. 
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| snap ring grooves from .240 to 5.270 
| diameter, have been introduced. 
They may also be used for checking 


In ersoll -Rand | out-of-round, inside diameters, deep 
| holes, recesses, taper, inside spherical 
| radii. 
| Other features claimed by the maker 

ee) | ba ty FS ORS include: self-centering, operator com- 
| fort, visibility and proper balance 
| Reliant Industries, South Gate, 
California 


SINGLE-STAGE MOTOR F 
DRIVEN 


Capacity 2.7 to 7.5 
cu. ft. per min. 


TWO-STAGE MOTOR DRIVEN 


Capacity 5.3 to 81.8 
cu. ft. per min. 


ee 


SINGLE & TWO-STAGE TWO- & THREE-STAGE HIGH = Tubing 
ENGINE DRIVEN PRESSURE This Well 


Stainless Steel 


Capacity 4.5 to 14.9 Capacity 7.4 to 
cu. ft. per min. 49.4cu. ft. A new high strength, thin wall 
per min. | stainless steel tubing developed for in 


dustrial uses where corrosion resist 
ance, light weight and special shapes 
or bends may be required, has been 
developed. 
The high strength tubing comes in 
thirteen outside diameters, from 
TRAILER MOUNTED 1.50-in to 6-in. All but the smaller 
sizes are available in four wall thick- 
nesses designed to withstand various 
pressures. 

Fittings and component parts can 
be attached to the tubing by resistance 
circumferential seam welding 

Flexonics Corporation, Maywood, 
Illinois 


VERTICAL SINGLE & 
TWO-STAGE 


! 
’ 
! 
| 
\ 
Capacity 2.7 to 20.0 ! 
cu. #. per min. ! 
| 
| 
/ 
\ 
1 
i 


Capacity 13.2 to 


a. Measuring Tape 
ADVANTAGES Durable Woven, 
1. A type for every requirement. Non-metallic 
2. Sizes % to 15 h.p. Pressures 5 to 3500 p.s.i. A new measuring tape, called “Hi 
3 : 2% Line”, made of woven fibres with 
» Designed for all-round utility. markings protected by plastic coat 
4 l y | 


; : g re t $10 | g 
Mountings: complete receiver, base plate, bare compres- ings resistant to abrasion, cracking, 


sor, high-speed trailer, caster mounted, steel 


wheel mounted, vertical mounted. @ic™ 3.4) '§}' 'S 


5. Available with automatic start and stop control and 
constant speed control for electric units, and automatic 
stop control for engine drive. 


Write for Bulletin 1502-D 


Ingersoll-Rand 


11 BROADWAY, NEW YORK 4, N.Y 
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COUNTERBORES 


DIVISION 


DREHitut 
VERMONT 


IN- 


CON. 


IN NEW YORK 
REAMERS 


»S 
WELCOMI 
TO BOOTH 
TRIPLE 
Twisy?T 


BUTTERFIELD 


DERBY 


SUPPLY 
LIne, 


THE 


Butterfield builds business for you with advertisements like 
this appearing in the leading Metal-Werking publications. 


WILL 


YOUR VISIT 


128 AT 
DUSTRIAL 
VENTION 


MAY 18. 


Try Butterfield TAPS 


Try Butterfield Tay 
on the job and 
you'll know what 
built-in quality 

can mean in 


long-run 
economy 


UNION 


‘ ae ee Mar wp - 
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HOISTS 
& 
TROLLEYS 








offers distributors 4 keys 
to easier Hoist Sales. 


1—Quick Delivery 


2—Superior Product 
3—A Complete Line 
4—National Acceptance 




















Low Head Room 
Trolley Hoist 


Differen 


Spur Gear 
H tial Hoist 


oist 


All these things add up to values to your 


customers—Something that means repeat 


business for you 


MASCHER & 


Write for Catalog describing the com 


plete “Philadelphia” line in detail. 


CHAIN BLOCK & MFG. CO. 


NORRIS STS., PHILADELPHIA 22, PA. 








SALES TIPS 


PROFITABLE 
SELLING 


TAPPER 


what are its advantages? 


® Handles a wider range of tap sizes — +00 to 4" — 
the range of 4 conventional tappers! 

®@ Adjustable torque control prevents tap breakage. 

®@ No friction clutch to wear out. Commander Tapper’s 
Spring Clutch Drive provides longer, quieter 
operation. 
Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. 
Does precision tapping—even with inexperienced 
operators .. . it's “the Tapper that thinks for its 
operator”. 


features that help you sell 


®@ Wider range provides greater utility — reduces tool 
investment for your prospect. 

® Adjustable torque control assures positive tap 
protection. 

® Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits a hard spot or bot- 
toms in a blind hole. 

® Compact, rugged, light-weight—built for production 
tapping. 


Commander mec. co. 


4217 W. Kinzie Street . Chicago 24, Illinois 
Product of Commander . . . Builder of Production Tools 
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mildew, moisture and temperature 
changes, has been announced. 

The non-metallic tape is lightweight 
and will not rust when used at infre 
quent intervals. The case is hand- 
stitched genuine leather for long weat 

The Lufkin Rule Co., Saginaw, Mi 


chigan 


| Masonry Drill 


| 


| 


Carbide Tipped 
Fast Spiral, 


Fast spiral carbide tipped masonrn 
drills said to produce clean sharpedged 
accurate holes without danger of break 
ing sidewalls when holes arc 
spaced closely together, have been an 
nounced. 

Size range available is $-in through 
14-in by 16th and in extra lengths to 
18-in overall. Standard 3-in shanks arc 
furnished on sizes Ys-in and 4-in un 
less $-in shank is specified making 
portable drilling possible with either 
size chuck. 

Chicago-Latrobe, Chicago, II] 


even 


Valves 


Overcomes Corrosion, 
And Dezincification 


\ complete line of bronze valves 
equipped with Coradur stems, a metal 
lurgical development said to overcom« 
corrosion and dezincification, has been 
innounced. 

The new stem material, an alumi 
num-silicon bronze alloy, is said to 
contain a favorable machining index 
with excellent durability. Ten per 
cent lighter than naval brass, it is 
deemed to offer high tensile strength 
ind about twice the hardness. Also, 
the manufacturer adds, the allov has a 
low coefficient of friction which means 





DUTCH BRAND plastic ELECTRICAL TAPES 


The complete line... 
that meets every industrial need 


-007” is the standard electrician’s favorite for general use. .010” for heavy 
duty work and for use with power driven taping machines. .020”... 
unexcelled for extra heavy duty work, and resistance to abrasion. 
Color: DUTCH BRAND Vinyl COLOR TAPE in 8 colors and four 
widths, perfect for color coding, indexing, and electrical insulation. Sell the 
complete DUTCH BRAND line! 


PROPERTIES AND CHARACTERISTICS 
.007 010 .020 COLOR 
OMLECTRNC 1000 V/MiL 1000 V / mit 900 Vv /MiL 1000 v / Mit 


r 4 ] STRENGTH : 
starnorn — |20188,/"Wobrnt | 30 ues, /NCHLOF | aouns cba |1suns,/ "cn oF 
4 , potisnen surface | 20 OZ/Winty. | 30 OZ “wiota | Oz Wwiotn. [28 07./ “DTN 
1, [ y 1.0 MIN. 1.0 MIN. 1.0 MIN. 1.0 MIN. 


de ve yan gq 
Taping Electrical Bus Bars 

















RESISTANCE TO 
Oll & GREASE GOOD GooD Goop GooD 


sanentaaees EXCELLENT EXCELLENT EXCELLENT EXCELLENT 








atins & Ansaas EXCELLENT EXCELLENT EXCELLENT EXCELLENT 














Taping 
Tool Handles 


Johns-Manville 
DUTCH BRAN 
Neat Splicing > @ © # 8. ae 


for Limited Space VAN CLEEF BROS... INC. DIVISION 
TeOO WOOCOLAWN AVENUE ~ aco ‘ 
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longer wearing stem threads and bon- 


net threads. 
The new Coradur stems are said to 
be composed of 91 per cent copper, 7 


per cent aluminum, and 2 per cent 


silicon. They are being machined 

, from cold drawn, stress relieved rods 

Vi Le We for the company’s complete line of 
bronze globe, angle and gate valves. 

R-P&’C Valve Division, American 


Chain & Cable Company, Reading 


Pa. 





Vise Adapter 


To Permit Movement 
Up and Down In An Arc 


A new angle adapter, said to permit 
movement of the maker's Gyro-vises 
up and down in an arc, has been intro 
duced. 

The manufacturer advises that with 
this adapter, the vise can be placed 
in virtually any position required. 

The new adapter, which weighs 23 
Ibs, is said to increase the versatility 
of the vise which normally operates 
from and rotates around a standard 

7 base and in any upright or on-its-side 
position, 


7 
This True Ball Joint Makes the Difference "2 “otundion Vise & Mis. Co. 


Cleveland, Ohio 


, 


Dart malleable iron unions, sizes 14"’ to 2"’ are recommended for 
300 Ibs. working steam pressure; sizes 214"’ to 4"’ for 250 lbs. work- 


Abrasives 


ing steam pressure at temperatures not over 500° F. Darts give a Rubber-Cushioned, 


With Silicon Carbide 


snug, drop-tight fit easily without excessive wrenching — and you 


can use them over and over again. A new series of rubber-cushioned 
abrasives compounded with silicon 
QUICK FACTS @ Shoulders are heavy—can take carbide, added to their Brightboy line, 
rough tsentment. has been announced by the manufac 
@ Nut and Body are practically inde- ; . ; 
structible...of air-refined, high turer. :; 
test malleable iron. The Brightboy line, compounded in 
~~ Take the pressure off yourself 
= — sell Darts to your custom- 
ers—they do the job! 


@ Leakproof because precision-ma- 
chined to a true ball joint and 
spherically ground 


Bronze alloy seats are extra 
wide, resist pitting and 
corrosion. 


y 


. 
IX 


Uh 
‘tN 


UNIONS 


DART UNION COMPANY . PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distributors: Boston + New York + Pittsburgh + Rome, Ga. 
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‘ > Costly man-hours of assembly time With unique 
eee H E R E S HOW JET-LOK construction, your payroll is eased of a big item 
SAVE of expense. All major parts of these sturdy lockers slide 
together in minutes. You can readily see what this will mean 


to you when you sell a major installation. 


---HERE’S WHAT 


GAINS 


ep Rigidity, strength, 
pilfer-protection. 


JET-LOK construction makes 

the kind of satisfied customers that mean 
repeat orders. Since back, sides, 

and door-frame are firmly interlocked 
throughout the entire length 

of each member by a tight U-turn linkage, 
no one is going to do any “breaking 

and entering.”’ The lockers are stronger, 
more rigid, have longer life. 


ed *, 


So sell Steel-Pride, the locker 

with sure-fire sales appeal at big savings 

for you. Mail the coupon today 

for catalog, prices, and a clear statement 
of our selling policy. Steel-Pride Lockers, YMCA, Steubenville, Ohio 


WE SELL ONLY THROUGH DEALERS, 
NEVER DIRECT 


—_————““—“octGK ee oe a ee a co <i 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales 


No. 150 Sander 
An all-ball-bearin 
orbital-motion, finish: 
ing sander with power- 

f 3450 r.p.m., A.C 
induction motor and 
cast aluminum body. 


No. 150-K SpeedSander Kit 
The Sander with Accesso- 7 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 

lamb’s wool bonnet, 

90 sheet abrasive cov- 

ers, etc. in fitted steel 
carrying case. $49.50 


No. 1000 SpeedSaw 

‘4 H.P. Universal Motor, 
cast aluminum housing, 
safety shut-off switch. 

Cc wuts all angles to 3a an 
> depth to 1%" ‘35 


Drills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 
cases, and geared 
chucks. 
No. 200-J 7 * Speed Drill 
$19.5 


also other sizes, types. 
Drill Kits 


Several fast sellin 

kits. Painters an 

Householders Kit 

(illustrated ) 1s t 

It has: oon 

Drill, Abrasive Discs 
and rubber back- 
er plate, grinding 
wheel, wire brush, 
buff, etc. in at- 
tractive Gab 38 


carton 


: Write for catalog 
Wa MANUFACTURING CO. 


1832 Se. 52nd Ave., Cicere 50, il. | 


either silicon carbide or aluminum 
oxide is made in wheels, disks, sticks, 
rods, cylinders, tablets and blocks for 
a wide range of machine and manual 
Both types are now being 
variety of abra 
from extra 


operations. 
manufactured in a 
sive grain sizes ranging 
coarse to extra fine. 

Brightboy Industrial Division, Wel- 
don Roberts Rubber Company, New- 
ark, N. J. 


Machine Vises 


Heavy-duty, 
Swivel Base 


A new model added to their Palm 
gren line of machine vises has been 
announced by the company. 

Palmgren No. 60B milling machin« 
vise is provided with flanges for clamp 
ing down to the machine table and 
may be used with or without the 360 
deg. graduated swivel base. 

I'he new model has jaws 6-in wid 
opens 6-in and has a jaw depth of 2 
Removable ground steel jaw plates arc 
provided. 

Chicago Tool and Engineering Co 
Chicago, Illinois 


Abrasive Wheels 


All-Purpose, 
New Line 


\ new line, Flextex, consisting of 
mounted points, straight wheels, d¢ 
pressed center discs, and cutoff wheels, 
has been announced. 

According to the maker, these abra 
sive products are fast cutting and self 
dressing on deburring, polishing, weld 
grinding and general abrading of difh 
cult to grind metals 

Metal Removing 
cago, Ill 


Company, Chi 
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Safety Clutch 


Converts Mechanical Clutch 
To Electric Solenoid Actuation 


A new electronic two-handed safety 
clutch, designed for use on all devices 
requiring single-trip or single cycle 
control, has been announced. 

All operator hazards are said to be 
eliminated since controls of the Tel 
lrol are located out of danger areas 

Benchmaster Manufacturing Com- 
pany, Gardena, California 


Valves 
For Water, 
Oil or Gas 


SCTICS, i new 


valve, has been 


The PM 
mounted needle 
veloped. 

Features claimed by the maker in 
clude: easy installation; designed fo 
maximum working pressure of 10,000 
psi; special packing produces leak tight 
seal around valve stem. 

Valve bodies are marked in accord 


" 1 
pane! 


de 





CUSHMAN 


| 


CHUCK-ABILITY: The ability to SPEED your work 
... IMPROVE your products... and REDUCE your 
costs... through design and selection of the 


right work-holding devices 








Remember- 
You can’t machine it economically 
unless you hold it right 


an caunyple 


... is Cushman’s Aluminum Body Wedge-Type Air Operated Chuck, the answer 
to industry's demand for a lightweight, low inertia chuck for high speed 
machine tools. The surface of all parts subject to wear are of hardened steel. 

To find out what Chuck-Ability can do for you, write Cushman for Catalog No. 
PO-64-1953 fully describing and illustrating Cushman Air Operated Chucks, Cylinders 
and Accessory Equipment; or, should you have a special work-holding problem, consult 


the Cushman Engineering Department. 


THE CUSHMAN CHUCK COMPANY 


806 Windsor Street Hartford 2, Connecticut, U.S.A. 
CUSHMAN 


CHUCKMAN 
CHUEKS ... WManufacturers of 


Air Operated Chucks, Cylinders, and Accessory 
Equipment... The Cushman Power Wrench... 
Cushman Manually Operated Chucks and Face 


Plate Jaws. 


¥CSS4R 
' Ask your 
| Vudustiial Distributor 








@ Reduces Starting Current Demands 
@ Fluid “Cushioned” Drive Smooths 


Power Flow 


@ Eliminates Mechanical Connection... 











Reduces Jam-ups 


@ Power Unit Size Based on Running 


Rather Than Starting Load 


@ Protects Against Motor Overloads, 


Burnouts and Stalling 


@ As Easy to Install as a Sheave 


@ Full Torque at all Speeds . . . 


Uniform Acceleration 


@ Lengthens Belt Life 





TWIN DISC CLUTCH COMPANY 


eeancues: 


228 


ClLevetane- 


DALLAS + OETROIT + 


Racine 


OS ances - 





In thousands of applications, 
indoors and out, wherever 
motors and engines from 4 
to 50 hp face heavy starts and 
stops, stalls, jam-ups... HY- 
DRO-SHEAVE® Drives (and 
Hydraulic Couplings) can be 
sold. Add these profit makers 
to your power transmission 
line! Contact Dealer Sales Su- 
pervisor, Racine plant. 
Manufactured by the largest 
makers of industrial friction 
and fluid drives . . . backed by 
a national advertising and 
sales promotion program. 


TwiliDisc | 


TCHES AND ‘HYD Cc ORIVES 
\ \ 


WEWARR + MEW ORLEANS + SEATTLE + TuLse 
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ance with M.S.S. regulations. 
Jas. P. Marsh Corporation, Skokie, 
Illinois 


Carbide Slab Mill 


Heavy Stock Removal 
On Wide Slab Cuts 


A new Helicarb helical carbide slab 
mill developed for heavy stock removal 
on wide slab cuts is said to combine 
efficient cutting action of helical flute 
design with the hardness of carbide. 

According to the maker, this new 
standard carbide cutter provides 
proper composite cutting angle which 
is established and held constant 
throughout the full width of the cut 
ter. 

The new Helicarb slab mil] is stand- 
ard in 3 and 4-in diameters and in 
widths from 2 to 4 inches, for both 
steel and non-ferrous cutting. Clear- 
ance on the end of the teeth permits 
machining of steps, shoulders, or webs. 

Sonnet Tool & Mfg. Co., Haw- 
thorne, California 


Woodworking Machine 


Mortiser, Tenoner 
Or Dowel boring 


A new kind of woodworking ma 
chine, called the Routiser, for making 
wood joints, has been announced. 

The Routiser is said to mortise 
both stiles and rails. All parts are 
mortised on the same machine, same 
set-up, same surface to table, so parts 


(Continued on page 232) 


/ 





» What i isa 


sass 


: Plow Bolts 


WIDELY USED IN FARM 
AND CONSTRUCTION 
EQUIPMENT. THE 
MOST COMMON 
HAVE ROUND FLAT 
COUNTER SUNK HEADS 
SQUARE NECKS AND 
ARE FURNISHED WITH 





THE TERM BOLT HAS BEEN USED SO 
LOOSELY THAT SOME CONFUSION HAS 
RESULTED. IMPORTANT CHARACTERISTICS 
OF THE MOST COMMON BOLTS ARE LISTED 


BELOW. ALL OF THE BOLTS SHOWN BELOW 


ARE FURNISHED WITH NUTS. 





Carriage Bolts 
USED MAINLYIN WOOD. STANOARO 
BOLT HAS A ROUND HEAD, ASQUARE 
NECK AND COMES WITH REGULAR 
=: SQUARE NUTS. MAY ALSO BE HAD 
> WITH COUNTERSUNK OR ROUND 
me] HEADS ANO RIBBED NECKS. 
Se STOCK SIZES: 3/16" TO 374" 


DIAMETERS; 2" TO 20” 
LENGTHS. 


USED oo HEADS 
MUST BE SEMI-FLUSH 

WITH SURFACE. 
HEADS ARE LARGE 
IN DIAMETER AND 


RELATIVELY THIN. 

COMES IN THREE 
HEAD STYLES, 

EACH FURNISHED 
WITH A SQUARE NUT. 


ACTUALLY MACHINE 
SCREWS SOLO WITH 
NUTS. HEAD TYPES: 
ROUND FLAT & TRUSS. 


SIZES: 3/6" TO %2” 
DIAMETER; LENGTHS 
FROM 5/6" TO 6”. 


NG TIP: 8<5r08 SND 
uR 


STOCK SIZES: '/g" 

TO '/2" DIAMETERS; 

LENGTHS FROM 
3/e" To 6". 








SQUARE NUTS. STOCK SIZES: 
5/16" TO 3/4" DIAMETERS; 
3/74" TO 6" LENGTHS. 





THIS ADVERTISEMENT IS NO.8 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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BIG NEWS 
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ELECTRIC 


THOR POWER TOOL COMPANY + AURORA, ILLLINOIS 
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& The Way 


‘ 
a 


y ~ 
MA 


Pac 


To More 


the Universal Sheet Packing ™ 


Industry is ‘‘sold on.” 


Palmetto Supersheat #2900 is the indus- 
try-wide choice as an all-service flange and 
joint packing for super-heated and saturated 
steam at all pressures and temperatures 
Recommended also for oil, air, ammonia, 
gas, acid, alkali and other applications 


“PALMETTO —o synonym for ‘quality 
packing” 

What's in a name? Lots in a name! The 
Palmetto trade-mark has been a mark of 
quality through 90 years of industrial expe- 
rience. “Palmetto’’ means the packing has 
been designed by, and received the con- 
stant attention of, packing experts. The 
man knows what youre talking about— 
when you say “Palmetto.” Current adver 
tisements in Power, Mill & Factory, Plant 
Engineering, etc., back you up 


“SUPERSHEAT'’—the lost word in com- 

pressed sheet packings. 
Made of selected long-fibre asbestos pres- 
sure-bonded with special heat- and chem- 
ical-resisting bonding materials, Supersheat 
#2900 achieves the ruggedness that every 
heavy-duty packing must have. No ply 
separation—resilient to compensate for 
expansion and contraction of flanges. Ex- 
ceeds spec. MIL-A-17472. 


Investigate! Write for new bulletin PC 
102 for details on Supersheat—and other 
sheet packings in Pal- 

metto's compressed 

asbestos line. 


4 


aching mnt formance ine aeny application 
GREENE, TWEED & CO. 


North Wales, Pennsylvania 








joined flush up. The joint is said to 
be made either with a separate tenon, 


or with multiple dowels. A two-posi- | 


tion table gage positions the material 
for right or left hand cuts, alternately, 
with one set-up. 

Che maker points out that owners 


of electric hand routers or a 1750 rpm | 


motor already have the power unit. 


]. D. Wallace & Co., Chicago, Ill. 


Valves 


Greater Corrosion, 
Heat Resistance 


Che addition of a new line of valves, 
ywn as Ni-Resist valves, said to em 
ploy an alloy with greater corrosion 
and heat resistance than ordinary cast 
iron, has been announced. 

The new valves are recommended 
by ‘the maker for such service condi- 
tions as handling pulp and paper mill 
liquors, oil refinery acids, alkalies and 
sludges, caustic soda, pickling solu- 
tions, and sea water. 

The Wm Powell Company, Cincin- 
nati, Ohio 


Clamp 
Fits Pipe 
4% to 2%-in 


\ new all-stainless steel pipe clamp 
that fits pipes ranging from 4-in to 
24-in has been introduced. 

According to the maker, the new 
clamp is particularly adaptable for use 
on polyethylene flexible piping and 
larger diameter flexible vinyl piping 

Features claimed include: stainless 
steel band, body, and worm 
body is attached to band by precision 
weld. 

Murray Corporation, Towson, Md 


screw; 
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No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard- 
ware stores, stock rooms. The en- 
tire stock of drills can be seen 
at a glance. Compartments with 
rounded bottoms hold dozens of 
drills. Huot’s built-in inventory 
system does away with cost sheets 
—speeds up sales. 1414" long 
7%" high, 7%" deep. Hammerlin 
boked enamel finish over steel 


Disp 3 for: Fracti J, number and 
letter drilis. Write for catalog pages. 





HUOT MANUFACTURING CO. FT YS" 


551 No. Wheeler St. . St. Paul 4, Minn. 





INVITATION 


to visit our booth 


NO. 504 


Madison Square Garden 
New York City 
MAY 18th 


and call upon us at 
HOTEL BARCLAY 
May 17-20 inclusive 


Don F. Shook, Pres. 
Alan Dale, Gen. Mgr. 


BUCKEYE BRASS & MFG. CO. 
Cleveland 3, Ohio 














aI3 NOW-act Ape speed pert 
-—get Aigh speed performance 
INDUSTRIAL from low carbon steel 


FIRMS 

answered one 

insertion of 

this ad! nese 


being heated by oxy-acety 
lene torch preliminary to 
rolling in Hard-N-Tuff 


Sell This amazing new powder makes it possible to use 
inexpensive low carbon steel parts and tools and 
; HARD-N-TUFF get the service you'd expect from high-cost alloys. 
— and these lead Case histories show saving of time, labor, and cost 
L b : . E ‘ sie one accomplished where HARD-N-TUFF has been 
: sed both in manufacture and maintenance of 
Uu rication quipment will open the doors = 

punches, hammers, dies, chisels, gears, levers, 
wheels, etc. It is guaranteed to increase tool and 

For Volume Delivery of your best part life at least 300%! 
: prospects HARD-N-TUFF is completely safe to use, and 
Of Clean Lubricant just as simple. You heat the part, using torch or 
furnace, roll in the powder, reheat, and quench. 

Write us today Temper when required. 


} 


A new lubrication gun and loader 
t for distributor 


combination, designed specifically to tutes 
rv « TUFF, or write the manufacturer 
for further details 


meet the farmer's needs, has been ————— RN ' 
announced discounts rN GHTY LABORATORIES, INC. 
The lever type hand gun, Mode Jog 500 FIFTH AVE, NEW YORK 346, NEW YORK 
4026-A, is said to be air por ket proof, : : 
impervious to leakage, hold 16 ounces, 
ey ae sie ee 

ee rd ATTRACTS LIKE A SPECIALTY! «+ REPEATS LIKE A STAPLE! 
to reach nhttings 

The loader, Model 7133, fits se 
curely over the lip of a standard 25-Ib 


container, and the cover c ym ple tely MM MHI Millis 


; 


seals the drum or pail from outside ° 
contamination — Designed Better 


Alemite, Division of Stewart-War ' ; , mt 
HTT 


a Sell Better 


NY MAA 
Bo, 


ner Corporation, Chicago, III 


Conveyor 


Eliminates Belt 
Tracking Problems 


\ new powered roller conveyor, de 
signed with smooth roller carrying sut 
faces said to eliminate belt tracking 
problems and replacement costs, has 


Shenmat “Gold Label” Nozzles 


Exclusive Leak Proof “Non Rising” Stem Con- 
struction makes the Sherman “Gold Label” the 
finest hose nozzle ever made. 





@ Genuine Bronze Construction @ Streamlined 
@ Fingertip Adjustment @ Fully Guaranteed 
@ Eye-catching, Three-color Display Carton 


A Complete Quality Line 





BATTLE CREEK, MICHIGAN 


LAWN HOSE GOODS 
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BOLTED ASSEMBLIES 


BOLT 
ELONGATION 


SEE US AT BOOTH NO. 431 MADISON SQUARE GARDEN 

DURING TRIPLE INDUSTRIAL SUPPLY CONVENTION. 
Designers and production men are well 
aware of forces constantly exerted in and 
around assembled parts. It is the reason behind 
the universal acceptance of the nut, bolt and lock 
washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we say 
Reliance Spring Lock Washers keep bolted assemblies fighter longer. For 
complete information, write for engineering folder W-50. No obligation. 
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EATON MANUFACTURING COMPANY 
an) RELIANCE DIVISION 


OFFICES end PLANTS 550 Charles Ave., S.E., Massillon, Ohio 


Sales Offices 
Chicago * St 


Detroit 
Montreol 


New York * Cleveland * 


lovis * San Francisco * 
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been announced. 

The new LR live roller conveyor 1s 
used primarily for long-distance hori- 
zontal handling of materials that may 
vary widely in shape, size and weight 
Articles can be stopped at any point 
for inspection. The conveyor is said 
to imecorporate a number of safety 
features. 

The Rapids-Standard Company, 
Inc., Grand Rapids, Michigan 


Conveyors 


Wire Mesh, 
For Processing 


A new series of power driven, wire 
mesh belt conveyors, said to simplify 
and speed up manufacturing where a 
processing operation can be performed 
on a continuous basis, has been an 
nounced. 

I'he new conveyors can be operated 


at constant or variable speeds. 


Sage Equipment Company, Buffalo, 


N. Y. 


Fan 


Heavy Duty, 
Direct Drive 


\ heavy duty direct drive fan, said 
to be designed for application where a 
large volume of air is required under 
static pressure, has been developed. 

Features claimed by the maker in- 





ee 
Carbide Drilling Applicatio 
y 


For Ever > SUPER DRILL 


There’s @ STANDAR 


2ally super! 


Six points of superiority— 
Result of two years’ research. 
Extensive tests indicate it’s the 
most durable and the fastest 
cutting carbide twist drill de- 
veloped to date. Feeds as high 
as 8” per minute in cast iron 
have been obtained. Stocked 
in fractional, wire and letter 


sizes for your convenience. 


NEW LOW PRICES 





QuAaAtitlty CARBIDE Toots peeleo} Gao) 1-7 yb 


21650 Hoover Rd., Detroit 13, Michigan ° 5210 San Fernando Rd., Los Angeles 3, California 
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clude: “axial flow” principle of heavy 
cast aluminum alloy blades; ring 
mounted units available in diameters 
from 12-in delivering 980 sfm’s of air 
to 48-in delivering 32,400 cfm’s; 
totally enclosed motors. 

MGE Manufacturing Co., Indian- 
apolis, Indiana 





Cup Flenge 
besther booties Leather 











Stroke Counters 


For Light 
Send Us Specifications or Samples for Prices! Equipment 


A new series of small, reset, stroke 
counters, designated Junior Kings, has 
been announced. 

Developed for built-in applications 
on numerous office machines and light 
production equipment, the new coun- 
ter is 1#8-in wide, lys-in high and 
1 46/64-in long. The new counters are 
furnished in 4-digit models with right 
or left hand shaft extension and either 


THE NEW MAGNETIC RETRIEVING TOOL! top-coming or top-going arm action. 


® Production Instrument Company, 
i M C Chicago, IIl. 
Reg U.S. Pat. on Pump 


STOPS ACCIDENTS BEFORE THEY STA . 
MAGIMMICK —_— cay , Deep Well, 


is . Belt Driven 
picking . 
up more A new pump, designed for use on 
friends ' deep wells where normal 60 cycle AC 
every _ * FINDS AND RETRIEVES elusive ? electric current is not available, has 
day! nuts, bolts, pins, washers! been announced 


* FINDS AND RETRIEVES broken j Called the Belt Driven Lift Ejecto, 
taps and drills, reamers, chips! it is claimed the new pump can be 
* FINDS AND RETRIEVES tools operated by virtually any type electric 


dropped during assembly or repair! motor from 14 to 3 hp or by a gasoline 
MAGIMMICK is precision built, engine. Vertical motors can_ be 


with a powerful Alnico V magnet, 
power lasts indefinitely! All-single ball 
joints permit instant adjustment, with 
spring-tempered steel links to hold 
the angle firmly. Telescopic feature 
gives you a wide range of lengths, 
for easy pick-up. 


EXCELSIOR LEATHER WASHER MFG. CO 


ROCKFORD LLinors 














These compact sizes fit any tool chest: 


MAGIMMICK SR. No. 1 — 13” closed, 
Write For PRBE Uiustrated Catalogue’ 26” telescopic 1.95 


MAGIMMICK SR. No. 2 — 7” closed, 14” 


telescopic (shown) 1,50 


MAGIMMICK JR. No. 3 — 8” (not tele- 
scopic) 1.00 


IMMEDIATE DELIVERY! 


PRODUCTS CORP. 15 River Street, Norwalk, Connecticut Dept. 1D-5 
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The new 1 FALK 


All 6 sizes 
available for 
your stock now! 


SPECIEPIFECATION S 


1 All-Stee!l Construction... Heovy stee! plote structural 
members; strong, durable, pressed stee! housing. 

2 Positive Lubrication...Geors operate partially sub- 
merged in oil for adequate iubrication and cooling. 

3 Sealed Housings...Units cre splashproof, leakproof, 
dustproof. Keep oil in, dust and moisture out. 

4 Wide Speed Range... Output range from 420 to 14 
rpm, by varying V-belt sheaves with single or double 
reduction units. 

8S AGMA Rating...Geors rated to standards of AGMA, 
with capacity for 100% momentary overload or starting. 

6 Overhung Load... Maximum capacity provided by 
oversize bearings, large alloy steel shafts—with wide span 
between. 


7 Precision Gearing.. .Alloy-steel gears, precision eu. 
and shaved for accurate crofile and finish. Pinions crown 


shaved for quiet running. 


8 Beckstep.. .tullttn backstop provided where prevential 


of “back-run” or reversal of driven shoft is required. 


9 Holiow Shaft Mounting. . - Permits units to be mounted 


directly on driven machine shaf? extension. 
10 The Rod...Tie rod and turnbuckle serve os anchor ond 
facilitate V-belt or chain adjustment. 


from ¥ te 30 HP, tingle or double reduction, wil cave 

preunge aaa AB ore te factory ‘Hoch NG ea 

immediate shipment to you. i 
The FALK Shaft Mounted Drive is the Ideal onswer 


industry's need for a truly high-quality, rugged, compach, 


all-stee! reducing unit for the countless applications where 
there are advantages in mounting the reduction gear — 
directly on the driven shaft. Cash in on this big market by — 
sapere spee reek Shoft Mounted Oven aa 
ee oe 





Opportunity 


to cash in on the 
growing welding market! 


60% expansion seen possible! 


Tie up with Pa HL —the franchise that 
keeps you ahead in competitive selling! 


AC Welder 


The Industry’s Most 
Complete Line! 


You have a chance to make a sale of P&H welding 
equipment wherever fabricating is done — wherever 
there's a maintenance job. There’s a prospect in al- 
most every plant or shop. 


A Line with More 
to Talk About! 


Only P&H welders have Dial-lectric Instantaneous 
Remote Control that lets operator adjust heat right 
at the work, as easily as tuning a radio. No hard- 
working cranks to turn, no moving parts to wear out 
and cause delays and maintenance expense. 


A Line That’s Pre-Sold! 


As many as a million sales messages a month in 17 
leading trade journals pre-sell your customers and 
prospects on P&H advantages— pave the way for 
your calls. 


Write for Details! 


If you can see the tremendous profit possibilities — 
and the prestige — in representing one of the world’s 
best-known brand names in welding equipment, 
write us for information regarding a franchise in 
your territory. 


HD weivine DIVISION 


HARNISCHFEGER 
CORPORATION 
4683 West National Ave., Milwovkee 46, Wis. 


Engine-Driven DC 
DC Rectifier Welder Arc Welder Positioners 


2303 
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mounted on the pump if desired. 

Its maximum capacity is 1150 gal- 
lons per hour at 100 ft depth, and 
it is recommended by the maker 
where the depth to the low water level 
is as low as 300 feet. 

The F. E. Myers & Bro. Co., Ash- 
land, Ohio 


Relief Valves 


For 2000 PSI 
Hydraulic Circuits 


A new line of relief valves, designed 
for efficient pressure control in 2000 
psi hydraulic circuits has been intro 
duced. 

The new valves are available in pipe 
sizes of 4, 3, 14 and 14-in and may be 
vented or operated by remote control. 
Pressure settings are regulated by ad 
justing a single screw. A removable 
acorn nut covers the pressure screw 
for positive oil seal. 

The new valves can also be used 
as safety valves for volumes greater 
than their rated capacities, according 
to the manufacturer. 

The Denison Engineering Com 
pany, Columbus, Ohio 





NO REPLY FROM SAUCERS 


An official invitation to attend San 
Diego's Airpower Day celebration, ten- 
dered to flying saucers or “to the 
pilot or commander of any such space 
vehicle” failed to produce the non- 
Earth aircraft, says Aviation Week, 
McGraw-Hill publication. Saucers were 
invited to land at the Niramar Naval 
Air Station during the air show pro- 
gram, and aerial directions and radio 
communications frequencies to the 
base were listed. The pilot of the 
saucer was requested to make radio 
contact, or, if lacking radio facilities, 
to make visual contact with the sta- 
tion, so that escort aircraft might guide 
him to a landing. Despite security fa- 
cilities promised for the saucer and its 
crew, the magazine notes, no saucers 
turned up. 














PERFECT CONTACT 


TO ASSURE LASTING GRIP 


USE REPUBLIC BOLTS AND NUTS 


@ With threads accurately machined to minimum 
tolerances, Republic Bolts and Nuts run on smoothly, 
are snug fitting—yet easy to take apart. They are 
uniform in size—tough and strong to withstand shock 
and vibration. 


Pictured here are just 2 of over 20,000 regular items 
manufactured and stocked by Republic. Highest quality 
steel plus rigid production controls assure you maxi- 
mum service and dependability. You can count on 
Republic fasteners to hold tight, satisfy all requirements. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


REPUBIIG C9) 
U BOLTSHAND) NUTS 
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in the days when saddiery and horseshoes were 


(Answers are on page 


Do You Remember 


What was the occasion for this festivity in the open air? 


Where this picture was taken 


standard items? 
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What group was represented in this snapshot taken at a famous seaside resort in 1935? 


was it organized? 


= 


INDUSTRIAL DISTRIBUTION © MAY, 1954 


SSVW 8 Y31SIDYOM 


‘O39 HINIUM T1IEMOT 


mou Ado? inoA 10) Pues “W-09 60/0405) WO1y SOYDUG1 AA 
f9Y21Dy [JeMo> jo uo uoHDUUOUI 2420;dwo> 406 1.O°A $4! ing — ON 
00}; ‘Buoy $4SD) pud 
Buoys $4j “suonisod SNOPsDTDY WoL spuoy sdeey ee 
24) SOSIBASs B/PUDY ayy JO pus 24) 1D Qouy ays yo SIMS Vy 
i! pe6uny> 1, U@ADY am oS ‘epow S4y SDM 41 
ADM ous 4snl yous: A edd; DEQ) OZ $8185 
|Je*O7 siuy pet) sADM/D @ady a\doed puy 
ID L6L 4! 420g Youeim owps 24s pesn Aoy) 


P/MPOYPs JUNOISIP 4NO 404 HSYY “SyLyOId OYy OHI) 1), MOA Puy 


"***" JueM ajdoad 2U0 2y} //13s 














‘“vep, Biggest Stock in Town!” 

That’s what most GREENFIELD Distributors can boast when you ask about threading 
tools and gages. In fact, chances are that a GREENFIELD Distributor is The Cutting Tool 
Center in your trading area. His knowledge of local demand and of suppliers, his stocks 
on hand, his ability to give service, all are yours when you buy through a distributor. 


Greenfield TAP AND DIE CORPORATION, GREENFIELD, MASSACHUSETTS 


ee _ RO 





Buy taps from DISTRIBUTORS -->+ from GREENFIELD DISTRIBUTORS 


Advertisements like 

this one appear 
regularly in 

MILL AND FACTORY 
MACHINERY 

AMERICAN MACHINIST 
CANADIAN MACHINERY 
MODERN MACHINE SHOP 
rOOL ENGINEER 


T HOLD 


d your 
cobs ane 
rae distributor 
jowet¥" 


first *? chucks 


“e 
first wr 


Every Jacobs 


2 Advertisement Features 


the Industrial Supply 


Distributor’s Service 


Another Ad for YOU 


The Jacobs Chuck ad shown here is one of a series appearing regularly in 
industrial magazines. This series directs customers to you . . . helps make 
your selling easier. When you talk about Jacobs Chucks, your customers 
know you're talking about the world’s most famous chucks. The Jacobs 
Manufacturing Company, West Hartford 10, Connecticut. 


vivs a JACOBS 


IT HOLDS... Business for You 
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FOR YOURSELF AND YOUR CUSTOMERS... 
Blue Chip Winnings 


Brightboy 


RUBBER-CUSHIONED 


LET MODERN ABRASIVES 


BRIGHTBOY 


FINISHING HIGHER PROFITS from greater time savings in finishing! FASTER, GREATER SALES 
Multiply because the finishing is better, finer, enabling your customers to beat today’s keener com- 





Your Profit! petition which stresses product eye-appeal that brings in business! 


Because of its unique, rubber-cushioned action Brightboy simultaneously BURRS, 
FINISHES, CLEANS, POLISHES in one, time saving operation. And today its wide 


versatility and adaptability are multiplied many-fold because 


Brightboy takes up where 
other abrasives leave off. 
You need it to round out 


poner Biryani oe THE COMPLETE BRIGHTBOY LINE IS NOW COMPOUNDED WITH 
cua thie Mines thie dalle EITHER ALUMINUM OXIDE OR SILICON CARBIDE GRAIN 
stantial extra sales which AND—Brightboy is now available in a wide variety of grain sizes ranging from extra 
only its adaptability and coarse to extra fine, in soft, firm and tough rubber binders! 

versatility produce. You'll 


Brightboy not only speeds and simplifies your customers’ work 


appreciate it because it is , + i , 
PI ae 8 sill but widens their finishing horizons almost unbelievably, gives 


a tie-in “natural” with your : 
. oe =] a completely new approach. In creating applications far 


ales of ¢ i é . » s 
sales of cutting tools and beyond the scope of other methods, it also offers finishing 


cutting abrasives. 





time savings of as much as 509%! 





‘a « 
4 © = Wheels, Sticks 


ute 
WELDON a ROBERTS Rods, Blocks 


for machine 


Bie néely ID@ 37 —— 


REG. U.S. PAT. 


RUBBER CUSHIONED ABRASIVES 


ae —— 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 No. 13th Street . Nework 7, N. J. 


{merica’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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( COMPLETE LINE 
FOR EVERY F. H. P. USE 


EL 


STANDARDIZED 
PRECISION BUILT 


DRIVES 


Quality and service that has helped distributors build sales in 
areas across the country, for more than 30 years an 
outstanding profit opportunity 

* Write for catalog and franchise details 





V-Grooved Pulleys * Variable Pitch Pulleys * Bronze Bearing 
Pillow Blocks * Bronze Bearing Mandrels + Flexible Couplings 
* Round Belt Pulleys + “V" Step Cone Pulleys * Crown 
Faced Pulleys * Crown Faced V-Grooved Combination Pulleys 
* Shaft Collars + 
Variable Pitch Pulleys 


| CENTRAL CASTING and MANUFACTURING CO. | 


2935 W. 47th Street CHICAGO 32, reer J 








4 New Models up to 
275 watts 


NEW WELLER SOLDERING GUN 
=— 


Colorful display box shows 
features, invites handling 


With New Features 


275 watts 
@ new “floating balance” design 
~ @ new accessory tips for cutting, 
Y\ smoothing 
@ plus all regular Weller Gun feo- 
tures, including thermostatic action 


And New Sales Support 


@ increased advertising and publicity 
@ new displays, posters and mailers 


Weller is the Seller! y.... weie: 


Representative will gladly help you cash-in on the 
big demand for new Weller Guns, or write direct 
SS for price schedules and catalogs. 


SOLDERING GUNS 831 Packer Street, Easton, Po. 
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Answers 


l'o Quiz on page 240 





This picture is undated, but its loca- 
tion is Steinman Hardware Co. in Lan- 
caster, Pa. The firm, which claims to 
be 210 years old and has many old 
records from past eras to prove it, has 
been a training ground for a number 
of men who later founded their own 
companies. Two are included in this 
group: William H. Reilly (extreme left) 
and Harry L. Raub (extreme right), 
who, together with Mr. Reilly’s two 
brothers, founded Reilly Bros. & 
Raub, Lancaster, in 1880. 


The Joint Merchandising Committee, 
organized in 1931, the beginning of 
the dark days of Depression, to sell 
distributors’ value in industry, oper- 
ated through 1935. Pictured here are 
H. W. Barclay, D. S. Brisbin, R. M. 
Gattshall, C. A. Channon, H. R. 
Ireland, J. L. Pitts, A. E. Paxton, 
D. W. McAllen, R. K. Hanson, L. G. 
Puchta, F. M. Archer and F. J. Hof- 
acker. 


Barbecue in Memphis was a feature 
of the convention of 1917. The en- 
tire membership went on record in 
support of war preparations and Presi- 
dent Wilson’s foreign policy. 


The Brooklyn, N. Y., Hardware Asso- 
ciation held an outing at Jones Beach, 
Long Island, on Sept. 18, 1935. 





CONTROVERSY OVER 
COYOTES 


The bitter range wars between cat- 
tlemen and sheepmen are over, but the 
echo lingers on in a controversy over 
coyotes, Chemical Week, McGraw- 
Hill publication, reports. The coyotes 
prey on lambs so the sheepmen are out 
to destroy them. But they also prey on 
rodents which have been ravaging vast 
areas of range and hay meadows, so 
many cattlemen have posted their 
properties against “shooting, trapping 
or poisoning” coyotes. They also claim 
that poison, used to destroy the coyotes 
also kills “practical predators” such 
as weasels, skunks, badgers and hawks 
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volume for the Johnson Distributor 
because the line of standard size sleeve 
bearings is the widest in the market. To 
help him make more sales, the Johnson 
direct mail and catalog service advertises 


Johnson Bearings right in the distributor’s 





territory. This service is in addition to 

? oa , . SLEEVE BEARING 
national advertising of these items in wEADQuaRTERS 
industrial publications. If you are inter- SINCE 1901 


ested in such sales support, write for details. 


JOHNSON BRONZE CoO., 535 S. Mill St., New Castle, Pa. 





UNIVERSAL 


GENERAL PURPOSE ELECTRIC MOTOR GRAPHITED LEDALOYL BRONZE BARS 
over 920 sizes over 350 types over 200 sizes over 385 sizes over 400 sizes 
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Mil BARROWS 


For contractors’ use. Sturdy 
wood frame. Large capacity 
trays, press formed. Available 
with either roller bearings or 
oil-impregnated, powdered 
metal bearings for longer 
service and easier handling. 





MORTAR MIXING BOX 


Sides and bottom formed from 
single sheet of steel. Lapped 
and electric-welded corners 
for greater strength. Edges 
are flanged and corners re- 
inforced with malleable in- 
serts. Can be nested. 


Rt GHT... 


because they re, 


RUGGED! 


Jackson is preferred where rough 
handling counts. Carefully designed 
for heavy duty and constructed 
of the very finest materials, Jackson 


equipment has earned an enviable 


reputation as 


“tough customers” 


where the going is rough. 


See the complete Jackson line 


TODAY! 


UACKSOV 


MANUFACTURING COMPANY 


HARRISBURG 


NO. 1 MORTAR PAN 


Press formed from 16 gauge 
steel, edge reinforced with 
continuous steel rod for addi- 
tional strength. No seams or 
rivets to catch the trowel. 
Convenient to handle, easy to 
clean. Can be nested closely 
for transfer or storage. 





PENNA 


NO. 88 CONCRETE CART 


Popular cart with drop axle 
and pneumatic tired wheels 
with roller bearings. Features 
original Rocker Dump for per- 
fect balance and easy dump- 
ing. Will not rock back on 
operator. Heavy steel con- 
struction, enameled finish. 


Oldest and largest wheelbarrow maker in America 
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Present Your New Catalog 
Like A New Product 


(Starts on page 100 





tageous to find a reason to use the 
catalog. 

It was suggested that the salesman 
find some excuse to get the new cata- 
log off the customer’s shelf, refer to it 
to supplement his story, and (if it 
could be accomplished tactfully) leave 


tec] 
his reCcn 


nique encouraged and stimulated fre 


it on the customer’s desk. 


quent use of the new catalog by the 
customer. 

\ return card accompanied each 
catalog and was processed by the sales 
man to provide the office with a com 
plete record of ¢ atalog cle livery 

Salesmen were also requested to pick 
up the old catalog. This reduced the 
opportunity for the customer to orde1 
incorrectly with obsolete specifications 

Those old catalogs in the best con- 
dition could be furnished to trade 
schools and similar educational insti 


tutions for reference and shop work 


his well-prepared program for the 
listribution of their new catalog en 
ibled Butts and Ordway’s salesmen to 
publicize the importance and value of 
their new publication. The time and 
money put into the catalog paid off 
by providing the sales force with an 
effective tool for convincing customers 
that every effort was being expended 
to make their purchasing of industrial 


supplies an easier job. 





WONDER DRUGS FOR SILK 
WORMS 


The wonder drugs, aureomycin and 
chloromycetin, when administered to 
silk worms with a mixture of amino 
acid, boosted silk output from 8 to 14 
per cent, Chemical Week, McGraw- 
Hill publication, reports. Researchers 
at Indian Institute of Science recently 
made this discovery in an extension of 
livestock nutrition studies. The anti- 
biotics, when administered alone, in- 
creased both body and pupal weights, 
but had no comparable effect on silk 
production. The amino acids did not 
cause greater output of silk either 
when administered alone. 
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‘\ ie. 
Take a good look at the new Gotham Industrial. enews 
Here is an economically priced quality thermometer 
with all the accuracy, sensitivity and “« 


ruggedness you could ask for. ‘“ ~ 





The new Gotham design features a shallow, “V" shaped™ _ 
case, made of extruded brass. Its scale is wider and flatter, 
permitting better visibility and promoting greater reading 
accuracy from all angles. its heavy cover glass is held firmly 
in place by a channeled rubber-over-brass gasket, making the unit 
moisture-proof, dust-tight and more rugged. Its red reading 
glass tube is carefully selected, heat treated, and filled 


with triple distilled mercury for truer accuracy. 


Gotham Industrial Thermometers are furnished in straight or angle 
forms between —40°F and 950° F. Centigrade and 
Reaumer equivalent scales are also available. Sizes: 7", 9" and 
12". Write today for full information. United States Gauge, 


Division of American Machine and Metals, Inc., Sellersville, Pa. 








; mt a ae 


UNITED STATES GAUGE 


Lully £ Tauuges Cnginerad 
f? Cndaring Veeway .) Ga Gab 


4 


PRODUCTS OF UNITED STATES GAUGE... Absolute Pressure Gauges * Aircraft Instruments * Air Volume Controls * AltitudeGouges * Boiler Gauges 
Chemical Gauges * Mercury, Gas, and Vapor Dial Thermometers * Glass Tube and Industrial Thermometers * Flow Meters * Inspectors’ Test Gauges 
Precision Laboratory Test Gauges * Marine, Ship and Air-Brake Gauges * Voltmeters * Ammeters * Welding Gauges. 

CTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC. AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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The SOLUTION to your Customers’ | Sie tciws. 


MAINTENANCE PROBLEMS : - - - (Starts on page 104 


| ture—Throughout a sales presenta 
tion, take the prospect’s buying tem- 
| perature. If he seems ready for a 


close, even early in an interview, try 


INDUSTRIAL | a close. Otherwise you may take an 
hour in selling an account when it 
BRUSHES AND BROOMS would have taken only half the time, 


aa if you had closed when the prospect 





was ready. 

Demonstrating—Formerly it was 

said, “You have to tell them to sell 
them”. This working motto should 
Your customers number maintenance men in the be replaced as much as possible with 
following profitable markets . . . Aviation, Metal this emphasis, “You have to show 
Working, Packing, and Power Plants—Paper and them to sell them” 
Textile Mills—Mines, Dairies, Hotels, Schools, There is ebabir no better method 
Garages, Railroads, Airports, Warehouses, Public 4 ; 
Buildings, etc. You can help them solve their 
maintenance problems with the proper CAPITAL 
Industrial Brush or Broom. 


@ We urge users to buy thru their local distributor. 


of creating belief than through dem 
onstrations. In some instances, how- 
ever, it may be impractical or too 
time-consuming. In such cases, testi- 
monials of the results of other buyers 


i ™ D | A MM A p @] L t S$ may convince the buyer of the merits 
BRUSH AND BROOM MANUFACTURING CO. of your products. 
CORNER BRUSH and BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 











MOLASSES BATH FOR 
pare ah r - METALS 








_ 

sell hi tock c Blackstrap molasses is finding a new 
8 m & : : use as a derusting agent for metals, 
, according to Chemical Week, McGraw- 
Hill publication. A patent was recently 
issued on a process for cleaning metal 
by soaking it for six days in molasses 
dissolved in water, then rinsing it in a 

sodium bicarbonate solution. 











eohot by the inch! 


This handy storage rack holds four cartons 
of 6” x 100” brass or steel shim stock 
...in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 50 or more racks. 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 





“Well, | think we should buy it. . 
even if it does make our other equip- 
ment look old-fashioned and out- 
dated.” 





4105 Union Street, Glenbrook, Conn. 
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WHY IT PAYS TO BUY STEEL FROM WAREHOUSE 








You don’t need to freeze money in inventory ! 


Let your U. S. Steel Supply warehouse serve as your inventory stock. 
WHEN YOU BUY STEEL FROM Then you eliminate from your overhead the cost of carrying your own in- 
WAREHOUSE, YOU GET: ventory, and free a substantial portion of your capital for other purposes. 
@ LOWER INVENTORY COSTS U.S. Steel Supply can always deliver the steel you want to your plant or job 


e@ LOWER SPACE COSTS site at the time you specify. Just tell your U. S. Steel Supply salesman what 


you want... when... and where. 


@ LOWER TIME COSTS 


===~ TY. §, STEEL SUPPLY 


@ FASTER PRODUCTION 
DIVISION 
@ FEWER INVENTORY LOSSES ————_— 
General Office 
208 So. La Salle St., Chicago 4, Ill. Warehouses and Sales Offices Coast to Coast 





' 


U Cree we STATE'S Soe 6. 2 


Metalworking—47% of all industry with 50,000 plants producing 
$120 billions worth of products—is a mammoth market for 
socket screws. 

In this industry, high-strength alloy steel screws have become 
indispensable fasteners to assure better original equipment. In all 
industries, these screws are preferred for maintenance requirements. 

To get maximum profits from this expanding “gold mine” 
market, investigate the Mac-it line of alloy steel socket screws. 
Here’s what Mac-it offers distributors: 

@ Complete line—Mac-it has a complete line, including socket 
screws, square head set screws, tool post screws and others, 
so that you can service every customer requirement. 

@ Specials—Mac-it’s engineering and production are geared to 
solve tough fastener problems fast. Mac-it’s speedy service 
on specials means better service for your customers. 

@ Promotional program—Mac-it’s “‘distributor-profit” program 
gives distributors real assistance, includes proved selling tools. 

You can obtain more alloy screw sales with Mac-it—‘“‘your key to 

better profits” 


Triple Industrial Supply Convention 
New York, May 17-19, Booth 411 
N.A.P.A. Inform-a-Show 
Chicago, May 24-26, Booth 14 


ann AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & HAMMOND COMPANY 


1392 WEST 3RD STREET ° CLEVELAND 13, OHIO 
Manufactured by Mac-it Parts Co., Lancaster, Penna. 
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NEW LINES 
taken on by 
DISTRIBUTORS 





Alden Supply Co., Philadelphia, has 
been appointed distributor for Car- 
boloy Department of General Elec- 
tric Co. 


Western Industrial Supply Co., Sacra 
mento, Calif., has been named ex 
clusive distributor in its territory for 
industrial V-belts of Durkee-Atwood 
Co. 


Kansas City, 


ributo1 


Bunting Hardware C 
Mo., has been appointed dist 
e-Crane (¢ 


of power tools for Bo 


Columbia Machinery @ Supply Co., 
Pittsburgh, has been 
tributor for the following 
panies: 

e Delta Power 
Pittsburgh 

@ Skil Corp. 
Chicago 

e The Standard Electrical 
Cincinnati 


named dis 


com 


Tool Division 


lool Co. 


Standard-Shannon Supply Co., Phila 
delphia, has been appointed dis 
tributor for the following firms 
e Firth-Sterling, Inc 

Pittsburgh 
e The Manufacturers 
Cleveland 


Brush Co 





COMPANY LOANS 
UMBRELLAS 


Employees caught unprepared for a 
downpour at quitting time usually just 
get soaked on their way home—but 
not at one Dayton plant, cccording to 
Factory Management and Mainienance, 
McGraw-Hill publication. There work 
ers simply get a requisition from the 
department clerk and exchange it for 
an umbrella at the gate. There's no 
charge for the first 24 hours; after 
that it’s five cents a day. The com 
pany keeps 6,150 umbrellas on hand, 
5,000 black ones for men and the rest 
for the ladies. Loss runs to less than 
12 a year. 














ONE stock \ fits FOUR kinds 


Grip-Master - . of hubs 
n different 


plate sprocket 
bore sizes 


4 ™ 

— 4 mel 
es 45 4 ss a 
(ae 4- w 4 


Or reverte the process and HUB ONE SIDE—Solid 


one hub fits up t« 
stock Grip-Master plate sprockets 
Complete with keyways and s« 
ws the a ster sprocket line 
es alterations—incre ees “over the-« 
s e- dl re placement costs are way < 
a plate sprocket re i 
maller sizes Grip-Master tapered 
whi ng an ‘d ““fixed-bore?’ sprockets fi i out the 
1e same advantages 
iddition, you’re backed up by “‘across- 
yoard”’ inventories of stock sprockets 
otter and ¢ ror chains for any need. 
advantage of the complete Cullman 
power transmission line and sell quality that USE THIS HUB 
will reflect in lene service life, repeat sales and FOR WELDING 


more profits for yourself 


. ee POWER TRANSMISSION 

co ROLLER CHAINS AND SPROCKETS 
REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 1347 ALTGELD STREET, CHICAGO 14, ILLINOIS 
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Sales Helps from Manufacturers 





Walker-Turner’s training school set-up in Central Rubber’s 
room in Indianapolis and pupils hard at work. 


conference 





Salesman Lee A. Harper (right) learns how to use radial drill 
Salesmen were split into “project 


groups 


Walker-Turner Takes Course to Distributor 


When the Walker-Turner Division 
of Kearney & ‘Trecker Corp. recently 
franchised Indianapolis’ Central Rub 
ber & Supply Co. they were faced with 
the problem of training the distribu 
tor’s 24 salesmen. If they followed 
normal procedure of training the men 
a few at a time at their Plainfield, N. J 
headquarters, they'd take anywhere 
from four to six weeks to finish the job 

Instead, L. H. Russell, Walker 
l'urner’s sales manager, moved his en 
tire training set-up, including machines 
and equipment, to Central Rubber 
James and Warren Ruddell, Central 
Rubber’s owners, cooperated in help 
ing set the school up in their large 
conference room 
Ihe salesmen were trained in two 
groups, each group taking two days 
Each group made two projects involy 
ing the use of all equipment in the 
shop. Diplomas signifying successful 
completion of the course were awarded 
to each group at a graduation dinner 

I'wo Central Rubber officials, Arthur 
racy, equipment manager, and Ralph 
Morgan, sales manager, attended the 
classes with their men 

Surprisingly, a study made by Mr 
Russell showed that it cost Walker 
l'urner no more to move the school to 
Indianapolis than it would had all 24 
| obliged to go to Plain 


salesmen been 


hie Id 


250 





Company officials who took trailer of 
hrst leg of trip: John Stolarz, advertis 
ing manager; W. Ross Stevens, 
ind advertising consultant; Conde 
Hamlin, general sales manager; D. H 
Reynolds, asst. to president; N. B. Mc 
Culloch, southern district man 
ager 


sales 


sales 


Another Manufacturer 
Hits the Trail 


lo the growing list of manufactur 
ers putting demonstrations on wheels 
idd now DeWalt, Inc., Lancaster, Pa. 
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Recently the company outfitted two 
27-foot “Prairie Schooner” trailers as 
travelling workshops to carry its sales 
talk literally to the doorsteps of hom« 
craftsmen and hobbyists 

Supplementing the efforts of D« 
Walt distributors and factory repre 
sentatives, one of these “travel shops’ 
is already swinging around the United 
States. Another is making a similar 
tour of Canadian points, operating out 
of Guelph, Ont. 

Inside the trailer is a thorough-going 
woodworking shop, and is equipped 
with an _ industrial-model DeWalt 
radial arm machine, complete with 
roller extension tables and power rip 
feed unit. It also carries a homeshop 
version of this machine, along with a 
full-size drill press using Wahlstrom 
chucks and float-lock vises 

A large supply of lumber is carried 
in compartments under the work sur 
faces, and compact literature racks arc 
arranged around the walls. A six-foot 
divan provides a place for relaxation 
for visitors, as well as “talk-business”’ 
irea. The forward wall of the trailer i 
fitted with a display of sample work 
turned out by the machinery. 

The company reports contract 
builders, hobbyists, and others hay 
given the trailer an enthusiastic r¢ 
tion wherever it has stopped 








Literature ¢ Training Courses 
Displays « Packaging ¢« Films— 








New SPS Order Pad Three Manufacturers’ Training Courses 
Saves Distributors’ Time = ae 


Standard Pressed Steel Co., Jenkin 
town, Pa., is furnishing distributors 
with 84x11” order pads that auto 
matically price and code orders on 
the company’s Unbrako screw prod 
ucts. They also reveal immediately if 
the fasteners are standard size or spe 
cial, whether they are in national 
coarse or national fine thread series. 

I'he order sheets are in triplicate, 
ind of different colors (blue, vellow, 
white). The sheets list all standard 
sizes, provide an adjoining column for 


quantities ordered, a third column for : 
FALK Corp. opened the first of four “sales seminars” for distributor representatives 


listing quantities shipped, and a fourth 

showing net prices per hundred. , Milwaukee recently. Lectures and visual aids were employed to update salesmen 
The distributor writes in the quan n selling methods, product knowledge, and pricing. Distributors as far west as 

tiew of enth alan he wants snd-anien W ishington state were represented. Other sessions will be held in June, September 

ite November 

he wishes to attach his own puchase 

order form to the order—his name, ad 

dress, etc. He sends the white copy 

as his order to SPS, retaining the blue 

and yellow copies. 
SPS points out that the distributor 

can see the net price of his order in 

the fourth column. Further he doesn’t 

have to designate the thread, because 

there are separate sheets for each of 

the two series. If the size he wants 

isn’t listed, the distributor knows this 

s a special. 
Simple in design, the pads can be 

used for day-to-day jotting down of 

orders, and can be mailed at the end 

of the week, thus saving transcribing PARKER-KALON held a weck-long “sales indoctrination”’ class in New York in mid 

fime. — ae March. Distributor salesmen from many parts of the country and Canada received 
For its own part, SPS estimates that intensive schooling in the P-K plant and sales department 

in average of 15 minutes is saved in 

processing each order received on th« 

new sheets 


New Slidefilms Offered 
By Two Manufacturers 


I'wo manufacturers—Alemite Di 
of Stewart Warner, and Allis-Chalmers 
General Machinery Division—have re 
cently issued new slidefilms of interest 
to distributors. 
Alemite’s production, “No Margin 
for Error,” is a color slidefilm present 
ing answers to lubrication problems in 
1 typical industrial plant. On 35 mm 
film lasting 15 minutes, the film illu BROWN & SHARPE recently conducted a special sales meeting for outside and 
trates five lubrication plans, ranging nside salesmen of Newark’s Squier, Schilling & Skiff on the subject of special cutters 


Continued on next pag John H. Biggs, Brown & Sharpe’s New York representative, handled the meeting 
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from the simplest hand guns and 


° 
the *“¢ if ICAG oO” line loader pumps to a complete lubrica 


tion department on wheels 


f th d d d t Supplementing the film is a 1 2-pag 
oO rea e pro uc S booklet, “Five Plans for Better Plant 
° . Lubrication.” 
is cd good line to follow Allis-Chalmers has produced three 
new slidefilms dealing with power! 
transmission problems—‘“‘In Every 
V-Belt Drive,” “For Better Driving,” 
ind “Selecting a Drive.” 

I'he first, in color, covers engineer 
ing principles basic in every V-belt 
drive application. ‘The second illus 
trates the installation and maintenance 
of multiple V-belt drives. The third 
tells how to check characteristics to 
find the best type of drive and how to 
engineer it. 

All three Allis-Chalmers films em 
ploy both cartoons and photographs 
in their presentation. 





et 
wee ewe ew ee eo @ ook we @ @ «= @ «= © oo 


* Less sales resistance because— 
"Chicago" Threaded Products have been known as a qual- 

ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs because “Chicago” 

Threaded Products assemble faster with less ‘on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 

—more profits for you. 
It’s just plain good judgement to recognize that ‘‘Chicago’’ Threaded 
Products offer you a better line to follow “all down the line’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “‘Chicago’’ Threaded Products, write for samples 
and full details today. 

(Gani) 


story of the “Chicago” complete line of 


threaded products. Ask for your copy wicaO Safety Pius Steel Strapping Subject 





today 


: This new 36 page catalog tells the whole 


HEXAGON HEAD 
CAP SCREWS of Stanley Catalog 

All “Chicago” Screw Products come ’ ) 

packed in strong, easier-to-see packages. Stanley Steel Sti ipping Div., Stan 
Color coded labels mean faster selection, mee Ri i lev Works, New Britain, Conn., an 
greater savings of time in your stock- ° at ‘ 
rooms . nounces a 1954 catalog—“Stanlev Steel 





Strapping System’’—which they state 
will interest everyone interested in 
packing and shipping products with 


HIGHLIGHTS OF THE ‘CHICAGO LINE: minimum damage and maximum efh- 


. ‘ a) ‘ ~ . ° ciency. 
* High Carbon Heat Treated Cap Screws give added wearing ; 
. : ; The 16-page catalog contains data 
qualities due to uniform hardness through entire thread struc- ay 
ture. Ideal for all heavy-duty equipment. on Stanley's strapping, tools, equip- 
‘ ment, and accessories. Actual applica- 


* Larger size Hexagon Head Cap Screws than normally stocked 
: : : tions are explained and _ illustrated. 
are available for immediate shipment. 
. : cil a es ; Among new information is that on 
* Anti-corrosive “Chicago” stainless steel and brass fasteners Stanley’ es 
Stanley’s power strapping machine. 
in a large range of sizes and styles lo facilitate finding information, cat 
. . . . ( < P » { at . < 
available for immediate shipment. . r 5 : 
alog carries full subject index on cover. 


7ze CHICAGO 
HP CALCULATOR-Allis-Chalmers 


44-14 ma*). 1:1 ha 2701 WASHINGTON BOULEVARD ' 
BELLWOOD, ILLINOIS Mfg. Co., Milwaukee, has issued a 
six-page “interum” bulletin giving a 


“SAFETY PLUS” Socket Set Screws, alloy and stainiess «+ Socket Head Cap Screws, alloy and stainless, Flat Head, alloy us mde nse d method of calc ulating the 
© Socket Head Stripper Bolts « Socket Pipe Plugs «. Square Head Dog Point Set Screws « Socket Keys and Key Kits « horse power capacity of ‘“Texrope 
CHICAGO” Hexagon Head Cap Screws, bright, heat treated, stainless and brass « Square Head and Headless Set Screws « . : 
Fillister and Flat Head Cap Screws « Milled Stee! Studs « Hexagon Nuts, steel and brass « Castle Nuts « Taper Pins V-belt drive. New method takes into 
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¥-TITE, knove 
in that KEY-*"" 
Hasten wi 


most on US 


the rain is oF 


2,249,465 “Salesmen in Print” like these 
help to boost your sales of KEY Pipe Joint Compounds 


Water proor 


PIPE JOINT 
co E JO MD 








Here's a product worth telling about—and that's 

just what we're doing ...in a regularly-scheduled 

program of eye-catching, humor-packed ads in these 

magazines: 
Domestic Engineering @ Hardware Age Catalog ® Heating, That's a total of 2,249,465 selling impressions 
every year...winning friends and influencing 
prospects for quality KEY Pipe Joint Compounds. 


Equipment News @ Heating and Plumbing Merchandiser They're actually your friends and prospects. . 
because we send ‘em to you—to BUY. 


Piping and Air Conditioning @ Heating and Plumbing 


Buyers’ Purchasing Digest @ Industrial Equipment News 
Mill & Factory © New Equipment Digest @ Petroleum Equip- What's more, we help to clinch the sale with liberal 
sampling and powerful follow-up letters. 


ment @ The Plant 





Don't miss this chance to tap the wide-open indus- 
trial pipe sealing market with KEY Pipe Joint Com- 
pounds—products that have proven their depend- 
ability for almost 40 years. Stock up now! 


WRITE for distributor plan and prices. 











Since 1916...manufacturers and developers of 


products for high temperatures and pressures 


2621 McCASLAND, EAST ST. LOUIS, ILLINOIS 


DISTRICT OFFICES: NEW YORK « CLEVELAND 
CHICAGO « TULSA « HOUSTON « LOS ANGELES 
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consideration effect of belt length, 


@) ratio of the diameters of both driving 
C A R iY, oO V E R S and driven sheaves upon hp. rating of 


belt and resultant belt life. 


A c E TY CAR WRENCHES PUMPS-Rice Pump & Machine Co., 


Belgium, Wisc., has issued a four- 

WILL SELL... because they are both safe and efficient page bulletin on its new line of dia- 

phragm pumps (2, 3, and 4-in. sizes). 

Specifications on new pumps are 

given, together with summary of spe- 
cial features. 


SWACO CAR MOVER 


Special heat-treated spurs securely grip INSULATOR—Philip Carey Mfg. 
the outside edges of the rail. Handle is Co., Cincinnati, has released a four 
of rugged, selected hickory, 5314” long. page folder describing “Hushmush,” 
A big favorite of safety engineers who in- a sound deadening and _ vibration 
sist on top performance as well as safety. dampening material. In the folder 
(no. 40), methods of applying Hush- 


SWACO CAR WRENCH mush are described and _ iilustrated 


a . . Included also are instructions for fin- 
tr 
Strong because it is made of high tensile ishing and painting. 


alloy castings. Safe because the handle 
remains stationary in the hands of the 
operator as the ball-bearing ratchet head 

revolves with the car spindle. Weight 26 ALS-Semenes CEBPACT TOOLS 
lbs., including 3-ft. handle. for High-Speed, Economical Production 





LOWELL WRENCH CO. 


WORCESTER 8, MASS 


fasteners & pipe fittings en 


Black & Webster Puts 
‘ Out Impact Tool Book 
in Black & Webster, Newton, Mass., 


: > has published an illustrated catalog 
ALLMETAL, one of the major suppli describing the company’s line of sol 
of stainless steel fasteners and fi enoid-operated production tools—Elec 
tings to industrial distributors, j tropunch, Electrostake, and Electro 
now in the top position to fill press. Specifications and typical ap 
all your customers’ stain- e plications are included, together with 


less requirements. data on accessories. 
, Gémplete range of screws, bolts, nuts, rivets and 


washers, in addition to full line of pipe fittings — om . . 
SEPARATORS-—Basco Mfg. Co., 


Over 9000 items in stock means immediote de : - “ L 
Stamford, Conn. has issued a four 


livery from one source 

New Garden City plant now operating at top page catalog describing the construc 
speed ond quality tion and uses of its magnetic sepa 
Unsurpassed facilities for quantity fabrication of rator for fast handling of steel sheets 
en ee Ce reer ee and plates. Photos and text tell of 
for consultation actual applications. The booklet also 
Pioneers in the manufacture of stainless steel contains magnet performance charts 
vestenars and a table of U. S. standard gages for 


WRITE NOW FOR FREE COPY OF rae 
RASTER Gnaseeah PAT heet and plate steel. 


MANUFACTURERS SINCE 1929 
a 


ALLOYS—A new alloy reference chart 
listing the chemical analyses, physical 


SCREW PRODUCTS COMPANY, INC. properties, and recommended appli- 
GARDEN CITY NEW YORK cations for 28 different grades of cast 
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This salesman is going out to make every call a sale! 


Give your salesmen Armour 
Coated Abrasives —they sell faster 


because they're precision-made | 


Most of the plants your salesmen call on use 
coated abrasives—and every plant wants the sharp- 
est, longest-lasting abrasive it can buy. Many of 
them have used Armour’s precision abrasives for 
over fifty years—all of them have heard about the 
high quality of Armour’s complete line. That ac- 
ceptance, that volume is what your salesmen need 
to make more dollars per call! 

Armour pre-sells your prospects and customers. 
Direct mail and advertising explain how scientific 
processes such as electrocoating and heat-treating 
give Armour abrasives longer life. Interesting 
booklets and pamphlets as well as “giveaways” 
help make the sale. From then on, your salesmen 
and a superior product take over for steady, con- 
tinuing sales. 

You will be interested in the new Armour 
Technical Application Laboratory, full of the latest 
equipment to help solve problems for distributors’ 
customers. With backing like this, your salesmen 
can't help but get more dollars per call. 


If you're interested in handling the Armour line 
of precision coated abrasives, write us today ! 


N 
OY rated Mranivec 


Armour and Company «+ North Benton Road «+ Alliance, Ohio 
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AVERT METH offers you 
4 Keys to More Flexible 


etal Hose Sales 


When you sell Atlantic flex- 

ible metal hose, you know you can 
deliver — on time! Because Atlantic is 
geared for fast production and service to the 
Distributor. 


Check an Atlantic catalog. You will see flexible metal hose 

for every application...conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
... for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—swiftly! 


Atlantic flexible metal hose is backed by 38 years of acceptance by 
leading industrial users. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 
publications as Machine Design, Product Design & Development, 
Industry and Power, Chemical Processing, Diesel Progress, Diesel 
Power and Diesel Transportatior pre-sell your customers—help turn 
calls into closings! 


SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
—MORE PROFIT—ATLANTIC! 


Flexible Metal Hose in All Workable Metals—%"-36” 1.D. Inclusive. 
Standard or Special Couplings. 


Write for Catalog 500. It is especially designed for Distributors’ use. 


ATLANTIC METAL HOSE CO., INC. 


304 DYCKMAN ST., NEW YORK 34, N.Y. 
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stainless steel has been made available 
by Cooper Alloy Foundry Co., Hill- 
side, N. J. Data on heat treatment 
and machinability are included. 


ABRASIVE—Carborundum Co., Ni 
agara Falls, N. Y., has put out a four 
page brochure on “Sand Screen,” an 
abrasive for sanding which permits 
removed wood, metal, or paint to 
pass through and leave surface free of 
residue. 


Mastic Lea 
SS 


No. 2 a 


Mama: onsaers on 


Crane Packing Adopts 
“Brush-Top” Cans 


Crane Packing Co., Chicago, has 
adopted a 1-lb. brush-top can for 
Plastic Lead Seal pipe-thread and 
gasket-sealing compound Not onl 
does the new package eliminate need 
for cleaning applicator after each use, 
the seal can be used without undue 


mess 


MEASURING ‘TOOLS George 
Scherr Co., New York, has issued a 
supplement to its literature on “Mau 
ser’ precision measuring tools The 
new literature presents data and illus 
tration of a new model vernier caliper 
with a combination of automatic cam 
lock and fine adjustment screw 


CUTTING FLUID—Master Chemi 
cal Corp., Toledo, O., has issued a 
4-page brochure containing a pocket 
size 44-page booklet on cutting and 
grinding procedures. Both brochure 
and booklet contains charts and graph: 
showing recommended concentrations 
of fluid for machining different metals 


in all-metal-working operation 


VALVES-—Solenoid \ 
applications are covered in 
page bulletin issued by 

Co., Indianapolis, Ind 
explained is full line o 


+ 
































it will pay you 





to introduce 


Silly Willy 




















to your CUSTOMERS 


Most & Distributors have met Silly Willy —the char- 
acter in & ’s new sound slide film who does everything 
wrong. (If you haven’t, now’s the time to ask your 
District Office for a showing.) 

Willy’s been a big help in showing Distributors the Do’s 
and Don’ts about CARING FOR BEARINGS. Most 
of the twenty-minute jilm, of course, shows you the right 
ways to CARE FOR BEARINGS, all the way from shelf 
to installation. 

BUT —SOME DISTRIBUTORS HAVE GONE 
A STEP FURTHER. They’ve introduced Silly Willy 
to their customers — and it’s paid off 

By using this new Film, you can prove to mainte- 
nance men in your territory that you’re worth more tothem 
by knowing more about anti-friction bearings. And you’ll 
be doing them a favor by helping them help themselves 
avoid bearing failures. 

Your & District Office will lend you a print and record 
without charge. 

Get a Group of your customers together. Boost your bear- 
ing sales by introducing them to Silly Willy. 

All you have to do is return the attached coupon. We’ll 
do everything possible —subject to prior schedules —to 
meet your preferred date. SKF INDUSTRIES, INC., 
PHILADELPHIA 32, PA.— manufacturers of SMF and HESS- 
BRIGHT bearings. «a 


BALL AND ROLLER BEARINGS 
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SMFS COMPLETE LINE OF ANTI-FRICTION BEARINGS, 
PLUS SBMEF ENGINEERING CO-OPERATION, HELPS YOU 
PUT THE RIGHT BEARING IN THE RIGHT PLACE. 


SRF industries, inc., Philadelphia 32, Pa. Department 616 


Yes, we'd like to show your new sound slide film, CARING 
FOR BEARINGS, to a group of our customers. 


Our First Choice Date Is 
Our Next Choice Is 
Film and Record Should Be Sent To 


Signed 


© MAY, 1954 
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famous lines made by @ century 


old company noted for its production 


a@ccurecy tu he eee A 


a ee ka 


tt will be 


Se 
and please every customer 
advantageous for you to investigate 


the Harrisburg franchise 


MAIL THIS COUPON 


OR WRITE FOR DETAILS 


OE cen 


Harrisburg Stee! Corp., 
Morrisburg 18, Po 


We are interested in selling Morrisburg Coup- 
lings ond Flenges in ovr territory. Please 
sond us your Cetelogs 


Neme 
Compeny 


Address 


—Sae Saws 


City State 


Eecsmianeneenmanenaanmal 
HSC.1D-1/54 


@ nermeees 
arrisbur 1g Steel 


corrpoRrRaTion SASSISSTSS IU 
PENNSYLVANIA 
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BROWN & SHARP 





Brown & Sharpe Have 
New Tool Display Unit 


\ new series of display units is 
available to distributors of Brown 


Providence, R. I 


now 
& Sharpe Mfg. Co 
precisions tools 

Attractively decorated and lighted 
for the display of the firm’s full line, 
the unit can be folded into a self-con 
tained package for shipping 


lool 


unces a 


PULLING 
Co., Owatonna, 
fold« 
on the use 
ing tools 
ittachments, 

1 reprint of 


POOLS—Owatonna 
Minn., ann 
presenting helpful hints 
ind care of hydraulic pull 
Illustrating various tools, 
ind methods, the folder 


appe al 


ncw 


irticles 
industrial, 


seve! i 
veral automotive 


ment magazine 


ing im Ss 


ind imple 


Gage Co., Detroit, 
tab-index, stiff 
firm manu 


GAGES—Amco 
Mich . 
paper folder showing 
tactures gages, and also 
cisions tools were employed in making 
of these items 


has released a 
how 
what pre 


ind inspecting 





QUENCHERS-—Bell & Gossett Co., 
Morton Grove, Ill. has released a new 
catalog entitled “Controlled ¢ Quench- 
ing,” describing two of the company’s 
small self-contained units, the “Junior 
Quencher” and the “Perambulator Oil 
Cooler.” The Junior Quencher is a 
system designed for quenching in lab- 
oratories, tool and die shops, and wher 
ever small-piece custom heat treating 
The Perambulator model is a 
quench 


is done. 
combination oil 
tank for mobile use 


cooler ind 


WELDING Metal & ‘Thermit 
Corp., New York, has published a 20 
page catalog on arc welding accessories 
holders, helmets, eve 
clamps, cleaning 


cable, and other re 


electrode 
shields, ground 
gloves, welding 


lated products 


VALVES-—Schade Valve Mfg. Co., 
Philadelphia, announces a new catalog 
describing the firm’s pres 
relief valves A 
gives the 


no. 207 
sure-regulating and 
tabular-form index 
salient valve facts in addition to page 
number. 


re ider 





SC U LLY- _¥ Ss & CO. recently held the fifth in a series of “precision holding’ 


Ss ho ‘ 23 dis 
included comprehensive shop 
Scully In charge of the 


and J. R. Brown, 


Jones t s 
ind director of sales, 
1954 
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butor salesmen at their Chicago plant. The 
and classroom instruction, 
program were J. D. I 
marketing 


three-day affair 
covering the full line of 
ockrem, vice-president 








for finishing 
EO 


Strand FLEXIBLE SHAFT MACHINE 


‘g 
SXIGLE SHAF 


NO HEAVY, BULKY MOTOR TO HANDLE! You can 
offer your customers positive control of the 
operation because the machine operator 
holds only the handpiece, not the heavy, 
bulky motor. That means less operator 
fatigue, higher production, fewer rejects. 

WIDE RANGE OF uses! You can sell a Strand 
Flexible Shaft Machine for grinding, rotary 
filing, wire brushing, drilling and many 
other preparation and finishing operations. 
And a strong selling point in your favor is the 
new Strand Quick Change Attachment that 
lets users change tools in seconds without 
using wrenches. Simple press-type locking 


Full Strand line includes direct drive and 
countershaft machines up to 3 H.P. Also 
all accessories and tools. If you're not 
already handling this famous line write 


for literature and open territory data. 


button on the hand-piece does the trick! 


WIDE RANGE OF sPEEeps! Best of all, you can 
offer a choice of two 4-speed ranges or two 
5-speed ranges when you recommend a 
Strandflex machine . . . speeds range from 
850 to 12,000 RPM ... motors up to 1 H.P. 
Change speeds without changing pulleys or 
drive belts by the patented Strand Gear 
Drive Unit standard on all Strandflex ma- 
chines. And, for an even greater range of 
speeds you can offer the new High-Speed 
Attachment that actually triples rated 
spindle speeds. Operates at up to 27,000 RPM 
for high speed steel or carbide cutters! 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND -DIVISION 
Woodberry, Baltimore 11, Maryland 
5001 N. Wolcott Avenue, Chicago 40, Ill. 
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ARE 


YOU 


SELLING 
VISES 


There is a BIG DIFFERENCE a rs 


Between STOCKING and SELLING 


The Morgan line of semi-steel vises has been engineered, con- 
structed, packaged, advertised and merchandised to help Morgan 
distributors sell more vises. By selling Morgan vises you and your 
customers know they are buying the product of a vise specialist. 
Since 1892 the people at Morgan Vise have devoted their engi- 
neering knowledge and production skill toone product only —vises. 


[KACO RSAINI 





MACHINISTS’ BENCH SHEET METAL VISE 


lid ‘ 
Solid Jaw and Stationary Base Ocihk law ent Qabead Gene 


MACHINISTS’ BENCH 


Solid Jew ond Swivel Base 


UTILITY 
COMBINATION PIPE With —— 


Select the vise best suited for the job from any one of the complete Morgan 
line. Every vise, regardless of size and type, has been engineered to do a 
tough job better. Due to our high standards of material and workmanship 
every Morgan vise is UNCONDITIONALLY guaranteed. Write today for the 


Morgan Distributor's Plan 


MORGAN VISE COMPANY 


110 N. JEFFERSON ST. « CHICAGO 6, ILLINOIS 
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BELTING—A new 28-page catalog 
covering its “rotocured”’ transmission, 
conveyor, and elevator belting has 
been released by Boston Woven Hose 
& Rubber Co., Boston. Each belting 
product is pictured in color and tabu 
lated as to its specifications, tvpe of 
construction, and recommended usc 
A section is also devoted to the 
formulas and rules used in estimating 
horsepowet requirements for Boston 
belting 


silerst 
Te of ot: BBs | 
driwes 


Link-Belt’s New 
Book on Silent Chain 


Link-Belt Co., Chicago, has pub 
lished a new 88-page catalog on its 
line of “Silent Chain,” containing 
detailed engineering data_ together 
with applications. Stock drives for 
normal requirements are listed in one 
16-page section of the catalog. In an 
other section of 22 pages, the pro 
cedure for selecting proper drives is 
outlined, including an indexed table 
of service factors, rating tables, and 
chain-length and center-distance com 
putations 

A section on drive components lists 
available chain widths, chain and 
wheel dimensions, wheel tolerances, 
materials, and other pertinent data 

“Mill Bearings” is the title of an 
other new Link-Belt catalog, illustrat 
ing and describing the firm’s steel 
pillow blocks with self-aligning roller 


bearings 


MILLING MACHINE Duff M 
chine Co., Haverhill, Mass., has re 
leased a folder describing and pictu 
ing its vertical milling 1 hine \ 
simplified specification tal 
tured on the back ove! 


REGULATORS— Rockwell Manufac 


turing Co., Pittsburgh, has published 
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Top-flight workmanship gives every Warren- 

Teed Sledge added sales punch, Check one and 
note how it looks and weighs exactly the same as 
every other Warren-Teed Sledge in the carton. 

Examine the face. It’s shiny because it is precision 
machined. Note the slightly curved surface of the face. 
That's radius ...a 6” radius engineered to give direct, 
powerful, point-to-point contact with every blow. 

And those numbers are heat numbers... an exact record 
of the steel used in the sledge. It never varies. Holds the 
same high standards that keep Warren-Teed Sledges 
tough and useful under the severest conditions. 

Some things can’t be seen. Heat treating, for in- 
stance. Warren-Teed Sledges are DEEP heat treated 
. . . almost twice as deep as ordinary sledges. 
That's why they can't be abused. 

Customers recognize the name Warren and 
all that it represents. They recognize the Dutch 
Blue finish that gives Warren-Teed tools 
added eye-appeal and boosts sales. 

Order Warren-Teed Sledges today 
in easy-to-stock, easy-to-display, 
easy-to-sell cartons. Prove to 
yourself that Warren pro- 
duction skills help sell 
more sledges. 


WARREN-TEED wor% 


trade mark ) 


WARREN TOOL CORPORATION 


Manufacturers of Warren-Teed and Devil railway track tools 
General Offices . . . Warren, Ohio 
Export Division . . 30 Church St., New York 7, N. Y. 
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GREA TER PROFITS a 154-page book on the installation 
and maintenance of gas regulators. 

Covering a wide range of subjects, 

from fundamental regulator principles 

to specifications and data listings, the 

CLIPPER book is suggested as a practical text- 
book for gas courses taught at colleges 


and universities. 


TOOLS—Delta Powe: Tool Div., 


ZN Y Constant Consumer Demand Rockwell Mfg. Co. Pittsburgh, has 


issued a new specification folder set 


” No Factory Sales to Users ting forth all principal Delta tools 


F designed for the metal-working in- 
af N ; I] Ad : d dustry. The piece unfolds to a 17x22” 
d ationa y vertise sheet with 14 tools illustrated and de 

scribed. ‘Text on the reverse side 


Firm Resale Price Policy points out advantages of Delta tools, 


such as the firm’s drill presses, cut-off 


iy Highest Uniform Quality 2 amie, gion, ote 


VALVES Minneapolis-Honeywell 
Sold ONLY AN yee A ~ | 
: : . sued two catalogs, one (No. 5800 
Through Authorized Distributors FA, \ describing its diaphragm motor valves, 
the other its “Air-O-Motor’’ spring 
CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. rr and springless-type operators. Both 
f meee ss r catalogs profusely illustrate and de 
scribe the respective lines, in addition 
to giving specifications and _ special 
features. 


Co., Philadelphia, has is 








° Aro Equipt. Features 
Win Repeat Orders Air Tools in Catalog 


When you sell an EVERLASTING With its new catalog (no. 61) Aro 
Duplex Blow-off Unit, you'll find that Equipment Corp., Bryan, O., presents 
its many superiorities make a regular its complete line of air tools for in- 


customer for you. 
dustry—sanders, polishers, drills and 


These units combine a tight seal with tal lriv 1 nutsetter 
resistance to wear... quick action with ee me 
ability to withstand oe operation 

a 


hoists, power motors, etc. Printed in 
red and black, the publication keeps 
text data to minimum, makes most of 
simple charts and large photos 


.. and long life that has been demon- 
strated for more than 40 years. 


You can sell EVERLASTING Duplex 
Units in any desired combination of 


Speprepesting valve, angle valve and >AINITC ’ . 
wr re, d all : PAINTS—Wiibur & Williams Co., 
> ee Say weet Boston, Mass., have brought out an 


37 ae 
ASME code requirements. 

offset paint selection chart, compar- 
ing performance of W&W’s products 


Write for catalog and price information. ev o78 
EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. with those of competitors. 
Everlastin Valves VALVES-—Kennedy Valve Mfg. Co., 
Elmira, N. Y., announces the publica 
TRADE BARK “CVERLASTING™ REG U.S PAT OFF tion of a new catalog covering iron 
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in the long run! 














oh AA a 2 hs ae > 
THEI a %) 


POTEET ETS ECCT Ee 
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Bay State Taps produce threads of the utmost 
precision with a maximum of productivity. 
This dual quality of Bay State Taps .. . precision 
performance ... is readily available from 


nearby shelves of industrial supply distributors. 


BAY STATE TAP & DIsé COR 4£ST MANSFIELD, MASS. 
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Td CMI ea 
by WESTERN 


Insure Fast, Economical Assembly 


Western Socket Set Screws 
are available in cup point, 
cone point, flat point, oval 
point and half-dog. 


Western Socket Cap Screws 
are ‘“‘traction-knurled” 


for faster assembly. 


Western Stripper Bolts, like other 
Western Socket Screw products, 
have rust-resistant black oxide 
finish. 


Western Socket Keys are available 

singly or in 3 hit sizes individu- 
ally packed in attractive cloth or 
plastic cases. 


—~ 


~~ 


Western Socket Pipe Plugs, made of special P— 
electric furnace alloy steel, are available in > 
3 


pipe sizes from 1/16" to 1-1/4 SS 


Your customers get faster assembly of their products p/vs modern, 
streamlined appearance — with no protruding bolt heads — when 


they specify, “Western Socket Screw Products.” 


Flush-to-surface Socket Screw Products by Western are made of alloy 
steel, carefully processed on the most modern heading and thread- 
ing equipment and heat treated in electric atmosphere-controlled fur- 
naces. Precision made, they fit instantly saving assembly time and 
money. 


Write today for free catalog and prices. 





Western Automatic 


Machine Screw Company 
371 Lake Ave., Elyria, O; 
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cA 


Precision Screw Products, Parts ahd Assemblies Since 1873 


Des ribed 


service applications and details of 


body wedge gate valves 


mstruction, showing both outside 
rew-and-voke and non-rising stem 
models, together with a list of work 


ing pressures 


Binks Introduces Air 
Hose Connection Display 
Binks Mfg. Co., Chicage 
t a point-of-purchas« 
| distributors in 
Ou k-Deta 
mn 
is a ngid easel 134 
id black. Mounted 
full assortment of 
picture in th ente! 
on of th 


Stanley Packages 
Brad-Screws in Five 
Stanlev Tools, New Britain, Conn., 


is packaging its electric wood-boring 
bits with the new “50-50 Brad-Sctr 
Point” (half brad and half screw 
sets of five Each set contains 

five most useful sizes of the item 
4/lo”, 5/16”, 6/16”, 7/16”, and 
8/16”), and a full sales story is illus 
trated on the back and front of the new 
package. Bits visible through the box 




















Now... Organize 
for more sales! 


That’s exactly what smart distribu- 
tors throughout the country are doing 
..and they are employing Remington 
Rand record-keeping systems for swift 
guidance. These simple, low cost sys 
tems make it possible for management 
to act quickly, decisively...by basing 
their judgment on complete, up-to-date 
facts. Whether you are set up as a 
general line house or a specializing 
house, there’s a Remington Rand sys- 
tem to help you build up a really effi- 
cient selling organization. 


Low Cost Sales and 
Inventory Control at 
Thomson Diggs Co. 


This large, west coast wholesaler uses 
Remington Rand Tabulating and 
Kardex Visible Systems for truly ef- 
fective inventory and control. 
Information is compiled quickly and 
arranged efficiently so that facts are 
right at their finger tips. And it’s done 
simply! Close control on the 35,000 
items in Thomson Diggs’ warehouses 
is maintained with Kardex Visible 
Records. Inventory information is sum- 
mary posted from reports machine 
tabulated from punched cards and cen 
tralized in these records where Grapl 
A-Matic signals concentrate attention 
on facts that require action...over and 
understocked items...when to reorde1 

.when to expedite...help achieve 
maximum capital turnover. 

Sales facts are swiftly recorded on 


sales 


these punched cards. As a result, sales 
analyses of any type—by salesmen, ter- 
ritory, item, type of sale—are prepared 
from these cards with amazing speed 
...producing a quick, over-all picture 
of Thomson Diggs’ sales efforts. 

The complete story of this reorgani- 
zation problem and its solution makes 
valuable reading. Write for MC789. 


AN) 


| 


; 


nt 

















4 battery of Kardex Inventory Control cabinets at Boykin Tool and Supply Com- 
pany enables them to give better customer service at 40% lower inventory costs 


---cut overstocks... 
sition and cost of possession... 


iff 


in 


nygis 
mei!) 


4 
a5 3 
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Keep your salesmen 
well informed 


Provide each of your road salesmen 
with Dexigraph photocopies of his ter- 
ritory’s visible record—complete with 
your helpful comments and instruc- 
tions. These photocopies give your 
salesmen complete instructions for a 
stronger selling job and keep them 
informed of their progress when com- 
pared with previous months’ visible 
records. Dexigraph is a simple, speedy 
and inexpensive photographic unit. 
Copies an entire Kardex slide in a 
fraction of a second...and anyone can 
operate it. You can roll the Dexigraph 
from one department to another de- 
pending on the location of the records 
to be copied. Just plug it into any 
standard electrical outlet. No special 
wiring is required. As developing is 
an independent operation, it can be 
done wherever and whenever it is most 
convenient. 

More information on this sales 
booster is in free folder D217. 
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save capital outlay and obsolescence losses...cut cost of acqui- 
free capital for other constructive uses. Read SN774. 


SUILAP saves $10,000 
a year for 
supply company 


And that isn’t all. Globe Machinery & 
Supply Co. handles their accounts re- 
ceivable more efficiently with this Sim- 
plified Unit Invoice Accounting Plan. 
Just a few of the benefits of SUIAP: 
statement mailing reduced by 90%, 
better credit histories, complete ac- 
counting control figures, fast and ac- 
curate credit authorization and col- 
lection follow-up, fire protection for 
vital records, and fewer clerks are 
needed. Three people are now doing 
the work previously requiring six... 
and doing it more efficiently with this 
pay-by-invoice plan. 

Read Systems Narrator 781...it’s a 
glowing report on the job SUIAP is 
doing...and comes directly from the 
company’s credit manager. It’s “Must” 
reading for executives searching for 
the most efficient method of handling 
Check off 


their accounts receivable. 


SN781. 


Flemington. FRand 
Room 1579, 315 Fourth Ave., N. Y. 10 


” 
Please circle the literature you 


de sire 
D217 MC789 


SN774 SN781 








Firm. 











State 
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because 


flexible shaft 
machines 


they serve 


your customers 


3-SPEED JIFFY 
SJ-38 


Stow STREAMLINER N-40 


STOW 


WRITE FOR FREE COPY ! 


Don't delay— write today for 
your free copy of CATALOG #5) 


Grinding forging 
dies on the press 


These two STOW Variable 
Speed Machines are highly 
versatile... permit a choice 
of operating speeds...are 
specially designed to provide 
the Aighest efficiency wherever 
applied. Constant speed and 
other variable speed models 
also available. Stow machines 
feature modern design with 


metal pulley housing. 


STOW FLEXIBLE SHAFTS are 
the result of 79 years of 
specialized knowledge and 
experience. Reliable, efficient 
—they’re famous for long 
trouble-free performance. 


MANUFACTURING CO. 


5 Shear Street 


Binghamton, New York 
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window are held in place by tough 
cardboard. Package is protected in 
shipment by an outer sleeve. 


TAP HOLDERS, ETC. Barnaby 
Mfg. Co., Bridgeport, Conn., has re- 
issued its catalog on rotary stock stops, 
chuck-type floating holders, conven- 
tional floating holders, non-releasing 
tap holders, and hinged show bush 
ing blanks. Sizes, and pertinent facts 
on each are given. 


CONTROLS-—Bulletin on new elec 
tronic temperature control, series 97, 
has been issued by Robertshaw-Fulton 
Controls Co., New York. The con- 
trols are applicable to production proc 
esses for water heaters, baths, ovens, 
kilns, dryers, piastie extrusion presses. 


CONTROLS-—Pantex Mfg. Co., Paw- 
tucket, R. 1., has released a 6-page 
leaflet covering a line of 3?” solenoid 
controlled, pilot-operated four-way 
valves 


HARGRAVE 


+ 
ALG tatal 

TME CINCIMNMATE 

TOOL COMPAKY 


Cincinnati Tool 
Issues Clamp Catalog 


Cincinnati Tool Co., Cincinnati, 
have issued a new clamp catalog (no. 
C-50) furnishing selection and appli 
cation data on all types of Hargrave 
“load-tested” clamps 


VALVES—Edward Valves, Inc., sub 
sidiary of Rockwell Manufacturing 
Co., East Chicago, has issued a bul 
letin (no. 531) explaining a 30- 
minute service operation for welded- 
bonnet, integral-seat valves _ that 
doesn't require removal of valves from 
line 

Che four-page publication also in 
a blueprint for making the 
Che company 


cludes 
service tools required 





Sales 


¢ These eye-catching window display 
stands are just two of the many sales 
aids we supply to our distributors. 

They're part of our carefully worked- 
out distributor policy which builds 
business for the distributor through 
Bristol's national advertising and direct 
mail. As a matter of fact, this is down 
in black and white in our distributor 
contract: “... it is part of our respon- 
sibility to be constantly widening mar- 
kets and building turnover into our 
product.” 

Only Bristol makes full lines of hex 
socket screws and exclusive Bristol 


tools for Bristol 


multiple-spline socket screws (for con- 
ditions of severe vibration). This com- 
bination provides a splendid source of 
profit for Bristol distributors. And we've 
recently increased our capacity for pro- 
ducing cap screws, so that customers 


istributors 


can get all they want, when they want 
them. 

Don’t forget — Bristol’s factory- 
trained salesmen are located in 31 key 
cities to supply fast service for 
distributors. AA2 


Bristol helps distributors make more sales, bigger profits with: 


direct mail © engineering data 


bulletins, price and sheets 


discount sheets 
local and national 
advertising 


smartly-packaged 
samples 


© shows and displays 


copy and cuts service 


envelope stuffers 


advertising novelties 


publicity releases 


BRISTOLS SOCKET SCREWS 


THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn. 
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Hex and Multiple-Spline 
Socket Screws. Cap and Set 





























‘COMPLETE 
LINE 


FOR QUICK DELIVERY 


A QUARTER \ 
Sane OF Sas PLUS SPECIAL BLOCKS 


You can stock and feature MADESCO Blocks with con- 
fidence. Their reputation for dependability under the 
most severe service is founded on over 25 years of 
experience. 

Satisfied users reorder MADESCO Blocks by name! 
Madesco advertising helps to create new customers. 


Check your MADESCO stock. A balanced inventory 
is your best assurance against lost sales. 


© 
ENGINEERING 
SERVICES 
AVAILABLE FOR 
YOUR SPECIALIZED 
NEEDS 
* 





MADESCO TACKLE BLOCK CO. 
EASTON, PA. 
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points out that the method, although 
intended primarily for its “Uni- 
valves,” can be adapted to almost any 
integral-seat valve merely by modify- 
ing the guide bushing. 


CONTROLS-—Schaevitz Engineering, 
Camden, N. J., has put out an eight- 
page illustrated folder on its line of 
measuring, indicating, recording, and 
contrelling devices for use in indus 
try Technical data accompanies 
product descriptions and line drawings 
to show applications of accelerometers, 
transformers, transducers, andr 


corders. 


TUBING—Babcock & Wilcox Co., 
Beaver Falls, Pa., has issued a data 
sheet on its B&W Crolov 9M (8 to 
10% chromium, 1% molybdenum) 
alloy tubing steel for use in high 
temperature service. Included in the 
sheet are data on mechanical and phy- 
ical properties, bending, welding, and 
heat treatment 








H. K. Metal Craft 
Issues Washer Booklet 


sixteen page of informatioi 
pictures on the manufacture and avail 
bility of metal and fibre washers, 
both standard and special, are in 
luded in a booklet published by H. K 
Metal Craft Mfg. Co., New Yor 
Listed, also, ai standard 
which mpanv cart 
gether with di 


> . 
s0.U00 other t yen 


CTs 


rRUCK Yale Materials Handling 
Div., Yale & Towne Mfg. Co.. Phila 


delphia, has issued bulletin P-1033 


idvising users how to get the most 


out of its “walkie-talkie” Worksaver 





For Power Transmission Belts 


Wirecrip ¥ STEELGRIP SUREGRIP 


Flexible Belt Lacing Round Belt Hooks 


For Heavy Duty Conveyor Belts 











STEELGRIP CHaINGRIp th) 


Rigid Arm Pullers 


A Complete Line of Quality Products 
bought daily by all Industry 


ee & CO. 


5356 Northwest —— Chicago 30, Illinois 
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industrial truck \ cartoon sequence 
s employed to illustrate the various 


points 


Ex-Cell-O Corp. 
Catalogs Jig Bushings 


Ex-Cell-O Corp., Detroit, has a new 
drill jig bushing catalog, which now 
lists many former specials as standard 
or stock items. Catalog also includes 
new drill size ranges and lengths 
which company has added to its tour 
groups of renewable bushings and 
liners. A new conversion chart is also 


featured 


O-RINGS—A new 16-page brochure 


describing production and application 


of rubber O-ring seals has been pub- 
lished by Minnesota Rubber & Gasket 
Co., Mimneapolis. Imeluded are sec- 
tions on end products, sizes, dash num- 
bers, variable tolerances, dimensional 
data, etc. 


Dillon & Co., Van 
Nuys, Cal., has issued a bulletin de- 
scribing and illustrating its “Dyna- 
mometer,” a force-measuring gage of 
many applications in industry. The 
bulletin opens out into a large poster 
presentation showing the instrument’s 
applications. 


GAGE-—W. C. 


GASKETS— United States Gasket Co., 
Camden, N. J., has a new catalog on 
its “Chemiseal” gaskets and acces- 
sories for chemical-resistant piping 
and equipment. [Illustrated and de 
scribed are 10 types of Teflon-jacketed 
gaskets. 


STAINLESS—The second edition of 
its booklet “Alleghany Metal in 
Chemical Processing” has been pub 
lished by Alleghany Ludlum Steel 
Corp., Pittsburgh. Completely re 
vised, the 34 page book covers the use 
of stainless steel in the manufacture 


of acids and other chemicals, in the 





HERE'S MORE 


VIKING pume 


1a) 
tt ae Th) 


or 
SELECTING Tew CAST ST 


—— 


——s 


< we company, (oat fo, 8 
val 


“Selecting the Correct Viking Pump in Ten Easy Steps, 
page booklet designed to help engineers in choosing the right 
Viking Pump for each application. This folder is free upon request. 


lf you would like to have one or 
more copies, write today for Bulletin 


TS-6MM. 


AT Ye 


Soe mee wane 
TO HELP YOU UNDERSTAND 


PUMPING PROBLEMS 


DETERMINATION OF THE REQUIRED HORSERO 


PUMP COMPANY 


CEDAR FALLS, 


“ is a ten- 





IOWA 
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general process industries, in the pak 
stic industry, in pharmaceutical manu- 
facture, in dye making, and in soap 
making. 

Included also are corrosion 
ance data, fabricating information, and 
a stainless steel “finder,” comparing 
various A-L steels. 


resist 


VALVES—A. W. Cash Valve Mfg. 
Corp., Decatur, Ill., have issued a new 
bulletin illustrating and describing au- 
tomatic relief valves for hot water 
storage heaters. 


Spitfire Issues 
Lapping & Roller Book 


A six-page bulletin has been issued 
by Spitfire Tools Co., Chicago, which 
sets forth information and specifica- 
tions regarding their flat lapping and 
roller lapping machines. 

[he publication explains how the 
machines operate, types of items best 
handled by them, and other data per 
tinent to fine, close-tolerance finishes. 


TRANSMISSION — Lovejoy Flexible 
Coupling Co., Chicago, has issued a 
catalog setting forth information on 
its variable speed pulleys, wide V-belts, 
sheaves, motor bases, countershafts, 
ind “‘Select-O-Speed” _ transmission. 
lhe publication is fully illustrated, and 
applications and specifications for vari 
ous items are in tabular form 


STEEL STOCKLIST~—Jones & Laugh- 
lin Steel Corp., Pittsburgh, has re- 
leased a 226-page warehouse stocklist 
and reference guide on steel items 
carried in J&L’s nine warehouses. A 
special data section is a feature of the 
publication. 


SHEAVES-—Browning Mfg Co 
Maysville, Ky., has brought out a 
small booklet presenting chief fea- 
tures of the firm’s “Gripbelt” sheaves 
with maleeable split taper compres- 





Compound Interest 


ABRASIVE DISTRIBUTORS 


Month after month, these and other eye-catching Jewel 
Brand advertisements appear in leading industrial pub- 
lications. Seen and remembered by the nation’s biggest 
buyers and users of abrasive products, they help sell 
Jewel Brand Coated Abrasive Belts first for all types of 
finishing. Backed by a complete line of sharper, tougher, 
longer wearing Jewel Brand Abrasive Belts on your 
shelves they can do a job for you, too. Write now for 
complete details on the profitable Jewel Brand franchise. 
See for yourself why more and more saleswise Industrial 
Distributors call Jewel Brand the best brand. Abrasive 
Products Inc., Pearl Street, South Braintree 85, Mass. 
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Where heavy production sawing 


is the keynote, you’re “in” with 


this big, rugged machine! 


KALAMAZOO 


Kalamazoo Metal Cutting 
Band Saw Machines 
are advertised in 


American Machinist 


Mill and Factory 

Modern Machine Shop 
Machine & Tool Blue Book 
Industrial Equipment News 
Electrical Construction & 


Maintenance 


Industrial Arts & 


Vocational Education 


Machine Production & 


Canadian Mill Supply 


MODEL 8C 
cuts 8° round, 
16” flat, 8” pipe. 


KALAMATIC BAR FEED 
makes Kalamazoo saws fully 
automatic cut-off machines. 


MODEL 1220 METAL 
CUTTING BAND SAW 


Cuts 12-inch round, 
20-inch flat stock, 12” pipe 


Yes, when you demonstrate the heavy 
duty cutting ability of the Kalamazoo 
Model 1220, chances are you'll make 
the sale. That's because production- 
minded men quickly recognize the 
savings possible with this big, rugged 
metal cutting band saw, at lower cost 
than other types. 


Model 1220 is another example of 


Kalamazoo years-ahead engineering 
design and value which will make 
your sales picture bright. 


MODEL 610 
cuts 6” round, 
10” flat stock. 


sion bushings. Using halftone pic 
tures, the booklet highlights the 
sheaves, also gives specification data 
in latter pages 


FILMS—United States Steel Corp., 
Pittsburgh, has released the 1954 edi- 
tion of its catalog on its industrial 
motion pictures. Listed and described 
are color movies showing applications 
of U. S. Steel products, together with 
information on acquiring and exhibit 
ing the films. 


Simonds Issues 
Saw Catalog 


Simonds Saw & Steel Co., Fitch 
burg, Mass. has issued a 16-page cata 
their line of carbide-tipped 
wood-cutting saws. The publication 
describes and illustrates the firm’s 12 
tvpes of saws: rip, glue-joint rip, cut 
off, smooth trimmer, planer, No. 60 
combination, easy-cut-end matcher, 
cut-in-half, dado, regular groover, and 
shear tooth Specifications 
ind hints on care and use of saws are 
ilso given. 


log of 


groove! 


PIPING lavlor Forge & Pips 
Works, Chicago, has put out a second 
issue of its house organ “Taylor 
Forge,” designed to be of help to en- 
neers, designers, and others faced with 
piping and pressure vessel problems 
In the publication is essential mate 
rial from the recently-approved ASA 
B16.5-1953 pressure temperature rat 
ings for steel pipe flanges and flanged 
fittings; report of ASA’s task force on 
flexibility for pressure piping code; and 
reviews of recent articles, engineering 
papers, and standards of recent date. 


FEEDERS—Wittek Mfg. Co., Chi- 
cago, has issued a condensed bulletin 
illustrating and describing their pro 
duction feeding equipment for punch 


presses. Bulletin covers use and ap- 
plication of automatic roll feeds, stock 


straighteners, and reel stands 


MACHINE TOOL DIV. Kalamazoo TANK and SILO CO. 


S18 HARRISON STREET * * * KALAMAZOO, MICHIGAN 
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Automatic Power Feed 
and rugged Biade 
Welder optional at 
extra cost 





walker.) 
ee 
“ Variable Speed 
rr Drive 
> cuts anything that 
SS, can be cut Px 


c 
in stepless voriation from 50 
to 450 SFM in low range, or 500 to 
4500 SFM in high range 


> 
= 
= 


$s 4 
YRrace Fe® 


What machinery salesman we selected factory trained distributors. Our franchise 
faction as he demonstrates this new LIG! HEAVY policy is one olf adequate coverage sensibly limited 
WEIGHT 16” Band Saw! and controlled for good Distributor turnover and 
profit. There are a few areas where we can consider 


For example oy turning at ] nee nd read 
new distribution. If you are interested, write to 
ing a dial, he easily adjusts to ¢ ctly the rignt 
; Dept. ID, Walker-Turner, Plainfield, N. J. 
SFM for cutting any stock—tough steels, nonfer 
eoue metals. plastics or wood—in smoot saith aaes . “TT ~ 
rous metals, plastics or wood i less  WALKER-TURNER 
variations. He and his customer can do this without Divisione 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J 


1c due to be 
1 @ PA 


. Yan 1e le 
ciency due to inaceq 


for cost-cutting perl 


Walker-Turner machines 














Exclusive 


TIRFOR 


features: 


UNLIMITED CABLE 
TRAVEL—no reel or 
spool 

Combines winches and 
chain hoist devices 

Weighs only 42 Ibs 
Easily carried, set up, 
operated by one man 
Capacity, single line 
3300 Ibs.—with mul 
tiplying sheaves, up to 
10 tons. Uses '2” 
wire rope 

Speed—10 ft. a min 
ute either direction 
with full load 

Load movement con 
trollable to one-thou 
sondths of an inch 

Can be used in any 
position 

Self contained. Fool 
proof. Simple 


Now ready for you 


TIRFOR GRIPHOIST 


PAT’D. USA 


ONE MODEL- 
“SELF-CONTAINED 
UNIT 


“SIMPLE - FOOLPROOF 
EASY TO OPERATE - 


ABSOLUTELY NEW 


Combines Winches and Chain Hoist Devices 


Here is something many of your customers will buy 
on sight. They will readily see how quickly it will 
pay for itself. Moderately priced. Covered by world- 
wide pctents. Thousands in use in different sections 
of the world. This product is now available to indus- 
trial users in the U. S. To be sold through established 
Distributors under a selective distribution policy. Each 
unit sold prompts additional sales. It will pay you to 
secure more complete details om how you can qualify 
as a Distributor for this new, simple and revolution- 
ary product, the only one of its kind in existence. 


Sell TIRFOR GRIPHOIST to: 


Industrial Plants—Utilities—Contractors—Municipalities 
—Shipyards—Mines—Quarries—Electrical Contractors— 
Riggers—Truckers—Railroads—and many other users 
who will quickly see how this equipment will readily pay 
for itself. Be the first to offer it to your customers. 


Where you can get the 


TIRFOR GRIPHOIST 


East of Mississippi—Princeton Griphoist, Inc. 
32 George Street, Boston 19, Massachusetts 


West of Mississippi—Griphoist, Inc. 
544 Market Street, San Francisco 4, California 


Canada—4J. A. Gosselin & Co., Ltd. 
Drummondville, Quebec, Canada 
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STEEL PIPE! 
a _ ah Se 


There are plenty of good reasons why you get top- 
quality pipe when you buy SPANG CW. But the 
very careful steps used to test and inspect SPANG 
CW Pipe prior to shipping give you an “extra 
dividend” that pays off in top-quality installations. 


Here’s what we mean: 


TESTING. Each length of SPANG Pipe is subjected 
to a hydrostatic test, the final check to make sure 
the weld is sound. Test pressures applied are well 


above actual requirements. 


INSPECTION. Threads and couplings are gauged and 


measured for length, pitch and quality. Each 


length of pipe is inspected visually inside and out 
with the aid of light from fluorescent tubes to be 
positive that it meets SPANG’s high product 
requirements, 
To these two fectors add quality steel, automaticall y- 
controlled furnaces, and the latest developments in 
mechanized production. Result: consistently good 
pipe for every type plumbing, heating, air 


quality 
radiant heating and snow melting 


conditioning, 
installation. 

Why buy just any pipe when you can get top- 
quality SPANG Pipe at no extra cost? Specify 
SPANG CW Steel Pipe for your next installation. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Two Gateway Center, 
Pittsburgh, Pennsylvania. District Sales Offices: 
Atianta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadeiphia, Pittsburgh, St. Louis. 
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BRONZE GLOBES 


274 


GATES ‘ 


Good Looks Count with Valves, Too 


We believe in giving O-B valves 
good appearance. Most customers 
judge a product by its appearance, 
and rightly so. Good appearance 
and good performance usually go to- 
gether. At least that’s the way it is 
with O-B valves. 

For example, look at the soft, 
shiny finish on an O-B valve. Re- 
sponsible for that finish is the certi- 
fied ingot bronze used in all O-B 


° ANGLES 
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valves. Certified ingot contributes 
to the uniform high quality of O-B 
valves. 

Well-cleaned castings, smooth ma- 
chining, heavy construction at 
points it’s needed most, freedom 
from burrs - - also add to the good 
looks. Those good looks help sell 
O-B valves especially when they’re 
backed by O-B’s many years of out- 
standing performance. 


4449-V 


INDUSTRIAL SERVICE 








TAPE CUTTER-—Permacel 1 Ipe 
Corp., New Brunswick, N. J., has 

put out a handy plastic cutter bar de THE MOST MODERN 
signed to facilitate the cutting of 

tape. Made of colored plastic, the 

cutter bars are being packaged with HIGH PRODUCTION 
every Permacel 29-D display, which 

consists of 12 rolls of 3-in. by 66 ft 

of “29” plastic tape. A cutter bar is DIVERSIFIED 

to be given free with the purchase of , 

Cac h roll ot tape. COST CUTTING 
CASTINGS—National Bearing Div., 

American Brake Shoe Co., St. Louis, 

announces publication of a 24-page LINE on the MARKET 
booklet presenting their line of cast 

bronze and copper products for gen TODAY! 

eral industry. . 


Sections of the booklet set forth 


an alloy chart listing the composition, 

analyses, properties, and ipplic ition Grinders + + « ALL KINDS! 

of National’s copper, babbit, bronze, 

and aluminum alloys 

HAND TOOLS—Xcelite, Inc., Or 

chard Park, N. Y., has issued a new 

catalog (no. 154) and price sheet 

covering its line of hand tools. ‘The 

catalog is not intended, however, for 

customer mailing by distributors, the No. 1 
firm pointing out that condensed No. 2 
pages are provided for that purpos« 


Catalog includes data on firm’s new 
line of Nutdrivers with “‘color-coded”’ 
handles. 





HOW ABOUT JUDGMENT? 


When does an airline stewardess 
lose her appeal and ability? At least 
one airline considers 32 years old as No. 3 
“over-age,” and has asked 75 of its 
1,100 stewardnesses who are that age 


ne me to eng SoG & Ee Buffing and Polishing Machines Too! 


tion Week, McGraw-Hill publication . f . . . 
A eotitate teliatin Gaen at ool Sizes ¥2 HP to 60 HP with “Special” control Air- 


icy that all stewardesses shall be less rester Dust Collecting Units for all types of in- 
than 32 is “based on the established dustrial dust. 
emeguengnetes of stewardesses, which Speed Chucking Lathes Sizes Vs HP to 5 HP. 
are: an attractive appearance, pleas- < 7 ¥ 2 
Automatic and Semi-Automatic Equipment. 


ant disposition, even temperament, 


neatness, unmarried status and ability . Twin Motor Infinitely Variable Speed Snagging Grinder 
and desire to meet and serve passen . Twin-Wheel Tool Grinder for carbide and high speed steel tools 
. Twist Drill Grinder Capacity 4" to 24" 


gers. Basic among these qualifications 
. 12” Pedestal Grinder with Air-rester Dust Collector 


is an attractive appearance. Such an 
appearance ordinarily is found to a 


higher degree in young women.” The 
airline has delayed putting this policy raul male sooty coanerien 
NEW YORK CITY; MAY 17-19 


into effect, pending further study 

Meanwhile, women’s groups are enter * 

ing the argument, protesting the move the electrical tool CO 
is a slight against American woman . 


hood, the magazine reports MACHINE TOOLS 
2520 RIVER ROAD @ CINCINNATI 4, @ OHIO 


SEE US IN BOOTH B-13 
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USE GENUINE 


CROSBY 
CLIPS 


“SYMBOL OF SAFETY” 


When you see the Crosby Clip’s 
Red “Ue Bolt, you know the 
“job is safe!” Made of drop- 
forged steel and hot-dip galvan- 
ized, there’s an extra margin of 
safety built in! Insist on genuine 
Crosby Clips—available in all 
sizes. 
Wherever you are, there’s a 
Crosby Clip distributor. 


LOOK FOR wna, 


Crosby Products 


Division of 


American Hoist & Derrick Co. 


St. Poul |} . Minnesota 


276 


This 
salesman 


makes 


208,000 


calls 


monthly 


for 
you... 


. telling your customers 
everywhere, in all fields, to 
ask for Genuine Crosby Clips. 
the symbol of safety on every 
job! 


Backed by the most com- 
plete merchandising package 
in the industry, more Genuine 
Crosby Clips are sold than 
any other drop forged wire 
fasteners! 


Ask for your Crosby Clip 
order on every call! 
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How Much Will Industry 


| Spend and Expand? 


(Starts on page 102 





pansion program in 1953, ex 
pects to grow at only one quarter! 
the rate for all manufacturing 
industry in the next few years 
Aircraft companies expect a rela 
tively small increase in capacity 
from the end of 1954 through 
1957. 


Businessmen Show Faith in 
the Future 


Why is business still expanding 
rapidly and spending heavily for new 
plants and equipment in the face of 
declining sales? In the past, large cuts 
in capital expenditures have usually fol 
lowed sales declines. 

One reason for industry’s continued 
plans for heavy investment in new 
plants and equipment seems to be that 
businessmen are looking beyond the 
current letdown in sales to new growth 
in the future. Manufacturers, as a 
group, report that they expect sales to 
decline by about 2% in 1954. But they 
expect sales to pick up in later years. 
By 1957, the average manufacturing 
company anticipates that its sales will 
be up by 12% over the 1953 level 


Memo to Distributors: Some in 
dustries expect to buck the trend 
and show higher sales in 1954. 
Food, petroleum, chemical and 
electrical machinery companies 
all expect increased sales this 
year. And it is interesting to 
note that these are without 
exception the companies that ex 
pect the largest growth in sales 
over the longer pull to 1957 
With the exception of petroleum, 
they are also among the compa 
nies that plan the largest long-run 
increases in capacity. 


And Faith in Themselves 


Perhaps even more important in 
plans for expanding capacity is the aim 
of individual companies to increase 
their share of the market. In industry 
after industry, companies report that 
their sales will expand much faster be 
tween 1953 and 1957 than will the 
sales of their competitors. Manufactur 
ers, as a group, think that industry sales 





Whatever the job... 


knife 
blades 


propeller 


blades 


Permacet Tapes 


ape Corpo swick, N.J 
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Rial 
Nh aia 
§ a Sp . 


bait 
"lnc 
Wiles C 


6500 Avondale Avenue, Chicago 31, Illinois 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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will increase by 4% between 1953 and 
1957. 

But—and here again distributors can 
make a note—they expect sales of their 
own firms to grow fully three times as 
fast, on the average. 

This prospect of sharper competition 
shows most clearly in the plans of non- 
electrical machinery makers. 

Individual machinery companies 
think that their own sales will increase 
five timcs as much, on the average, as 
the sales of their industry. Textile com- 
panies think that they can push their 
sales up three times as fast as the textile 
industry as a whole. Except for the steel 
industry, companies in every major field 
of manufacturing think that they will 
get ahead of their competition in the 
next four years. Even in the transpor- 
tation equipment industry, where sales 
are expected to decline, individual firms 
report that their own sales will fall con- 
siderably less than sales of the industry. 

Comparison of these expectations 
with the results of last year’s McGraw- 
Hill survey shows that individual firms 
plan to meet their sales goals by com- 
peting harder, despite less optimism 
about industry prospects. Last year, 
businessmen reported that they ex- 
pected total sales by manufacturing in- 
dustry to grow by 10% between 1952 
and 1956. They expected their own 
company sales to grow by 13% —about 
one-third faster. But now they plan to 
beat their industries’ sales growth by 
three to one. 


Competition and Capital 
Spending 

That more intense competition is in 
the offing is also indicated by the divi- 
sion of capital spending plans between 
expansion and replacement and mod- 
ernization. While substantial additions 
to capacity are still being planned for 
1954-1957, business is putting greater 
emphasis than in recent years on mod- 
ernization or replacing older plants. Re- 
placement and modernization means 
cost cutting—an essential for many 
companies that want to prosper in the 
competitive period they see ahead. 


Memo to Distributors: Last year, 
manufacturing companies used 
48% of their capital expendi- 
tures for expansion, 52% for 
replacement and modernization. 
This year, they expect the share 
for modernization to rise to 
57%. Under present plans, this 
share is expected to reach 61% of 
capital expenditures in the 1955 





¢ Pages of “FACTS” 
for you every month 


It’s part of the Faultless Selective 
Distribution Plan to show your 
salesmen which Series, sizes and 
wheels are best for specific mate- 
rials handling jobs. Each month 
a real caster problem, and its 
solution with Faultless Casters, is 
fully illustrated and described in 
a 4-page bulletin, sent free to dis- 
tributors’ salesmen, and to every 
important industrial concern in 
your territory. Be sure your sales- 
men are receiving this valuable 
sales tool. 


Here's A Good Reason 
Why You Can Sell More 
4300 Faultless Casters 

for Heavy Duty Jobs 


COMPLETE 


FULL 
ROWS OF UNINTER- 
RUPTED 


HARDENED 
BALL 


BALL 
BEARINGS BEARING 
RACE- 


ABOVE 
AND WAYS OF 
LARGE 


BELOW 
HORN DIAMETER 
. AND 


TOP 
ED ess tiarvene 


PLATE 
rf SURFACES 
—e 


H300 FEATURES 


Heat treated tapered king bolt « 
Solid steel swivel top plate, %” thick 
e Hardened steel ball bearings « 
Machined and hardened ball bearing 
raceways e Bearing dust guard made 
of steel e Castellated king bolt and 
nut for fine adjustment e Handy 
grease fitting for swivel and wheel 
becrings. 


pre r2 . 


“22202” 


“Vy 


= 
, “— 


SERVEL, INC., ASSEMBLES REPUBLIC 


FIGHTER-BOMBER WINGS ON DOLLIES 


SERIES H300 
This husky caster is scienti- 
fically strengthened at the 
right places to carry heavy 
loads. Its unfaltering per- 
formance is due to easily lu- 
bricated Double Ball Bearing 
Swivel and a combination of 
other well balanced features 


(above) The Servel dolly 
has a geared mechanism 
that provides 360° rota- 
tion of wing. 

(left) Rotary Wing Dolly 
is equipped with three 
casters traveling in stand- 
ard 4° channels and one 
caster on a steel plate. The 
wings move smoothly and 
economically through the 
assembly department. 


The production line flow of bulky, 
intricate aircraft wings for Republic 
Aviation’s Air Force F-84F fighter- 
bomber, created a major problem to 
be solved by Servel materials handling 
engineers. Strong, sturdy dollies de- 
signed by Servel engineers, have stood 
up under the rigorous test of heavy 
daily use for over a year, and are still 
in excellent conditinn. The specially 
designed fixture-dolly (called a Rotary 
Wing Dolly) is constructed of 4" 
plate and 8” tube steel. Weighing 
approximately atoneach, theseunique 
materials handling devices are 
mounted on four Faultless H-306-10 
swivel casters. These heavy duty 
industrial casters are equipped with 
roller bearings in the wheel hub and 
two rows of balls for the swivel bear- 
ings. A %” thick top plate and 4" 
heavily corrugated side members add 
extra strength. 


We can help solve your caster problems, as we have for Servel, 
Inc. Simply call your local Faultless Caster Distributor listed in 
the yellow pages of your phone directory. Or write us today. 
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1957 periods. (See second table 
on page 103.) 

As might be expected, the 
greatest shift shows up in indus 
tries that are slowing their rate of 
expansion, especially steel and 
transportation equipment. The 
chemical industry, on the other 
hand, plans to use about the 
same perecentage of its capital 
expenditures for expansion in 
1955-1957 as it will this year. Ce 
ment companies actually plan to 
increase the share going to ex 
pansion in 1955-1957, but most 
manufacturing industries expect 
to shift toward replacement and 
modernization. 


ngersoll -Rand 


complete line offers the right pump 


for every industrial and 





domestic need 


Cutting costs—the object of most ex 
penditures for replacement and mod 
ernization — frequently means cutting 
labor costs. Companies were asked to 
estimate how much their employment 
would change between 1953 and the 
end of 1957. Many of them were un 
able to answer this question. But, of 
those that did, a number clearly expect 
substantial savings in labor costs over 
the next four years. Companies in the 
chemical industry, for instance, expect 
to increase sales by 30%, while adding 
only 16% to their labor force. Cement 
manufacturers expect a 9% growth in 
sales, but only a 1% increase in work 
force. Paper and electrical machinery 
manufacturers also expect substantial 
increases in Output per worker 


MOTORR PUMP 


For All Industry Requirements 
ADVANTAGES: 


1. Size for size, Motorpumps usually 
have greater pumping capacity 
than regular pumps of equal horse- 
power. 2. Operates equally well in 
any position. No foundation required; 
may be bolted to floor, wall, tank, 
column, ceiling or equipment. 3. 
Wide acceptance in such industries 
as petroleum, chemical, building, 
mining, paper, food, beverage, 
manufacturing industries, air condi- 
tioning, etc. 4. Capacities from 5 gpm 
to 1800 gpm; heads to 650 ft. 5. 
Prompt shipment from factory stocks. 
Write for Catalog 7093-D 


SUPIRJET 


For Shallow and Deep Well Service 
ADVANTAGES: 
1. Covers entire range of deep and 


How Firm Are Investment Plans ? 


Manufacturing companies partici 
pating in the McGraw-Hill survey re 
port that they have considerable leeway 
—both up or down—for adjusting capi 
tal spending plans if business condi 
tions change. 

Companies were asked what was the 
minimum amount they would spend 
for new plants and equipment in the 


shallow well applications with only 

3 models. 2. Self-contained units 

pump water up to 120 ft. 3. Capac- 

ities up to 1200 gph. 4. Once 

primed, operation is automatic. §. 

Prompt shipment from factory stocks. 
Write for Catalog 7155-A 


Nb ates hyo) Og -Z- bao | 


1] BROADWAY 


NEW YORK 4; N.Y 
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vears 1954-1957, even if their sales de 
clined substantially. They 
asked what was the maximum amount 
they could invest if they were able to 
take advantage of all the technological 
developments in their industries. 

Manufacturing industry, as a whole, 
reports that its 1954 investment pro 
gram is about 15% below the maxi 
mum that could be spent under ideal 
conditions—and nearly double the min 
imum it would spend if sales dropped 
badly. 


were also 


Memo to Distributors: Thu 


there is a lot more leeway for 





of fone 20d pase ats 


-to HAMILTON 
Revelation _ 


SUCTION _4 oe . because it s 


: 
“* 
7 


7; CORD INSERTED | 








No wire is used in the car- 
cass of Hamilton REVE- 
LATION Suction Hose. 
Specially treated, hard 
twisted cord and multi-ply 
heavy duck insure recovery 
to original shape and pre- 
vent conventional hose 
failure due to crushing. 





Hamilton REVELATION 
Suction Hose is available 
in 6 popular I1.D. sizes; 1”, 
l Y", 1 Ye", 2”. 214", ae 
Ask your jobber. 














CRUSHED & ‘BY TRUCK TRAFFIC -REGAINS | UNDAMAGED | SHAPE 








Hamilton REVELATION is made to answer the need for a rugged, Hamilton quality rubber 
smooth bore suction hose that will stand up under the crushing abuse products have served industry 
of heavy trafic, rough mining or construction work. Weather and wear for more than three-quarters 
resistant corrugated cover over a multi-ply carcass of specially treated of a century. If you have a 
hard-twisted cord and heavy duck give this hose the added advantage of hose or belting problem, send 
instant recovery to original undamaged shape. for our literature. 


mee =§=84 YEARS OF SERVICE 
’ HAMILTON RUBBER frist 


Executive Offices and Factories: 101 Meade St., Trenton 3, New Jersey 


BRANCHES IN: CHICAGO * CLEVELAND * HOUSTON + INDIANAPOLIS * LOS ANGELES * NEW YORK * PITTSBURGH * SAN FRANCISCO 
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eas s 
catawissa 
PERFECT SEAL 
unions 


re} GY 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in o Catawissa Union (hot forged from solid 
steel bars) with several extra value features that 
are exclusive here at the UNION SPECIALISTS! 


All Catawisso Unions are designed to give a 3-to-! 
SAFETY FACTOR... 3,000-Iib. service unions ore 
tested to 9,000-ibs., 6,000-lb. service unions 
tested to 18,000-l/bs., etc. 

Exclusive Ball-to-Angle seat design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure a UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
after machining, guarantees LEAKPROOF 
CONSTRUCTION! 

Satisfaction is guaranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air, 
oil, gas, chemicals, hot oils, gases or steam). 


WRITE FOR CATALOG 11 
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spending to go down than up 
from the 1954 level. But that’s 
not true for 1955-1957. The 
average amount of capital spend- 
ing now planned for 1955-1957 
is just about half way between 
industry’s maximum and mini- 
mum estimates, with a little 
more room for increases than for 
decreases. 


Steel, textile and food companies re- 
port the greatest leeway for increasing 
capital expenditures from the 1954 
level to take advantage of technological 
developments. ‘The _ transportation 
equipment, electrical machinery and 
steel (again) industries have the great- 
est leeway to reduce capital spending if 
sales decline. 

For the longer period, 1955-1957, 
transportation equipment, as well as 
steel, food and textile companies, show 
the greatest room for expanding their 
investment programs. Aircraft compa- 
nies could spend three times what they 
now plan to spend for new plants and 
equipment in 1955-1957, if they could 
take advantage of all technological op- 
portunities. Steel, machinery and chem- 
ical companies would cut capital spend- 
ing most if sales fell badly. Even these 
industries, however, say they would not 
cut capital spending by more than 50% 
below the level they have already 
planned for 1955-1957. 


Planning Ahead 

A great majority of companies can 
now give at least preliminary estimates 
of capital expenditures for the future. 
This year, more than nine out of ten 
companies participating in the survey 
were able to estimate their capital 
spending for the next four years, com- 
pared to 81% in 1953 and 65% in 
1952. 

But fewer companies than in the 
past now plan their capital expenditures 
in detail for two years or more in ad- 
vance. In 1952, 93% of manufacturing 
companies reported that they planned 
their capital spending at least two years 
ahead. Last year, the percentage fell to 
63%, and now it’s 56%. The decline 
in detailed advance planning probably 
reflects the completion or near comple- 
tion of the big, long-range expansion 
programs that were started after the 
attack on South Korea in June, 1950. 
The same trend appears in reports from 
railroads and airlines. 

However, companies that do make 
detailed advance capital spending plans 
now frequently plan farther into the fu- 
ture than they did in 1952 and 1953, 





\ B ram why 


Harper offers more to distributors 


v Experience—the largest manufacturer specializing 


. 
) only in corrosion-resistant fastenings. 
@ One source—one bill to pay, one invoice to write, one 


account to keep. 


2 Broadest range and most complete line. 
The H. M. Harper Company is the largest , . 
a “ - j P f bol B 4 Better profits because of a higher selling price for non- 
Cae Sees OS SO eee ferrous metal and stainless steel fastenings. 
screws, washers and rivets in non-ferrous 
alloy and all stainless steels. There are 


eight good reasons why you should stock 6 Stocks move rapidly and there is no obsolescence, no 
deterioration while in stock. 


& Small space for stocking. 


and sell Harper Fastenings: 
7 High quality. 
s Complete stocks ready for immediate delivery carried 


in Harper warehouses with branches in every major 
market area. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, III. 


This ancient Greek Infinity Symbol 
characterizes the everlasting 


lity of H Fust . 
quality of Harper Fustenings The H. M. Harper Company 


8219 Lehigh Avenue 
Morton Grove, Illinois 


SPECIALISTS IN ALL HARPER Please sead me: 


CORROSION-RESISTANT FASTENINGS C Catalog 0 Distributors Discount Sheet 


BRASS « NAVAL BRONZE « SILICON BRONZE Company 


MONEL » NICKEL « COPPER *« ALUMINUM Addren 
° ALL STAINLESS STEELS 
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: 


Distributors: 


Choose: from 
EAGLES 
Complete Line of Cans 
... to fit your purpose! 


For Dependability 


EAGLE 

WELDED STEEL 

Supply Cans 
A top-quality container for 
general use wherever oil and 
gasoline are used in the fac- 
tory or shop. Body of can is 
drawn from one-piece 24 
gauge high-grade steel. Body 
and breast welded together 
electrically under electronic 
control; no soldering used 
Bottom re-inforced with heavy 
steel hoop. A good buy be- 
cause it lasts longer under 
hard use. 


A 
Where Handling 
Flammable Liquids 
Requires a Special 
Container 


EAGLE 
Safety Cans 

The new Eagle Safety Can has 
exclusive Eagle features which 
assure convenience and efh- 
ciency for plant and person- 
nel. Listed and labeled by both 
the Underwriters’ Laborato- 
ries, Inc. and Factory Mutual. 
Tightly-sealed cap prevents 
spilling and leakage when can 
is not in use. Minimizes fire 
hazard. 


Where an Economical 
Container is the First 
Requisite 
EAGLE 
Galvanized Cans 


Made from prime galvanized 
steel sheets, with triple-lock 
body seams and seamless 
drawn spouts. Eagle Triple- 
Lock Seam insures can against 
leakage and enables it to stand 
tough abuse. Only Eagle cans 
have this exclusive feature. 


Eagle industrial ads like 
this help you sell Eagle products. 


' ™ 
tures for hive or 


This year, 17% of the companies rc 


ported that they plan capital expendi 


more vears into the 
future, compared to 2% in 1952 and 
1953. Among manufacturing compa- 
nies, five-year planning is most com 
mon in steel, electrical machinery and 


petroleum. 
Depreciation Policy 

By an overwhelming margin, manu 
facturing Companies report that they 
usually reinvest all of their depreciation 
allowances in new plants and equip 
ment. This practice is reported by 90% 
of all manufacturing companies that 
participate in the McGraw-Hill survey. 
Food and petroleum companies are 
reinvesting all of their depreciation 
charges. Only in the transportation 
equipment and _ steel industries do 
fewer than 80% of companies reinvest 
all depreciation funds. 

However, the practice of reinvesting 
depreciation allowances is not necessat 
ily a matter of company policy. In 
many cases, it may be due to the fact 
that the company’s capital spending is 
unusually high at the present time. A 
number of companies commented that 
it is not policy, but merely the current 
practice, to invest depreciation funds. 


Memo to Distributors: Compa 
nies were also asked what they 
would do if depreciation al 
lowances were substantially in 
creased. About 55% 
that they would spend more for 
new plants and equipment. This 
answer was most common in the 
machinery, transportation equip 
ment and electrical machinery 
fields. These are also among the 
industries that expect the great 
est competitive pressure in the 
next four years, which may pat 
tially explain their particular de 
sire for more efhcient plants and 
equipment. On the other hand, 
only 32% of chemical companies 


answered 


would spend more for new plants 
if depreciation allowances were 
increased, perhaps because they 
already have very substantial 
plans for capital spending in the 
future 


lhirty-one per cent of manufacturers 
report that they would rely less on out 
side funds if they had greater deprecia 
tion allowances, while 27% would re 
duce outstanding debt. Petroleum re 
finers are most interested in reducing 
dependence on new outside financing, 
steel 


while chemical and companies 
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most frequently report that they would 
reduce outstanding debt. 

Many companies would use added 
depreciation funds in more than one 
wav —for instance, to reduce debt and 
increase capital expenditures. Others 
say that they would reduce debt now, 
increase capital spending later on. A 
number report that their policy would 
depend on economic conditions and 
the degree of competitive pressure in 
their industry. And several state that 
they would pay greater dividends 


Research, Capital Spending, Sales 
Research developments —new prod 


processes, new machines 


ucts, new 
will be important factors in a competi 
tive period like the one businessmen 
see ahead. Electrical machinery compa 
nies expect to spend nearly three-quat 
ters as much for research as for new 
plants and equipment in 1954. Chem: 
cal, other machinery and transportation 
equipment companies also plan to 
spend at least one-third as much for 
research as for plants and equipment. 
At the other end of the scale, research 
spending planned by the steel industry 
is very small—4% in 1954—compared 
to its capital expenditures. 

Chemical and electrical machinery 
companies also expect to spend the 
most for research in relation to sales 
3%. Machinery manufacturers report 
that they expect their research expen 
ditures to reach 2% of sales in 1954 
Of the industries that reported on this 
question, meat packers and steel manu 
facturers plan the smallest research 
spending in relation to sales. 

Only limited conclusions 
drawn from these reports on research 
companies 


can be 


spending, because many 
were unable to answer the question. A 
number commented that they are un 
able to separate research expenditures 
from engineering and other costs 


Memo to Distributors: However, 
it may be significant that two 
of the industries that spend the 
most for research in relation to 
capital expenditures and sales 
chemicals and electrical machin 
ery —are the two that expect the 
greatest sales growth between 
1953 and 1957. And companies 
in the other two industries that 
spend heavily for research as 
compared with capital expendi 
tures expect to improve their 
competitive position greatly by 
the end of 1957. 
Businessmen have been 
prophets of their future gains in ca 


excellent 





|DYeolele}l-+ ol-taa-si-1e 


at di 
: | 
1. They sell J&L 
steel pipe- 
a pets Jab err 
Thi by you 
, be re : 
. . oH lication 
er in trade publ | 


gers of steel pipe to 


J&L’s close quality control 
practices—-all the way from the 
ore mines, through the blast furnaces, 
rolling mills, and finishing mills 
assure the superiority of J&L Steel Pipe. 
In plumbing and heating applications, 
J&L steel pipe contributes to good workmanship and ensures 
a long-lasting trouble-free installation. 


J&L distributors are located in all principal industrial 
communities. Just call the one near you and you’ll benefit from: 
1. Quick service. 
2. Complete stocks near at hand. 
/ 3. The right pipe for every job. 
gray 4. Technical service by steel pipe specialists. 


STEEL CORPORATION — Pittsburgh 


TARRY J&L STEEL PIPE LET THEM SERVE YOU 
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GOOD... because you can recommend 
— without reservation—the CM Electric or 
Hand Hoist exactly right for your cus- 
tomer’s needs...and every industry is a 
customer. 


STEADY... because hoists are in year 
‘round demand. Convincing ads in lead- 
ing industrial publications maintain con- 
tacts...hold established CM prefe:ence... 
direct new customers your way. 


PROFITABLE... because Industrial 
buyers and executives recognize CM 
equipment as a service-proven line 
backed by over 70 years of hoist manu- 
facturing experience. No special sales 
training necessary and the unit of sale 
produces a well worthwhile net profit. 


OVERHEAD 


MATERIALS 
HANDLING 
EQUIPMENT 


HOISTS « TROLLEYS 
TRAVELING CRANES 


¥X to 5 ton capacities. Fast, low headroom heavy 
duty wire rope electric hoist. Single and two 
speed models. Many exclusive features. 


Cf CYCLONE 


% to 10 ton capacities. 
Lightest weight and most 
efficient chain hoist. Rug- 
ged aluminum alloy con- 
struction for heavy duty 
and long life. 


Cif PULLER 


%, 1%, 3 and 6 ton capac- 
ities. Lifts and pulls at any 
angle. For 1,001 jobs. Low- 
cost. Safe and easy to 


Cw COMET operate. 
7 








Ye to 2 ton capacities. Portable, 

compact and rugged electric chain 

hoist, Available in push button Cif TROLLEYS 

and pendant rope control models. Low headroom. Tandem, Matchless 


Plug in on 110, 220 or 440 volt i 
. and Moore styles. Plain, geared or 
power lines. motor driven. . 


(SEE US AT BOOTH 30.) 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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pacity. Last year, for instance, they re 
ported plans to increase capacity in 
manufacturing by 7% —and they hit 
that figure exactly when the returns for 
this vear’s McGraw-Hill survey were 
tabulated. They did almost as well for 
1952. In most vears, estimates of 
changes in capacity have proved much 
more accurate than advance estimates 
of dollar capital expenditures. 

Accuracy of capacity planning varics 
among industries. Last year, some of 
the industries overshot the marks they 
set for themselves when the last Mc 
Graw-Hill survey was made early in 
1953, and others expanded more slowls 
than they expected. But three indus 
tries increased capacity by the exact fig 
ure they had planned — food, chemicals 
and electrical machinery. Interestingly 
enough, chemicals and electrical ma 
chinery are the two industries that plan 
the largest increases in capacity in 1954 
and again in 1955-1957. 





D-A-T-E-§ 
TO REMEMBER 





May 4-7—National Spring Technical 
Meeting, American Welding So- 
cietv, Hotel Statler, Buffalo, N. Y. 

Mav 5-7—Welding & Allied Industry 
Exposition, Memorial Auditorium, 
Buffalo, N. Y. 

Mav 10-12—Sales Aids Show, Adver 
tising Trades Institute, Biltmore 
Hotel, New York City. 

May 17, 18, 19—Triple Industrial 
Supply Convention, Waldorf As 
toria Hotel and Madison Square 
Garden, New York City. 

May 17-20—Basic Materials Exposi 
tion & Conference, International 
Amphitheatre, Chicago. 

May 23-26—National Association of 
Purchasing Agents Convention, 
Chicago. 

June 2-4—National Sales Executives 
Convention and Sales Equipment 
Fair. Conrad Hilton Hotel, Chi 
Cago. 

June 20-23—Plant Management Con 
ference, National Metal Trades As 
sociation, French Lick, Ind 

Sept. 28-30—Ninth National Indus 
trial Packaging and Materials Han 
dling Exposition, Coliseum, Chi 
cago 

Oct. 3-6—National Hardware Conven 
tion, Atlantic City 











the Profit Line 


OF GRINDING WHEELS 


Here's a special profit opportunity for distributors who 
are looking for an easy-to-sell line of top-quality abra- 
sive wheels. Chicago Wheel—famous for its mounted 
wheels and abrasive specialties—now offers a complete 
range of grinding wheels for every standard grinding 
application. Wheel sizes up to 30” diameter are now 
available for all types of jobs such as roll grinding, weld 
grinding, and machine tool applications. Chicago 
Wheel’s complete line includes mounted wheels, grind- 


ing wheels, internal wheels, cut-off wheels, and the ex- 


clusive “XL” Bond wheels for carbide tool grinding. 


Protected Franchises —a few fully 
protected territories are available for 
distributors who want a real money- 
making abrasive line. We'll make you 
the sweetest deal you've ever had. It’s 
worth writing for details immediately. 


Dept. ID 


CHICAGO WHEEL 


& MFG. COMPANY 
1101 West Monroe Street, Chicago 7, Illinois 
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Have You Heard This? 





The Art of Losing Customers 


“Consider a few examples of 
thoughtless words used in dealing with 
others. First, there’s the display of 
doubt in the good faith of a customer 
Or a supplier. A salesman or purchas 
ing agent says ‘You claim that 
and he might just as well say ‘I think 
you're a liar.’ There’s an insinuation 
of doubt and suspicion. Who likes 
to deal with a person under suspicion 
or one who does the suspecting? Then 
there’s the common accusation ‘You 
neglected to. . You might just as 
well stick your finger in his eye. . . .”” 

Richard A. Melvin, Motor & Equip 
ment Wholesalers Association, The 
Selling Job. 


Listen—and Answer Up 


“There is an art to salesmanship 
though many may not agree with me 
on that. But the essence of sound 
salesmanship is the salesman’s ability 


to listen and then if there is a ques- 
tion, to answer it fully and truthfully. 
He may never again get the same op- 
portunity” —Walter H. Simpson, presi- 
dent, Duro-Test Corp., “The Sale I 
Never Forgot,” Printers’ Ink Maga- 


ZINK 


Too Much Specialization? 

Great crises in history are caused 
by economic pressures, originating in 
the desire of man, good or evil, to bet- 
ter his standard of living. These crises 
can only be conquered by moral force 
Never before in history has mankind 
developed the power to destroy him 
self. The need for stamina and 
strength to control this threat can only 
be met by the enlightened moral and 
spiritual education of our youth. The 
specialist must also be a humanist’ 
Gilbert W. Chapman, president, Yak 
& Towne Mfg. Co., in a guest editorial 
Saturday Review : 








TRADE MARK REG 


U. S_PATENT OF FICE 


Here's a quality line with reai profit possibilities 
© get the most out of it carry the complete 
Champion DeArment-Channellock line. Millions 
of national magazine subscribers will read about 


the Channellock jine every month . . 
being told and sold. Use di 
full line. . . for real profit possibi 


. they are 
ispley boards, stock the 
ities. You can sell 


more pliers than ever before when you feature the 
complete Champion DeArment-Channellock line. 


THE Pilee 


DESIGN THAT OB8SOLETES 


ALL OTwERS 





CHAMPION DEARMENT TOOL CO. 


MEADVILLE, 





PENNSYLVANIA 
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Net Profits and Heresy 


“My research in the field of purchas 
ing disclosed many facts which gave 
rise to the term Purchasing Revolu 
tion. Probably the most important 
fact is an ever increasing awarenes 
that sales and more sales are not the 
whole answer to profits and morc 
profits. Now, to the salesman, thi 
may sound like heresy. I will be the 
first to admit that the starting point 
with profits is the take at the gate 
I'he sales dollars must be produced 
But where the sales dollars go, once 
vou have captured them, determines 
the most important financial statistic 
of the enterprise—net profit”—John 
A. Hill, president, Air Reduction Co., 
in a recent address before the Pur 
chasing Agents Association of New 


York 


Credit Isn’t Know-How 


\ loan, no matter how liberal, can 
not supply the necessary experience 
ind ‘know-how’ to operate success 
fully in a highly competitive market 
The greatest disservice that a lend 
can do an honest 
make a loan that a borrower is unabk 
to repay. Such a loan destroys the m 
valuable assets of a businessman—his 
good reputation and his credit. A loan 
that merely enables a small company t 
stand off its creditors and postpon 
the day of reckoning is unfortunate fo 
ill concerned’”—Loan Policy State 
ment, Small Business Administration 


; 


businessman 1s 


Cutting Oil is Not Immoral 


“We are criticised b 
others in Europe and Asia who say 
that in our advertising and in our 
broadcasts to the world we over-empha 
size our material advancement to the 
detriment of moral values. To me, that 
is defensive and a lot of nonsense 
What’s immoral about a hat, a 
warm overcoat and a good pair of 
shoes?—or a tank car of good cutting 
oil?”—Frank R. Markley, 
dent in charge of marketing, Sun Oil 
Co., in a talk before the Eastern Indus 
trial Advertisers Association 


sometimes 


new 


VICE presi 


Distribution Tools Rusty 


wer 100 b 


“It is estimated that 


lions of dollars were spent for new 





Bhs good service that you give to your customers 
is as important to us as it is to you. To make your 
Industrial Brush service a top notch one we are 
e SERVICE organized to give you a service complete in every 
detail. Our job is to see that you are supplied promptly 
Your sales job is simplified through a and that you get the quality products 
service complete in every respect that promote sales. 


QUALITY MILWAUKEE Production Brushes for 


power use—production brushes for 
| , 
Almost 40 years serving industrial dis hand use—brushes for various main- 
tributors with top quality F 
tenance needs. Your good service 


TYPES today will pay off time after time. 


For Industrial Brushes, be sure— 
Here is the brush line for every industrial make it MILWAUKEE. 


requirement 


COOPERATION 


From receipt of order we work to smooth 
the distributors sales job 


UNIFORMITY 


Repect orders of any quantity are exactly 
the same as initial orders 


SPECIALS 


Lay your problem in our lap and we will 
have the right answer for you 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 
SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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He’s PULLING IN 
belting sales... 


All during 1954 he’s helping yow pull in belting sales through trade 
magazine ads and trade shows. The mighty working power of his 
trunk dramatizes the pull, grip and wrap of G&K Flat Leather Belting. 
That's real “PULLINGRIP” — so necessary for top production-power 
and developed to its maximum in all G&K brands. 

Yes, this elephant is doing a hard-hitting selling job among your 
customers who use and specify belting. They look to you — the In- 
dustrial Supplies Distributor — to supply them, and you can look to us. 
There’s an experienced G&K belt man in your territory, ready to help 
you in any way he can. There’s the G&K Belting Catalog 101 which 
is a real selling tool that can be working for you at all times. 

Let's all “pull together” on selling G&K top 
quality belting! There's more real profit in it — 
for you and your customer. 








a 


Every G&K 
G&K In 


s message —~ 


lies Distributor for , 
belt lacing, dressin “ 
ity leathers. Write 


Ad carries thi 


dustrial SupP 
Call your nk and V-belting, 


roung, li 
cements, P4 
free Belting 


* d specia 
ckings, 2° 
Catalog 101. 
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production tools in the four years 
1950-1953. During this time, the dis 
tribution part of our economy was 
neglected. Not only was there practi- 
cally no investment in new tools for 
more efficient distribution; many of 
the old tools already on hand were 
allowed to get rusty through lack of 
use.”—R. M. Nelson, supervisor of 
distributor programs, Armco Steel 
Corp., in a recent address before the 
Society for the Advancement of Man 
agement in Columbus, Ohio. 


Sitting Ducks 

“The day our heads go spinning off 
in an atomic blast, we can blame our 
selves. The fault won’t be that we 
developed nuclear fission. Others 
would if we hadn’t. Nor will it be be 
cause our radar screens are inadequat« 
or our supply of Nike interceptors is 
insufficient. We're doing a pretty good 
job in those fields. Our trouble will be 
that we were near Ground Zero. We 
just didn’t disperse enough. We've 
goofed. Despite all that Democratic 
and Republican administrations have 
done, despite the investments and sac 
rifices of many industrial statesmen, 
U. S. industrial plants are like sitting 
ducks, in danger of being ground 
sluiced”—The York Report, York En 
gineering & Construction Co., March 


1954. 


Call Reports Are for Control 


“One of the most effective tools for 
stimulating salesmen to make better 
use of their selling hours is the analysis 
of salesmen’s call reports. Many com 
panies, however, regard their sales 
men’s call reports only as a medium 
for communication and not as a con 
trol device. Basically, this situation 
exists because there is no system in 
these companies for tabulating sales 
calls by type of account and prospect 
or by the size of market area”—Small 
Business Administration, “Making 
Your Sales Figures talk,” Manage 
ment Series No. 8. 


Nobody Too Good to Improve 


“No company is big enough or 
smart enough to keep track of all the 
new ideas or to think of all the possible 
ways it can improve its products Or 
its efficiency.”—Del §S. Harder, vice 
president, Ford Motor Co., at Wayne 
University Industrial’ Marketing Con 


ference. 


Don’t Forget the Motive 


“An industrial salesman may even 
go so far as to analyze his product in 





LABELED AND PACKAGED FOR YOUR CONVENIENCE 


: DIAMOND 
‘yee? «©=—sORROLLER CHAINS 
vou: = gf AND SPROCKETS 


50’ lengths and over. 
The constantly increasing use of Diamond Roller 
ay 9 ener a Chain for power transfer has made possible the 

7 teas " oe wider range of Finished-Bore Sprockets which with 
a the Taper-Lock replaceable bushing type Sprockets 
va" | va" | amsto ne at ea for the large bores, provide stock drives to meet the 
va" | sie" | “Amst ne a0 os vast majority of requirements. 

DIAMOND No 449 = 


5/8 3/8" AM. STD. No. 50 (seid 
| } >. 8 RE-WORKING ELIMINATED 


DIAMOND No 433 


34 ’ F M. STD. No. 60 
| > Ts = Cc P Since Diamond Finished-Bore Sprockets are com- 
nner plete with keyways and setscrews and are available 
from stock in 75 tooth sizes with more than 280 
accurately finished bores—the job of re-working as 
required by conventional minimum bore sprockets 
is eliminated. 
LESS INVENTORY—QUICKER TURNOVER 


The Diamond Chain and Sprocket combination 
permits you to sell drives to meet quick emergency 
and normal service demands for standard drive 
ratios and popular horsepowers. Packaged and 
labeled for easy stocking and handling. 

Diamond Chain industrial advertising directs 
prospects to distributors. 





Finished Bore precision-made DIAMOND CHAIN COMPANY, Inc 
Sprockets, complete keyways shesn tikes Guitty ta Tomiie , ¥ 
ere ‘ volity is Traditione 


and setscrews. Many bores and 
tooth sizes. Dept. 480, 402 Kentucky Ave., Indianapolis 7, Indiana 


ROI LER 
“Gh "CHAINS 
. 


Write for 
latest 
literature 


Taper-Lock Sprockets with replaceable 
bushings to meet wide range of bores. 
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you can see... 


stock these three! 


“FINETEX’’ 


for Biscuit and 
Cracker Industry 


“INNERLOK” 


for Industrial 


BH, RM a eh 


RRiie IO 


We uy) Wy Me 
H ected 
i 


‘ (i¢e 
PP eaT De OVS 
(i 8ay 


TRADE MARK 


FRANK 


REG. U.S. PAT. OFF 


SOLID WOVEN 


BELTING 


for dependable 


SERVICE + SALES * PROFITS 
“SUPER CORRUGATOR” 


for Corrugated Box 
Industry 


In many of the nation's leading industries FranKo Belting 

has consistently proven itself over a 79-year span to be finest for 
long trouble-free service. And, leading distributors know 

ne there is no substitute for this quality belting. 
«| 


| 
| If you aren't stocking FranKo, you're over- 


\ ) 


H the Franklin Cotton Mill Company 


T1116 CENTRAL PARKWAY 
CINCINNATI oF OHIO 


looking a fast-selling, profitable line. 
Don't lose sales. Write us today for complete 


information on how you can profit with FranKo. 
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terms of its advantages, but if he fails 
to take a third step—that of hitching 
advantages to buying motives—he may 
be one of the lads who gets a courte 
ous hearing but too seldom gets the 
-Waldo Carlton Wright, “Why 
Buying Motive So Seldom 
Industrial Salesmen?” Sales 
March 15, 1954. 


order” 
is the 
Used by 
Management, 


Why Salesmen Are Needed 


“All industrial concerns are depen- 
dent to a considerable extent upon 
materials and parts suppliers for engi 
neering information. It should be em 
phasized that the large industrial or 
ganization is no exception. It seems 
impossible to conceive any one organi 
zation having an engineering staff and 
facilities large enough to cover all th« 
detailed engineering aspects of a com 
plex mechanism such as an automo 
bile. It would require too large a staff 
to keep pace with the rapid vdvanc 
ments as they develop in each pai 
ticular branch of industrv. The en 
gineering profession is truly one of 
specialization” —W. T. Burwell, Gen- 
eral Motors Corp., at Wayne Univer 
sity Industrial Marketing Conference 


We're Getting Older 
“Because of a long 
both birth and death rates, an ever 
increasing proportion of the popula 
tion is passing the traditional retire 
ment age of 65. In 1900 there were 
about 3,000,000 Americans over 65 
about 4%. In 1950 there wer« 
500,000 or 8%. The Bureau of Labo 
Statistics estimate for 1975 is 21 mil 
lion, or 10% 
National Sales 
State University, 
Plans for Outside 


run decline on 


aged 65 a ver” 
Executives and Ohio 

Retirement Income 
Salesmen 


All Need to Modernize 


“There is no reason to fear that a 
thorough critical appraisal of manu 
facturing processes and _ productive 
equipment will make any company or 
its key personnel look bad by com 
parison with the rest of the industry 
The need for modernization exists 
throughout all industrv in plants of 
all sizes’ —Roger F. Waindle, presi 
dent, American Socictv of Tool En 
gineers 


Help Needed to Sell Selling 

“A difficult fact for 
salesmen to accept is that the general 
seldom regards us as profes 
it all. Despite the writings of 


professional 


yublic 
sionals 





Thos Keal Heed for a 
DIPely horas | 


No matter where your customers or prospects 
may be, in any kind of industry where rubber 
hose is used, you'll find a ready market for rh! wi acai 


products in the DIXON Quality Line. 

These Couplings, Nipples, Menders, Clamps 
and Special Fittings have a reputation for 
assuring better, longer service from any kind 
of hose because of their correct design, ease of 
attachment, convenience in connecting and 
disconnecting, and unequalled strength and 


durability. Following are a few suggested : 
applications for the various types: oa oT 
GENERAL INDUSTRY—Virtually every DIXON 

item has a profitable application in general in- 

dustry ... “GJ-Boss’”’ and ‘Boss’ Couplings for 

steam, gas, oil, air and fluids; “Air King” and “Dix- 

Lock” Couplings for air service; ‘“Dixco” Hydraulic 

Couplings; Barbed Hose Inserts: Oxy-Acetylene 

Couplings: Spray Hose Couplings; Insulation Hose 

Couplings; Swivel Connections; and Self-Honing shiddeed ok oa a ee 
Air Valves. a 
CONSTRUCTION and ROADBUILDING—"G)- 
Boss’ and “Boss” Couplings for steam, water, 
grout, hydraulic, caisson and manifold hose. ‘GJ- 
Boss’ and “Boss’’ Air Hammer Couplings for air 
hose used in rock drilling. ‘Air King" Couplings for 
compressor and air line connections. “King'’ Shank 
Couplings; ‘‘King’’ Combination Nipples; “King” 
Single and Double Bolt Clamps. 

MINING and QUARRYING—"“Boss” and “GJ- 
Boss’’ Couplings for water hose. “Boss” and “GJ- 
Boss” Air Hammer Couplings for the drilling hose. 
AGRICULTURE—"GJ-Boss"” and “Dixco” Coup- 
lings for hydraulic equipment; “No. 2500” Spray 
Hose Coupling for orchard and other spray work; 
King" Shank Couplings and “King” Combination 
Nipples, for irrigation and drainage. 
PETROLEUM INDUSTRY—"“GJ-Boss” and “Boss” 
Couplings for all refinery and bulk plant services. 
Special ‘King-SD" Coupling for refinery and tank 
truck gasoline and oil hose. “LP-Boss’’ Male Stem 
for Liquid-Petroleum service. 

CHEMICAL PLANTS—Virtually all couplings and 
other fittings in the DIXON line are available in 
stainless steel and special alloys. 


“Go and Grow With DIXON” 


TO HELP YOU in selling more Dixon products, 

© consistent advertising schedule is main- 

tained in leading industrial trade papers, 

catalogs, etc. Envelope stuffers and other YYZ & Coupling Co 

direct mail pieces, covering most items, are 

available with your imprint. GENERAL OFFICES & FACTORY-—PHILADELPHIA 22, PA. BRANCHES—CHI 
BIRMINGHAM «+ LOS ANGELES - HOUSTON + DIXON VALVE & COUPLING CO. LTD.. TORONT( 
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economic historians which point out 
the tremendous contribution U. S. 
salesmen have made to record-break- 
ing national production, distribution 
and consumption, the average Ameri 
can seems to hold salesmen in low 
esteem. At least this is indicated in 
the reasons young men give for not 
wanting to enter the selling field. 
If we are to correct this erroneous im 
pression and add stature to selling, we 
must all get busy and sell selling” 
R. C. Bennett, National Electric Prod- 
ucts Corp., Sales Management, March 
15, 1954. 


What Happened to the 
30-Minute Talk? 


“What has become of the 30-min 
ute talk at conventions and confer 
ences? Caught between the craze for 
the panel or the workshop discussion 
ind the long professional paper, the 
old 25- to 30-minute talk seems to 
be about extinct’”—The Southwestern 
Purchaser, March, 1954. 


As Others See Us 


“Apparently perishable tool dis 
tributors take a very dim view of this 
much-tossed-about word ‘recession,’ 
for their January buying increased in 
anticipation of stepped-up factory re 
These boys are realistic, 


quirements. 
The Hoosier 


and the sign is good” 
Purchasor, March 1954. 


Sell the New Trimmings 


“A free market cannot always be a 
sellers’ market. Our salesmen have a 
job of selling new models with new 
trimmings to customers whose old 
models are still in running order’ 
Richard L. Bowditch, president of the 
National Chamber of Commerce, in 
a recent address in Atlanta, Ga. 





HELICOPTER PATROL 


A pipe-line company in Canada uses 
a helicopter to check the 718 miles of 
its pipe line for possible leaks, ac- 
cording to National Petroleum News, 
McGraw-Hill publication. The copter 
can negotiate narrow passes that a 
fixed-wing plane could not, and, when 
a leak is spotted, can land and report 
it immediately via the company’s tele- 
phone line which extends the length 
of the pipe line. 














Through specialization, Card is 
better prepared to fulfill your most 
exacting threading requirements. 


TAPS by CARD 


Completely stocked offices at Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York, San Francisco and Seattle 
See your local Card distributor for prompt deliveries and helpful service 


S. W. CARD MANUFACTURING CO., MANSFIELD, MASS. * VISION OF UNION TWIST DR TAPS * DIES* SCREW PLATES 
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ARNELL 


CASTERS & WHEELS | 
=~ ———_ 








Darnell Casters and Wheels 
start to cut costs for your 
customers from the very 
first day of installation. 
Easy rolling and swivelling 
increase employee effi- 
ciency, save floors and help 
add to production. 


With over 4000 types of 
casters and wheels to select 
from, you can specify 
the exact model to meet 
your customer's individual 
requirements. 


DARNELL CASTERS 
& €-Z ROLL WHEELS 


Always 
S:Wiv EL. 
and ROY C= 








DARNELL CORPORATION 


NIA 





The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who compromise the N.A.P.A 
Business Survey Committec 





Decline Has Stopped 


Purchasing executives’ reports for 
March show that industrial production 
and order increases both outbalance 
decreases for the first time since last 
May. The change of trend is mar 
ginal and, possibly, seasonal for pro- 
duction, with 24% up and 13% 
down. It is stronger on new orders, 
with 3] up and 17% down. As 
would be expected, the individual 
changes are not large, and the reversal 
of trend is not strong enough to indi 
cate a sharp upswing. However, it is 
apparent from our March survey that 
the industrial business decline has 
abated and is leveling out. Prices are 
showing some strength, particularly 
in the nonferrous metals. Unworked 
material inventories are down again. 
Employment is showing some better 
ment, as 68% report it to be holding 
steady ,the same as last month, with 
some reporting increases. Buying pol- 
icy is still of short range. 

(he comments from producers of 
excise-taxed items indicate that 
siderable business is being held back 
iwaiting final tax legislation 


con 


Prices Show Strength 

While industrial materials markets 
record many small, scattered declines, 
there were fewer of them and the gen 
eral price structure made the first show 
of strength this Nonferrous 
metals were in the van of this slight 
upward movement. 

Competition is very keen. Salesmen 
are following up inquiries very closely 
\ large increase in open quotations 1s 
reported, indicating a broadening of 
the shopping policy of many buyers 
No sharp price movement, either way, 
is looked tor in the immediate future 


yeal 


Inventories Down 


Inventories of the items and mate 
rials purchased are reported lower by 
44% of the purchasing agents report 
ing This with 51% 
indicating in February. While 
is no tendency to build up inventories, 
the highest number since last Novem 

Continued on page 299) 


SO 


com pares 
there 
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povEvoY 
Power 


Transmission 
Equipment 


| 
¢ Economical In Cost 





¢ Easily Installed 
¢ Efficient, Long Lasting 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi- 
tive protection against vibration, 
torque, shock of intermittent loads. 
Cushions changed without shut-down 
Every duty from 1/6 to 2500 hp 


VARIABLE SPEED PULLEYS: 

Quickly installed on new or old equip- 
ment. Change speed while machine is 
running. Ratios to 3 to |. Fractional 
to 8 hp 


SELECT-O-SPEED TRANSMISSION: 
Economical as compared to other vari 
able speed transmissions. Instant ad- 
justment over widerange of speeds 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel 
No binding, backlash or end play. 13 
sizes. Bores '4 to 2 in. Lengths 2 to 
1058 in 


Send for catalog and engineering data 


LOVEJOY FLEXIBLE COUPLING CO. 


4879 W. Lake St., Chicago 44, Illinois 





...and now, The Jack Pot Question! 


can you name the company 
that 


i 5 i ‘vost 
ei yy 
nae 


catalogs and : =B | = 


literature that’s hard selling & gets results . . . : 
2 once 


conducts sales meetings and special promotions K cS 





will do ‘‘missionary work’’ with your salesmen 
* 


that helps make vises a major profit item 


4 


makes the vise in the world... 


guaranteed unconditionally for 5 years!.. . 


As 


l\f@ the answer? 


he company that gives you a complete 
profit line of industrial clamping 
ools and an accepted Brand Name 
that means quality in your business. 


WILTON TOOL MFG. COMPANY 
pt. ID-5 925 Wrightwood Ave., Chicago 14, Illinois 


offices in: new york * chicago * los angeles 
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SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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ber (45%), shows no change in 
stocks, confirming the February report 
that adjustments of unworked mate 
rials to current requirements have 
been completed in many companies 
Quick availability and increased com 
petition are restraining influences on 
inventory accumulation. 


But Pay Rolls Still Decline 


Pay rolls continue to decline, with 
32% reporting layoffs or reduced 
working time. This is the same per 
centage that reported this condition 
last October. The peak month, how 
ever, was January, when 47% reported 
lower employment. Only a few reduc 
tions were drastic cuts. The majority 
consists of not replacing quits or of 
instituting a shorter work weck. Sev- 
eral report calling back people laid off 
in January. Productivity is on the 
rise. Few strike difficulties are men 
tioned. 


Buying in Mid-Range 

Commitments remain  predomi- 
nantly in the mid-range of “hand-to 
mouth” to 90 days. Reversal of the 
boom time escalator pricing is begin 
ning to appcar in offers of protection 
against price declines to attract con 
tinuing volume purchases. For the 
most part, purchasing departments 
are buying in the smallest economical 
quantities and placing orders morc 
frequently. 


Specific Commodity Changes 

Ihe downs lead the list again with 
many small price changes 

On the up side: Zinc, lead, copper 
and tin, cotton, dyes, malleable iron 
fittings, soybeans, sugar, pork, hides, 
mercury, soap, tallow 

Reported down: Alcohol, autos, 
brass rod, coal, cartons, cans, alu 
minum conductors, dry milk, fuel 
oil (some areas), gasoline, glycerin, 
some lumber, vegetable oils, propane, 
steel scrap. 

Hard to get: Nickel, polyethylene, 
selenium, some structural steel 


Canada Business Improves 


Canadian industrial business in 
March has improved over February 
Production increases and new orders 
are reported somewhat higher than 
in the United States Commodity 
prices are very much in line. Inven 


tories are higher and employment is 


picking up much faster. Buying pol 
icy a little longer range than in the 
States. Weather is permitting the 
start of many building program 
Purchasing agents in Canada are oj 
timistic for the second quarter 


VINCE 


~ 


VINCENT Dressers and Cutters 
for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that's hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevue Avenve, Detroit 7, Michigan 


Leeder and 


SINCE 1909 
Designed — Built — Merchandised 
to doa better job...for the user—for you 


Producers og e HSS TOOL BITS « CONICAL CUTTERS AND HOLDERS « DIAMOND 
DRESSING TOOLS «+ TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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HOLD-E-ZEE 


The Original 
AUTOMATIC GRIP 


SCREWDRIVERS 


Provide These 
Outstanding 
Advantages: 


@ LOK-BLOK “that makes blade 
twist and impact proof 


@ GRIPPER that snaps back— 
recedes deep into handle 
giving full blade use 


@ HAND GROUND BITS 
— special design fits 
both types recessed 
head screws 

PLUS MANY OTHER 
MUCH WANTED 
FEATURES 


... YET COST NO 
MORE THAN ORDINARY 
SCREWDRIVERS 


| BACKED By 
| POWERFUL NATIONAL 
ADVERTISING. .. 


Popular Mechanics 


» Monthly 


Saturday Evening Post + 


Popular Scien 


FREE / sei-Fast Displays: Col 


orful, attractive just right for 
profitable volume without over 


stocking. Ask-your jobber 


UPSON BROS., INC. ROCHESTER 14, N. Y. 
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Operations Ideas — 
Can You Use Any? 





Carton Closer 
Fork Truck 
Marking Pen 
Tag Printer 
Multi-Unit Counter 
Catalog Binder 


Carton Closer 


\ new, improved, cast aluminum 
portable stapler which weighs only 5 
lbs.. 5 ozs., has been made availabk 
I'he dimensions are 164 in. by 7 in. by 
44 in. Because of the 
weight, the maker states that girls can 
easily as men. Luke 
this manufac 


model's light 


operate it as 
other models made by 
turer, this one operates on the retract 
ible anvil principle which permits 
stapling from the outside after the car 
ton is filled. The stapler meets Con 
solidated Freight Classification Rule 
No. 41 requirements as well as Post 
Office and overseas closing standards 
Products now being packaged by this 
model include hardware, fruits, bottled 
goods and furnace parts 


Fork Truck 
An electric fork truck which oper 


ites casily in a 7-ft. aisle and can pick 
up and deposit loads without strad 
dling pallets or skids is now on the 
market. The truck has a 2,000 Ib 
capacity at 24-in. load center. Capable 
of extremely short radius turns, it can 
reach out and pick up or deposit a 
load at anv height from floor level to 
126 in. The fork spread is adjustable 
from 12 in. to 264 in. and pallets and 
skids of various sizes and types can be 
handled. Another feature is that the 
controls, which are used to hoist, 
lower, control direction of travel and 
accelerate the truck, are grouped for 
one-hand operation, leaving the other 
hand free for steering. It also has a 
deadman control which automatically 
cuts off power and applies the brake 
when the operator leaves the truck. A 
tilt feature provides for an automatic 
backward tilt of 24 deg 


bility of load in transport 


msuring sta 


Marking Pen 


A new brush pen is a handy, prac 
tical, useful gadget around the ship 
Its simplicity is one of its 
distinguishing features. A special nib 
that completely absorbs the indelible 


ping room 


© MAY, 1954 


ink without leakage makes it possible 
to get more writings of one filling be 
cause every drop of ink is used. Pre 
cision construction prevents clogging 
or drying up of the ink, the manufac 
turer claims. It was designed for writ 
ing on all kinds of boxes, packages, 
paper, wood, metal and other kinds of 
wrappings, such as cellophane and 
cloth. It is easily carried in the pocket 
ind is available with a selection of 
different stvle nibs. The ink colors 
black, red, purple, blue, green and 
vellow. The pen sells for $2.95 and 
includes a_half-ounce 
ink filler, choice of inks 


bottle of ink 


ind nibs 


Tag Printer 

machine to imprint ind 
vidual tags, labels and forms, accord 
ing to the maker, flexibility 
economy and speed with quality im 
printing. The machine uses lead type 
slides which emerge from a _ novel, 
small type rack holding 42 rows of 
separate characters. An easy-to-handk 


type fork picks out type from above a 


A new 


gives 





ee 


YOU’RE STOCKED 
FOR Zucck Sales WITH 
Precision Graud 


SHIM STOCK 


packaged in dispenser cartons 





for over-the-counter sales. 


@ Large Market in almost all industrial 
plants and repair shops of all types. Sell 
the shim carton that really sells! Avail- 
able in largest range of sizes and ma- 
terials in the market. Brass, steel and 
stainless steel. Cellophane wrapped car- 
ton is moisture proof. Precision-gauged 
for accuracy. 


Steck These rblsc 


@ Music Wire—in specially designed and 
potented dispenser carton — wire is drawn as 
needed. 


@ Feeler Stock — another packaged item cello- 
phane wrapped for moisture protection. 


PRICES AND DISCOUNTS UPON REQUEST 


PRECISION 
STEEL WAREHOUSE, iwc. 


furing Vivision 


. Chicago 24, Ill 





IS LOOKING FOR 
AGGRESSIVE 
DISTRIBUTORS 


here is. - 
- what we 
offer 








) PILLOW BLOC KS 





PILLOW BLOCKS @ BRONZE BARS * BRONZE BUSHINGS * GRAPHITED BUSHINGS ©® SHEET LUBRICATORS © SAFETY COLLARS © BALL ASSEMBLIES 


Write today for details on how to become a Randall distributor! 


RANDALL GRAPHITE BEARINGS INC., 1009 S. GREENLAWN AVE., LIMA, OHIO 
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THE MOST COMPLETE SOURCE 


IN ALL METALS 


« BOLTS;7> 
NUTS +. 


= screws @ 


> THREADED © 
PRODUCTS a 


STAINLESS STEEL ‘en/ 
NAVAL BRC NZE SSihaa! - BRASS 
ALUMINUM > MONEL - EVERODUR 

NICKEL-ALLOY STEEL 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N.Y. 7,N. Y. 
WOrth 4-4600 


— 





BIG ORANGE! 
Shackles Have It! 


D 
Forged of Hi-STRENGTH STEEL 


Cale Strong 


ANCHOR Screw Pin SHACKLES 


and 


CHAIN Screw Pin SHACKLES 
Now Available in Sizes 
%” te 2” 
SELF COLORED or GALVANIZED 


Order from your Distributor or write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 


| printed 


| Causing 


| pressions per day 


| with a single impression 


| in several sizes 
| 





| size, etc. 


| lightness 
facturer thinks he has what you want. 


index. Reading characters 
backward is no longer necessary. The 
type sells for a hundred characters per 
tube for only a few The ma 
chine, hand fed, is completely auto 
mati \ sensitive tigger trips at a 
touch of the object to be imprinted, 
the machine to print. Users 
have reported as high as 10,000 im- 
from a single ma 
than 200 characters on 


cents. 


chine More 
11 separate imprinted 
I 'vpe 
and styles. ‘Trademarks, 
signatures and special cuts can be re 
Numbering wheels can_ be 
automatic counter to 
number of impres 


lines can be 


Cones 


produced 
added and an 
record the exact 
sions is available. 


Multi-Unit Counter 


Since the introduction of this mul 
tiple-unit reset counter, it has been 
quality control, inventory 
control, trafic control, analysis, 
laboratory analysis, payroll preparation 
and many other uses in a wide variety 
of industries, and institu 
tions. ‘The equipment is available in 
anv of 66 combinations, up to six 
banks high and 12 units wide arranged 
compactly in stands in tiers. Fingertip 
pressure on the front lever of a unit 
registers each count from | to 9999. 
A reset knob return all counters in any 
tier to zero instantly with one com 


used for 
sales 


businesses 


| plete turn of the reset shaft. The 


name, color, denomination, quality or 
of the item to be counted is 
inserted in a panel over the reading 


line of each tally. 


Catalog Binder 


If you’ve been looking for 
tionally designed prong binder with 
ind good looks, this manu- 


Lightweight construction is made pos- 
sible by use of nickel plated Swedish 
steel and high grade cellulose impreg- 
nated fiberboard. The binder is steel 
backed, steel-riveted and completely 
steel edged. One hand operation is 
achieved by an opening 
activated by 
One finger press opens the binder to 
convenient flat reading or posting po- 
sition . a second press of the finger, 
further opens the binder for quick 
sheet insertion or removal. Another 
feature is an oval opening in the steel 
back which makes possible, by the 
pull of an index finger, the rapid re 
moval of a binder from shelf, file or 
drawer 


on where to obtain 
“Operation Ideas”, 
330 W. 42 St.. 


For information 
these items, write 
Industrial Distribution, 
New York 36, N. ¥ 
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a func- | 


mechanism | 
a mere press of a finger. | 


Announcine 


THE NEW NO. 249 


J NEVER-SLIP 
CAR MOVER 








Vv 


FEATURES 

@ 30% more forward movement per 
stroke of the handle than previous 
models. 

© Greater strength of component parts 
through better distribution of metal. 

© Combines the good features of the 
No. 2, No. 4, and No. 9 models, 
which it supersedes and replaces. 


@ Write for catalogs and prices today. 


ADVANCE CAR MOVER CO. INC. 


APPLETON, WISCONSIN 





Jocks . . props . . shores . . 
horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Reel or 
vunreel wire, cable, rope with 


1, ROLL-A-REEL 


Simple, strong, eas- 
ily handled stand 
for your reels to 
save time and labor. 
Adjustable slots for 
wide variety of reel 
sizes. 

2,000 Ibs. cap. 37.50 


4,000 Ibs. cap. 75.00 
f.0.b. Cincinnati 


Write for details of jobbing 
proposition. Generous discounts 


ROLL-A-REEL 


1180 SYCAMORE AT CENTRAL PARKWAY 


CINCINNATI 2, OHIO 


Style A: 
Style B: 














MOTORS 


increase your sales and profits 


8 years of experience 1 ° : : 
nt ‘ 6 _ oni of gs, ig ht @ Quality at the Right Price 
building quality motors for all branches of industry. ‘ 
@ Better Profit Margin 


available in diversified int ” Sales P . 
types and sizes for immediate factory or @ Intensive sates Prometion 
@ National Acceptance 


warehouse shipment. 
speedily produced to @ Firm Distributor Support 


meet specific job requirements. 
promptly 
supply technical data or assistance on ' Electrical Division of THE SINGER MANUFACTURING COMPANY 
unusual or difficult applications. Finderne Plant, SOMERVILLE, N. J. 
te Fe Consolidated catalogs EF" Please send me the following bulletins 
condensed price lists . . . monthly stock lists. . . a ; 
New Type “D” Motor Bulletin No. ID-3304 


national direct mail and trade journal adver- 
tising . . . all designed to help you sell. Consolidated Catalog & Price List No. ID-3310 


Nome " 


For increased sales and profits. . . 
Compony___ 


Street_ 


: a 





' 
' 
' 
' 
i 
' 
' 
' 
' 
' 
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' 
' 
' 
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AN ADDED 


INCENTIVE FOR SALES- 
MORE POWER PULLER 


Here's a light weight, sturdy power puller 
that can easily be carried with you, and 
its wide utility will help stimulate sales. 
A distributor of Construction, Industrial 
and Truck Equipment says—We find use 
for More Power Pullers nearly every day, 
and this equipment is now standard on all 
of our Service Trucks.” 


The More Power Puller has a myriad of 
uses in Highway Departments, Truck Lines, 
Railroads, Ship Yards, Mining Companies, 
Factory Maintenance, General Contractors, 
Utility Companies, Garages and many 
others. 


its wide adaptability to power pulling jobs 
offers an added incentive for sales 


it comes equipped with 20, 30 or 40 feet 
of cable 


$277 ty 4 S00. 85 
F.0.B. Factory 


Distributor and Dealer 
Openings 


The 
WYETH-SCOTT CO. 


Neweork, Ohio 

















BALL- 
BEARING 


GRINDERS 


CARBIDE TOOL GRINDER 


> 

. 

aa 

* 

. 

* 

. 

> 

. 

. 

* 

o 

- 

7. 

. 

« 

© BALDOR builds a complete line of bench and pedes- 

@ tal type grinders (including the special Carbide 
Toot Grinder shown above). 6” te 12° wheels, bal- 

© anced for smooth operation and precision grinding 

e a neariangs in dust-proof housing are lubricated for 

. 

. 

* 

> 

+ 

>. 

- 

* 

. 

. 

+. 

* 

. 

o 
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BALDOR ELECTRIC CO. 
4364 Dunceon Ave. ST. LOUIS 10, MO. 
SOLD 
THRU 
DISTRIBU- 

TORS 


Ask for 
Bulletin 
321-H 


304 


Book Reviews 





ANNUAL SURVEY OF MANU- 
FACTURERS FOR 1952, U. S. De 
partment of Commerce, Bureau of the 
Census, published by Superintendent 
of Documents, U. S. Government 
Printing Office, Washington, D. C. 
$2.50.—This is the consolidated final 
report for 1952, combining under one 
cover a series of reports issued sepa- 
rately by the Census Bureau, starting 
in August 1953. It is based on a com- 
pilation of reports prepared by indus- 
trial establishments summarizing their 
activity during 1952 and collected and 
processed by the Bureau in the first 
half of 1953. The volume also con- 
tains selected data from the 1951 and 
earlier annual surveys and the 1947 
Census of Manufactures. The report 
provides data for industry groups, im- 
portant individual industries and for 
geographic divisions and states. Statis- 
tics are presented on employment, 
wages and salaries, man-hours, value 
added by manufacture, cost of mate- 
rials, value of shipments, size of es- 
tablishments, manufacturers’ invento- 
ries and expenditures for new plant 
and equipment. Also shipments by 
classes of products are shown for about 
650 of 1,000 product classes that ac- 
count for four-fifths of all marufac- 
turing output. 


RETIREMENT INCOME PLANS 
FOR OUTSIDE SALESMEN by 
H. H. Maynard and Phillip McVey, 
National Sales Executives, 136 E. 57 
St.. New York 22, N. Y. $2.00—A 
study of 508 companies employing 
56,214 salesmen is summarized in this 
report on the handling of old-age prob 
lems of sales forces. Bases on replies 
to a questionnaire mailed to members 
of National Sales Executives, Inc., the 
report tabulates the working details of 
247 privately-sponsored pension plans 
in which coverage is extended to sales 
men 

Che survey explores the differences 
In size, age, type, products, marketing 
programs and personnel policies be- 
tween companies which pension sales 
men and those which do not. Results 
generally support the thesis that dif 
ferential treatment between salesmen 
xd other employees is unnecessary 
he reason most frequently offered for 
not having pensions had little to do 
with sales jobs characteristics. It was 
lack of money. 

Some of the sponsors claim 
advantages for their pen 

They say their salesmen 


real selling 
sion systems 
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have higher morale, can be retained 
longer in their territories or can be 
more easily retired when the time al 
rives. They also say the plans attract 
better men than they think they would 
get otherwise. 

Nearly every type of sales compen 
sation plan has been successfully used 
with pension systems in which the 
employee contributes a part of his 
earnings, according to the study. The 
clerical problems of irregular commis- 
sion earnings are met in 81 of the 
plans by a simple method of deferred 
deductions. 

A variety of how-to information can 
be gleaned from the report and may be 
of interest to management which either 
has or is considering a pension plan 

The report tabulates how sponsor 
ing companies finance pensions plans, 
how salesmen are prepared for their 
retirement, if at all; what limits are 
placed on benefits paid, how adminis 
trative problems may be handled and 
what salesmen think of their pension 
plans. 


LIGHTING, U. S 
Department of Labor, Bureau of 
Labor Standards, Washington, D. C. 
[his is a reprint of American Stand- 
ard Practice for Industrial Lighting, 
approved in 1952 by the American 
Standards Association. Illumination 
engineering is a science for experts, 
but this 40-page booklet covers most 
of the fundamentals that should be 
understood when installing lights in 
a plant or office. Size, brightness, con 
trast, glare, shadows, color, diffusion 
and control of daylight are among 
the important factors described. Di 
agrams and tables to help choose the 
right type of light and place it cor 
included throughout. 


INDUSTRIAL 


rectly are 


ENGLAND COMMUNITY 
ABSTRACTS: Bos 
College of Business 
Administration, 685 Commonwealth 
Ave., Boston 15, Mass. $8.50. 

Chis 210-page bound volume of statis 
tical abstracts covers all New England 
states, counties and metropolitan 
areas. Manufacturing activities are 
classified by type of business, number 
of employees, payroll and value added 
by manufacture. Another table classi 
fies wholesale distribution establish 
ments. Most of the other statistics 
are of value chiefly to manufacturers 
and retailers. 


NEW 
STATISTICAL 


ton University, 
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TOP QUALITY | 
C-O-TWO FIRE EXTINGUISHERS 


CARBON DIOXIDE TYPE 


Convenient 2%, 5, 10, 15 and 20 pound hand 
sizes . . . discharge horn non-conducting, corro- 
sion resistant, shatterproof, non-metallic construc- 
tion. Also, convenient 50, 75 and 100 pound 
wheeled sizes . . . available with sturdy, wide- 
faced wheels either with or without rubber tires, 
as well as available with or without discharge 
hose and horn protection cover. 


@ Top quality backed by experienced engineering results in operating superiority 
over the years with the world famous C-O-TWO Squeez-Grip Carbon Dioxide Type 
Fire Extinguishers as well as the newer C-O-TWO Dry Chemical Type Fire Extin- 
guishers. Furthermore, modern manufacturing facilities and extensive field testing, 
together with approvals such as the Underwriters’ Laboratories, Inc., Factory Mutual 
Laboratories and Government Bureaus make your sales profits free from the headaches 
of frequent returns and bothersome service calls. 

With C-O-TWO Squeez-Grip Carbon Dioxide Type Fire Extinguishers the pene- 
trating carbon dioxide is a clean, dry, non-damaging, non-conducting inert gas .. . 
smothers fire in seconds, leaves no after fire mess ... highly effective on flammable 
liquid and electrical fires, as well as some surface fires involving ordinary combustible 
materials. The C-O-TWO Squeez-Grip Valve is the greatest single contribution to 

DRY CHEMICAL TYPE the releasing of carbon dioxide for first aid fire fighting ... just squeeze lever to open 
Convenient 4, 20 and 30 pound hand - release to close. 
sizes . . . no syphon tubes or valves With C-O-TWO Dry Chemical Type Fire Extinguishers the heat-shielding dry 
within the cylinder to become clogged chemical is a non-conducting, non-abrasive, non-toxic, finely pulverized powder com- 
or inoperative . . . discharge hose pound ... blankets fire instantly . . . exceedingly effective on flammable liquid, gas 
and squeeze type discharge nozzle and electrical fires, as well as surface fires involving ordinary combustible materials. 
remain empty until actuation takes The exclusive inverting design renders constant free flowing dry chemical, assuring 
place .. . one piece removable top faster, more effective and complete discharge. 
assembly. Also, convenient 150 pound Both types of C-O-TWO Fire Extinguishers can be steady sales to industrial 
wheeled size . . . sturdy, wide-faced plants the year round, with special attractions added each spring during Clean Up 
wheels . . . discharge hose and two Week and likewise in the fall during Fire Prevention Week. Talking C-O-TWO Fire 
position discharge nozzle having soft Extinguishers can be a good door opener as well as one of the topics of conversation 
or solid stream fully enclosed in pro- most anytime you make a sales call. Contact us today for complete free information 
tection casing . . . footrail and dual on these top quality, “stay sold” fire extinguishers ... it will be worth your while 
bar handle provide easy inverting to get all the facts. 


. 
| 
: 
' 


c€-O-TWO FIRE EQUIPMENT COMPANY 
NEWARK 1 + NEW JERSEY 


MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 
Senctetite Gaiden 6 a . , C-O-TWO FIRE EQUIPMENT OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Squeez-Grip Carbon Dioxide Type Fire Extinguisher 
Dry Chemical Type Fire Extinguishers Sales and Service in the Principal Cities of United States and Canada 
Built-In High Pressure and Low Pressure Carbon Dioxide 
Type Fire Extinguishing Systems AFFILIATED WITH PYRENE MANUFACTURING COMPANY 

Built-In Smoke and Heat Fire Detec 
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DIAMOND 
WHEELS 


that meet 
ANY competition 


We need wider 
distribution for this 
complete line of 
famous quality wheels, 
points and hones. 
Extremely fine products 
at competitive prices 
plus quickest delivery 
makes United States 
Diamond Wheel Co. 
the best line for you. 


Write now for our extremely 
attractive offer. We need 
distributors who speciclize in 
selling cutting tools, 


STAINLESS sTeEl 


» ie SHELF 
RIGH FF THE one 


al 


* AN WASHERS 

* Scvew fittings 
types 316 and 
18-8), nipples 
welding spuds 
ond valves 


Star Stainless Screws Have 
Clean, Bright—and—Shiny Heads 


Galata SCREW CO. 
oe (eee Foe ARmory 4-1240 


230 Union Avenue - 
— NEW YORK Telephone 


* Cless 3 Screws 

* AN Drilled 
Fillister Heads 
Studs, Standard 
and Special 
Special Screw 
Machine Products 

< 


Paterson 2, N. 
Wisconsin 7 9041 
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Obituaries 





Henry Duckworth 


Henry Duckworth, 
Norton Co. 


Henry Duckworth, 82, retired vice 
president of Norton Co., died April | 
in Palm Beach, Fla. 

The oldest Norton retired employee 
in point of service, Mr. Duckworth 
began his career with the company as 
an office boy. During the firm’s earl) 
days, he did all its bookkeeping alone 
and also served as a one-man billing, 
cost and purchasing staff. As Norton 
Co. grew larger, he set up these func 
tions in departments and directed their 
operations. He became a vice-president 
in 1941, and retired in 1953. He has 
also been controller and a member of 
the company’s executive committee. 

Mr. Duckworth was assistant treas 
urer of Norton Co. of Canada and of 
Indian Hill Co., a World War I hous 
ing project. He was also vice-chair- 
man of the board of the Worcester, 
Mass., Savings & Loan Association 
and director of the Guarantee Bank & 
Trust Co., Worcester. 

He is survived by his wife; a sister, 
Mrs. Emily Wrigley, Davtona Beach, 
Fla.; and a brother, Herbert Duck- 
worth, Shrewsburv, Mass., retired sales 
manager of Norton Co.’s Abrasive Di 
vision 


Raymond E. Porter, 
Porter Cable 


Raymond E 
of Porter Cable 
March 18 at his home 

} 

With his brother, Ge« 


Porter, 82, a founder 
Machine Co., died 
in Skaneateles, 


rge C 
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Porter, 


and Frank C. Cable, he organized the 
Syracuse, N. Y., manufacturing firm 
in 1907. 

Born in Homer, N. Y., Mr. Porte: 
went West in his youth and worked as 
1 salesman, silver prospector and ranch 
hand in Colorado. He was employed 
by a bicycle concern in Syracuse afte: 
moving there in the 1890’s and late: 
became a reporter for the old Syracuse 
Herald. Later he bought a half interest 
in the Herkimer Telegram Newspaper 
Co. and became editor of the Tele 
gram and two local weeklies. 





Harold J. Zonne 


Harold J. Zonne, 


Zonne Electric Tool 


Harold J. Zonne, 87, president of 
Zonne Electric Tool Co., died sud- 
denly Feb. 17 in Los Angeles. 

Born in Wisconsin, he spent his 
early career in Minneapolis, then went 
into the electrical manufacturing busi 
ness in Willamette, I]. He founded 
Zonne Electric Tool Co. in Los An 
geles in 1924. 

Mr. Zonne is survived by his wife 
and two sons, Philip W., of Los An 
and Robert J. Zonne, of Mid 
Texas. 


gele S, 
land, 


Frederick U. Conard. 
Niles-Bement-Pond 


Frederick U. Conard, 63, president 
since 1947 of Niles-Bement-Pond Co., 
parent company of the Pratt & Whit 
Machine Division and affiliates, 
March 14 in West Hartford, 


nev 
died 
Conn 

Mr. Conard 


joined Underwood 





- - - and to Help You Get More 
Big Volume Cutting Tool Business 


Besly Distributors make more than their 
share of sales to “big users” because Besly 
teams up with distributors especially to help 
sell and service those 25% of the plants that 
buy 75% of all cutting tools. Count on Besly 
for engineering council, order handling and 
delivery to get—and hold—the big volume 
customers . . . with “standard” and “special” 
tools made to surpass the exacting standards 
of the biggest users. 

If you are interested in sales teamwork aimed 
at getting more big unit sales with lower 
sales cost and higher profits, ask us about 
the Besly Plan today. 


UNSURPASSED TAP ACCURACY AT ALL VITAL POINTS 
ooK A Microcentric CHAMFER @ Solid-Ground THREAD FORM 
This handy HANDB Accurate RAKE ANGLE @ Mirror-finish FLUTES @ Tru-Square DRIVER 
FOR TAP USERS informs 


: ng ~ 
ian Sue BESLY-WELLES 
you on up* election. - 


, and tap » _ 
meno, your PREE COPY: CORPORATION 
Write jor J . \ 
we Established as Charles H. Besly and Company in 1875 
106 Dearborn Street, Beloit, Wisconsin 
BESLY Drills, Reamers and End Mills . . . High Speed Cu'ting 
Tools in all types ond sizes. 
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1897 CALDER 1954 


DRESSERS AND CUTTERS 


.... TO HELP YOUR CUSTOMERS 
CUT COSTS 


COMPLETE DRESSING SERVICE 
A DRESSER 
FOR EVERY JOB 
Made in 7 sizes for dressing and 
truing grinding wheels; including 
the heavy duty No. 22 Dresser for 
hard, coarse, or large wheels. 


THREADED BUSHINGS STOP DELAYS 


Made with right and left-hand-threaded bushings for dependable 
service. Right-hand-threaded bushings are marked R; left-hand- 
threaded bushings, L. 





Cut-away shows threaded bushing construction of all Calder 
dressers, Bushings are threaded right and left to tighten with rota 
tion of cutter. Bushings and pins made of hardened steel. Quickly 
and easily replaced when worn. Eliminates operating delays through 
automatic tightening of threaded bushings. 


HIGH CARBON STEEL CUTTERS 


Calder cutters are made from high carbon tool steel heat 
treated in electric furnaces. They cut faster and truer and 
last longer. A favorite with big users,—low cost dressing 
plus more efficient grinding. Also cutters for Ball Bearing 
Dressers. 


CALDER DIAMOND DRESSERS 


GUARANTEED FOR YOUR PROTECTION 
Calder “GA” Diamonds 
— —~ available in any size diamond 
or nib. Unconditionally guar 
anteed to give satisfactory 


I | tools in six sizes as service 
follows ] eee S 


For 57 years, Calder has been supplying industry with fine 
dressers and cutters. While the basic design of Calder tools 
remains unchanged, improvements have been introduced regu- 
larly in order to make the Calder line easier to use, longer 
lasting, more efficient and highly profitable to handle. For the 
complete satisfaction of your customers’ dressing and cutting 
problems join with hundreds of leading distributors that have 
been enjoying lucrative repeat business for many years. 


Calder... World's oldest manufacturer of Dressers 
. +» Sells through authorized distributors only. 


CALDER MANUFACTURING CO 
628 N. PRINCE ST., LANCASTER, PA 
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Elliott-Fisher Co. in 1919 and _ be- 
came its vice-president in 1935. He 
was a director of the Smythe Mfg. Co., 
the Railway Equipment & Publications 
Co., the National Association of Man- 
ufacturers and the Manufacturers As- 
sociation of Hartford County. 

Surviving are his wife, Julia Ell- 
maker Hand Conard; and four sons, 
Frederick U., Jr.; Johns Waller, and 
George Powell Conard. 


Pierre S. du Pont, 
Industrialist 


Pierre Samuel du Pont, 84, indus- 
trialist and head of the du Pont fam 
ily, died in Wilmington, Del 
April 5 

Mr. du Pont and his two cousins, 
Alfred I. and T. Coleman du Pont. 
acquired E, I. du Pont de Nemours & 
Co. at the turn of the century and 
are credited with much of its growth 
from a black powder manufacturer to 
1 large chemical enterprise. Pierre du 
Pont was president of the company 
from 1915 to 1919, and chairman of 
the board until 1940. He was a di 
rector and honorary chairman at the 
time of his death. 

Mr. du Pont and his associates also 
organized General Motors Corp. in 
the carlv 1900's 


Martin J. Anderson, 
Mathews Conveyor Co. 


Martin J. Anderson, 65, engineer- 
ing executive for Mathews Conveyor 
Co. for 30 years, died suddenly at 
Mt. Dora, Fla., March 9. 

He had been the company’s chief 
engineer for many years and recently; 
had been serving as director of engi 
neering research 





SUGGESTION AWARDS 
GROWING 


There appears to be a trend toward 
increasing awards for suggestions in 
industry, Factory Management and 
Maintenance, McGraw-Hill publica- 
tion, reports. One company is adopting 
what it calls an “idea exchange” plan 
—with no ceiling on amounts of 
awards. In addition, there’s a 50-50 
split of the first year’s savings achieved 
by any idea submitted by an employee 














2 
0, 
of 


Handle any Cutting Job « «© Cut your Cutting Costs—with 








What Chee 
ote hawe yor 
or CARMET 


We specialize in precision pre- 
forming of Carmet carbide metals 
to any shape for special wear- 
resistance needs, such as dies, 
gage blanks, etc. Let us quote 
On your requirements. 


Whit $0. your 
amate 20M) 


pe. CATALOG 


~ ADDRESS DEPT. ID-53 








The Allegheny Ludlum line of Carmet Carbide Tools is 
complete—every style, size and grade you may need for any 
cutting job in the shop. If you make your own tools, a full 
line of blanks is available, too—as well as all necessary 
sizes of A-L Shank Steel. Extensive stocks of Carmet standard 
tools and blanks are carried in Distributor’s warehouses 
coast to coast, and special tools are available to order. 
@ Just remember, for best performance on any application, 
use Carmet! Allegheny Ludlum Steel Corporation, Carmet Divi- 
sion, Wanda and Jarvis Avenues, Detroit 20, Michigan. 


For complete MODERN Tooling, call 





® 


Allegheny Ludlum (s==" 
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SELL THE 


FROM THE 


ov» FILES» 


25 YEARS AGO 





(adillac 


PORTABLE ELECTRIC 


Mill Supplies magazine was consoli- 


COMBINATION 
BLOWER-SUCTION CLEANER 


PLANT 
OPERATORS 
EVERYWHERE 
READ ABOUT THIS FASTER 
BETTER, EASIER, LOW-COST 
CLEANING METHOD 


Profitable sales come easy and often 


when you catalog and demonstrate the 
versatile CLEMENTS-CADILLAC 


blower-suction cleaner. 


Available with numerous attach- 
ments, this blower can be quickly 
converted to handle a broad vari- 
ety of maintenance and production 
jobs. It’s widely used for blowing 
and suction cleaning, spraying— 
also for preheating, bending, an- 


nealing and soldering operations. 
Write for complete information 


Pen. 


ER 


7 


MADE IN 5 MODELS 
MLLUSTRATED: 1 HP. 
2 SPEEDS 








BLOWS 


SUCTION 
CLEANS 


SPRAYS 


Removes 
damaging dust, 
dirt and grit 

from 


ISTOCK BINS! 


CLEMENTS MFG. CO., 6624 S$. NARRAGANSETT AVE., CHICAGO 338, ILL. 


OmmaZpPpwarpcn mrwpozmumo 


dated with Industrial Distributor 
and Salesman as the Ekectrical 
Trade Publishing Co. acquired the 
Crawford Publishing Co. The new 
owners announced plans to con 
tinue Mill Supplies as the magazine 
of the industrial distribution in- 
dustry, with more attention to the 
needs of salesmen as well as man- 
agement now that the merger had 
broadened its function. 


Main topic at the Atlantic City Triple 


Convention was a familiar one 
“Some of the Causes for the Lack of 
Adequate Net Profits.” 


“There is becoming more evident 


every day a very fine feeling of re- 
spect among manufacturers for each 
others customers. Representatives 
of competitors of our manufacturers 
call on us, it is true . . . but the old 
days of sly digs, innuendo and raised 
eyebrows are passé’—S. F. Wood- 
bury, Woodbury & Wheeler Co., 
Portland, Ore. 


“IT am perfectly familiar with the stock 
answer to the effect that the job 
ber’s salesman cannot go behind the 
purchasing agent’s back to talk to 
the superintendent, foreman or chief 
engineer, but the fact remains that 
this is exactly why the manufacturer 
has to send a special salesman, often 
from a great distance, to do the job, 
and it practically always brings re 
sults, and without getting in bad 
with the purchasing agent’’—S 
Duncan Black, The Black & Decker 
Mfg. Co 


Leighton Supply Co., Fort Dodge 


lowa, adopted the policy of hand- 
ing out cigars to all callers, both 
salesmen and customers. With the 
cigars were cards expressing the 
firm’s desire to treat all comers with 
courtesy and outlining the com 
pany’s buying policy and method of 
working with factory men 


lhe Paterson-McCoy Hardware & Sup- 


ply Co., Mobile, Ala., purchased the 
four-story building and inventory of 


RE THAN 44 YEAR 


Barnes-Creary Supply Co. 
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New booklet helps you clean up 
on big-profit mops of 
Du Pont Sponge Yarn 


Now’s the time to cash in on the growing demand for these won- 
derful new mops that are making a hit with customers everywhere. 
They’re ideal for all the industrial organizations you serve. And 
they mean bigger profits for you. Get in on the ground floor today. 
Send coupon for informative booklet, plus names of mop manufacturers 
you can contact. 














easy to sell 
HERE | WHY REG. U. 5. PaT. OFF 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


© Du Pont Sponge Yarn outwears ordinary mop yarn 
3 to 5 times 


° r n » . 
Works as both wet mop and waxer—wax E. I. du Pont de Nemours & Co. (Inc.) 


rinses out easily 
Cellulose Sponge Sec. 0., Wilmington 98, Del 
© Highly absorbent, holds many times its ites : , 
weight of water Please send the names of manufacturers and free 


© Easier to clean, always keeps copy of the booklet describing Du Pont cellulose sponge 
a good appearance yarn’s advantages for floor cleaning and maintenance. 

® Doesn't tangle, leaves 
no lint, no flags Name 





Firm 





Address 





State 





Gpedectebdunsiseusennennetiennsaeneeanens 
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Here’s how you can help 
your customers cut corners 


HERBRAND & 


/ 


DUCKBILL TIN SNIPS | ’ 


cut straight, circular or 
irregular shapes without 
bending the metal! 


* “Duckbill” shape of blade cuts 
without curling. Quality Tools 
since 


* Long, powerful handles 188] 
afford tremendous leverage for 
thin cutting edge . . . permit 
quick, easy cutting. 


* Forged alloy steel construction 
assures utmost strength ... 
long, serviceable life. 


* Available in 7”, 10”, and 12” 
lengths. 


Write us for details on the 
complete Herbrand line 
of quality tools for industry. 


Herbrand Tools 


THE 


BINGHAM-HERBRAND CORPORATION 


Fremont 19, Ohio 


Pliers Snips Drills a" Drive Seckets...Sheet Metal Teels Wrenches 
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25 Years Ago (Cont'd) 





Neill-LaVielle Supply Co., Louisville, 
Ky., elected Fred Pfeiffer vice presi 
dent and W. R. R. LaVielle, ]1 


secretary. 


“The successful distributor today ha 
built his business around the word 
service and is equipped to do what 
the average manufacturer is not 
That is, to drop all other work in 
case of an emergency’ ’—C. B. Lyon, 
The C. S. Mersick & Co., N 
Haven, Conn. 


William S. Roe, Inc., Newark, N. J., 
added new departments for iron and 
steel and paints. 


Clark Bros. Bolt Co 


75th anniversary 


Pratt-Gilbert Hardware Co., Phoenix 
Anz., was purchased by a group 
local businessmen: S. M. Johnsto1 
P. G. Spilsbury and P. R. Helm 


Graft-Pelle Co., Louisville, K 
into new, larger quarters on N 
3rd St 


Adrian A. Ringland, salesman 
(he Mechanical Rubber Co., tok 
how he and other salesmen stranded 
in an Alabama flood had rescued 
marooned survivors from a small 
town under 25 feet of water 


Petty & Wherry, Inc., New York City, 
purchased the Coleman Powe 
I'ransmission Co., Brooklyn, N. Y 


10 YEARS AGO 


Adam Z. Moore, Steinman Hardwar 
Co., Lancaster, Pa., received this 
handmade saw from S. Horace Diss 
ton, Henry Disston & Sons, marking 





HACK SAWS — BAND SAWS 




















; go of 
The door is open to the GistribUTor Sal 
he offers a well-known product with # 


yy 


performance inherent in Barnes hack and 


? Krys, Tite ale 
307 ese 


blades. Dependability for performance has made 


Barnes a respected and accepted name. 


Barnes continues its policy of actively supporting 
the distributor by promoting sales through informa- 


tive advertising of a product of superior quality. 


Write today for up to date folders—on 


Barnes Saws or call your distributor. 


1288 TERMINAL AVE., DETROIT 12, MICH. 
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10 Years Ago (Cont'd) 








the distributor's 200th anniversary. 
Steinman claimed to be the oldest 
industrial supply house in the na 


Life Lines of ome ee tion, and had a ledger dated May 7 


1744, to prove it. 


Machine tool orders took a major up- 
surge, a large part of it the result of 
accelerated lend-lease buying by 
Russia. 

George T. Morse, Jr., and E. D. 
Peden, vice-presidents of Peden Iron 

FLT and CHAIN DRIVES & Steel Co., Houston, staged a 
duck-roast for 75 members of the 


staff. 


The M. J. Wilcox Co., Toledo, 


marked its 100th anniversary 


DS SHEAVE AND BEIT 
> 


Recently named Carborundum Co. 
CHAIN AND SPROCKET distributors included The Geo. 
Worthington Co., Cleveland, and 
Industrial Pipe & Supply Co., Pas- 
saic, N. J. 


I'he Census Bureau revealed a major 
migration trend in U.S. population 
-away from the northern and cen 
tral parts of the nation to the Far- 
SPLIT TAPER - ; 
Ae Western and Southern coastal 


BUSHING 
areas. 


The Shingle & Gibb Co., Philadelphia, 
launched a new industrial supplies 
division specializing in power trans- 


Much of the nation’s mechan- 
mission equipment. 


ical power is transmitted by 
Browning Gripbelt and chain 
drives to Browning single and 
multiple sheaves, sprockets, 
paper pulleys, equipped with 
Browning’s exclusive, simpli- 
fied split taper compression 
bushing. The most complete 

B riexiace line, ready to use, individually 

| oerenes packaged for quick delivery 

from distributor’s shelves. Ask 
for Catalog GC101. 








BROWNING __ ry at 
ma ~ osuren © = FHP BELT 


GOO 


GRIPLINK K< , 
ey XY a, >. C. Krueger, president of San An- 
oosent. tonio Machine & Supply Co., 


ih 

GRIPBELT nt “*’ STEEL CABLE GRIPBELT : ; 
proudly displayed the firm’s mod- 
ernized offices, result of a two-year 


renovation plan. 


e 
MANUFACTURING COMPANY 
MAYSVILLE, KENTUCKY Northwest Steel Products, Portland, 
Ore., changed its named to North- 


west Hardware & Steel Co. 
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“What other tool franchise 
gives you this protection?” 


Rp. Le Fuchs 


® A few territories still open. Write ao i 
for Porter-Cable’s 12-page Distributor . ri? 
Policy Booklet. > 
PORTER-CABLE Machine Co. ih p orter-Cable 
2185 N. Salina Street, Syracuse 8, N. Y. = 
Sanders * Orbital Sonders * Routers * Planes * iipags . to 
ch sSew ° Drills * Combination Drill-Sen Res Cuileiy Elecite bole 


Bec i bia 


Sih 
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DISTRIBUTORS 


have everything it takes 
to sell profitably 


‘ , 


The tremendous advantage of a complete 
line is only one vital element in the profit- 
formula of “Shaw-Box" Distributors. They 
also have the unbeatable advantage of 
brand names that have become hallmarks 
of quality, performance, and economy 
throughout Industry. 


“Shaw-Box'' — with an 8-acre plant facility 
— is now, as it has always been, entirely 
devoted to the development, manufacture, 
and marketing of cost-cutting load-handling 
er At our factory, distributors’ 
salesmen learn about our standardization 
and mass production methods, the practi- 
cal sales tools we provide, and how to sell 
the dependable quality that has made all 
“Shaw-Box" Products outstanding in service. 
And, backing them up on the selling front 
is the on-the-spot counsel of our field staff 
plus the proved power of our geared-to- 
sales advertising and promotion programs. 


the hoist-like lifting 
and pulling tool 


In product quality, service, and accept- 
ance; in completeness of line; in sales as- 
sistance and in mark-up—each "Shaw-Box" 
Distributor has every opportunity for real 
profit in today's markets. They can count 
on us for the full co-operation so essential 
to continued success in selling the com- 
plete, quality line — the “Shaw-Box" Line. 


the tipping and 
lifting sling 


‘Tipit’ 





MANNING, MAXWELL & MOORE, INC. 


| Shaw-Box Crane & Hoist Division 
MUSKEGON, MICHIGAN 
| 


Builders of ‘‘Shaw-Box"’ and ‘Load Lifter’ Cranes, "Budgit’ and ‘Load Lifter’ 
Hoists and other lifting specialties. Makers of ‘Ashcroft’ Gauges. "Hancock' 


Valves, ‘Consolidated’ Safety and Relief Valves, ‘American’ and ‘American- 





Microsen’ Industrial Instruments, and Aircraft Products. 
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NEWS 


(Starts on page 148) 





SMILING BOOKKEEPER at the 
Colorado Industrial Supply Co., Den 
ver, 1s Ann Scott , 





New Pittsburgh Firm 
Open for Business 


\ new firm, Columbia Machinery & 
Supply Co., has opened headquarters 
it 606 Weyman Road, Whitehall, 
near Pittsburgh. 

Edward T. Hutton, former district 
sales manager of the Delta Power Tool 
Division of Rockwell Mfg. Co.. or 
ganized the company to specialize in 
light machine tools, woodworking ma 
chinery, portable power tools and 
illied shop equipment, serving indus- 
trial plants, contractors and vocational 
shops. 

Ihe company has been named dis 
tributor for the Delta-Milwaukee 
power tool line, Skil portable electric 
nd pneumatic power tools, and 
Standard Electrical Tool Co.’s line of 
ndustrial grinders, buffers and pol 
ishers up to 100 h.p 

Mr. Hutton managed Delta Power 
lool sales in the Tn-State area from 
1945 until he resigned recently to 
form the new company. For two vears 
previously he was a field engincer for 


Skil Corp 


Hening & Co. Named 


American Machine & Metals 
has appointed Hening & Co. as ad 
tising counsel for the company’s 
Gauge, Gotham Instruments 
\utoBar Divisions 





Extra COOLING POWER Per Dollar 
Sells This New 








"Gull-Wing” Blades— Sharp 


Automatic Shutters — Avaii- 
change in pitch near center of 


able for every size fan. Shut 
ters open when fan is “‘on’’; 
close when it’s “‘off.”’ 


blades promotes uniform 


pressure velocity. 


MAIL TODAY! 


: ANS & | 
gee ERS FANS 


Robbins & Myers, Inc., Fan Division 
387 Se. Front St., Memphis 2, Tenn 


INDUSTRIAL 
FAN! 


HIGH-STRENGTH BLADES 
of aluminum alloy are non-rusting, 
non-crystallizing, non-overioading, 

non-sparking. 


SQUARE STEEL FRAME 
forms easy-mounting panel. 
Rugged welded stee! motor support. 


STREAMLINED AIR INLET 
is 15% to 18% more efficient than 


ordinary entrance rings. 


This cost-cutting new fan offers 
you an easy way to increase your 
profits. Now you can sell heavy- 
duty cooling at prices that start 
as low as $160.00 (24” size)! Such 
features as the new “gull-wing’”’ 
blades and an improved air inlet 
make this possible. Here’s extra 
cooling power at lower cost! And, 
it’s easy to install, economical to 
maintain, You'll have plenty of 
prospects! This fan meets the 
needs of most industrial, com- 
mercial and military applica- 
tions, Consider these big selling 
advantages. Send the coupon for 
complete details! 


5 Sizes 
24” to 48” 
5400 to 
36000 CFM 





Large Center Disc — Reduces 
re-entrance air loss. Blades 
are individually mounted 
replaceable. 


ROBBINS & MYERS, INC., Fan Division, Dept. 10-54 
387 South Front St., Memphis 2, Tenn, 


Rush « omple te information about your new Industrial 
Fan to 


. State 
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ORANGEVILLE... 
TRUCKS 


‘Keep Loads Alive’ 


‘thAake Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service, 
Orangeville coffers all types for factory and 
warehouse service and specia!] trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 





Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE 6, PENNA Since 1879 














THE TRADE CALLS 


for 
DYKEM 
“STEEL BLUE’ 2. 


Seta ao! 


Lr kine 
Dies and 
Templates) 


\¥\v 
wat pvKen reel BIVE 
y ‘ - — 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
ascribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. + St. Lewis 6, Me. 


Detroit Stamping Enlarges Its Plant 


‘, 
¢ , wee ; 
a my. m 





New addition of 11,000 sq. ft. at Detroit factory provides modern office and pro 


duction spac« 


Valve department has been doubled 





Simplex Valve Names 
New York Manager 
Simplex Valve & Meter Co. has 


Walker as dis 
New York City 


ippointed George I 
trict 
office. 


manager of its 


He will be responsible for all the 


firm’s sales in the New York metro- 
politan area formerly handled by the 
W. K. Sowdon Co. His headquarters 
will be at 330 W. 42 St. 


American Machine 
Names Executives 


R. M. Hammes has been appointed 
issistant general sales manager in 
charge af the Niagara Filters Division 
ind the Tolhurst Centrifugals Divi 
sion of American Machine & Metals, 
Inc. 

With the company since 1943, he 
directed its training program for three 
vears and then became assistant to 
the general sales manager in charge 
of sales promotion. 


R. M. Hammes 
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Russell J. O'Neil 


Field Engineer 
Named by Norton 


Norton Co. has appointed Russell 
J. O’Neil as field engineer at the com 
pany’s Detroit office. 

Mr. O'Neil has been with Norton 
since 1945. He was a group leader at 
the Detroit office from 1947 until 
1951 and later a supervisor at Cleve 
land. Since last August, he has been 
taking the firm’s sales training cours¢ 
\ native of Canada, he served in the 
Royal Canadian Air Force in World 
War I] 


B. C. Weirauch Speaks 

At Carmi Meeting 
Bernard C. Weirauch, 

of sales, Orr Iron C 


+ 1 
1! 


cent 
ville, Ind., sp 
of the Chamber: 
1]] 

Earlier in the month, Mr. Weirauch 
participated in a two-day seminar on 
Sales Management, at Indiana Univer 
sitv, Bloomington. 


Ke recently a 


ot > 


ymme;»rce, 








1 


THC LUBRICA 
EXTENDED 
BEARING LIFE 
50%" 


—says REPUBLIC AVIATION CORP. 








Makers of the famous F-84E THUNDERJET 





“Underactual tests, LUBRIPLATE 

extended bearing life fifty per 
cent or better as compared to other 
lubricants. It was also found that, dur- 
ing test, LUBRIPLATE increased effi- 
ciency of machines twenty per cent by 
reducing friction loss. Republic has 
been using LUBRIPLATE successfully 
for the past eight years.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 


IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


luB RIPLATE 


MOTOR ob 




















LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘“‘LUBRIPLATE DATA BOOK’... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


r : 0 
SKE BROTHERS REFINING.,© 
— 


“MACHINERY COSTS 
MORE MONEY THAN 
OL OR GREASE” 


Plant managers dread costly ma- 
chine replacements and produc- 
tion losses incurred by machine 
stoppages. Because LUBRIPLATE 
Lubricants help keep the wheels 
of industry turning, plant man- 
agers and maintenance men are 


ready buyers. 


LUBRIPLATE 


and wear to a minimum. 


friction 
It is 


waterproof so prevents rust and 


reduces 


corrosion. The “stay put’’ quality 
of, LUBRIPLATE is exceptional. 
It offers greater film strength with- 
out causing LUBRI- 
PLATE lubricants cut replacement 
stoppage, 
save on power and permit heavier 


“drag.” 


cost, reduce machine 


loads and increased machine 


speeds. These are qualities you 
can really sell. 

And furthermore, LUBRIPLATE 
Lubricants are repeat items. They 
are sold to the same customers 
over and over again because they 
make good and are used up. With 
this prospect for repeat business, 
it behooves the salesmen to open 
up as many new customers for 


LUBRIPLATE that he can. 


LUBRIPLATE Sales Policies are 
designed to help the Industrial 
Supply Salesman. Protected Ter- 
ritories, Competent factory repre 
sentatives, plenty of good litera 
ture, continuous advertising to all 
industries, all contribute to build 
Industrial 


sales volume for the 


Supply Salesman. It's worth your 
while to get behind and push the 


LUBRIPLATE line 
(ADV ERTISEMENT ) 
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NO SHUT-DOWN 
WITH LUBRIPLATE 


—say HENRY & WRIGHT 
of Hartford, Conn. 











“While waiting for delivery of 

one of our 25-ton Dieing Ma- 
chines to do a particularly heavy job, 
a customer was trying to start produc- 
tion of a 10-ton machine. Even though 
it was lubricated with a conventional 
grease every eight minutes, the m»chine 
had to be shut down for bearings to 
cool during each coil run. Then, on our 
recommendation, he changed to a 
LUBRIPLATE Lubricant. With but two 
applications of LUBRIPLATE &@ day, the 
machine operated continuously except 
during change of coils." 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 




















LUBRIPLATE is available WBAIPLAT 
in grease and fluid densi- wore’ 
ties for every purpose... 
LUBRIPLATE H.D.S. 

MOTOR OIL meets today’s 

exacting requirements for 

gasoline and diesel 

engines. 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘“‘LUBRIPLATE DATA BooK”’...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J 
or Toledo 5, Ohio. 








JURY DUTY kept L. A. Epps, Kris 
man Industrial Supply Co., Tulsa, on 
the jump recently By starting extra 
early, Mr. Epps was able to keep abreast 
of office work before going to court 





Fairbanks, Morse 


Elects Officers 


J. A. Cuneo, general sales managet 
of Fairbanks, Morse & Co., has been 
elected vice-president in charge of 
sales. 

Other appointments are: O. 5 Les 
lie, vice-president, manufacturing, 
named a director; Robert B. Craig, 
assistant to the president, elected a 
vice-president with headquarters in 
Washington, D. C. 

Mr. Cuneo joined the company in 
1929 as a field engineer in the ex 
port division. He was later assistant 
manager of the division in New York 


Heavy construction is a market for — thet 
‘ity, and in 1951 became general 


sales manager. From 1947 to 1949 


Harrington Hoist Products too he managed the firm’s Los Angeles 


, , ss : , branch. 
The market for Harrington products is unlimited. Every indus- 





trial plant and every construction job has a number of applications 
for hoisting equipment. On this job, for instance, steamfitters and 
boilermakers are using six Peerless Packet Aluminum Hoists 
They all go for the light weight, because it permits them to move 
the hoists from job to job even over iron. For information about 
our full line of hoist products, write us. Or, better still, visit 
Booth 501 at the Triple Industrial Supply Convention, May Is 


g 


| ' 
Peerless rless ; Bearcat jel D 
Packet j ; \ Electr Beam 


i t J ey 


UR 
HARRINGTON PEERLESS HOISTS “ritemrersc asso hn 


together George Havs. preside 
Supply Co., Memphis, Tet 
Makers of Hoists Since 1876 Maley, salesman 


a 


Tur Harrincton Company, 1640 W. Callowhill St., Philadelphia 30, Pa. 
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(Advertisement ) 


It Pays to Offer STANLEY and “YANKEE”: Tools 


“YANKEE”, No. 130A 


Spiral Ratchet Screwdriver 


Wherever assembly lines want time 
and work-saving shortcuts, you have 
a potential customer for this effi 
ency screwdriver. The “Yankee” No 
130A takes the twisting out of screw 
driving. User just pushes handle — 
tool does the work. Can be used with 
one hand. Quick-return spring pushes 
handle back automatically after each 
stroke. 


Automobile Assemblyists can 
concentrate on their work when 
they're using the ever-dependabk 
“Yankee” No. 130A Spiral Ratchet 
Screwdriver. 





Santa Claus’ Helpers discover 
how “Yankee” No. 130A helps cut 
time and fatigue while doing an 
efficient job on the toy production 
line. 


“YANKEE”, No. 4992 Angle 


Vise with Swivel Base 


Meets the demand for quick-setup 
accuracy — and for work that must 
be machined at an angle. Six sturdy 
models available, with and without 
swivel base. 





Zig-Zag Rules Last Longer. | 
read imbedded into the wv | for 
hardwood. Both edges graduat 
by crackproof, wear-resistant, ' 
Ball-socket joints of solid, stainl 


proof. Long lasting easy action 


You 
1 
t 1 


; vty 
114 tit 


mation on these a1 
ind “Yankee loo! 
lools, ‘The 
New Britain 


sStanies 
W orld 


- — y20,° 
aT r 


NO. 106 STANLEY 
GREEN END” ZIG-ZAG RULE 


ick numbers, sharp, clear and easy-to 
rule life. White sticks of selected 
ind 16ths. All markings protected 
finish. Extra coating on end sticks 


ckel-silver — laboratory proved rust 


[STANLEY] Foode 


of The Stanley Works 








A Divisior 


TOOLS - ELECTRIC TOOLS - HARDWARE ~ STEEL STRAPPING ~ STEEL 
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Profitable Shipping and 
Packing Room Items 


No. 151¥2A 

Bell Face, Cross- 
Checkered, Ripping 
Pattern 


No.11% No. 5IYA 
“100 Plus” Bell Face 
Ripping Claw 


Stanley Hammers 


Nail hammers of balance and dura 
bility — including the famous “100 
Plus”, the finest hammer ever to 
drive a nail. These are Stanley 
Hammers! The kind that are in 
demand among your shipping and 
packing room customers. 





€ 


Stanley No. 112 Goose Neck 
Ripping Bar 


A tough tool for tough jobs in the 
shipping and packing room. Drop 
forged from high-grade hexagon steel 
— won't bend or break easily. Six 
sizes — also Straight Ripping Bars 
in three sizes. 





Stanley No. 199 
*“Replace-A-Blade” Utility 
Knife 

One of the most versatil 


knives you can offer. An 
shipping and packing room item for 


ind useful 
nportant 


use in Opening cartons, crate et 
Protective blade guard — 5 blades in 


handle 


321 























_ the RIGHT conveyor for the — 


RIGHT job at the RIGHT price! 


When you handle Farquhar Conveyors, you’re 
selling a line that’s a steady mover and a sure 
profit-maker. Farquhar’s complete line of gravity 
and power-belt conveyors gives you a ready an- 
swer to literally hundreds of your customers’ 
materials-handling problems. There are sizes and 
types for practically every portable, semi-perma- 
nent and permanent installation to fit individual 
requirements. 


And Farquhar stands behind you one hundred 
percent with sales and engineering aids. A highly 
skilled staff of engineers, both at our plant and 
in the field, are experts at designing specialized 
installations. Feel free to ask us for advice on any 
materials-handling problem you may have. 


Farquhar advertising 
pre-sells customers 


Eye-catching ads like these appearing 
regularly in Flow, Modern Materials Han 
dling, Chain Store Age, and many other 
national trade publications pull red-hot 
inquiries help make Farquhar a more 


profitable line for you to handle 


OLIVER 


Write, wire or phone us now for com- 
plete details on the Farquhar line! THE 
OLIVER CORPORATION, A. B. Farquhar 
Div., Conveyor Dept. Y-46, York, Pa. 


CONVEYORS 


POWER-BELT AND GRAVITY CONVEYORS 
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Norfolk 
Holds Customer Meeting 


Distributor 





HUDDLE at sales meeting at Empire 
Machinery & Supply Co., Norfolk, Va., 
involves Jim Parrish, shipping clerk; 
H. E. Mills, counter sales, and Frank 
Saunders, inside sales 


CUSTOMERS, W. H. and B. E. Col 
lins of Tidewater Machine & Boiler 
Co., are greeted by A. “Greenie” 
Greenstreet, store manager of Empire 
Machinery & Supply 


FRANK MOTLEY, assistant - sales 
manager of Empire Machinery & Sup 
ply, chats with Calvin Bishop and S. I 
lischler of Sunhght. In background 
are Lawrence Eley, T. P. Hudgins and 
Guy Hinton 








More Space and Comfort 


—today’s favorite “customer appeal” 


S.. ba 
my wy < og 
. . 
- : 
: 
» 
o> 


INVISIBLE 





It was a woman who first called it “invisible” 
heating . . . for flexible living. 

With a woman’s intuition she saw right to the 
heart of the matter. Here was the comfort of 
pleasant, natural, healthful heat p/vs absolutely 
no visible source of heat supply in the living area. 
No more spending a lifetime with the furniture 
always in one place! For radiant panel heating 
imparts that flexibility needed for modern living, 
the assurance of a fresh, redecorated look when- 
ever desired. Simply by shifting the furnishings 
to new positions . . . because every inch of floor 
and wall space is unobstructed and usable. 

No wonder radiant panel heat is increasingly 
popular. It satisfies a man’s mechanical and tech- 


COMMITTEE ON STEEL PIPE RESEARCH 


Panel Heating makes every 
inch of space usable ... with comfort too! 


nical requirements; it delights the homemaker’s 
need for comfort with decorative flexibility. 


But though modes and methods of heating may 
change, the best medium of transmission for wet 
heat goes on forever . . . time tested steel pipe. 
For steel pipe has been proved in more than 60 
years of conventional hot water and steam heat- 
ing applications. It also has the qualities of 
economy, durability, weldability and formability 
required for a successful invisible heating system. 
In fact it is the most widely used pipe in the 
world for plumbing, heating, fire sprinkler sys- 
tems, air, gas and water lines! 

Write for the free 48 page color booklet, 
“Radiant Panel Heating with Steel Pipe.” 


AMERICAN IRON AND STEEL INSTITUTE 


350 Fifth Avenue, New York 1, N.Y. 
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a message for 


the salesman ¢ 


on his way up 


Water Wash Spray Booths 


Bench Type Spray Booths 


Dry Type Spray Booths 


Exhaust Units 


Air Compressor Units 


‘ 
i“ > 


a 
a ee 


Spray Guns 


\ 


a 


If you and your company are looking for a 
chance to show a substantial increase in 
business this year—and next year—then this 
message is for you. 


Because we can show you how to make good 
money by handling M & E quality spray 
finishing systems that sell for $200.00 to $200.- 
000.00 and more per installation. 


We engineer and manufacture a complete line 
of spray finishing equipment and systems. 
Major units of the line are shown on the left. 
The standard items in our 66-page catalog are 
valued at well over one million dollars. 


Every Plant is a Prospect 


Every industrial plant is a prospect for M & E 
equipment. Applications include spray paint- 
ing. spray coating, air compression and ven- 
tilatic a. 


To sell these plants, we have developed a 
sales-building program that any distributor 
can put to work right now—and with reason- 
able effort will begin to see tangible sales 
results during the first few months. 


We know these quick results can be accom- 
plished because distributors in every part of 
the country have proven it through the use of 
our plan. 


The distributors we appoint will be backed 
by a strong national advertising program, 
factory engineering and sales training, plus 
the proven promotion program mentioned 


above. 


If this is the kind of opportunity you have 
been waiting for, write, wire or phone today 
for our new catalog and distributor plan. 











Edwin R. Campbell 


Electro Dynamic Names 
Southern Manager 


The Electro Dynamic Motor Divi- 
sion of the General Dynamics Corp. 
has appointed Edwin R. Campbell 
as Southern manager, with head 
quarters in Atlanta, Ga. 

A graduate of Newark College of 
Engineering, Mr. Campbell has had 
some seven years experience in the 
power machinery, speed reducer and 
electric motor fields. He has also been 
an engineering consultant. 


Boston Woven Hose 
Changes Chicago Address 


The Chicago distributing affiliate 
of Boston Woven Hose & Rubber Co. 
of Cambridge, Mass., has occupied 
new offices and warehouse facilities at 
806 East 31-St., LaGrange Park, III. 

The Boston Woven Hose & Rub 
ber Co. of Pittsburgh will discontinue 
sharing offices with the district head- 
quarters of the parent Cambridge 
company, it was announced. 

Ben S. Gooding, Sr., president of 
the Chicago distributing firm, said the 
move was made to speed service by 
avoiding downtown Chicago traffic. 

Both firms were previously located 
at 111 North Canal St. 

Robert E. Gooding will continue 
as manager of the Chicago division 


M & E MANUFACTURING COMPANY  * the Ptsburh frm 


INDIANAPOLIS 5, INDIANA 





~ MANUFACTURING COMPANY 

3565 Wintheop Ave., Indlonapelie 5, tad CIVILIAN AIRCRAFT 
The aircraft industry is producing 

13 civil planes a day, says Aviation 

Week, McGraw-Hill publication, even 

Company though military production accounts 


for 90% of the industry's activities. 


Please send your catalog and distributor pian 


Name Title 


Street Address 








City Zone State 
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ea Whatever 


ii 


Nill | 
Lm, ) » you want 


iil 


“om { 


(SMALL) 
Model 1-46 
10° Precision Bench Lathe 
SMALL,LARGEorLARGER 
—whatever size lathe the cus- 
tomers want, a Sheldon dis- 
tributor can supply them... 
all accurate, capable precision 
lathes with extra capacity and 
extra power for size. This long ; 
line, offering a choice of from oe = | : — 
10” to 24” swing lathes, makes me | , aa sor eels 
extra sales for distributors. i. . 


(LARGER) 
16” Sebastian 
Geared Head Lathe 


SHELDON MACHINE CO., INC. 


4232 N. Knox Ave. Chicago 41, Illinois 
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you can make a 


PROFIT 


selling hose clamps 


—_ because 


air 
water 
steam 
gas 








EVERY SHOP THAT USES- 


IS A PROSPECT! 


liquids 
sludge 
oil 

coal dust 








Stock - Sell - Profit with 
PUNCH-LOK HOSE CLAMPS 


GET QUR DEALER PROPOSITION 


“The Sign 
ofa 
Good 

Hose Clamp” 


321 North Justine Street, Chicago Z Illinois 
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T. K. MeKamy 


Century Electric Opens 
New Charlotte Office 


Century Electric Co. has opened a 
new district branch office at 634 Cedar 
St., Charlotte, N. C. 

Ir. K. McKamy has been named 
district manager. A native of Atlanta, 
Ga. and graduate of George Tech, he 
has been with the company since 1946 
as an application engineer at the At 


lanta office. 


Leschen Wire Rope 
Plans New Headquarters 


Leschen Wire Rope Division, IH. K 
Porter Co., 
a new air-conditioned headquarters of 
hce on its present property at - , 
Hamilton Ave., St. Louis 

Officials called the project the lates 
modernization program 


has announced plans for 


; 


step m a 
which Leschen has had underway for 
the past eight months. The refurbish 
ing of factory buildings, relocation of 
production equipment, and _ install 
tion of new machines and other equip 
ment has already been completed 

The new headquarters office, a 
storv, streamlined structure, will 
ready June 1, thev said 





RADIATION PROTECTION? 


Linoleic acid could be one answer 
to radiation sickness, Chemical Week, 
McGraw-Hill publication, says. The 
protective effect of the fatty acid was 
discovered in experiments at the Uni- 
versity of Southern California. Accord 
ing to reports, small doses of the acid 
enabled male rats to survive damag 
ing X-rays for an average of 74 days 
Average survival time for a control 
group was 53 days 

















ATLAS MATCHED SPROCKETS 
AND CHAIN 


Full line of rugged chain... complete line of sprockets 
matched to each size of chain—that’s the Atlas Profit 





Line for you. 

You'll find these matched sets mean quieter opera- 
tion, longer wear and less maintenance for your cus- 
tomers. You'll find their rugged dependability will 
build satisfaction and repeat business for you. They 
are available in all sizes 4” pitch to 2” pitch. 





Profit by this “over-the-counter” availability of Atlas 
Matched Sprockets and Roller Chain for OEM and 
replacement business. Stock the full Atlas line now... 


it will prove to be your profit line from now on. 


ATLAS CHAIN AND 
MANUFACTURING COMPANY 


Division of Prudential Industries 
PHILADELPHIA 24, PA. 








ROLLER CHAIN AND SPROCKETS 





$y | 
‘ ‘ ri 


“ 


NEW PRESIDENT of the National 
Welding Supply Association is James 
N. Alcock, of Saginaw Welding Supply 
Co., Saginaw, Mich 





Republic Supply Sets up 
Oil Country Department 


The Republic Supply Co. of Cali 
fornia, Los Angeles, has established 
i new department for cil country 
tubular goods and line pipe under 
Glenn L. Pitts, the firm’s oilfield sales 
manager. 

Ihe Republic Steel Corp. recently 
appointed Republic Supply as West 
Coast distributor for its oil country 
lines. 

A full line of pipe in shaped and 
sizes demanded by the territory will 
be carried at Republic Supply's main 
headquarters pipe yard in Los Angeles, 
Mr. Pitts said. J. G. Anderson will 
head the company’s inside pipe order 
department. 





_ there’s nothing better than a satisfied customer. We like it, you like it 
and the customer likes it. 


For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 
SPEED Hack Saw Blades. Grifin POWERFLEX and Grifhn SHARPFLEX 


better blades for better metal cutting 
Our factory trained ¢ Xperts are re idy to he Ip you with your service problems. 


Send for the Griffin Catalog Now! 


MORE EMPHASIS on direct mail 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE ee eae 


Seles Agents: John H. Grohom & Co. Inc., 105 Duone Street, New York 8, N.Y Muskegon Hdwe. & Supply 
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Packing Types 











TYPE 2 











meet 95% of all packing needs 


9 AS 


Valves like this one, which handles heat transfer oils in 
chemical processes at 600° F. under 15 lbs. pressure, give 
top performance with R/M No. 1326-], a packing included 
in Type 2 of R/M'’s Big 7 Packing Types. 


Let R/M simplify your packing selling 


Packing selling is made much easier by R/M’s 
Big 7 Packing Types. This basic line of just seven 
held-tested packing types enables you to offer 
all of the advantages looked for by maintenance 
men: dependable performance, lower mainte 
nance costs, reduced inventories, less downtime, 
simplified ordering, fast delivery service. With 
them you can provide custom-built performance 
for all but the very rarest packing applications. 


You can usually satisfy all requirements with 
only three or four types. 

Plan now to stock and push R/M’s Big 7 Pack 
ing Types. Raybestos-Manhattan will back you 
to the hilt with all the selling aids you need 
including sales training for your salesmen—and 
support you with consistent, hard-hitting adver 
tising in leading trade and business publications 
read by your customers and prospects. 


R/M PACKINGS FOR MAINTENANCE PURPOSES ARE SOLD ONLY THROUGH AUTHORIZED R/M DISTRIBUTORS 


RAYBESTOS-MANHATTAN, INC., packiINnG DIVISION, MANHEIM, PA. 





R } G 7 FACTORIES: Bridgeport, Conn. ; Manheim, 
Pa.; No. Charleston, S.C.; Passaic, N.J.; 


Neenah, Wis.; Crawfordsville, ind.; Peter- 
borough, Ontario, Canada. 








RAYBESTOS-MANHATTAN, INC., Packings « Asbestos Textiles + Industrial Rubber, Engineered Plastic, and Sintered Metal Products + Abrasive and 
Diamond Wheels * Rubber Covered Equipment + Brake Linings « Brake Blocks * Clutch Facings « Fan Belts * Radiator Hose « Bowling Balls 
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Barnes Named Small Business Administrator 


Wendell B. Barnes, of Tulsa, Okla., 
has been named Small Business Ad 
ministrator by President Eisenhower. 

He has been acting administrator of 
the Small Business agency since No 
vember, 1953 
New Region Established 


S.B.A. has established a 
gional office in Los Angeles, covering 
nine California Counties (Imperial, 
Inyo, Los Angeles, Orange, Riverside, 
San Bernardino, San Diego, Santa 
Barbara and Ventura), all of Arizona, 
and Clark County, Nevada. The 
agency now has 14 regional offices and 
17 branch offices throughout the 
country 


new Ic 


Directors Named 


S.B.A. has appointed three new re- 
gional directors: J. F. Matchett, for 
Dallas; Bennett Baldy, Seattle; and 
William H. Kelley, Chicago. 

Mr. Matchett, a banker, has oper 
ated banks at Hobbs, N. M.. and 
Andrews, Texas. Last vear he dis 
posed of his interest in the bank at 
Seagraves, Texas 

Mr. Baldy until recently owned the 


Monte Cristo Hotel in Everett, Wash. 
He is also a bank director in Everett. 
Mr. Kelley was first a teacher, then 
1 salesman for a steel company. In 
1938 he became manager of sales and 
development for the Tiffin Art Metal 
Co., Tiffin, Ohio. During World 
War II he served with the War Pro- 
duction Board, and recently has been 
connected with the National Produc- 
tion Authority in the Chicago area. 


Heads West Coast Area 


Edward L. Turkington, San Fran- 
cisco businessman, has been appointed 
regional director for $.B.A. in the San 
Francisco area. 

Former assistant general manager of 
the San Francisco Bay Area Council, 
an industrial development group, Mr. 
Turkington also headed a construction 
firm and served as representative for 
forms manufacturing _ reflectorized 
signs. 


Consultants Named 


Appointment of the first five mem- 
bers of the S.B.A.’s National Council 
of Consultants has been announced 
by the Administrator. 











For the Finest in Tool Post Grinders 


AMWEMAC bs. 


HAND GRINDER 


IF 


you attend 
the Triple In- 
dustrial Meet 
ing Confer 
ence we will 
be glad to see 
you in 


Booth 
D3. 


\ a P. O. BOX 35 





Ww: take pleasure in announcing 
that the J-50 hand grinder is re- 


turned to our line of fine products. 


THE McGONEGAL MANUFACTURING CO. 


EAST RUTHERFORD, N. J. 





INDUSTRIAL DISTRIBUTION © MAY, 1954 


The Council will advise the Admin- 
istrator on smal] business problems, 
serving without pay. 

The appointees are: Clifford D. 
Cooper, Monrovia, Calif., of Horning, 
Cooper, Inc.; Thomas McCaffrey, 
Pittsburgh, Thomas McCaffrey Real 
Estate Co.; Robert A. Weaver, Jr., 
Waltham, Mass., The Bettinger Corp.; 
Curtis F. Bryan, Tulsa, Okla., Toklan 
Royalty Corp.; and Carl Flora, Mil- 
waukee, First National Bank of Mil 
waukee. 

S.B.A. is also organizing another 
advisory group to be known as the 
National Board of Field Advisors. 


Three Pools Formed 


S.B.A. has helped organize three 
new small-business “pools” for defense 
production. 

Wyoming Valley Manufacturers 
Pool, Inc., Truckville, Pa., composed 
of nine small firms, will seek contracts 
for various aircraft components, gun 
mounts and tank and boiler parts. 

Allied Construction Contractors, 
Joliet, Ill., composed of six firms, will 
seek construction work, including 
electrical and air-conditioning installa 
tion. 

Gulf Coast Production Pool, New 
Orleans, was organized by 12 com 
panies for repair of machine tools, 
trucks and tanks. 

Object of the pools is to alleviate 
the disadvantage of the small plant in 
competing for contracts with large 
companies. 


Firms at Record Number 


[he number of small business firms 
in the country is now at a record level, 
Mr. Barnes, new S.B.A. head, told 
Congress and the President in his 
agency’s first semi-annual report re 
cently. 

There are now 4,200,000 operating 
business, and 95 percent of them are 
small, he said. He predicted that 
growth of the economy, increase in 
personal income and expansion of con 
sumer wants would open wide oppo! 
tunities for small business in the years 
ahead. 

S.B.A.’s three aims, he said, are (1 
to help small firms get a fair share of 
Government procurement, (2) assist 
them to obtain adequate capital and 
credit, and (3) provide management, 
technical and production counsel 

“Despite the steep reduction in Gov 
ernment procurement, S.B.A.’s efforts 
have succeeded in maintaining a fait 
proportion of purchases for small busi- 
ness or at least in staving off any fur- 
ther decline.” 

He said the agency had taken “de- 
termined action at the community 
level” to widen the scope of bank 
lending to small firms. During the 





USE THIS HANDY TABLE 


ro sex. mone SIMPLEX JACKS 


Make your sales talk better, more effective, more uses for ragged in angen industry. Opposite each \ 
profitable by recommending the right Simplex application our suggestions for the jacks . 
jack for oe right job every time. It's easy with that best “Gill t the bill” and specific reasons for > 


table below. Listed are the most common _ the choice. \, 


RATCHET LOWERING a JACKS 


HYDRAULIC JACKS for easy lifting | SCREW 
fo d and 





JACKS 





| 
GENERAL INDUSTRY for speed and toe lift | or pulling with smooth power 
+ : - -_ 





Cap. Req'd| Model \Cap. Req'd| Model Model 
Applications in Tons No. Specific Benefits in Tons No. Specific Benefits No 


Specific Benefits 





installing 5 3 B5A Lifts both toe and cap.| 10-100 |Re-Mo-Trol/Lifts, pulls, pushes 28 Stander 
with complete safety. Models 


Easy to use in tight 


Moving and 
machines and equip-(~ 19 #1017 | Ideal 17” height and] 





veged, heavy duty, 
asy to vse, inexpen- 
ive, 





ment safety speed trigger. mes ; 

1 ZAI Al loy h #252 

. —— wy ay RO 130-100 Jenny |Pushes, lifts, pulls Standard 
| without torque through Speed 


easier handlin } 
ll “center-hole”. Jock 























evel geared to com- 
bine safety of screw 
jack with fast action of 
ratchet. Broad toe and 
cap, stable base. 





SIIOA | 4 lift int - le} 
lois pHa a "eles Gal 3-100 [8 Standard/Easy operation, smooth | __ 
| pulls. 2 Models [lifting or lowering. 15-50 








ow height—powerful. 





P- 4 Rugged, easily port- 
able, double sockets 
for close quarter oper 
ation, lifts cap or toe. 
Fast acting, lifts cap 

toe. | 


‘| #3524 
Traversing 
Base Jack 


requires minimum clear- | 35 
ance. 











4. 

| 

10, 25,50 | Rol-Toe [Cap er toe lift. Toe| | or 
| 
i 
| 
| 
| 
.f 





reversing bese per- 
mits lifting end mov- 
ing laterally with max- 
Semen stability. Fest 
ratchet action at base 
and head. 





Leveling work on bed model recommend- | No model recommend- 
of planers, milling ma- | ed 
chines, etc 


dh 
; 


Height can be locked 
against vibration 

semi - permanent = in- 
stallations. Base notched 
for fastening to bed. 
Boll and swivel cap. 





Util-A-Tool 
gears, pins, keys, powerful straightline 


sleeves, bushings, etc. pull, free from torque 
Exact control. Re-Mo- 
Re-Mo- Troll Tro! has added safety 
| and maneuverability for 

use in tight spots. 


Pulling and pressing model recommend- Jenny /|‘‘Center - hole” gives 10 
; 





Light, easy to use. 
Pushes, pulls, lifts, low- 
ers, clamps, spreeds, 
pulls wheels and gears. 








Straightening structural z Push, pull from any - Re-Mo-Tro!| Straightens buckets and 8 Push & Pull 

steel, plates, buckets, angle, four lift points, forms, lifts, pushes, 10 

scrapers, pipe; spread- pivoting base, verse- pulls safely from ae 10 #1040 | 

ing, aligning tile. distance # 1524, 28, 
36 


Geared ratchet action - 8 Standard Smooth, exact opera- 











Pulls together or push- 
es apart, streightens 
frames, aligns axles. 
Fast ratchet action. 





gives speed and easy Models jtion for straightening 12-24 | 28 Models 
lifting. #126 and jand lifting (4-way and 
#127 have right and “ Pushes li## T th- Ratchet 
| left hand toes, respec- 7 hay “——— y tensa Heads) 





Inexpensive, safe, semi- 
permanent support. 





| tively for use as in “center-hole”’ # 2522 

pairs 
Same as above with | 
extra heavy duty | 
| 





Bevel gesred to com 
bine safety of screw 
jack with fast action of 
ratchet. Broad toe, 





15 to 50 Journal 
Jacks 


Low height—powerful. 
cap, stable base. 





Fast operation, high lift - 8 Standard|Fast, easy operation, 35 | #3524 

for empty R.R. cars. Models |smooth lifting or low- 

Re-Mo-Troliering for trucks, etc. 
Jenny 


Rol-Toe [Lifts full capacity on 


Maintaining spurs, 
switches and rolling 
stock, trucks and other 
equipment 





Easier lifting of heavy 
loads. 








Traversing base per- 
mits lifting end mov- 
ing laterally heavy 
loads with maximum 
stability. Fast ratchet 
action. 





——_4+—_—_4-__-_4 


Track or trip Tacks For | 10-2! 

maintenance of way cap or toe. Minimum —— 

Single and double act- toe height. —— 
ecks 


ing 


Ides! for servicing 
journals. 





Maintenance and repair No model recommend- \e Re-Mo-Trol|"Center - hole” puils Util-A-Tool 
of engines, compres- ed sleeve pins, cylinder 
sors, other equipment. liners, bushings, wrist 
_|pins, keys, valves, seats, 
lgeers, sprockets. Re- 
|Mo-Trol gives addition- 
al safety, manevvere- 








Jenny 


Pushes, pulls, lifts, 
clamps, spreads. Pulls 


iwheels, pinions, bush- 


ings, holds down loads 
lon truck bed. Complete 
set includes chains, 
hooks and levers. 





ility. 





Models ition for straightening Jack 











A “close quarter” jack. 
B” height with 1” lift, 
Add pipe in cap of 











3A 
"date fon exact opera- Spreader 


nd lifting. 








for All Industrial Uses 


CAN YOU IDENTIFY HIM? WORLD'S LARGEST MFGRS. OF INDUSTRIAL 
In 1925, this football play» ™ECHANICAL AND I HYDRAULIC JACKS 
ing student at the Univ. of e 

Washington was hunting 


bear in Alaska where he 4 ] +A pa L & xX 
worked during summer 


yacati .N 

io Onaeniieiae 2 Mono BOM S nn 
; - - lle TH-A-T 1 

prominent industrial distri- e oot ROL-TOE 


bution organization in our 
largest state. Win $10 by 





Also a Complete Line of Jacks and Pullers 


being the first to wire, TEMPLETON, KENLY & co. 


phone or send us his name. 2523 GARDNER ROAD, BROADVI 
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EW, ILLINOIS 


331 





agency's first four months, he reported, 


“ -5 
HARGRAVE it made 53 business loans amounting 
Tatas Tos Another to $3.755.900. ’ 


HARGRAVE New Expansion Goals Opened 


Time Sales I'he Small Business Administrat 
Message— announced recently that a number « 


newly opened expansion goals appeal 
Saving to your to offer an opportunity for small firms 
Among them, he said, are: com 
Customers . 


mercial and military aircraft, airport 


in User facilities, aluminum sheet and plat 


. heat treating facilities, debarking and 

Tools Magazines chipping facilities for lumber and 
wood products, medical supplies and 

equipment, ordnance facilities, refrig 


Another erated warehouse and storage facilit 

HARGRAVE 30 and 50 calibre metal ammunition 

HARGRAVE boxes, steam boilers, electrolytic tin 
Sales Help— plate, metal can manufacture « I 


To ing the use of tin, electronic 


e k Cl for military use, small gas pipelin 
uic amps assure you research and development laborat 
military photographic equipment 


dependable, cientih« " justraments 
profitable He said that additional specialized 


production facilities are desired in 
repeat Sales. industrial fields in all. Company 
qualifying can obtain rapid tax writ 


offs. 


Another 
HARGRAVE 
Sales Help— 
, A 
Pressure tip complete line 





slides to work 


being held for every 
need in 
industry. 


For many industrial applications, 
these clamps will take the place 
of conventional ‘’C’’ clamps 


Another 
HARGRAVE 
Faster—can be applied Quickly, Sales Help— 
released quickly Sales 

meetings 
Rigid—no side twisting for your American Mfg. Co. 
sales Names Sales Head 
James J. Lowe has been appointed 


Positive—clutches insure posi 
P personnel sales manager of American Mfg. Co 


tive locking Recently head of the company’s 


Another = sales promotion and advertising activi 
ties, he joined the firm’s sales division 
Hargrave Clamps, Punches, Chisels, Masonry HARGRAVE in 1935. 
Drills are stocked and distributed by your Sales Help— 
Loca! Industrial Supply Distributor 


James J. Lowe 





Easy to use FANCY FINGERS 
Catalogs, | 
. A leading food manufacturer now 
Bulletins, employs a manicurist for the girls on 


etc., plus the baby food line, reports Food Engi- 
nationally neering, McGraw-Hill publication. No 


The Cincinnati Tool Co. 


4032 Montgomery Rd., Cincinnati 12, 0. 


Ask your supplier for a copy of the complete Har- product is untouched by lovelier hands. 








grave Catalog on Tested Tools 
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Raymond H. Dobberfuhl 


R. & J. Dick Names 
Warehouse Manager 


R. & J. Dick Co. has appointed 
Raymond H. Dobberfuhl as manage 
of the company’s new office and ware 
house for the Southern California area 
in Mavwood, Cal., near Los Angeles. 

Mr. Dobberfuhl has been active for 
the firm for the past five years in the 
Los Angeles region and east as far as 
Phoenix, Ariz. In his new post he will 
supervise the warehousing and servic- 
ing of a complete inventory of indus- 
trial power transmission and conveying 
equipment, including the furnishing 
of applic ition engineering information 
to equipment users, according to a 
company announcement. 

Ihe new service center is the com 
pany’s third on the West Coast 
Others are at San Francisco and Se 
attle 


Sales Executives 
Plan May Meetings 


More than 1,006 sale executive 
from all parts of the country and Can 
ida are expected to attend a pecial 
two-day conference on marketing 
sponsored by the American Manags 
ment Association in New York City 
May 10 1] 

l'roublesome areas in marketing will 
e the theme. Speakers will stress stra 
tegic use of marketing funds, prove 
methods of reducing and ontrolling 
marketing expense and wavs t 
procedures and performance 
those taking part will be Robert 
Dick, Illinois Tool Works; Gle1 

lar, The Black & Decker Mfg. Cx 
FE. Lee, Johnson &’ Johnsor 
issell, Minneapolis-Honeywell 

tor Co.; and Carl H. Demmin 
rundum Co 
vill be held at the Hotel 


No. 120 Hi-Speed Steel 
Heat Treating Furnace 


No. 118 Combination 
Bench Furnace 


No. 130A 
Hi-Speed Steel 
Heat Treating 

Furnace 


GIVE YOUR SALES A BOOST 


with tHE HOT PROFIT LINE 


It’s good business to sell Johnson Gas 

Burning Equipment to industrial 

users. You profit and your custo- = 
mers profit. The Johnson Line of No. 101 Bench Furnace 
Quick Acting heat treating furnaces 
deliver 1500° F. in 5 minutes, reach 
2300° F. in 30 minutes and are 
famous for efficiency and economy in 
heat treating tools, dies, and small 
metal parts. They are speeding pro- 
duction and cutting costs in hun- 
dreds of plants. National trade paper 
advertising helps you sell. Consult 
your complete Johnson Catalog for 


No. 1202 Blower 


additional profit-making items. 


Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, Iowa 


OUR SOTH ANNIVERSARY 


No. 60 ABC 
Concentric Ring Burner 
No. 706 
Annealing Furnace 


— 


INDUSTRIAL GAS EQUIPMENT 
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A Message to Di-Acro Distributor Sales 


(And Sales Managers tog 


is Helping You &, 
Gener” 


1. —with “motion” ads that show how 
“Die-Less Duplicating" cuts costs—saves 
time — speeds production. 

This new series of ads almost gives ‘“‘mov- 
ing pictures” of the speed, ease of oper- 
ation and versatility of Di-Acro Benders, 
Brakes, Shears, Notchers, Rod Parters, 
Punch Presses and Rollers. They blanket 
the metalworking market in 43 business 
papers. Hundreds of inquiries are being 
received each month from customers and 
yrospects who are eager to know all about 
vi-Acro Machines and the unique “‘Die- 
Less Duplicating’’ technique. 


Rawls direct mail plans and printed 
“sales helps"’ which identify you as an 
immediate and local source of supply for 
Di-Acro Equipment. 
A variety of these “sales helps’’ are avail- 
able to you now. If you are not familiar 
with them, drop us a line and we will give 
you full details. Pushing together we can 
open doors of more prospects—gain new and 
satisfied customers—realize new profits 
Mention “Die-Less Duplicating’ and 
Di-Acro on every call—they are an excel- 
lent “lead”’ line, one which also opens the 
door to the sale of other equipment. 


O'NEIL-IRWIN MFG. CO. 


312 8th Avenve Loke City, Minnesota 


STOCK ’EM 


Bend a Variety 
of i 


Accurately, tesily, 


Sample and : ~ aoe O 4 
ductile maternal © 


uichly with « DI-ACRO” BENDER 


apt 
® 
pi-acko HYDRA-POWER —_ 


‘ 


| want moet wmeroamaTion® Sen4 


PRECISION 
METALWORKING 








and you'll 


SELL ’EM 


MACHINES 
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Jack Petruno 


S. W. Card Division 
Names Factory Engineer 


S. W. Card Division of | 
I'wist Drill Co. has appointed Jack 
Petruno as factory engineer at the 
company’s Detroit office. 

Since 1949, Mr. Petruno 
travelled northwestern Ohio for a cut 
ting tools distributor. During World 
War II he was a flight engineer with 
the Air Force. 


non 


has 


Besly-Welles Executive 
Hurt in Plane Crash 


Everett Addoms, vice-president in 
charge of sales for Besly-Welles Corp., 
was injured slightly when an American 
Airlines plane made a forced-landing 
in an open field January 21 near Buf 
falo, N. Y. 

The twin-engine Convair had just 
taken off from Buffalo airport on an 
Albany-Chicago flight when motor 
trouble developed in one engine. The 
pilot brought it down for a belly-land 
ing in a field in suburban DePew, with 
landing-gear retracted. None of the 24 
passengers Or crew were seriously in 
jured but Mr. Addoms and six others 
suffered bruises and cuts. 

The plane’s tail section was broken 
and a wing was sheared off 


Kasson Die & Motor Moves 


Kasson Die & Motor Corp. has 
moved from Mott St., New York City, 
to new, larger quarters at 32-14 North 
ern Boulevard, Long Island City, 
N. Y [he firm is now the sales 
division for Brennen, Bucci & Weber: 
Co., New York 





Manning, Maxwell & Moore 
Starts Canadian Operation 
Manning, Maxwell & Moore of 


Canada, Ltd., a new firm, has started 
perations at Galt, Ont., in space 
leased from the Canada Machinery 
Corp. It will make pressure gauges, 
safety and safety relief valve ind 
bronze and steel valves 

Manning, Maxwell & Moore, Inc., 
tf Stratford, Conn., the paren 


ny said 


on 
the new subsidiary w 


SC! 


t 


t 
1] 
le 


the company’s established out 
Canada 

Officers of the firm include Hamil 
ton Merrill, president, and Chester H 
Butterfield and Colby M. Chester 3rd 
vice-presidents. Operating personnel 
ire Franklin ‘T. Sherwood, manage 
manufacturing; Arthur |. Dube 
SUPeTVISOI of valve manufacturing; and 
racy C. Dickson, supervisor of gauge 
issembly. They were transferred from 
Stratford 

lhe parent company has plants at 
Muskegon, Mich.; Watertown, Mass 
lulsa, Okla.; Jersey City, N. J.; Dan 
bury, Conn., and Inglewood lif 
is well as Stratford 





Earl P. Thompson 


W. O. Barnes Names 
Chicago Representative 

W. O. Barnes Co. has appoi 
Earl P. Thompson as repres t 
in the Chicago area 

Mr. Thompson has had 


perience in the tool busines 
ticulariv with tools and dies 





SILVER SHORTAGE 


The world is using more silver than 
it is producing, says Engineering and 
Mining Journal, McGraw-Hill publica 
tion. In addition, the trend is in the 
direction of declining production 














CELEBRATING OUR 150TH YEAR 
OF ROPE MAKING 1804-1954 


A century and a half of service to Industry and Shipping is quite 
a record ... but what is even more important is maintaining 
leadership today. 


That's why Fitler research has developed a powerful new sub- 
stance for the control of mildew, mold fungi and bacteria with 
which each fiber of Fitler Pure Manila Rope is thoroughly im- 
pregnated. Now, these age-old scavengers of cellulose—digest- 
ing fungi which for hundreds of years have robbed good rope of 
useful service, can at last be controlled. 


ROT PROOFED 


AND 


WATERPROOFED FITLER 


Think of this selling feature — 
consider your custom- Sa 
ers... Buy Fitler! 


Ask for the Rope With the Blue and Yellow Marker 


THE EDWIN H. FITLER CO. 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
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Carborundum Promotes Sales Executives He will work with all elements of the 
company and its subsidiaries in dis- 
tribution, sales and related fields, di- 
recting relations with customers, sup- 
pliers, and distributors’ organizations. 
Mr. Tone will also continue as chair- 
man of the company’s Abrasive Sales 
Operating Committee. 


Directs Sales Programs 


Mr. Keeler will handle functional 
direction of sales programs of the 
company and its subsidiaries, consult 
ing with operating divisions and sub 
sidiarics. Also he will serve as vice 
chairman of the Abrasive Sales Oper 
ating Committee. 

Mr. Tone, son of the late Frank 
Jerome Tone, Sr., a founder of the 
company and its president from 1919 
1942, joined Carborundum in 192¢ 
After nine years as a salesman, he be- 
came assistant sales manager of the 
Grinding Wheel Division and _ later 
the division’s general sales manage 

I’. Jerome Tone, Jr., vice-president, Mr. ‘Tone, who has also been a Mr. Keeler joined the firm in 1943 
sales, of The Carborundum Co. since director since 1942, will have broad ag q sales analyst, and became assistant 
1942, has been made senior vice-presi- executive responsibilities in his new manager of commercial research in 
dent of the company. Frederick T. post, assisting and representing the 1945 and director of marketing in 
Keeler, former director of the market- president in many phases of the busi- 1950. 
ing branch, Sales Division, has been ness, General Clinton F. Robinson, 


~ 


ippointed director of sales president of the company, announced. 


F. Jerome Tone, Jr. Frederick T. Keeler 


Reliance Electric 
Names Engineers 





Reliance Electric & Engineering 


7 Specialized Line pod ggeay age 
anta, Ga.: ouston, xas; ‘Toledo 
—= 
FOR YOUR SPECIALIZED SELLING ; slat te ideas cal vaiig 
Emory G. Orahood, Southeastern dis 


; seal ke Uni ' trict manager: Walter A. Thorne, re- 
@ You'll find it a logical move to make Universa porting to F. A. Dennison in Hous 


retest of eupoly for this stenderd line. ton; R. C. Marchant, with William 
Here’s why—you get quick deliveries—you sell C. Mitchell in Toledo: and Don S 
top quelity—you get full cooperation. Follett, reporting to Dale D. Drol 
Big point in your favor—you are not required to linger, Rockford managet 

carry stocks—simply shoot your orders to us and 
we will fill them with greatest speed. We carry 
the stocks, you sell—we both do well. 





Note this—we have pre- : ; ; 
4 You can sell all industrial requirements—we 


pared a very simple dis- offer all types, plus pressure hose fittings. TRAVELLING VETERINARIAN 


tributor’s price schedule. 
It’s Kalamazoo punched Write for a copy of our Technical Data Book, A travelling infermétion burecu, 
and convenient sila known as a Vetmobile, has been cre- 
ated by a leading pharmaceuticals firm 
to demonstrate to farmers its line of 
veterinary products according to Chem- 
ical Week, McGraw-Hill publication. 
Resembling an ordinary trailer when its 
metal sides are closed, the sides open 
out and down to reveal a crowing 


rooster, a pig with rolling eyes and 


UP AA OY TMLee TORT a qe mmm | | 2 window shrovoh which the former 


2163 South Kedzie Ave Chicago 23, Ill. 
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YOU OWE 


IT TO YOURSELF TO SEE HOW 


SKIL helps distributors find 


new Sales in unsuspected places! 


“SKIL has the Answer” 
program sells as it solves 
problems in cutting, 
grinding, sanding, finishing 


“SKIL has the Answer” to your customers’ 
problems. See how you profit by solving 
these problems with 9 SKIL Saws, 3 Builders 
Saws, 98 SKIL Blades and Abrasive Wheels 
... plus 27 time and money-saving metal 
grinding and finishing tools! Here is a 
complete power tool program for SKIL dis- 
tributors—backed by a highly effective ad- 
vertising campaign for both the construction 
and industrial markets. 


Here's What SKIL Does to help distributors 
get new sales in unsuspected places. SKIL 
salesmen help distributor salesmen make 
demonstrations. SKIL helps distributors 
hold sales clinics with customers and pros- 
pects. SKIL furnishes direct mail and 
counter literature. 

Backed by Complete Advertising and Pro- 
motion. Every leading industrial magazine 
and The Saturday Evening Post is carrying 
“SKIL has the Answer” ads. Every ad has a 
coupon to develop prospects for you. Com- 
plete point-of-sale material is supplied to 
help distributors tie-in. 


SKIL’s Big FREE Offers Open the Door to New Sales! 


FREE! New SKIL 
Blade Selector to 
help your custom- 
ers solve cutting 
problems in their 


saw & BL Abe 
sececton 


plonts. 


FREE! Test Cutting Service on problem 
materials. Any of the 34 SKIL factory 
branches or the factory test cutting 
department will help you lick your 
customers’ problems in cutting new 
and unusual materials. You'll save 
them time and money; close more 
SKIL Saw sales. 


Free Trial Program on Sanders and 
Grinders—completely worked out for 
you. A tested and proven method for 
new sales in unsuspected places. A 
trial program using spectacular new 
models of SKIL Sanders and Grinders. 
Every one of your metal working cus- 
tomers is a prospect. 


SKIL Corporation, Dept. ID-54 
5033 Elston Avenve, Chicago 30, Illincis 


Please send me sample SKIL Blode Selector, samples of 
ods, complete information on this biggest program ever 


Belt Sonder PORTABLE TOOLS to sell portable power tools 


Nome 


ed SK/L 


Contact Your SKIL Factory 9 
Branch or Send Coupon and ' ‘. 
Get Your Share of Profits from the ) ' 


“SKIL has the Answer’ Campaign 


Company 


Street 


wen emesananenananenananans 


SKIL Oscillating 
onder 


INDUSTRIAL DISTRIBUTION © MAY, 1954 





A complete line of 


V-Belts and V-Belt Drives, 
Flat Belts and Belting 


@ Whatever your customer’s belt drive requirement, 
“U.S.” can supply it. With “U.S.” warehouses stra- 
tegically located across the country, you are assured 
of immediate shipment. 

To increase your sales, “U.S.” gives you sales 
engineering assistance, product training, proven sell- 
ing aids including catalogs, envelope stuffers and dis- 
plays. For more information write to address below. 


U. S. Rainbow Multiple and 
F. H. P. V- Belts 


U. S. Rainbow Multiple and 
F.H. P. Sheaves 


Flat Belts and Belting 
Special Purpose Belts 





U.S. Rainbow Q.D. Sheaves 
in a complete line 


Quick-demountable sheaves bring 
many advantages...simplicity. .. inter- 
changeability ... reduced maintenance 
time... lowest cost for flexible inven- 
tory. Sheaves and V-belts from the one 
source guarantee your getting the right 
sheave with the right belt—plus a com- 
plete engineering service. 


PRODUCTS OF 











UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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rIME OUT for paper work 
by N. H. Pickle, 
tory Supply Ci 


sales Ihalag 


Muskeg 





Firth Sterling Assigns 
Three to Territories 


Virth 
three new graduates of 1 


Sterling In 
+ 
ing program to the firm 
land, Detroit and Mideast 

William H. Perrv, who 
in New England, has been a sale 
for four years with W. J. Dunn 
He attended Bost mm ¢ lege ind § 
ied Metallography at Mass 
institute of ‘Technolog: 

David G. Crownover, 
Detroit, has been worki 
Sterling’s 
the past four year 
the company in th 
gan except for Detroit 
ite of the Detroit Col 
science. 

William K. Neff, name 
Mideastern district, has rept 
Firth Sterling and the Austin Powder 
Co., its exclusive sales agency for min 
ing tools, in mining sales for fou 
years He was 


Mfg. Co. as a field enginee 


( irbide divis 


previously \ | J 


Honor Long-Time Employees 


1 


Sterling Inc. recently hon 


than 
Kenneth D. Mann, 


president, presented them vw iwards 
four emp! have 


Firth 
ored 158 employees with m 
SeTVICC 


2.) VCars 


it a dinner 


1 Y han Sf) x 1 r 
nore than U vears Ser\ 


To Handle Morse Lines 


Morse Chain Co 
Service Power Transmi 
Lawn, N. J., and Nava 
P< OS, l'exas, to h ndlk 
mechani | p \ f 


ucts 


VISES 


ATHOL PROTECTS ITS DISTRIBUTORS 


If you are an ATHOL DISTRIBUTOR you know you are not 


paying any more than any other Athol Distributor. 


One price 


to all and when a big inquiry comes up, you know we will not 


bid under your cost and take direct. 


Why not do business with 


a company that will help you make profits—our policy since 


1868. 





ATHOL VISES are made of semi-steel castings. Strong 


where strength is needed and designed for service. 


Our own foundry and machine shop give us full supervision 
of all operations from the raw material to the finished vises 


(not an assembly job). 


Write for complete catalog showing our Machinists’, Combina- 
tion Pipe, Sheetmetal Workers’, Steam fitters’, Plumbers’, Drill 
Press, Milling Machine, Utility Vises and Power Driven Grind- 


stone Frames. 


Pik HOME OF 


ATHOL VISES 


THE FOUNDRY AND FACTORY WHERE THE ENTIRE VISE HAS BEEN MADE SINCE 1868 


Athol Machine & Foundry Co. 
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Athol, Massachusetts 





“A BUDA JACK 
FOR EVERY NEED” 


means that you can sell more jacks 
».. to more customers. ..in more 
industries .. . when you carry 
the BUDA line! 


It lifts safely, it lowers safely! The 
design of Buda Ratchet Lowering 
Jacks is functional and rugged for 
long operating life. And, because of 
their high lift of the load on either 
the cap or the strong, compact toe, 
they offer wide versatility in indus- 
trial plants, railroad maintenance, 
construction work, oil fields, ship 
yards, and other general lifting work. 


Buda field and service tested Ratchet 
Lowering Jacks raise only on the 
down stroke of the lever bar. Change 
the reversing lever to the “Down” 
position and the load is lowered 
notch by notch. 

Heavy safety springs hold the pawls 
in positive contact with the rack 
bars, so these jacks can be operated 
safely at any angle. 

Learn what a Buda Jack Distributorship 
can do for you. Write us today! 


A Division of Allis-Chalmers Manufacturing Company 


THE BUDA COMPANY 
Harvey, Illinois 





Buda Ratchet 
Lowering Jacks 
5, 10 & 15-ton 
Capacities 

9% to 19% inches 


Ratchet Ratchet Trip 

Lowering Jocks— 

Jocks— 15-ton Cap. 
5 to 15 tons 


i 


Screw Standard Speed 

Jocks— Ball Bearing 
10 to 24 tons Screw Jocks— 
15 to 75 tons 


Ball Bearing “Two Speed” 
Journal Hydraulic Jocks— 
Jocks— 25 to 50 tons 

15 te 58 tons 
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J. A. Dickson 


Stanley Division Names 
District Manager 

The Stanley Works has appointed 
J. A. Dickson as district manager in 
the southeastern states for its Steel 
Strapping Division, with headquarters 
in Atlanta, Ga. 

With the company since World 
War II as sales representative, and 
lately, district sales manager, Mr. Dick- 
son was with Westinghouse Electric 
Corp. in Atlanta before the war. 


Upson-Walton Names 
New District Managers 


‘The Upson-Walton Co. has ap 
pointed Raymond J. Considine as 
district manager of its New York 
ofice and H. B. Korman as manager 
of its Cleveland district. 

Mr. Considine has been with the 
firm 13 years with the exception of 
World War II Marine Corps service. 

Mr. Korman, in Cleveland, suc- 
ceeds Herbert Roesinger who has re- 
tired after 17 years with the firm 


Salesmen Added 


[he company has added two new 
salesmen in the Cleveland district. 
Frank M. Pratley will cover the north 
eastern part of Ohio and Frank J. 
Samsel, the north-central part of the 
state 





GASOLINE MORE EXPLOSIVE 


It seems harmless enough when used 
in the family car but gasoline, com- 
pletely vaporized and mixed with the 
right amount of air, has the explosive 
force of 1412 times its weight in dyna- 
mite, Electrical World, McGraw-Hill 
publication, says. 














Republic’s Supply Manager 
Warns of Competition 

‘Anyone who was not in sales Wells offers you 
prior to 1940, has never had the neces 


sary experience of selling in fool-proof blade 


Market. They will have t 
quickly if American indust t e ° 

meet the stiffening competition of { : tensioning ee°e 
ign manufacturers both here : 

ibroad.”’ 

So members of the Los 
Chapter of The Nomads we ( 
cently by Robert E. Temple, indust: 
sales manager for the Republic dup | te : ‘ 
ply Company of California, Southern blede ee ae yao ogg 
Division. The Nomads is an organi pes , ] rary ny Rng army a © 

bie...» gill ode with blade tensioning. 
zation of business associated with The 
National Oil Equipment Manufac 
turers and Delegates Society, all 
whom have qualified for membershi 
by sales work in a foreign countn 

Mr. Temple said the war vears and 
the postwar period to the present ha 
not posed any great selling problem 
for American manufacturers. Demand 
has been so steady that sales depart 
ment activities have been aimed n 
at service than persuasion 

That picture is changing fast 
p inted out, and those who 
to offer American products to 
buyers, will not only have t 
sales resistance on account 
shortages, but actual comp 
from foreign producers who a1 
ing American sales method 


own selling problems : on Wells 


Temple cited a recent annou 
ment in Time Magazine that Gen NOW IT IS POSSIBLE to maintain 
Motors-trained Heinz Nordhoft ho No. 5, No. 8, No. 12 a constant blade tension on Wells 


took over the German Volk ren cut-off saws. You can replace or 
plant after the war, is now b ng and Model 800 change the blade any number of times, 
tth against our American Big re yet quickly and easily duplicate the 
in the low-priced automobile field correct blade tension. The new device 

O. W. Morgan Jr., of Falcon Prod cut-off saws is standard equipment on the models 
ucts Inc.., Pomon 1, Cal., was chairmar listed above. Simply turn the tension hand 
of the meeting wheel until the fixed and moving indices 
coincide. At this point the blade tension is 
correct regardless of a variation in the 


nas length of the blade. 
OF WELLS SAWS AVAILABLE 


WITH BLADE TENSIONING 





At left is a close-up of the new Wells 











r 
‘ 
' 
' 





The incorporation of this blade tension- 
ing device into Wells Saws eliminates the 
CAPARINY guesswork in blade tensioning. It means 
Rectangular Rd. Dia. longer blade life and better cutting. Only 
Wells Manufacturing Corp. offers you this 
remarkable advancement in horizontal 
metal cutting band saws. 








MODEL 





No. 5 5” x 10” ata 
No. 8 8” x 16” 8” 


No. 12 12” x 16” 12%4” 
800° 8” x 16” 8” Ask your Wells Distributor to give you 


i ati wri oO scriptiv 
SGesigned Gor 0” wide blades ond ep full information, or write for descriptive 


proved for use with new high speed literature. 
steel blode. 

















“The Proneers of Horizontal 


_. METAL CUTTING 
wT ee Gen tee BAND a. AWS 
i Indianapoli fects t tat WELLS MANUFACTU 


Iness 606 ADAMS STREET, TH 
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IN °54—AS BEFORE 
Atkins Pledge 
to the Industrial Supply 


Distributor 


Four main factors govern Atkins sales policy on the items sold PACIFIC NORTHWEST will _ be 
served by this new San Francisco ware 


ough distributors: : ‘ 
thr ugh listril tors house of American Chain & Cable ¢ 


@ Atkins-Brand products shall be sold through Atkins- : 2. - 
"Se ; American Chain Enlarges 
Brand Distributors, each one formally appointed by 


, . , : ; San Francisco Offices 
Atkins as a dependable representative of industrial dis- , . 


tribution. American Chain & Cable Co. has 
moved its San Francisco office and 


Sales potential will always govern the number of Atkins- warehouse to new, larger quarters at 


Brand Distributors within any trading area. Greater 890 Tennessee St., about two miles 


from the center of the city 

aside Phe 24,000 sq. ft. building includes 
our objective. storage and service facilities, with 
Atkins-Brand representatives will work exclusively for ibout one-fifth the space in offices 
the benefit of Atkins-Brand Distributors. Whether work- Company officials say it will provide 
* ; We * : . better service for expanding industries 
ing alone or with distributor’s men, this will hold true en Mati Dies” te tens: a 
in all consumer contacts. railroad spur and truck loading plat 
Quality, a hallmark of the Atkins’ name for almost 100 form and modern materials handling 

ee a ° . . . equipment. 
years, will be rigidly maintained at all times, improved The warchouse will stock wire rope, 


whenever possible and controlled constantly with all cable, chain. iutomotive equipment 
welding rods and other commodities 


volume through the fewest practicable outlets shall be 


possible care and accuracy. 
for immediate shipment, it was an 


7 — , , . nounced. Also it will expedite ship 
Through these principles, a healthy relationship between Atkins ment of other company products such 


and Atkins-Brand Distributors will always exist. Now and through is hoists, lawn mowers and valves 
the years, this relationship will be strengthened greatly by Atkins’ C. R. Mendelson is manager 
position as a Division of the Borg-Warner Corporation. 





O 


fad 


Le, 


ATKINS gq 


ATKINS SAW DIVISION + BORG-WARNER CORPORATION | Sé-Suet 


INDIANAPOLIS 9, INDIANA LUNCH HOUR~—but Fred L. Le 


Feber, Kenneth J. Galm Co., Inc 


Indianapolis, pauses for the camera 
| 
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Mr. Distributor-why does ~ ) 
this packing outwear others ~ p~— 


in cold liguid service 7 


Packing 
of the Month 
J-M Navalon 


J-M Navalon gives more value 
because it outwears other high- 
quality packings in cold liquid serv- 
ice. It contains more lubricant to 
start with and retains more lubri- 
cant in service ... resulting in less 
wear on equipment. Navalon has 
other unique features, too. Its 
strength actually increases when 
wet. And it resists rot, because it’s 
made of ramie, nature’s strongest 


JM 


PROC s 


p 


Because J-M NAVALON 
contains and retaine 





y 





more lubricant / 


Johns-Manville Distributors 
sell more by giving customers 
more value in packing 


fibre... resulting in better customer 
satisfaction, and more frequent 
reorders. 

That’s why Navalon is widely 
used to seal against fresh or salt 
water, brine, cold oils... and many 
other cold liquids. It has an excel- 
lent record of service on pumps, 
elevators, accumulators, reciprocat- 
ing rods and plungers, stern tubes 
and rudder posts of ships. Available 
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in full range of sizes, in styles 190 
and 245 for industrial use, style 175 
for marine use. 

J-M National Advertising 
reaches packing users everywhere, 
refers them to the local J-M Packing 
Distributor. For more details and 
additional copies of this advertise- 
ment, write Johns-Manville, Box 
60, New York 16, N. Y. In Canada, 
199 Bay Street, Toronto 1, Ontario. 


Johns-Manville PACKINGS & GASKETS 





Weatherhead Ermeto Connectors serven 
lubrication and injectio ystem n this 
3440 h.p. Nordberg diese! engine ot 


working pressures up to 9000 psi 


— 
— 


Weatherhead hose and coupling assem 
blies link this Van Normon grinder to ‘its 
Vickers power unit. Replacements are 
readily made from stocks of bulk hose and 


matching couplings 


“S bai 4 


: 4 hr a 


Weatherhead Brass Fittings connect air 
,lines Ti iis) Mtl 07 lislile ie al lalate iil iialiate lL) ig 
Company's Lakeshore Steam Power Station 


Cleveland, Oh 
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Do You Get All This When You Buy Hydraulic Connectors: 


QUALITY MATERIALS AND 
MANUFACTURE? 


PROGRESSIVE PRODUCT 


|| SIMPLIFIED ORDERING AND 
INVENTORY? 


| FIELD ENGINEERING 
DESIGN? SERVICE? 


THOSE WHO BUY WEATHERHEAD DO! 


There’s proof of quality in the fact that Weatherhead serves 
the foremost names in American industry. To maintain these 
high standards, Weatherhead laboratories exercise rigid 
control over materials...Weatherhead production engineers 
stress painstaking care in manufacture . . . Weatherhead 
designers work constantly to improve our products. 
Because Weatherhead lines are complete, you can order 
from a single dependable source, simplifying both purchas- 
ing and inventory. What's more, there’s an experienced 
Weatherhead field engineer ready whenever you need him to 
help you take advantage of all that Weatherhead offers. 
ERMETO?® is the original flareless fitting. Made for high and 
low pressures, Ermeto gives you leakproof connections in 
30 seconds. There's no flaring, threading, welding or 
soldering . . . the only tool you need is a wrench. 
WEATHERHEAD HOSE AND REUSABLE COUPLINGS, 
carried in stock, let you make fast, easy, on-the-spot repairs 
to cut downtime. Common bench tools are all you need 
and couplings can be used over and over again. 
WEATHERHEAD BRASS FITTINGS are machined from 
extruded stock. That means they’re equal to forgings in 
strength. Large, flat wrench pads simplify installations. 


Have You Saved with HOSELINKS? 


If your products or processes call for 
standard hose assemblies in quantity, 
don’t overlook the opportunity to save 
with Weatherhead HOSELINKS. These 
factory-made assemblies with perma- 
nently-attatached couplings are available 
on order in any quantity. Pressure-tested 
for leakproof service. 


Want the Facts? 


Weatherhead catalogs offer complete data 
on sizes, types, and application tech- 
niques ... make valuable additions to 
engineering and purchasing files. Write 
today for Ermeto Catalog E-1457, 
Industrial Hose and Reusable Couplings 
Catalog H-1451, or Brass Fittings Catalog 
F-1456. The Weatherhead Company, 
Dept. 1,300 E. 13 1st St., Cleveland 8, O. 


WEATHERHEAD DISTRIBUTORS CARRY COMPLETE STOCKS FOR FAST DELIVERY 


W/ 2 PZ QU ZAD 


This trademark a) appears on every make of car, truck, bus, and tractor @) on equipment for machine 


tools, diesel and hydraulic applications @) on equipment for instrumentation, oil drilling, mining, road 


building ) for aircraft, railway, and marine engines AW) for LP-Gas and anhydrous ammonia control 


equipment @W) this symbol represents more than 1500 products made by Weatherhead . . . 


YOU’RE AHEAD WHEN YOU SPECIFY WEATHERHEAD 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills... three different tool bit 
grades ... slitting saws . . . cutoff blades .. . key- 
seat cutters ... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 


vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 


Sy! evervtninc IN STAI CUTTING TOOLS” 


ae WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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NEW BRANCH of The Black & 
Decker Mfg Co. serves Kentucky 


Black & Decker Opens 
Two Southern Branches 
Ihe Black & Decker Mfg. Co. has 


opened new branch offices in Louis 
ville, Ky., and Birmingham, Ala. 

The Louisville branch will serve 
Kentucky and southern Indiana. It is 
located at 4001 Crittenden Drive, 
about three miles south of the center 
of town. 

Ihe one-story brick building 
2,800 sq. ft. and has a parking | 
contains both a sales office and ser 
department as well as stockroor 

Richard G. Armstrong is manager 

Located at 1717 Third St. South, 
the Birmingham office will serve cus 
tomers in Alabama and central Ten 
nessee. Similar in construction to the 
Louisville branch, it also has a parking 
lot and complete service department 
J. W. Rimmer is branch service man 
ager. 

Black & Dex ker now has 
sales and service branches in the 
ind Canada 





CASUAL OFFICE WEAR 


Casual wear in the office is now 
“official procedure” for hot Summer 
days and may mean relief if this year 
brings a torrid heat wave as last one 
did, Factory Management and Mainte- 
nance, McGraw-Hill publication, says 
Hint comes from the Post Office De 
partment in New York. Executive 
Order H-587 instructs “outdoor” em- 
ployees to “remove the necktie and 
open the shirt collar . . . when the 
temperature reaches 80.” The “inside” 
employees were directed to wear short- 
sleeved shirts without neckties until 
Labor Day. 














ACCESSORY 
EQUIPMENT 





HOIST TROLLEY 





HOSE TROLLEY 


CHAIN BASKET 


% This Ad working for YOU 
in leading industrial publications. 


HOIST 


Faster. ee Zuieter. -- wide speed range, 3 
sizes. 
300 Ib.—lift rate 75 ft. per min. 
500 Ib.—60 ft. per min. 
1000 Ib.—40 ft. per min. 


Smaller. -- one man can easily install. 


Safer. -- no spark hazard .. . betters all safety 


requirements. 


Wore Useful. -- Saves time and labor for 


shipping docks . . . heat treating departments 

. refineries, chemical plants and plating de- 
partments... machine shops and foundries... 
appliance, furniture, textile, automobile and 


aircraft assembly lines . . . stock rooms. 
SEE YOUR ARO DISTRIBUTOR 


The Aro Equipment Corperation, Bryan, Ohio 
Offices in All Principal Cities 


in Conada—Aro Equipment of Coneda, itd. Toronto, Ont 


AIR HOIST 


Also... Air Tools . . . Lubricoting 
Equipment . . . Aircraft Products . . . 
Grease Fittings 


The Aro Equipment Corporation, Bryan, Ohio 


Please send full details on the new ARO Air Hoist, without obligation. 


Nome 





Company — 





Street 





City 
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tackle blocks 


James R. Douglas 


Permacel Tape Names 
Sales Personnel Manager 


GET THIS EXTRA STRENGTH James R. Douglas has been ap 


pointed sales personnel development 


AT NO EXTRA COST! manager by Permacel ‘Tape Corp 


Recently assistant industrial sal 


Usual — Upson-Walton’s manager at the firm’s home office in 
om Si ae New Brunswick, N. J., he will now 


"Single. . 200 ibs. 265 Ibs. idminister the company’s continuing 


’ Double . 300 Ibs. 400 Ibs. program of sales personnel training 
aa + 400s, = 540 Is. Mr. Douglas started with Permacel 
a: ; rode A wg in 1944 as a senior salesman in San 
‘Triple . . 700 Ibs. 925 Ibs. Diego. He later went to Los Angeles 
' Single. . 500 Ibs. 675 ibs. is industrial specialist and in 1951 be 
"Double . 750 Ibs. 1000 Ibs. é rea a et Ae ceeaeeins 
‘Triple . .1000 Ibs. 1325 Ibs. came Southern Pacific field manage 
" Single . . 1000 Ibs 1320 Ibs. 
* Double . 1500 Ibs. 1900 Ibs. 
' Triple . . 2000 Ibs. 2640 Ibs. 
’ Single. .1500 Ibs. 1700 Ibs. i is Se ‘ ; 
; Dosble. 12000 Ibs, 2573 Ibe Illinois Scholarships 
Weiple . .2500 tes, 3000 ihe. Scully-Jones & Co. has established 
Single. . 1700 Ibs. 2200 Ibs. } hol } t 1] ¥ rf 
Double . 2450 Ibs. 2850 ibs. , ee oe = ier-tealliegs- 
' Triple . .3200 Ibs. 3500 Ibs. stitute of ‘Technology for an outstand 
" Single. . 2600 Ibs. 2750 Ibs. ing student in the mechanical or in 
oe woo 2 poo eg dustrial engineering fields 
3000 Ibs. 3000 Ibs. Named for J. A. Scully, founder 
. 3750 Ibs. 4600 Ibs of the company, it provides $250 in 
” . 
12" Triple . . 4500 tbs. 5400 ibs. tuition per year for study in the 


junior and senior vears 


www 


Scully-Jones Gives 


4’ 
4 
4 
5! 
5 
5! 
6 
6! 
6 
7 
7" 
7 
8 
8 
8 
0 
0 
0 
2’ 


Upson-Walton wood blocks not only have 
extra strength but also outstanding eye 
appeal... with clear-lacquered hardwood 
shells and contrasting green 
enameled steel parts. See 
your distributor for efficient 
service from stock. Write for 


free catalog. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e¢ CLEVELAND 11, OHIO : 
. - NEW OFFICE in Detroit has been 
New York . Chicago * Pittsburgh opened by Scully-Jones & Co. on James 
Couzens Highway to serve 14 Ohi 


YOU CAN DEPEND ON UPSON-WALTON’S LONG EXPERIENCE—ESTABLISHED 1871 ind Michigan counties 
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W. A. Case & Son, Buffalo, 
Buys Murray W. Sales & Co. 


\ 


00, Mr. Higinbot! 
Mr. ‘Tifft will re 
f Murray W 





Donald E. Thal 


Link-Belt Names 
Central Pacifie Head 


Donald E. Thal ha 


il general manager « 


n of | nk Bel 
in San Fran 


sal nana 


nt 
npany Sal 

ies in th t 

fic Division. With 


1936, he has sen 


ering department 
ints in Chicago, § 


Robertshaw Opens Plant 
Robertshaw-Fulton 
ypened a ne\ 
miles 
firm has taker 
" $75.00 ) pla 
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Attention Riggers! 

Here’s a complete line of dependable 
jacks for every lifting, lowering, 
or pushing job 


5 TONS 10 TONS 15 TONS 20 TONS 
(No. 516 MT) (No. 1022) (No. 1522) (No. 2028) 


~ 4 Every Duff-Norton Ratchet Jack is guaranteed at full 


capacity for loads applied to either head or foot lift! 


Regardless of the job at hand, whether it’s skiddingad 
piece of machinery : 





sac! 
ng industrial magazines 
RTISED in leading ine _ 
- — u make is 4 prospect for Duff-Norto 
Every call yo 


-eivable 
very concelva 
Jacks because jacks are — here! All you have 


s tell people 
has or can 


i he world’s 
i i ture regarding t 
+ = sound jacks. Ask Mien BOW ste 
Manufacturing Co., P. O- — ns pate 
Deon, Pe Canadian Plant, Toron i 
burg " » « 











‘loronto 6, Ontario. 


—— any 
~—rovurgn 30, Pa. Canadian plant 


MAY, 1954 





PRODUCTION by such ultra-modern facilities os this battery of 
huge heuters ond blowers which control the humidity and heat which 
gives Michigan Abrosives their superior PERFORMANCE QUALITIES, 


why Michigan’s 
distributors are 


selling more than . 
ever before!... 








ou uulmalanmliety LAL ecu) dil Lo. 


sives ore 








PLANT where Michig Re ted 


ms why Mich 


sc > 


price:plant: production:performance:polic 


«+. the unbeatable combination for bigger volume and greater profits as competition gets tougher! 


- 


PRICE—right where it has been for years, even in the face PERFORMANCE—the matchless kind of quality— 
plus the “‘personality”’ of Michigan Abrasives’ distinctive 


Red Coat—which enable every distributor salesman to 
prove by test its superior cutting abilities. 


of rising material and labor costs. 


PLANT—the most modern, single-purpose, coated ab- 


rasives manufacturing plant in the world! 
POLICY—conceived to give every one of Michigan’s 


distributors complete protection, high profit and low 


PRODUCTION—sreat volume from unmatched preci- 
capital investment. 


sion-coating equipment and enormous specially-designed 
blowers and heaters, to the standard cutters and splicers 
—and producing an absolutely complete line of all coated 


abrasives. 


A few good territories still open. A phone call or airmail letter 
will bring complete Distributor-Deal information! 


MICHIGAN ABRASIVE COMPANY 


WILLE 


RED-COATED 
ABRASIVES 


‘The Humidity Controlled Abrasive’ 


, ' a . 11900 E. EIGHT MILE ROAD 
The Line that gets stronger as competition gets tougher DETROIT 5, MICH. + Phone LAkeview 7-2050 





William J. Holtmeier 


Chicago Wheel & Mfg. 
Names Representatives 


Chicago Wheel & Mfg. (¢ 
pointed W. J oltmeicr 
York Cit to repre 
York City, Great 
New Jerse\ 

Willian 
the firm, 
ence in ft 


ble too 


Electro Refractories 
Elects Vice-President 


R ( lvde W olfgong Cll 


manager of Electro Refractor 


Abrasives Corp., has been promoted 


vice-president in charge of sal 

He will assume supervisi 
domestic and foreign 
retaining the duties he¢ 
sales manager. With 
1941, he became sak 
company’s abrasive divisio 
ind general sales Manage! 
Previously he was with Arm 
Corp. and Great Lakes Sales Cor; 

[he company has named G 
Michie, a vice-president since 
to the new post of direct 
relations 

Mr. Mitchie will wider 
the firm’s public infor 
ind will undertak« 
gram for new produ 
preparation of dirt 
mvention exhibits 


itions 





NEW USES FOR TV 


A Houston jail installed $45,000 
worth of industrial television equipment 
to watch inmates, reports Electronics 
McGraw-Hill publication. In California 
two utility companies installed TV to 
keep an eye on their boiler furnaces 











2 precision tools in J... 
first, i: . 


fel ge Ley — 
screw driver 


then, it’s a 
fel ge LUT 
wrench! 


What an advantage you have when you stock 
the Apco Torque Tool line! This company 
has a solid reputation for reliability, which 
it has guarded jealously over the years. But 
over and above that... Apco is an aggressive, 
sales minded organization which gives you 
tools with real sell-ability. 


tical, stand-off position. Available 
in 13 size ranges — in inch grams; 
inch ounces; and inch pounds. 
Stock these versatile Apco Moss- 
berg tools that are so easy to sell; 
so hard to sell against. Write to 
Apco Mossberg today for descrip- 
tive literature on the complete line 
of high quality Apco automotive 
wrenches and original equipment 
tools. There is no obligation. 


The torque driver illustrated 
above is a good example. Use it 
with a bit for driving screws where 
tension must be measured accur- 
ately. Change from bit to socket 
adapter, and this flexible tool be- 
comes transformed into a preci- 
sion wrench for tightening any nut 
up to 100 inch pounds. What’s more, 
it offers the extra advantage of get- 
ting into tight quarters from a ver- 


APGO MOSSBERG 


COMPHNY 


ATTLEBORO, MASS. 
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Branches 


NEW foots "SURE-GRIP” 


flexible couplings 


feature interchangeable hubs 


Another ‘‘plus’’ value for Distributors, this new ‘Suré-Grip"’ Cou- 
interchangeable hub. You can 


pling features the completely-split 
now meet nearly all of your customers’ requirements, yet carry 
fewer coupling sizes in stock this means easier stocking and 
lower inventory value (For you). Incidentally, if you already carry 
Wood's ‘Sure-Grip’’ Sheaves, the same hubs can be used both with 
the sheaves and the flexible couplings 

The coupling itself consists of two high strength cast iron flanges 
with lugs cast integrally and accurately machined for balance 
Either Neoprene or leather inter- 


Sizes 


Plastic hard coating prevents rust 
mediate discs furnished according to operating conditions 
4 to 


from 10 inclusive 


Write us and ask about our interesting Dealer proposition 


PENNA. 
Dallas, Tex 


CHAMBERSBURG, 
Cambridge, Mass., Newark, N. J 
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Cc. M. Weber 


Philip Carey Names 
Department Manager 


The Philip Carey Mfg. Co. has ap 
pointed C. M. Weber as manager of 
its Careyduct Department 

Formerly manager of the 
pany’s Careystone Corrugated Depart 
ment, he has been with Philip Carey 
since 1929. For a short period he was 


Bid 1h \\ ilker 


com 


general manager of H 
Co., Detroit. 


NEW REEL is given a whirl by 
W. D. Callan, The Philip Carey Mfg 
Co., at his recent retirement party 
L. W 
him with the 
been manager of Careyd 


ment many year 


Clark, vice-president, presented 

tackle. Mr. Callan ha 

Depart 
| 


GOLF A LA GEIGER 


One golfer, at least, has eliminated 
the search for lost golf balls, reports 
Factory Management and Maintenance, 
McGraw-Hill publication. An engineer, 
whose game is plagued by a bad slice, 
applies a spot of radioactivation to his 
golf balls, then locates them with a 
portable Geiger counter 





Watkins’ Annual Show Why industry 


More than 1,800 customers at 


tended the recent eighth annual show 
of Watkins, Inc., Wichita, Kan., al uys 


though the worst storm of the yea 


struck the afternoon pre eding it 
More than 70 manufacturers partici 
pated during a two-day period 

All roads 50 miles west of Wichita 


were blocked by the storm which TRADE MARK 
struck in Western Kansas, Western 
Oklahoma, Eastern Colorado and the« 
panhandle of ‘Texas 
Prizes were presented to 140 visi 
tors, who consumed 110 gallons of 
coffee and 295 dozen doughnuts 
lhis was the first annual show to be 
held by the company since it has o¢ 
cupied its new wing at 711 West 2n 
St. According to Watkins officials, Phataaneilh dniaten 
the 1954 show was heartily endorsec % Propertioners, im 
by both customers and manufacturers 
as the most effective in the firm’s 
history 


] 


Borg-Warner Division 
Makes Plastic for Pipe 


Borg-Warner Corp. entered th 
plastic field recently with a new multi 
purpose resin that company official 
say can be used for plastic pipes and 
other industrial products wh 
ness 1s important 

Marbon Corp., a Borg-Warner sub 
sidiary, produces the resin, called C\ 
cola 

In this pneumatically controlled regulating unit, an ANGLgear is used to convert 


the horizontal power drive to a vertical plane. The rotation of the shaft is 


Ohio Representative transmitted in a 1-1 ratio. 
Named by Disston 


Henry Disston & Son Hagineers and designers are interested in 
. : LOW COST, 


pointed William Gormley to represe1 ANGLgear for several reasons — it’s compact HIGH PROFIT 


the company’s Industrial Sales D 
sion in 14 counties in northeastern ee — 
: ist price on sma 
Ohio with headquarters in Cleveland 

. any operation. And there is one other big 
\ former industrial distributor sales E § model, R-300, $19.50; 
man, he has been in Disston’s Indus 
s Divisio; *hiladelphia for : 
trial S =< iE ion in Philadelphia for time and money that would otherwise be spent 
1 number OTF VCars 


and powerful, and can be utilized in virtually 


reason .. . the units are inexpensive, save the and on Model R-330, 
$39.75. 

Distributor discount is 
30% on lots of six or 
potential market is as large as the industry in — 


designing a homemade power take-off. Your 


your area. There may still be a territory near than six. 


ou that is open. Write us 





I — 


ne — 


—_- —- -»——__ __ 
A a - 
c =” — 


ACCESSORIES CORPORATION 
HILLSIDE 5, NEW JERSEY 





William Gormley 
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* 
*K LEADERSH i i JOEL A. PITTS retired recently after 
] 


more than 38 years with The Electri 
Storage Battery Cx He sold from th 


can’t be Perey es] (-te ( hi igo branch 





E. J. Bernau Made 
Cancer Crusade Chairman 


Edwin J. Bernau, Chicago branch 
manager for Black & Decker M[g 
Co., will serve as chairman of the 
machinery and manufacturers group in 
the heavy industry section of th« 


‘ Sc I SUI 0 ITTCC OI the 
only AERO-SEAL Hose Clamps Jo Rade sp She “rans a 


Society, Illinois Division 





have these proven features: As chairman of the group, M1: 


Bernau will direct a staff of 25 men 


*Precision worm gear drive that’s really in soliciting $21,000, their share in 
precision. Tightens band evenly all around the section’s $41,000 goal. M1 
*Won’t shake loose when tightened. Withstands Bemau's acceptance of the volunteer 
7 post marks his first work with the 
air-hammer vibration. Try the others on such tests Cancer Crusade. Active in commu 
*Threads of worm engage DEEPLY nity events, he has worked with Red 
in precision-made band slots. Wiggle the Cross and Community Fund drives in 
gear — see how tight it fits — won’t rattle Wilmette, Ill 
*Removable with a twist of the wrist. Clamp 
is undamaged — re-usable again and again. 





Jobbers know this: 


Established market acceptance and demand are 
worth more than extra discounts. It’s 
TURNOVER that makes faster profits, and 
that’s what AERO-SEAL assures you! 


DELEGATION OF FIVE from Har 
PRECISION WORM DRIVE ris Pump & Supply Co., Pittsburgh 
toured the plant of Holo-Krome Screw 


HOSE CLAMPS 
read MARR sone Showa va Guan : Redl id Low 


C. Miller, James J. Bothwell, Howard 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. J. Ekedahl and Albert H. Jergel 
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hich ts the CéeCap ? 


me) Sek 


...the outsize one 


that nobody else makes 


One of the advantages CleCap distributors enjoy is the 
knowledge that when a customer wants some of those 
BIG cap screws, the chances are 9 out of 10 we can 


ship them the same day. 





| 
| 


| cnn [a 


Ferrous and Non-Ferrous 


Hex Head Cap Screws — Bright and High Carbon 
Heat Treated Steel, Brass, Silicon Bronze, 


Stainless Steel; 4” 2 dia 


to 2 A” 


Socket Heat Cap and Set Screws— Plain and Knurled 
%” to 1%” dia. Also Flat and Button Head Styles. 


Flat Head Cap Screws: 4” to 1” dia 
Fillister Head: 4” 
Set Screws—Square Hoad: 4’ 
Milled Studs: 4” 
Place Bolts: 4” to 1%”. 

Structural Bolts to ASTM Specification A325 
Tractor Bolts 


Special Hot and Cold Headed Parts 


to 1%” dia. 


to 1%” dia, 


to 1%” dia. 


Facilities to make larger diameters than listed, 











Pr 


: oy wee. 
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‘NAN ANAANAA 


CleCap makes ’em from 4” to 2” diameters, any 
length required—ferrous and non-ferrous—and we 
stock a lot of unusual sizes, nearly 10,000 different 


items last count. 


That's another reason for dealing with The cap screw 
specialists of the country. You also get unbeatable top- 
quality fasteners . . . PLUS a CleCap crew that has a 
long-made rep for “busting a leg”’ 
want at the right time to keep customers happy. 


to get you what you 


What happens to your profits when late deliveries result 
in cancelled orders? Put your cap screw needs up to 


CleCap... and relax! 


The Cleveland Cap Screw Co. 
2931 EAST 79th STREET * CLEVELAND 4, OHIO 
VUlcan 3-3700 TWX CV42 


Warehouses: Chicago + Philadelphia « New York « Providence «Los Angeles 


Originators of the Kaufman os Process 
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JEFFREY 


” transmission parts 
for perfect 
performance 


Modern conveyors demand perfect performance from 
even the smallest part. That’s why Jeffrey’s smaller 
replacement parts—like Jeffrey heavier equipment— 
are all masterpieces of precision and design. Each is 
made of the best metal for the service, properly 
treated and formed for accurate balance, close toler- 
ance, smooth surfaces and long, trouble-free service. 


Your conveyor replacement needs can all be met from 
one source—Jeffrey! Most parts are now in stock, 


ready for immediate shipment. 


Write for technical literature 


. JEFFREY SHAFT COUPLINGS: Pin and Belt Flex- 
ible Type ... Flanged ... Oldham Type. 

. JEFFREY SET COLLARS of the accepted safety 
type: Split or Solid Cast Iron... Solid Steel 
machine faced and bored true. 

. JEFFREY HOLDBACK, Friction Type .. . also 
Differential Band Brake, Silent Ratchet Safety 
Lock and Solenoid. 

. JEFFREY DS TAKEUP with Babbitted Bearing 
also Ball, Roller or Bronze Bushed . . . self-aligning 
... positive adjustments. 

. JEFFREY PILLOW BLOCKS are available in many 
types and sizes: Solid or Split Journal . . . Hollow 
Dowel . .. Babbitted Anti-friction Roller Bearing 

various flanges. 


EF FR Bey unvracturine co. 
yy Columbus 16, Ohio 


BELT IDLERS—oill types © PULLEYS © GEARS © TAKEUPS | sales offices and distributors 
SHAFTING © SET COLLARS © DRIVE CHAINS © PILLOW BLOCKS in principal cities rd 
SPROCKETS © COUPLINGS © HOLDBACKS © BELT CLEANERS 

YU PLANTS IN CANADA, ENGLAND, SOUTH AFRICA 


INDUSTRIAL DISTRIBUTION © MAY, 1954 





FALKING over meeting 
W Skee” Archer, sales 
ton Supply Co., Atlanta 


Snellgrove, Jenkins Br 





Stronghold Pacific Named 
“Olympic Screw & Rivet” 


The Stronghold Pacific Corp 
changed its name to Olympic Scr 
Rivet Corp. 

S. R. Maness, president, said 
new name iccurately identih 
the company with its products. ‘The 


} 


INOTC 


firm produces headed and threaded 


; , 
products including blind fasteners 


screws, bolts, rivets, and sp 


fasteners 
Name Sales Executive 


Ray J. Schwab has been name 
sistant sales manager of thi rpol 
tion’s blind rivet division 

Formerly with E. H. Stau 
Schwab was also for man 
Cherry Rivet Co. 
craft sales and branch 
Cherrvy’s Chicago office 

He has also worked for 
craft manufacturers and \ one 
time Long Island Division sales man 
wer for General Electr Con 


~ 


IS spe 





HOTEL-TAILORED TV 


Two novel uses for television were 
recently employed by a Chicago hotel 
according to Electrical Merchandising, 
McGraw-Hill publication. One camera 
was focused on the clerk’s desk, and 
was connected to TV sets in visitors 
rooms, enabling them to see any per 
son calling them on the lobby tele 
phone. Another camera was located in 
the hotel food shop so that guests 
could see what the chef was preparing 
for dinner without leaving their rooms 











MACHINISTS’ 
VISES 


SARRLEAREAAAARS 


Any man who works with metal will quickly recognize the 
functional contours of a Reed Machinists’ Vise. . . with its 
semi-steel castings heavily sectioned at all stress points, yet 
permitting maximum accessability to the work. All internal or 
working parts are equally well-designed and precision-ma- 
chined to insure rock-like solidity, easy operation and long life. 
That's why Reed Vises ‘‘carry the load’’ under the most severe 


conditions. Check these features : 


1. Adjustable front end bearing insures 
accurate alignment and eliminates lost mo- 
tion throughout the life of the vise. 


2. Hardened alloy steel jaws can never 
get lost, loose or broken because they are 
welded in the casting process into a per- 
fect, permanent union. 


3. Heat-treated carbon steel screw... 
accurately machined for maximum bearing 
surface and long life . . . insures strength, 
stiffness and easy operation. 


4. Alloy steel vise nut is milled to limit 
gauge and fits into an accurately machined 
V-slot in body ... to insure perfect align- 


ment, less stress and longer wear. 


5. Corrugated clamp bolt fits into cor- 
rugations in base plate to permit easy, 


solid clamping. 


6. Quick, positive provision for taking 
up longitudinal play in the main vise nut. 


Remember, In a vise or pipe tool, if it's a REED... 


it's RIGHTS 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA e« 
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A HAMMER 


Introducing NEW 


WY 


SOFT-FACE 
HAMMERS 


SG siodes of 
Hardness for 


All Types of Work 


Outwears Other Types 
of Soft-Face Hammers 


Volume Buildow 
with o BIG 


Every one of your customers 
needs these efficiency tools. Not 
just one or two—most will want 
a whole assortment as they find 
out how IDEAL Cush’N-Blo 
Hammers outwear and outper- 
form every other type of soft- 
face hammers. 


SELL THEMSELVES. All you 


REPLACEABLE TIPS 
of Super-Durable Plastic 


= 
= 


have to do is put a Cush’N-Blo 
in your customer’s hands. He'll 
see for himself how it enables 
maximum impact with less effort 
because there is no rebound or 
sting. Cush’N-Blo Hammers are 
SAFETY approved. Spark-proof 
and chip- proof, they will not 
mushroom under the heaviest 
blows, can be used on finely fin- 
ished surfaces, electrical equip- 
ment, precision machines. Tips 
can be used in any combination, 
can be replaced or changed in a 
jiffy—which means profitable re- 
placement business for you. 


* 


CASH IN ON THE HOTTEST LINE IN HAMMERS—ORDER TODAY 


FOR EVERY 


5 Diameters 
14 Weights 


Regular or 
Shot Loaded 


Send 


Name 


IDEAL INDUSTRIES, Inc. 
1000 Park Avenue, Sycamore, Illinois 


me complete data and prices on IDEAL 


Cush'N-Blo Hammers 


Company 


Address 
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L. R. JONES, president of Jon 
ware Cx Long Beach, Calif 


maul 


Hard 





Three Representatives 
Named by Carboloy 


Carboloy Department of General 
Electric Co. has appointed two new 
representatives in the companys At 
lantic District and one in the Midwest 

Robert M. Pozzo, 
1952 from the Ci School of 
Mines, has named sales repre 
sentative at Atlantic District he idquat 
ters, Newark, N. J. Robert Drake 
formerly with Thompson Aircraft Co 
ind Eaton Mfg. (¢ hani 
cal engineering graduate 
Universitv, has 
Atlantic District field sales representa 
tive, attached to the Philadelphia sales 
headquarters. 

Joseph C. Betts 
representative spec 
permanent magnets in Michigan 
Ohio, with headquarters in Detroit. 


sraduated in 
lor lo 


been 


ind 
from (¢ 


ippointed an 


1 Tes 
1] 
OTC! 


peen 


h iS been n imed 


sales ializing in 


ind 





GEORGE TREACY, JR., president, 
Mid-Island Supply Co., Long Island 
Cite. NH. I. about a 
story he’s just read in INpusrriar 
DisTRIBUTION 


makes a point 





WHAT DOES FIRTH STERLING OFFER YOU? 


( ANSWER NUMBER 3) 


UNBIASED 
RECOMMENDATIONS 


Producing tools and fo¢ ! materials for the cutting, shaping 
and forming of metals is major business at Firth Sterling. 
Hence, capacity to serve you best necessarily embraces 
“full line tooling” . . . high speed tool steels and tungsten 
carbides, or both as needed. 

So, you can count on unbiased tooling recommendations 
when you make Firth Sterling your one source of supply 


for complete shop tooling needs. We have no axes to grind! 


What are the advantages to you? 
1. An integrated tooling program that saves you money 
by matching tools to applications, without temptation 


to apply more expensive tools than may be necessary. 


. Improved production from wider selections. A choice 
of 97 different grades of high speed steels and tool and 
die steels and a dozen grades of carbides in everything 
from die nibs to an almost unlimited selection of standard 


and special carbide tools and tips. 


. The purchasing economies inherent to buying from 
one source of supply instead of from several. 

. The finest “packaged” tool line today for easy handling, 
stocking, identification in the tool crib, and inventory 


control. 


. The consistently high quality assured by 64 years of 
leadership in development of special purpose steels and 
24 years of pioneering in carbide and powder metal- 


lurgy applications. 


Makes sense doe sn’t it? ( all a Fir th Sterling representative. 


Firth Sterling Stands for Metallurgical Achievement—Past, Present, Future 


Firth Sterlin 


—Inc— 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


OFFICES* AND WAREHOUSES: BIRMINGHAM* CHICAGO CLEVELAND DAYTON* DETROIT HARTFORD 
HOUSTON* LOS ANGELES NEW YORK* PHILADELPHIA* PITTSBURGH* WASHINGTON® WESTFIELD, NJ.° 
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ANOTHER FIRTH FIRST! 


A ed LINE OF 
UNGROUND “ 


TOOL < 
BITS 





Now, Firth Sterling introduces 
unground tool bits in packages! With 
all the advantages, for dsstributors 
and wsers alike, inherent to good 
packaging ... protection of contents, 
ease of handling, storing and re- 
shipping, quick identification on dis- 
tributor shelves or in the tool crib, 
better inventory control, simplified 
pricing. 

This Firth Sterling innovation 
replaces the old 5 Ib. “bundles” of 
Van Chip, Red Chip and Blue Chip 


unground bits, with sturdy rein- 
forced boxes containing 2, 6 or 12 
pieces as bit sizes may require. And 
pricing by the piece insvead of by the 
pound becomes a resultant simplifica- 
tion appreciated by both buyer and 
seller. 

Once again Firth Sterling demon- 
Strates its determination to provide 
the most complete packaged tool line 
in the industry for off-the-shelf de- 
livery. Remember, Firth Sterling is 
your one dependable source for com- 
plete tooling needs . . . both steel 
and carbide. 


Now... 
Van Chip, 
Red Chip, 
Blue Chip 
in packages. 





Mac 


ond 


sign 


stop and Automatic Over 


vallable as extras 





THIS “SELLING-PACKAGE” 
MEANS MORE SALES 
FOR YOU 


idvertising: Ads like this, 
appearing consistently im nu 
merous business magazines, pre 
sell your customers on the 
American Pulley line. 
Delivery: Fast deliveries are 
more than just a claim. Over 
90% of standard items are de 
livered from stock 

Technical Service: On-the 
spot engineering aid when you 
need it, is available to help you 
solve customers’ transmission 
problems and make extra 
sales 

Full Product Line: American 
Pulley’s broad line of power 
transmission equipment offers 
one source of supply for your 


customers’ needs. 


de in 13:1 and 20:1! ratios fo 
vertical mounting. Smooth npact de 
sheds dirt, saves space. Built Bo 


At the PROFIT End of the Machine 


Power Transmission by 


AMERICAN 


PULLEY COMPANY 


Try a new approach to your 
selection of a Speed Reducer 


Have you trouble deciding which 
of the many makes of Speed- 
Reduction Drives you should use? 

Try a new answer—the Shaft- 
King, product of The American 
Pulley Company 

The Shaft-King isn’t the tra- 
ditional type of speed reducer; 
it’s an entirely different idea in 


speed reducer design. We started 


by throwing the book out the 
window; then we applied fresh 
thinking to every one of its parts. 

The result is a speed reducer 
requiring no floor space, and no 


foundations or supports because 


Interchangeable bush 
ngs for easy installc 
tion « Flame-hardened 
alioy steel gearing® 
Anti-friction, leak-proof 
sealing system * Pot 
ented, concentric-shaft 


design places oil! leve 





below shaft seals* Rigid 
3-wall housing keeps 
geors ond beocrings « 


permanent iitlalaul tall 





it mounts directly on the shaft of 
the driven machine; no special 
engineering: no special anything 
to install. 

Complete Shaft-King Reduc- 
tion Drives can be purchased out 
of factory stock and from the 
shelves of your local distributor 
It’s as simple as that. When you 
call or write for information, ask 
about these American Pulley 
products also: Backstops; Over- 
load Releases; and Wedgbelt 
Econ-O-Matie Drives. The 
American Pulley Company 4216 


Wissahickon Ave., Phila. 29, Pa. 





ot] 
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CAMPBELL 
CHAIN 


INVENTORY RECORDS o 
attention of Jack Dwyer t 
chasing department of Midek 
Co., Oklahoma Citv. H 
record to Jack Midek 


Cleveland Cap Screw 
Opens West Coast Office 


Phe Cleveland Cap Screw Co 
opened a new West Coast 
ind warchouse in Los Angel 
E.. Harrington, former manage 
fastenings department at ‘Trang 
& Supply Co., Los Angel 
charge 
Ihe new branch is located 
East 48 St. It will stock th m 
complete lines of bright and high car 
ing esther: head cap screws, fla Wherever 
fillister ind SO ket he id Cal ( - 
square head set screws, milled stud you need chain, 


ind semi-finished nuts. Sor 


1 ; . . 
facturing facilities are planned Th any size 
Mr. Harrington was at on im 


vith Russell, Burdsall & Ward Bolt _ | . 
& Nut Co : or grade, 


SKF President to any 


Honored by College desired 
Richard H. DeMott, president and oi - 
board chairman of SKF Industrie specification eee 
Inc.. received Stevens Institut 
l'echnology’s Honor Award 
outstanding alumnus at the recent a1 


nual dinner of the college’s alumn ) | CAMPBELL arti 


issociation 


With SKF since 1915, Mr. DeMott 
Company 


1as been president of the company for 
the past four vears. He has also been Main Office: York, Pa. 


sales manager and vice-president in £ Wont Delanten; lows 


charge of sales 
Portland, Oregon 


: Sacramento, California 
Lovejoy Names Engineer 
Love} Tool ¢ 
(,ienn 1) lcaston 


nm He ha 
inv sin 194] 


the 


INDUSTRIAL DISTRIBUTION © MAY, 1954 








WATER GAUGES 
FITTINGS 


OIL AND 


GREASE CUP 


4 


AIR COCK 


# 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 1901 DETROIT 7, MICH. 


Quality products that give full 


service 


Help your customers to save 


money over long periods of time 
A good selling opportunity 


® Send for catalog 


SHUT-OFF COCK 


FITTINGS: 

















AUMGREN 


MILLING ATTACHMENTS 


MILLING MACHINE VISES 
ry PRODUCTION VISES 


A 
ROTARY TABLES i 


/ 
ANGLE Vises / > — 
’ mt 

Pa % ii 
yt ae 


4 





USED IN ALL INDUSTRIES ... EVERYWHERE! J 
ae 





ANGLE PLATES 
ORILL PRESS VISES 


ANGLE VISES 


SWIVEL MACHINE VISES 


AVAILABLE IMMEDIATELY 


WRITE FOR COMPLETE CATALOG NO. 202 








Mfrs. of PALMGREN PRODUCTS for over 35 years 





CHICAGO TOOL AND ENGINEERING CO. + 8386 South Chicago Avenve - Chicago 17, Ilinols 
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SALES coverage is outlined by William 
M. Spencer III, president of Owen 
Richards, with R. D. Prushing and S. ¢ 

Burns, Jeffrey Mig. Ce 





Babcock & Wilcox Names 
Tubular Products Head 
Ihe Babcock & Wilcox Co. has 


named Edward A. Livingstone to head 
its Tubular Products Division succeed 
ing Luke E.. Sawver, 
handling special assignments in_ the 
division 

Mr. Livingstone was 
the company’s board of directors 

W. J. Thomas, general manager of 
the company’s ‘Tubular Products Divi 


now a consultant 


ilso elected t 


sion, has been named a vice-president 

With Babcock & Wilcox 
1932, Mr. Thomas was connected with 
the Boiler Division until 1941, when 
he joined Tubular Products. He _ be 
came assistant general sales managet 
in 1942 and general manager of the 
division last August 


simce 





INFO on sharpening 
obtained by J. S. Dulany 
metz and Bud God 
Supply Co., Memphis 
from Dick Atwood, Minnes 
& Mfg. Co 





4h Wan in Your Shop 
CAN ATTACH THESE STRONGER 


COUPLINGS 10 4h, Fyocop Hove 


Now, right in your own shop, you can attach 
“Holedall” Couplings to any type of industrial 
hose .. . to meet your customers’ requirements 
for coupled hose promptly, and with the assur- 
ance that you are furnishing the strongest, 
safest couplings for every type of service. 


The “Mulcoram” . . . the hydraulic press for 
making the coupling attachment . . . is small, 
compact and inexpensive. It is easy to operate, 
either manually or by power. 


HOSE COUPLING 


Attached quickly and easily by the hydrauli 
cally-operated “Mulcoram”, this unique 
coupling is there to stay . . . virtually molded 
to the hose by a multiple gripping arrange- 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, it 
is not necessary to alter the hose in any way 
before making the attachment no buffing 
or cutting of the cover 


mgt 


ana 


the 
pitt on AG 
pega cour 
Ww the. ™ 


"MULCONROY Sarda... 


acorn 


With the “Mulcoram” and “Holedall” Cou- 
plings, you can quickly supply complete hydraulic 
hose assemblies, using wire, rayon or cotton 
braid hose; or you can furnish wrapped ply and 
rubber or cotton covered hose with couplings 
attached. Never before has such a practical, 
economical method, or such assurance of cus- 
tomer satisfaction with the couplings supplied, 
been available. It will pay you to get all the 
details. 


WRITE olay FOR 
THIS BOOKLET. . . 


Completely illustrated, it describes 
the revolutionary MULCONROY 
HOSE COUPLING SYSTEM and how 
quickly, easily and economically it 
can be operated ... im your own 
shop, without skilled labor . . . to 
provide, coupled hose of any descrip- 
tion, with couplings that can’t come 
off and which actually prolong the 
life of the hose by protecting it 
against the effects of continuous 
flexing at connecting points. 


WHERE OTHERS 
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Here’s an idea to pass 
on to your customers 


For instance... 
od 


Remote Control “Push and Pull” 


HYDRAULIC JACK 


holds work in place for welder 


Pulling a heavy main frame 
assembly into place for electric 
welding (see illustration) is 
but one of numerous jobs that 
can be handled faster, safer, 
and more economically with a 
Hein-Werner “Push and Pull” 


Hydraulic Jack. 


Remote control operation of 
jack permits safe, convenient 
positioning of pump. Ram can 
be stopped at any point in its 
travel and instantly reversed by 
merely turning a valve. Avail- 


able in models of 4, 10, and 20 
tons capacity, either separately, 
or with choice of varied attach- 
ments. 10 and 20 ton models 
are available with gauge. 


Hein-Werner also manufac- 
tures a complete line of hydrau- 
lic industrial jacks of 114, 3, 5, 
8, 12, 20, 30, 50, and 100 tons 
capacity. Models of 12 tons and 
larger have carrying handles, 
and can be gauge equipped. 


Write us for PP 1051 


HEIN-WERNER CORPORATION 


WAUKESHA, WIS. 
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STOCK LISTS get close scrutiny 
periodically from George W. Ethridge, 
manager, Mill Supply Division, Teague 


Hardware Co., Montgomery, Ala 





Los Angeles Club 


Has “Oscars” of Sales 


Academy award winners aren't the 
only outstanding performers who re 
ceive Oscars these days—the Sales Ex 
ecutives Club of Los Angeles has its 
own “Salesman Sammy’’ statuettes, 
ten of which go each year to the ten 
top-ranking salesmen among the men 
bers’ firms. 

Ihe awards (Sammy, incidentally, 
was designed by the same craftsman 
who created moviedom’s Oscar) are 
presented annually at the club's Sales 
Iestimonial Breakfast The 
winners are picked by a special club 
choices are kept 


man’s 
committee, whose 
secret until the morning of the break 
tast. 

The Salesmanship Proficiency 
Award, as it is formally known, was 
originated by the Los Angeles club 
five years ago to provide a recognition 
of outstanding sales performance. The 
idea has been so successful in encour 
wing initiative in the club members’ 
various sales staffs, that sales execu 
tives clubs all across the country are 
now using the device 

In Los Angeles, to aid the club com 
mittee in making its selections, each 
sales executive 
salesman from his own business organi 
ration themselves do not 
belong to the club 
fications on a special four page “ap 
I'his form, designed by 
club members, considers 11 different 
facets of the salesman’s 

les tt hniqu 


member nominates a 


salesmen 
ind lists his quali 


praisal form.” 
personality and 


Ten Are Chosen 


1 
+t +} , 
LLTTLIT TCS Liichl 











lengthy sifting and evaluating process 
comes up with its choice of the ten 
top salesmen of the previou 1 


} ] , 
[heoretically, a salesman 


ored to a maximum 1! 


the sales appraisal form, 
scored from one to 10 points h 
of the 11 major classifi tio consid aoe 


ered. These classifications 
1. Volume of busine 


igainst quota or goal ~ = 

2. Distribution of effort among 
_ a4 | a ; Ko > i> 
pects 


3. Accuracy and promptn of 


port and records of calls, expens "DEFT GRID’ CHULA 
counts, etc. . 
+. Ability to organize work. Use o with new - 


time without supervision 


Pee ee ee New principle... not just another hammer chuck! 


6. Relationship with compan 
ciates. 

7. Creative selling and initiative in 
presenting products 

8. Knowledge of company prox 
prices, and advertising and sales 
motion programs 

9. Ingenuity in obtaining reports of 
competitive activities, prices, et 

10. Personal appearance 

11. Personal financial affairs 

Accurately scored, the appraisal form 
containing these 1] points gives an 
unusually concise picture of the 
man’s performance. In submitting 
saleman’s nomination, the¢ 
ecutive certifies that “the 
the questionnaire has been give 
sincere and honest consideration, a 
is as true a picture of the participant’ 
ibility as it is possible to give.” The bolt and rod 

After that, it’s just a matter of tim 
until ten shiny Salesman Sammy’ threader every plant needs! 
taken home to ten proud wit 
ten top salesmen start wondering if Capacity 4" to 2” bolts — pipe, too, 4" to 2” 
thev can make it two v row 
Let them see it and try it and they believe it! Only 2 quick-open- 
ing die heads—small head for 4” to 1”’ bolts, large head for 14" 
to 2’’ NC, to 1%”"" NF—to 2%” in 8N, 12N and I16N ... easy die 
change, right or left hand threads, easy adjustment to over or 
under size. Special dies on request. This 500A threads any length 
bar to 244”’ diam., makes studs with RItf@atoH Nipple Chuck, cuts 
off 54" to 1’ rod. Independent operation of tools. Lots of power. 
New Speed-Grip Chuck guaranteed to hold rod or pipe securely 
forward or reverse—motor action makes it tighter. Don’t miss 
profitable sales of this remarkable, widely advertised 500A— 
order today! 





THE RIDGE TOOL COMPANY ELYRIA, OHIO, U.S.A. 





VICE PRESIDENT (¢ 


ville Supply ( 


Evan 


; 
if 
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“*‘NATIONAL’”’ 


p most 4) ular 


block gander 


MODEL 400 


Mity-Midget 
CHECKING stocks Bill Wingate, } 
hasing agent, Long-Lewis Hdwe 
Birmingham, Ala., and Bob Yor 
Lufkin Rule Co | 


dition 


d Iss pt 





MODEL 500 Boice-Crane Co. 
Electric / Names Representatives 


Boice-Crane Co. has named the fol 
lowing firms to handle the firm’s 
power tools: Lucas Tool & Specialty 
Co., Steubenville, Ohio; Gross Ma 
hinery & Supply Co., Toronto, Ont.; 
l'arm Engineering Service, ‘Towanda, 
Pa.; Olson Equipment Co.; Minneap 
lis, Minn.; M. H. Tucker Hardware 
Kansas City, Kan.; Ohio Valley Sup 
ply Co., Paducah, Ky.; and General 
lrading Co., St. Paul 

Also recently appointed were: Shop 
& Home Tool Supply, Erie, Pa.; E. W 
Peters, Cleveland: Power Tools Co., 

y/, , 4 fe , San Antonio, ‘Texas; Freeman-Babb 
Seb Nations/§ Conya Ce Line Hardware Co., Greenville, S. C.; and 


Burton Saw Co.. Worcester, Mass 


National has a complete line of portable 
sanders . . . air or electric driven with Durkee-Atwood Co. 
rm either straight-line or orbital action. Thou- Names Representatives 
+ LOT sands of these machines are now being used a 


a A 
‘ — 


has appointed 
rt 
», im manufacturing and maintenance work. he following firms to handle exclu 


NATIONAL e sales of industrial V-belts in thei 


They have a proven record of reliable and et e 
efficient service, long life, ease of operation, Carolina Rubber & Supply Co., 
and for giving the best sanded surface in reensboro, N. C.; Carolina Belting 


‘ oO Tee e. 3 ; Noanoke Belt 
the shortest possible time. See ‘how you can sg gets fete Peco 7 
_ fit into National's distribution system . . . in Hunter Electric Motor — Service, 
Columbus, Ga., and Precision Gear & 
Machine Co., Charlotte, N. ¢ 
a es is is “4 In the West, these firms were 
named: Bearing & ‘Transmission Prod 
icts Co., Eureka, Calif.; and Monte 
NATIONAL AIR SANDER, INC., ROCKFORD, ILL. [=a 
N. M 





SANDERS ; 
eo. * profitable manner, of course. Write today. 


INDUSTRIAL DISTRIBUTION © MAY, 1954 





How Sarco dependability builds business 
for you-—cuts your costs 


Satisfied customers order 
Sarco Steam Specialties 


time and time again 


| *WWippeg with ¢ 
‘These’s a sound reason why so many tas Pico heating e 
plant engineers, maintenance men, <> "Pb ce a oe 
architects, consulting engineers and = ~ Piss. 
contractors specify Sarco products over 


and over again. 
That reason is Sarco dependability! 


To the distributor, this dependable, 
trouble-free service means satisfied cus- 
tomers ...and satisfied customers mean 
steady repeat business — more profit! 


Make sense? Write today for more 
information on how much more profit- 
able it is to sell Sarco. Contact your 
local Sarco representative, or write di- 
rect to Sarco Company, Inc., Empire 
State Building, N.Y. 1, N.Y. 


Proven dependability plus 43 years of 
consistent advertising have made Sarco 
products nationally known and preferred. 


A Complete Line of Steam Traps ~ 
Heating Specialties ~ Strainers ~ 


Temperature Controllers 








== - > . (A ris 
Thermostatic Fioat- Thermodynamic Camlift Bucket Liquid Strainers Radiator Water Blenders Self-Operated 
Steam Traps Thermostatic Steam Traps Steam Traps Expansion Traps and Valves Temperature 
Steam Traps Steam Traps Controllers 
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Walter G. Schilling 


Marquette Mfg. 
Names Sales Heads 


Marquette Mfg. Co. has appointed 
, Walter G. Schilling as sales manager 
— 7 of the company’s welding division and 
=e ; Earl S. Osburn as sales manager for 

€ he battery chargers. 
=‘ Mr. Schilling was formerly assistant 
sales manager for welding. Mr. Os 
= burn was recently export manager of 

the company. 


3 habbitts and 1 solder 


do a job together 


The job is to make you money. Federated 


Castomatic” Bar Solder and Big 3 Babbitts do it 


consistently because they sell easily. 


Castomatic Solder is machine-cast, as opposed to 
the usual hand-cast bars. Its advantages are commonly known 


in the trade. Only Federated can make it. It sells. 
Earl S. Osburn 
Che Federated Big 3 Babbitts—XXXX Nickel, 





Merit Metal and Frictionless" cover the full range 


PLANT DENTISTS 


Dental plaster, supplied as a powder 
and mixed with water to form a dough, 
Federated leaders . . . you'll sell them fast. is being used instead of metal at one 
plant for making locater pads that 
maintain pre-set dimensions in fixtures 

‘ ; ~ wet ee and tools, reports American Machinist, 

federated Metals Dj vision mY fw Se 4 McGraw-Hill publication. It was found 
ms * that the dental plaster is easily shaped, 

sets quickly, and will withstand more 
AMERICAN SMELTING AND REFINING COMPANY / 5 rough usage and higher pressures than 
120 BROADWAY, NEW YORK 5, N. Y. « : eg te the metal formerly used. The sugges 

In Canada: Federated Metals Canada, Ltd., Toronto and Montreal i ° tion was worth a $691 award to the 


of white bearing metal needs. You can stock only 


these three and satisfy any babbitt need. Stock these 








two employees who borrowed the den 


Aluminum, Magnesium, Babbitts, Brass, Bronze, Anodes, Zinc Dust, tel ides 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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_ CAPITOL FitTINGs 


pressure installations 
SHIPPED FROM STOCK 


z oe. pric’ . 
» il pale agen “ So ae 


> 
PRs: 


-_ 


ZZ : ; <s 
F 


ee 


ee 





SOCKET WELD 
COUPLINGS and CAPS 


2000# for Schedule 40 pipe, 3000# 
for Schedule 80 pipe. Sizes 4%" to 4” 
Corefully machined from solid bar steel 
for easy welding. 





FORGED STEEL 
SOLID PLUG 


Sizes 1” to 2” inclusive in stock, Dry’ 
seal thread for added protection in high 
pressure instollations. 





Also Hex Bushings for 
High Pressure Service 


.: $ Sizes Vu" x Ve” to 2” x 1%”. Small 

. eS sizes machined from solid bar, 14” = 
Ga 1” to 2” x 1%” all forged steel. 
Toper tapped. Cartoned for complete 


GL 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 





For further information 
write 166 Canal Street 


Gane fies Bout 











TAKING AN ORDER by telephone is 
Victor Bessor, salesman for Warren & 
Bailey Co.’s San Diego branch 





Dayton Pump Names 
Sales Representatives 


James V. Boehm, Jr., has joined the 
sales staff of Dayton Pump & Mfg. Co 

From Pittsburgh headquarters, he 
will cover western Pennsylvania and 
parts of New York, Ohio and West 
Virginia. 

Albert J. Roberts, of Minneapolis, 
will represent the company in Minne- 
sota, most of North and South Da- 
kota and small portions of Iowa and 
Wisconsin 


Diamond Expansion Bolt 
Opens Denver Branch 


Diamond Expansion Bolt Co. has 
opened a new branch warehouse at 
1863 Wazee St., Denver, Colo. 

Milton W. Allen & Son have been 
appointed the firm’s representatives. 





FLANKED by N. J. Rodes and Walter 
J. Hulsey, Jeffrey Mfg. Co., Caldwell 
Marks, chairman of the board, Owen 
Richards, Birmingham, Ala., discusses 
details of taking on the line 
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WHICH V-BELT 
Should You 4 


“44 


= 





% In this way V-Belts can be made up 
in any length to fit any drive the fast 
economical way — V-Belts that per- 
form exceptionally well. Don’t dis- 
appoint customers—help them avoid 
costly delays. 


% In contrast to link-type belts these 
ALLIGATOR fastened V-Belts have 
just one strong joint .. . stretch and 
follow-up maintenance are reduced to 
a4 minimum. 


ALLIGATOR INTRODUCTORY V-BELT 
ri f DRIVE UNITS 

contain V-Belt- 

ing, Fasteners and 

Tools — every- 

thing you need in 

one compact 

package to make 

up V-Belts quick- 

—“ly. Available in 

sizes A, B,C & D. 


Ask for Bulletins V-215 and V-216 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 





LOOKING OVER his stock of gears 
is Franz Weiss, head of Weiss Supply 
Co., | ulsa 





Customer Features 
Distributor in Ad 


One of the many large refinery cus 


tomers of Madsen & Howell, Inc., 


Perth Amboy, N. J., is The California 
Oil Co 

Recently, the oil firm publicly ad 
vertised this fact in a half-page space 
in the Perth Amboy local newspaper, 
featuring a picture of R. B. Howell, 
Madsen & Howell president, above 
the company’s theme, “Your Good 
Neighbor.” The Calso firm quoted a 
testimonial by Mr. Howell saying that 
the refinery did much of its buying 
locally, benefitting local businesses, 
including distributors 


To Handle Permite Line 
Bradley & Son, Asheville, 


manufacturers’ agent will repre 
on its 


Ss. O 
N, &.. 
sent Aluminum Industries, Inc 
permite line in the Carolina 





PRESIDENT of Pacific Abrasive Sup- 
ply Co., Los Angeles, Harry Bayley 
right) discusse 1 sales plan with 


Mattie Bell Osburn and Art Wolcott 





\ 


wiien DISTRIBUTORS 
for the gift 


Of your confidence 
¢ 


ON OUR 


100% 











Yes, we’re celebrating our 
100th birthday this year at 
Nixdorff-Krein Mfg. Co., the old- 
est manufacturers of chains in 
America. Of course, in the life of an 
elephant (that’s our brand) we're just 
getting a good start. So you—our valued 
customers—can continue to rely on us 
for highest quality chains of all kinds, for 
prompt service and for the progressive 
thinking that has enabled our company to 
make important contributions in package 
development and other fields. Meanwhile, 
accept our sincere thanks for the trust you 
have placed in us over the past century. We 
realize that your confidence is what has made 
our anniversary possible. 


NIXDORFF-KREIN 


MANUFACTURING COMPANY 
916 HOWARD ST., ST. LOUIS 6, MO. 


WManufactunrenrs of 
Welded and Weldless Chains—Tire and Tractor Chains — Chain Accessories, 
Wagon and Truck Hardware 
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MARLOW pumps 
offer 


THE LINE OF 


Salo 
LEAST , RESISTANCE 


Customer acceptance for 
the Marlow line makes it easy 
to sell. Your customers know 
that Marlows perform at high 
efficiencies with low operating 
and maintenance costs. 


Aggressive advertising and 
merchandising efforts, plus a 
progressive and cooperative 
headquarters sales organi- 
zation, further aid your sales 
activities and make your 
job easier. 


Marlow field engineers, each 
one a pump specialist, help 
dealers maintain balanced 
inventories — train dealer 
salesmen — and solve tough 
application problems that 
mean MORE SALES FOR 
DEALERS! 


The Marlow line is broad 
with each line of pumps 
designed, engineered and built 
exclusively to specific applica- 
tion specifications. That’s why 
you can depend on Marlow 
Pumps for — 


MARLOW PUMPS °°." 
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A PROMOTION PIECE prepared by 
\merican-Marietta Co., gets the atten 
tion of Don King, advertising and 
promotion manager of Warren & Bailey 
Co., Los Angeles. The material is being 
shown to Mr. King (right) by Paul 
McKim, West Coast representative of 
American Marietta 





Worthington Moves 
New York Offices 


Worthington Corp. has moved its 
New York City offices to 99 Park Ave. 

[he company’s executive and dis- 
trict sales and export offices will occupy 
the entire 20th floor of the building 
plus a ground-floor showroom. 


New Laboratory Opened 


Worthington recently opened a new 
20,000 sq. ft. laboratory and testing 
area for liquid and gas handling equip 
ment at its Harrison, N. J., plant. In 
construction for the past three years, 
the center provides both for both re- 
search and production-run testing of 
centrifugal compressors and all types 
of pumping equipment. 


T. B. Rayl’s Appoints 
Joseph Co-ordinator 


T. B. Rayl’s, Detroit, has appointed 
Leonard F. Joseph co-ordinator of sales 
for the industrial division. 

Mr. Joseph formerly was Detroit 
representative of Ampco Twist Drill 
Division of Greenfield Tap & Die. 





FRESH AIR AT WORK 


Management's concern with better 
working conditions and the health of 
workers is bringing a swelling tide of 
orders to makers of ventilating and 
dust collecting and treating equipment, 
American Machinist, McGraw-Hill pub- 
lication, reports. 














Parker Appliance 
Names Representative 


The Parker Appliance Co. has ap 
pointed Leon Marmon as sales eng) 
neer in the Cleveland area, succeeding 
H. C. Jacob who has resigned after 
many years with the firm in Cleveland 

Mr. Marmon has been an applica 
tion engineer with Vickers, Inc., for 
the past six years. A veteran of the Air 
Force in World War Il, he recently | 
underwent training in the Parker prod 
uct line at manufacturing divisions in 
Cleveland; Eaton, Ohio; and Berea, 
Ky. He will be available to the com 
pany’s distributors in the area for sery 
ice and technical consultation 


To Sell for Parker 
The Parker Appliance Co. has ap 


pointed the following firms to handle 
its lines: Korody Marine Corp., Haw 
thorne, Calif. (export sales); B. W. | 
Rogers Co., Akron and Cleveland 
(Hoze-lok fittings and hose assemblies); | 
Power Transmission Products, Port 
land, Ore. (tube fittings); Ritter Engi 
neering Co., Pittsburgh (Hoze-lok 
fittings); and Hope Rubber Co., Fitch 
burg, Mass. (Hoze-lok fittings), Wil 
liams & Co., Louisville, Ky. (tube fit 
tings); Standard Products, Inc., Tulsa, | 
Okla. (O-Rings ) 





New Plant in Pittsburgh 
Opened by Taylor Chain 

S. G. Taylor Chain Co. has opened . va 
a new plant in Pittsburgh to serve ae a. 
Eastern industry and provide repait = 
facilities. 


\ complete stock of the compan 
carbon steel chain and automotive 
chains will be carried at the plant E L 
officials announced € 
198 \ 


HEAVY DUTY 


VISE STANDS: 


THE CAPEWELL MANUFACTURING CO. 
62 GOVERNOR ST., HARTFORD 2, CONN. 













LEO GORTON, president of Machine 


lool & Supply Co., Tulsa, Okla., looks a 
over a new piece of manufacturer's Please send me information on vises, VISE STANDS, and other pipe tools, 


literature 
Nome 
Company 


Address 


City 





ALBANY 


_a time tested line of 


LUBRICANTS 


standardized and packaged 
to meet your customers’ 
everyday needs 





ALBANY PRESSUREGREASE 
UNIVERSAL 
For Cups — Ball Bearings — Water 
Pumps — Universal Joints. Water- 
proof — Exceptionally high melting 
point. Soft enough for gun applica- 
tion. 











ALBANY GREASE 


A cooling lubricant for operating 
— temperatures from 110° F to 200° F. 








ALBANY PRESSUREGREASE 

A superior waterproof mineral oil 
grease of high viscosity. Comes in 
Liquid, Soft, Medium, Hard and 
Graphite Pressuregrease Soft and 
Medium. 











ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 
Will not separate or oxidize assur- 
ing long life to bearings. May be 
used in hand grease guns. 








ALBANY GEAR LUBRICANTS 


Retards wear, quiets gears. Water- 
proof. Will not drip when gears are 
idle or in motion. 











ALBANY PENETRATING OILS 


(Clear or Graphite) 
Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, 
eliminates squeaks. 








ELECTRICAL DIVISION 


Albany RBR Wire Pulling Com- 
pound 


Albany Improved Cable Pulling 
Compound 


Stearine Candles & Flux 


1868 -1954 
BUT 











MORE MODERN THAN EVER 


ADAM COOK'S SONS, INC. 


Mfrs. of Albany Lubricating Products 
LINDEN, NEW JERSEY 





Francis J. Kinsella 


Standard Pressed Steel 
Names Sales Manager 


Standard Pressed Steel Co. has ap 
pointed Francis J. Kinsella, former 
Midwest regional sales manager, as 
manager of outside sales, succeeding 
George A. Gade, elected vice-presi 
dent in charge of sales last year. 

Eighteen years with the firm, Mr. 
Kinsella joined it as a machine opera 
tor, working in production until 1942, 
when he transferred to customer serv 
In 1944 he went to Cleveland as 
a salesman. He became district sales 
manager in Detroit in 1951 and re 
gional sales head the following year. 


ice. 


Heads Unbrako Division 


Frederick D. Fernsler has 
named manager of the Unbrako Flex 
loc Division of Standard Pressed Steel 
Co. with responsibility for sales, sales 
service and shipping, in the division’s 
socket screw products and locknuts. 

Mr. Fernsler joined the company in 
1942 as a foreman. He organized and 
became supervisor of the firm's Cus- 


been 


Frederick D. Fernsler 
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PAN 
sabres 


BLUING | 
for 


"1 


LAYOUTS, TOOLS, 
ff] DIES, TEMPLATES 
‘| & PATTERN WORK 


rN 


fon Layout, DIES, 
ATES, parrern W 


A new fast drying bluing 
packed in a self-sealing aero- 
sol can for easy, safe and 
clean applicaton. It is highly 
recommended by leading 
manufacturers in aircraft, 
metal and woodworking _in- 
dustries because of its non- 
evaporating, economical and 
time-saving features. 
Inquiries are invited from 

Representatives and Distributors 


SABRE METAL PRODUCTS, INC. 


8000 WEST 47th STREET 
LYONS, ILLINOIS 


Phone LYONS 3-0104 


N 


| 
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a new cutting tool 


ILLINITE 


POWER BLADES 


ILLINITE Power Blades are characterized by a posi- 
tively controlled tooth setting method and heat-treating 
process, plus an engineered tooth and gullet design. 


1. Setting of Teeth. . . by the ILLINITE method 
assures uniform tooth loading. Each tooth re- 
moves an equal amount of metal as the blade 
_ passes through the work, minimizing tooth 
DISTRIBUTORS STATI stress. 
‘ 2. Heat treatment . . . over 40 years of 
metallurgical experience assure the 
quality, is making ILLINITE quality of every ILLINITE Power 


Standard Cutting Tools the _ Blade. 

fastest growing line in apna | 3. Tooth and Gullet Design . . . 
the industry. ILLINITE Tools are — Sea . is proportioned for greater 
backed with a sound (REE se ' strength and maximum chip 
franchise policy and a unique ‘See ' carrying capacity. 
promotion plan, too! hes im 

Write for details! 


Support like this, plus 
an unexcelled reputation for 





- Fj . 











TH 


| Fairbanks 


COMPANY 


a a 


at the 


TRIPLE INDUSTRIAL 
SUPPLY CONVENTION 


NEW YORK CITY MAY 17, 18, 19 


...to explore the profit and 


volume-building potentialities of 


the Fairbanks lines of 


TRUCKS and CASTERS 
VALVES, DART and “PIC” UNIONS 


393 LAFAYETTE STREET ° NEW YORK 3, N_Y. 
Branches: Pittsburgh * Boston * New York * Rome, Ga 
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Edwin Y. Bready 


tomer Service Section in 1943 and two 
years later became manager of pro 
duction control. 

The company also named Joseph P 
Villo as division manager of Aircraft 
& Allied Products. 


Hallowell Manager Named 


Edwin Y. Bready has’ been named 
manager of Standard Pressed Steel’s 
Hallowell Pressed Steel Division 

With the company since 1933, he 
has been director of purchases since 
1949. In his new post, he will super 
vise sales and service as well as pro 
duction. 

Charles A. Thomas, Jr., manager of 
industrial relations and industrial en 
gineering, has been given company 
wide charge of production control and 
related functions. James L. McDowell 
has been named superintendent of 
manufacturing, Fastener Division 


Oliver Abrasive 
Names Sales Manager 


Edward J. Lalor has been named 
sales manager of Oliver Abrasive & 
Tool Co., Buffalo, N. Y. 

Formerly the Buffalo-Rochester sales 
representative for Norton Co., Mr. 
Lalor has also been made a director 
of Oliver Abrasive. C. B. Oliver is 
president of the company. 





TURKISH SUBWAY 


The Turkish Minister of Works has 
announced that the government has a 
firm intention of building a subway in 
Istanbul, reports Engineering News- 
Record, McGraw-Hill publication. It 
would be constructed on plans sub- 
mitted by Dutch and French experts 

















So easy to couple it installs in minutes 


So strong and durable it lasts for years 


The new Veelos TD and TE adjustable v-belt is the successful 
development of a specific v-belt designed for a specific service—D 
and FE drives. 

This new Veelos TD and TE v-belt has these basic advantages . . . 

It simplifies installation. Links are quickly joined by easy-to-use 
cup-washers and ‘T-screws to make up individual belts. It’s the 
easiest v-belt to couple and uncouple ever developed. And you don't 
need to waste time removing outboard bearings. 


It lasts longer—is more flexible. New high-tensile strength link 
combined with new stud, cup-washer, and T-screw gives added 
durability. New link construction provides maximum flexibility for 
cooler, wear-resistant running. 


Get the complete story of this great new v-belt for D and E drives. 
Send coupon now for new 8-page illustrated catalog. 


MANHEIM MANUFACTURING & BELTING CO. 
608 Manbel St., Manheim, Pa. 


Please send copy of your new Veeles TD and TE v-belt catalog. 


Name 
Company 


Veelos is known os Veelink 
outside the United States Address 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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SURE SALES FOR YOU! 


ld 


QUALITY 
HEAVY-DUTY 
DRILLS 


PERFORMANCE e DEPENDABILITY e PRICE 


EMD-HANDLE 
PISTOL DRILL 


HEAVY-DUTY 


HOLE-SHOOTERS 


SPADE 
HANDLE 





Quality Features of MILWAUKEE 


heavy-duty Industrial HOLE-SHOOTERS 


Milwaukee-Built motors, famous for 


longer service-life and lower maintenance 
cost than comparable Electric drills 
Cyclonic cooling (4 times greater volume 
of air)—Helical-cut alloy steel gears for 
unmatched smoothness and quietness — 
Ball and Roller bearings throughout, 
sealed and lifetime-lubricated. 


Milwaukee wort-snoorers 


with famous Split-Body Design 


Recognized as the world’s most powerful Pistol- 
grip drills, these two styles are standard equip- 
ment today in the automotive, aircraft, radio, tele- 
vision, boat-building, and furniture industries. 
Free chuck speeds, 650 to 5000 R.P.M. Capacities 
for drilling in steel, %4” to 4%”; up to %” in wood. 
The original Milwaukee HOLE-SHOOTER was 
America’s FIRST electric drill weighing less than 
5 lbs. equipped with a Universal AC or DC motor. 


Heavy-Duty HOLE-SHOOTERS 


SUPER 
HOLE- 
SHOOTERS 


For dependable, continuous 
service with low maintenance, 
hevi duty HOLE-SHOOTERS 
are unsurpassed. No tool is 
more widely used in industry, 
by contractors, body builders 
and maintenance men. Free 
chuck speeds, 150 to 2500 R. 
P. M., with capacities of 4” 
to %” for drilling in steel, up 
to 2” in wood, and up to 1” 
in reinforced concrete. 


SUPER HOLE-SHOOTERS 


Extra heavy-duty SUPER HOLE- 
SHOOTERS are favorites for 
production and maintenance use 
by shipyards, railroads, machine 
tool plants, and many heavy con- 
struction industries. Triple re- 
duction gearing assures the high 
torque required for the tough- 
est drilling jobs. Three-jaw key 
chucks or No. 2 Morse Taper 
Sockets for taper shank bits, are 
optional. Capacities for drilling 
in steel are %” to %” inclusive; 
up to 4” in wood; and up to 2 
in reinforced concrete. 


EVERY PLANT A HOLE-SHOOTER PROSPECT 
The new Catalog of MILWAUKEE HEAVY-DUTY 
Industrial Tools is ready. Write for it. 





Approved by U. § 
Underwriters 
Laboratories and 
The Canadian 
Standards 
Association 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 W. STATE STREET * 


MILWAUKEE 8, WISCONSIN 
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Yale & Towne President 
Champions Liberal Arts 


America needs “less specialized tech 
nicians and more educated specialists, ” 
Gilbert W. Chapman, president ot 
Ihe Yale & Towne Mfg. Co., stated 
recently in a guest editorial in the 
Saturday Review. 

Financial grants to colleges are 
needed, but they should be given in- 
creasingly for liberal arts purposes or 
be made unconditionally, he said. 

Mr. Chapman was one of several in- 
dustry leaders contributing to a special 
16-page report on “Industry and the 
Liberal Arts.” 

He advised industry to broaden its 
employment standards in hiring college 
graduates, and move away from ex- 
tremes to a middle ground. Also in- 
dustry should be prepared to provide 
newly hired college men with further 
technical knowledge necessary for spe 
cialized occupations. This could be 
provided, he suggested, during the 
early years of employment either by 
actual experience or through post 
graduate courses sponsored by th« 
companies themselves. 

Mr. Chapman noted that much of 
the $60 million given last year to col 
leges and universities by industrial 
corporations was earmarked for tech 
nical training and research. He warned 
that the trend of students to “scrambk 
to take ‘practical’ courses holds dan 
gers both for industry and for our 
culture. 

“The United States has become a 
dominant power in the world, but sh« 
cannot for long exercise her power o1 
fulfill her mission without being a 
people literate, educated and culti 
vated,” he said. “Because our advanced 
technology has fostered the rapid 
growth of specialization, and with 
the intellectually incomplete man, 
there is a growing fear in the United 
States that we are facing as great a 
danger from internal ignorance as from 
external attack.” 


i? 





FOOD RADIATION 


A year ago crystal-ballers foresaw 
radiation sterilization of foods replac 
ing other methods, but now it is recog- 
nized that radiation will supplement, 
not supplant other processes, Nucle- 
onics, McGraw-Hill publication, points 
out. Even so there’s a big market for 
the radiation; it has been estimated 
that over $30-million in spoilage might 
be saved annually by irradiation of 
citrus fruits, apples, potatoes and 
grains. 














YOUNG MANAGER of 
Supply Co 


is Hank Idema, als 
} hry 


Manufac 
turers Grand Rapids 
Mi 1 ; 


dent 





Plomb Gives Bandoli 
New Directorships 


Plomb Tool Co. has elected Mar 


vin $. Bandoli, vice-president of sales, 


marketing and distribution, as director 
of the company 
Mr. Bandoli has also been 


ulded responsibilities in three of the 


given 


ompany’s wholly-owned subsidiaries 
Ile became a director of the P & C 
Hand Forged Tool Co., a vice-presi 
dent of the Penens Corp 
president and director of Proto 
of ¢ inada 


ind 1 ViICC 


l'ools 


Scovill Moves Office 


Scovill Mfg. Co. has 
Rochester, N. Y., sales office ft 
Alexander St. to 175 Dodge St 
Drivdah] is 


moved its 
m 31] 
S.O 


manage! 





SOUTHERN CAL’S TEAM has two 
irdent fe llowers in Manny Jungquist 
ind Harold Pearcy, president ind vi 
president of Percival St & Sup 


( Los An 


SELF 
CONTAINED 
I" 102 


518 


the only RATCHET PIPE THREADER 
which gives you all these time-saving features 


Cuts pipe thread or conduit thread (same dies) 


a 
@ Instant setting for sizes 1” to 2”. 
* 


Opens automatically at standard length thread 
Opens manually at any length of thread 
Adjustable depth of cut 

Mistake-proof self-centering guide 

Jam-proof 

Dual purpose spin-back knob 

Manual or power operation 


For complete details inquire of your local Supply 
House or write direct for literature. 
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it’s New! Tested! Proven! 


HY-PRO TAPS now come in 


TRANSPARENT PAG 


- + For Immediate 


Visible Identification! 


Here’s what Hy-Pro’s exclusive 


reinforced plastic packages 
mean to you: 


e@'lmmediate visible identification 
e Faster Inventory 


THE TAP SPECIALISTS DO iT AGAIN! e Quicker Running Counts of Taps Used 


True to their reputation as The Tap Specialists, olnstant Size & Thread Checks 
eless Storage Space Needed 
e Greater Strength, No Warping 


@80% Lighter Weight for Shipping 


Hy-Pro has pioneered in the development of these 


revolutionary transparent tap packages. 


They have been designed to save you money in in- 
ventory counts, size and thread checks, storage space, 
shipping and handling . . . at no extra cost to you. 
And you'll find a handy pocket reference chart under 


..- Af no extra cost to you! 


each tray. 


Call for yours today. Hy-Pro offers a full line of top 
quality taps produced by engineer specialists. 


We would welcome your visit to Booth D-42. 
Triple Industrial Supply Convention, New York City, May 17, 18, 19. 


HY-PRO TOOL CO., NEW BEDFORD, MASS., 
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CONTACTS with suppliers of No 
land Co.’s Norfolk, Va., branch are 
maintained by W. K. Forrest, purchas 
ing agent 





Much Obsolescence, 
Industry Survey Shows 


Industry itself considers 30% 
machining equipment or processes 
obsolete, according to results of a sur 
vey announced recently by the Ameri 
can Society of Tool Engineers 

Also, it evaluates as out-dated some 
28% of its automation equipment and 
processes, 34% of its inspection 
methods, 28% of its metal forming 
processes, 23% of its grinding and 
finishing equipment, and 25% of its 
production welding equipment, the 
A.S.T.E. revealed. 

These and other findings are pub 
lished by the A.S.T.E. in a new book 
let, “Are You Ready to Meet Stiff 
Competition?”, which shows results of 
the survey of various size plants 

The 16-page brochure is obtainable 
from the A.S.T.E., 10700 Puritan 
Ave., Detroit. 


Sandusky Abrasive Wheel 
Introduces New Line 


Sandusky Abrasive Wheel Co. 
has introduced a new line of rubber 
and resin-bonded grinding wheels, cut 
off wheels, mounted wheels and abra 
sive sticks and blocks which are be 
ing marketed under the trade name, 
“Sawco.” 

Company officials announced they 
have completed a new catalog and 
simplified pricing system for distril 
utors 


Promoted by Robertsteel 


Robertsteel Ltd., Toronto, Ont., 
has promoted Lloyd S. Jamieson 
from assistant general manager to gen 
eral manager. 
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Chain and Attachments 


for countless needs 


e Your own experience has shown you the 
vital importance of recommending exactly 
the right chain and attachments for each 
specific end use. AMERICAN makes all basic 
chain patterns so that you can offer your 
trade, from one manufacturing source, the 
best and most economical chain for every 
requirement. 

Whether you sell chain for general service, 
for heavy (or light) duty, for logging, or for 
some unusual application— you can count on 
AMERICAN CHAIN every time! Welded chain 
or weldless chain— you'll find the same high 
quality in both. Also, a complete line of 
AMERICAN-made attachments for any type 
or size of chain. 

Write today to our York, Pennsylvania, 
office for information on the complete 
AMERICAN CHAIN line. 


American Chain Division 


SSS Oa eee aaa eee ee ae ee a a 


AMERICAN CHAIN & CABLE 





York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, 


New York, Philadelphia, Pittsburgh, 
Portland, San Francisco, Bridgeport, Conn. 
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SAFE FLOORS FOR YOUR CUSTOMERS 
YEAR 'ROUND PROFITS FOR YOU! suhtod. signchghemn's sopeocatein 


for Horton Chuck Division of The I 
ou. Horton & Son Co. in upper New York 


CHECK THESE ADVANTAGES: State and Eastern Canada 
r 0D * Sold through wholesalers only 
| | * Easy to sell—big profits 
® * ta pe advertised in leading 
trade publications . talee« > 
© Free attractive literature Bac k Up Sale smen, 


AB sO RB £ NTS ® Field missionary men available Steel Executive Urges 
© Every call a potential customer 
Industry needs better advertising 
Absorb all types of oils, greases, fats, paraf and market research to back up sales 
fin, etc., from slippery, hazardous floors men if distribution is to keep up with 
and aisles, leaving them dry and skidproof | the great advances in production tech 
niques today, according to one steel 


one aon. cacte. waidll Gane Oil-Dri Corporation of America canieiien. 
520 N. Michigan Ave. Chicago 11, Illinois R. M. Nelson. super isOI of distribu 

















tor programs, Armco Steel Corp., told 
a recent sessions of the Society for 
the Advancement of Management that 


yAlvia ALLOY the distribution part of America’s 


economy had been neglected during 


the past four years. More than 100 
FA STEN | AOS billion dollars were spent on new pro 
duction tools during 1950-1953, he 


said, but there was practically no in 
vestment in new tools for more efh 
cient distribution by manufacturers 
“Many of the tools already on hand 
were allowed to get rusty for lack of 
use,” he said. 

GRC WING NUTS & ‘ ar He called for more and better ma 
ge gg Rg Bo ') GRC CAP NUTS ket research, more skillful advertising 
finished; clean threads Die Cast, not turned! Free of tool marks, and better planning of the part adver 

and cut-off burrs; class 2 threads tapped . 
square with fece of nut. tising and merchandising programs can 
play in backing up salesmen. 

In the old days, he said, salesmen 
were “drummers” because _ they 
drummed up business. In other words, 
they carried out all five steps toward a 
sale—(1) location of the prospect; 


NEWIGRC WING SCREWS / GRC SMALL TUBULAR RIVETS \rousing interest: (3) creatine desir 
A steel screw combined with GRC’s Die cast, not headed! Closer tolerances, more { kj he : Se ’ 
attractive finger-grip wing-nut & uniform heads for greater riveting efficiency. (+) making the proposal ind (5) clos 


Dia. up to 9/16”; lengths to 5/16”. ing the sale. Now, he pointed out, ad 
vertising can prepare the salesman’s 


@ RUSTPROOF sy Gries die cast zinc alloy fastenings are durable, wav and often can carry out the first 

F: rustproof . economical, too! All Gries fasten- ; , 4 

@ DEPENDABLE J ings may be weed without protective finishes in three steps for him, so that his full 
. S most applications urnished in all commercial fin- . 

—and Profitable d ishes when desired. Prompt delivery on standard time and talent can be devoted to mak 

sizes—specials to order. ing the proposal and closing the sale 


for You! WRITE TODAY FOR SAMPLES AND PRICES “Besides taking over the drummer's 
job to make him more productive 

market development now goes to work 

World’s Foremost Producer of Small Die Castings ' on the salesman himself to replace his 

165 Beechwood Avenue, New Rochelle, N. Y. © Phone NEw Rochelle 3-8600 cigars ind stories w ith new and 
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sharper tools product knowledge and 
sales technique. He is trained in the 
product. He is coached in sales tech 
nique the right wav to present the 
product. He is armed vith a better 
sample kit. He is equipped with a 
trunkful of sales aids. So todav we 
have the industrial salesman or sales 
engineer, like the modern infantryman 
trained for battle, equipped with th 
best weapons and supported by a bar 
rage of heavy artillery from the hom 
ofiice—softening up the prospects, a 
we Say. 

He described market research and 
testing technique as a new arm of mat 
ket development which rapidly 
coming into widespread use to deter 
mine whether the material backing up 
the salesman is hitting its mark. Sur 
veys, he said, tell not onlv where the 
market is, but what benefits should b 


c 
built into the product and 
stress in advertising 
Industry, he said, should ma 
use of the new research tool 
vf shooting in all directions 
ter guns” or expecting sal 
load 0 le 


carrv the whole 


sales 


Volume Off Slightly 
In Materials Handling 


handling 
slightly b 


ord ng to th 


Shipments of materials 
equipment for 1953 wer ( 
low the 1952 volume, ac 
index of the Material Handling Inst 
tute 

The index of average monthly ship 
ments for last year was 21 
pared to 2 


ym 
227 for the vear before 

The index is based on the 30- 
month period from January, 1948, to 
June, 1950. It includes reports from 
manufacturers of electt id gasoline 
fork lift trucks ind ICCC 
Ors, strapping, hoists ranes, mono 
rail systems, pallets, tote box 
tainers, casters and th 
equipment. ‘Total dollar figur 
which the index is 
more than 25% of th 
nual total for the industn 
dollars) according to the Institut 


onvey 


vhee 


computed incl 
timated an 
14 billio: 





DETROIT ‘UNDERMINED’ 

Many Detroiters may not know it 
but there’s a 300-acre salt mine being 
operated 1,137 feet beneath their city, 
Fleet Owner, McGraw-Hill publication 
comments. Located under the south 
western portion of Detroit, it contains 
some 20 miles of underground tunnels, 
each 50 to 60 feet wide and 22 feet 
high 











AP omens | 


Quicker and Easier Sales | 
with New Take-Down Feature J 
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CONSTRUCTION 


Container is drawn with 
a seamless bottom, is 
leakproof, wearproofl 
and perfectly sealed. 
Finished in nickel or 
copper. 
BASES 

Oiler is provided with 
handy wall holder or the 


new patented detachable 
non-tip base. 











Completely 
Disassembled 
For Cleaning in 


50 Secouds 


The only line of oilers 
featuring complete 
take-down for cleaning. 
All moving parts may 
be disassembled. No 
need to throw away 
plugged oilers. Any 
parts may be replaced 
either individually or 
groups. 


SPOUTS 
and NOZZLES 


are interchangeable. Noz- 
zles and spouts of the K-P 
Oiler line are of different 
shapes and sizes. They can 
be used for oil, cement, ad- 
hesives, ink, and other liq- 
uids. Both rigid and flex- 
ible spouts available. 





JOBBERS 


K-P offers a complete line. 
Availablein 16 sizes: 6 oz. 
to 1 quart containers. 


Write for low prices. 





PRECISION CONTROL / 


By making a simple adjustment, 
the amount of liquid to be used 
can be regulated from a fraction 
of a drop to a full stroke. Cuts 
down waste, reduces material 
spoilage, and saves money. Ideal 
for textiles, food processing, and 
other industry. 








MANUFACTURING CO. 


1226 LINDEN AVENUE @ MINNEAPOLIS 3, MINN. 
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NEW... no. 5 KELLER 


POWER 


DA HACK SAW 
Greatet ing 
ono 


mica! 


SALESMEN of Acme Industrial Sup 
ply Co., Los Angeles, talk things over 
after a recent sales meeting. They ar 
Dale Soderman, Jack Deutsch, Bill Loy 
und Marvin Stevenson 





MODEL ADDED New Orders Increase 
TO POPULAR For Second Month 


KELLER Ihe new order index for industrial 
supplies and machinery advanced in 
LINE February for the second consecutive 

month, the American Supply & Ma 
ew Ne. $ hes 9” = chinery Manufacturers Association re 

9” capacity. Has ports. 

variable 0-200 Ib. The February index was 140.5, a 

power pressure reg- fractional point gain over nuary’s 

ulator for blade. Cuts 113908 U £ on r er Ja 

thin wall tubing or 4 Rts january vie 

solid bars fast. Also declined almost uninterruptedly sinc« 


many other fea- March 1953, when a recent high of 
tures you want 188.2 was reached 


=o on I'he base month for the American 
@ More Features Association’s index is July 1948, There 
@ Easy to Sell | fore, the February order rate was more 
@ Rapid Turnover than 40 percent above par. The index 
@ Satisfied 1S based 
Customers ciation members 
@ 10 Models to 
Choose From Republic Supply Official 


index had 


on orders received by asso 


Sell the Keller Addresses Italian Group 
Power Hack Saw | ; 3 I 
line. ow a Robert L. Temple, industrial sales 
cost—speedy. Each manager of the Southern Division of 


Keller Saw sale . 
means genuine cus- Republic Supply Company of Cali 


tomer satisfaction fornia, Los Angeles, is learning first 
plus good profits. hand what Italian industrialists think 


CHOOSE FROM THE of American methods of business man 


igement 
Complete Last fall Mr. Temple described his 
firm's sales management methods to 
LINE OF KELLER m Italian Industrial Study Mission 
POWER HACK SAWS it the Stale1 Hotel in Los os age 
oO 


Now he is still receiving letters 


New catalog illus- praise and thanks from members of 


trates and gives all the Italian delegation, one of whom 
. specifications of 10 Savs he em lov 120 UUU persons In 
models. Write for Italy pioys — 


catalog today! 
. y I'he delegation consisted of a cross 


section of industrial and retail market 
ing groups. Its tour was sponsored 
by the United States Chamber of 
Commerce 

eume cite Chanene - snadh Gin Semaain canaee Oltem ante wean Chamber of Commerce officials said 


2347 University Avenve ° $0. Poul W4, Munnesete the delegates told them that Mr. 
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You can probably put up a pretty 
sharp sales argument. But when it 
comes to pressure gauges, you don’t 
have to go on the defensive. Not if 
you recommend MARSH! 

We couldn't say this if the Marsh 
line hadn't already done its OWN 
talking . . . on the job. Practically 
all the big developments in pressure 
gauges and dial thermometers were 
pioneered by Jas. P. Marsh... 
and now look at those current 
developments—the Conoweld tube, 
the Marshalloy case, and the ad- 
vanced movement. All this and the 
“Recalibrator” too! 

Advertisements like that above are 
telling the story of Marsh leadership 
in publications read by your cus- 
tomers. There is a Marsh gauge or 
dial thermometer for every need — 
each the best of its kind. Just say 
MARSH and end all arguments! Ask 
for latest information. 


MARSH INSTRUMENT CO. 
Soles affiliate of Jos. ?. Marsh Corporation 
DEPT. C., SKOKIE, ILL 


the gavge 
with sai “ 
HRECALIBRATOR 


* o- Quic 
’ Recalibrator that he 
The Morsh correct 2 gouge the finishing 
best wey a a adjustment 
knocked e. superlative gouge: 


touch to 


GAUGES + VALVES + TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 
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The Sioux Model 1200 Electric Polisher is ideal for shops 
and service stations where the need is for a heavy duty 
polisher. Its balance and touch make it a favorite with op- 
erators. Its speed and power assure the finest work with 
minimum labor cost. 

Model 1202 (not shown) is a well-balanced, light, easy to 
handle polisher for intermittent service in smaller shops and 
garages; as an auxiliary polisher; and for waxing operations. 

Dependability? Behind that trade mark there’s a reputa- 
tion built over 40 years of manufacturing experience, that 
says you’re going to be satisfied with the quality of this 
electric tool. 


Write for the 


NEW SIOUX CATALOG 





USE SIOUX ALL THE WAY THROUGH 


Electric Drills, Sanders, Polishers, Bench Grind- 
ers, Portable Grinders, Valve Seat and Face 
Grinders, Electric Hand Saws, Flexible Shafts, 
Abrasive Discs. 





Sold only through authorized SIOUX distributors 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A 
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You a target? 


Let's face it...we're all targets! 


If your plant is not ready with a disaster plan, 
better act now. There’s not a single American 
plant that’s out of range of an intercontinental 
bomber—and fires, floods, tornadoes or explo- 
sions can kill you just as dead as an atom bomb. 


It costs next to nothing to take a few simple 
steps which may save hundreds of lives. Here 
they are. Check them off today. 

[) Cali your local Civil Defense Director. He’ll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with commu- 
nity Civil Defense action. 

[}] Check contents and locations of first-aid kits. 
Be sure they’re adequate and up to date. Here, 


again, your CD Director can help. He’ll advise you 
on supplies needed for injuries due to blast, radi- 
ation, etc. 


[] Encourage personnel to attend Red Cross First- 
Aid Training Courses. They may save your life. 
[] Encourage your staff and your community to 
have their homes prepared. Run ads in your plant 
paper, in local newspapers, over TV and radio, on 
bulletin boards. Your CD Director can show you 
ads that you can sponsor locally. Set the standard 
of preparedness in your plant city. There’s no 
better way of building prestige and good com- 
munity relations—and no greater way of helping 
America. 

Act now... check off these four simple points... 
lives are at stake... have you a right to delay? 
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l'emple’s speech was the best 
most informative the group heard 
its entire nationwide tour 

[he Republic Supply officia 
described his company and it 
branches, its personnel and physi 


plant, and then had explained 


tail the firm’s 


od 


sales management 


He told the delegation th 
management had four obligation 
employees, to stockholders, to 
to the 

function of 
pany’s departmental groups in 
ing out this policy 

Mr. Temple said letters received 
since his talk the Italians 
were much interested in the amount 
of trouble the company takes to spell 
out firm policy and goals, to aid sales 
men in doing an efhcient job and to 
pick good supervisors. Also they re 
marked on the policy of sharing per 
tinent management information with 
personnel and acquiring valuable in 
dustrial relations data through 
minal interviews when employees left 
the firm 

He said that the American 
cratic relationship among all levels of 
company personnel appeared to be 
1 revelation to these men trained in 
the Old World social relationships.’ 

Rov W. Johnson, executive vic 
president of Republic Supply ¢ 


ilso participated in the meeting 


tomers, and community 


described the 


indicate 


de Thit 


Fray Machine Tool 
Opens New Plant 
Frav Machine Tool Co. | n 


id 
its manufacturing-engineering services 
ind main offices to a new, modern 
plant on North Ontario St., Burbank, 
Calif 
Officers said the new lo pro 


ind room for future 
20.000 


ition 
vides more space 
expansion. The plant cover 
q. ft. and includes both manufactur 


ng space and display room 





OUTDOOR SHOWROOM 


A manufacturer of welded boilers 
and heaters in New Hampshire has dis 
pensed with display room overhead, 
both figuratively and literally, accord 
ing to Welding Engineer, McGraw-Hill 
publication. His exhibits, set outdoors 
on a six-inch concrete platform, are 
vis ble even at night by means of all 
weather spotlights. Aluminum paint 
sprayed on the boilers and heaters to 
make them waterproof, also helps to 
catch the eye of motorists coming 
down the heavily traveled highway that 


borders his property 











ndustrial Hose and 
Reusable Fittings 


by 


@ Flex-O-Tube industrial hose and reusable fittings are 
backed by more than twenty-five years of hose coupling 
experience. They are manufactured to rigid Flex-O-Tube 
standards of highest quality. 

Flex-O-Tube industrial hose and reusable fittings are 
used in all industries for a wide variety of applications 
. . fuel, oil, hydraulics, pneumatics, LP Gas and re- 


frigerants. 


Complete range of hose types and sizes for low, 
medium and high pressure applications with easy-to- 
assemble fittings. 


wast 
cqueiin 








We will welcome the opportunity to 
discuss the Flex-O-Tube industrial dis- 
tribution program with reliable supply 
and engineering specialty houses. 


Registered Trade Mark 











— gp nuts 


752 FOURTEENTH 


Diviston 


OF MERIDAN 


* DETROIT 16, 


CORP. 


MICH. 
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BOOST SALES 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right on the job. 
With a GReEnLee 
Bender ome 
but a few minutes 


man 0 


makes smooth, accu- 
rate bends in pipe and 
conduit up to 5” 
Compact, portable 

saves oy 
saves materials, 


HAND BENDERS 

FOR TUBING, PIPE, 

cownouit 

Quickly form small- 

radius bends without 

flattening or kinking 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, casy enlarging of 

knockouts and cutting of 

holes in metal boxes, cabi- 

nets, panels. Various sizes 

and models for making open- 

ings for conduit sizes from 

16" up to 349". To operate, 

simply turn with a wrench. 
HYDRAULIC 
KNOCKOUT PUNCH 
DRIVER 
Portable hydraulic unit 
for driving Green_es 
Knockout Punches. 
Speeds jobs... easily 
operated. Develops over 

11 tons of pressure so that conduit openings 

are cut in 10-gauge metal with case. 


CABLE PULLER 
AHD BORING 
TOOLS 
Specifically de- 4, 
signed to save 
time, speed jobs ... 
eliminate tedious, heavy 
work. Companion tools to @ t 
many other Greenies timesavers for the 
electrician. 


voeoseoer 


x=, 
GREENLEE 


il Tool Folder, Greenlee 


Rockford, Ill. 


W rite tor new Electri 
Tool Co.. 1925 Herbert Ave 


388 


SALES ENGINEER Woody Cox of 
Owen-Richards, Birmingham, Ala., gets 
a briefing on a new line from Robert 
D. Prushing, Jeffrey Mfg. Co 





Government to Screen 
More Small Bids 


The Department of Defense and 
Small Business Administration will 
now screen procurements involving 
$10,000 and up for their joint-deter 
mination program, it was announced 
recently 

Previously, expenditures of 
$25,000 or more were screened. 

Screening insures that a proportion 
of defense orders will go to small firms, 
under the program operated jointly by 
the two agencies. 

Wendell B. Barnes, Small Business 
Administrator, said the change should 
result in increasing the share of de- 
fense orders for small firms. 

Contracting officers of the Army, 
Navy and Air Force will endeavor to 
allow a minimum of 30 days from date 
of issue of invitation for bids and re 
quests for proposals to opening or 
closing date on all proposals. If 30 
days cannot be allowed, a shorter time 
will not, in itself, be an acceptable rea- 
son for rejecting a joint determination, 
officials said. 

\ joint determination restricting all 
of a procurement to small business 
may be entered into when the con- 
tracting Officer is satisfied that there 
will be sufficient small-business re 
sponse to assure adequate competition 
ind a fair price to the Government. 
If the contracting officer is not satis 
fied, he may enter into a partial joint 
determination. If it is clear that the 
making of more than one award will 
not increase the cost of the item to 
the Government. 


only 


Durabla Names 
Vice-President 
Raymond H. Blackford has been 


named vice-president in charge of 
engineering of Durabla Mfg. Co. He 
has been chief engineer since 1945. 
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NATION'S 
FASTEST 
SELLING 
WINCH-HOIST 


today, the Lug-All Winch-Hoist is the 
pet of profit-minded, mine, marine, industrial, 
mill, and contractor's supply distributors. So 
ruggedly built . . . so sensibly designed .. . 
the buyer is interested at once! Hundreds of 
time saving uses. A Penna. steel company has 
re-ordered twenty-eight times! A large alumi- 
mum producer uses 52 Lug-Alls in one plant 
alone! Here’s what users like about the Lug-All 
Winch-Hoist .. ° 


LIGHT WEIGHT 


Weighs only 8% pounds, yet withstands 5 ton 
load on aluminum alloy frame. Stainless steel 
springs, oiled-for-lifie bearings. The load is 
lifted with highly flexible 133 strand pre-formed 
air-craft cable. 


1% TON CAPACITY 


Lifts, lowers, pulls or stretches up to 1% 
tons. Works easily around corners, and other 
obstructions. Wnskilled workers pick up the use 
of a Lug-All on sight. Saves work of five men 
on double pulley rope-block. Guaranteed for 


LOW COST 


The Lug-All Heavy Duty Model (#3000 HD) 
retails at $35.25, F O B. Repeat business comes 
e-a-s-y. Write for distributor's discount list and 
fact sheet TODAY. No obligation. Collect 
telegrams from rated distributors. 


Write for literature about our distributor policy. 


THE LUG-ALL COMPANY 
WYNNEWOOD, 11, PENNA. 
NS A 


accepted 





Fred B. Roberts 


J. H. Williams Names 
Southern District Head 


Following the opening of its new 
warehouse in Atlanta, Ga., J. H. Wil 
liams & Co. has appointed Fred B 
Roberts as Southern district manager 

His headquarters will be at the new 
district ofhice at 1853 Cheshire Bridge 
Road, N.F 

I'he warehouse is expected to serve 
distributors 
tire Southern area 


; 


and customers in the 


Names Representative 


J. H. Williams & ( 
pointed Robert C. Krauth 


resentative with headquart« 


mingham, Ala 

He will contact industrial plan 
behalf of distributors in Alabama, ‘Ten 
nessee, Mississippi, and utheastern 


Louisiana. 


] 


Robert C. Krauth 





To Sell for Hose Accessories 


Hose Accessories Co. has appointed 
Hammeal & Lawrence Co., Wether 
field, Conn., as factory representatives 
in the New England staté 


NOW science PERFECT 


IDEAL “V" LINK BELTS! 


? 


yMprover 


At last . . development research and on-the-job testing have 

perfected the “’V” Link Belting everyone has demanded. The new 

special rubber compound, combined with the high tenacity fabric 

offers a “made to order” “V” Link Belting that gives you all 

these advantages: 

*® GREATER STRETCH RESISTANCE! 

*% MORE PLIES IN EACH SIZE GIVES 
HIGHER POWER CAPACITY! 

* IMPROVED FLEXIBILITY! 





























* GREATER RESISTANCE TO SHOCK, 
FATIGUE, AND ABRASION! 


* MUCH LONGER LIFE! 
ALL AT NO INCREASE IN COST! 


FOR YOUR FREE 
SAMPLE AND 


BRAMMER - Red’ 
LITERATURE AN 


eliminates — 
nd o 


Write to: 
29 0nann.. 


BRAMMER cok noma 
WAREHOUSES: Atlanta 
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Birmingham (Kansas City Los Angeles San Francisco 


CUARA RANTEE 


uct 


Seattle 
389 





390 


An Extra Sale... 
Additional 

Profit for You 

at the Same 

Time You Sell Those 
Grinding, Buffing 
or Polishing Wheels! 


For detailed information and specifications write for Catalog 54 VE. ay 
—, 


Plant Operators 
Welcome the 


ate 
as a Protection 


to Workers’ Health 
and Expensive Equipment 


So you sold the man some Grinding, 
Buffing or Polishing Wheels! Why let 
dust settle on a good sale? It’s a more 
profitable sale for both you and your 
customer when you sell him The Cin- 
cinnati AIR MASTER, too. This efficient, 
self-contained dust collector unit is 
urgently needed in every plant where 
grinding, buffing or polishing of any 
kind is done. 


Designed to thoroughly filter dust and 
grit laden air from all makes of Grinders 
and Buffers regardless of whether new 
equipment or equipment already in- 
stalled and in operation. 


Get the facts—get more mileage and 
profit per sale with the AIR MASTER 
and other The Cincinnati products— 
QUALITY equipment since 1902. 


‘Se 





THE CINCINNATI ELECTRICAL TOOL CO. 


CINCINNATI 8, OHIO 


2686 MADISON ROAD 
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Help Industry Cut Costs, 
Auto Men Urge Salesmen 


Salesmen selling to the automobile 
industry must learn more about cost- 
cutting applications of their products 
to succeed in today’s competitive mar 
ket. 

That’s the view of industry leaders 
who addressed a recent Industrial 
Marketing Conference sponsored by 
Wayne University in Detroit. Some 
200 sales personnel, purchasing agents 
and executives from the area attended. 


Seller’s Market Over 


Del S. Harder, vice-president-manu 
facturing of Ford Motor Co., told the 
group: “Every business concern has 
got to have a real awareness of the 
hard realities of a competitive market. 
And every one of us has got to fight 
costs all along the line. The success 
or failure of a particular company de 
pends on it.” 

He said suppliers and distributors 
could increase their value to customers 
by improving the quality and training 
of their salesmen, standardizing allied 
groups of products and maintaining 
adequate inventories. 

“Some industrial salesmen are in 
idequately prepared for their jobs,” he 
said. “Some do not know what they 
should know about the application of 
their own products.” 


Volume Not the Problem 
Any More 


Ray P. Powers, vice-president, man- 
ufacturing, for Packard Motor Car 
Co., said today’s manufacturing pic 
ture has taken on new characteristics 
in the past seven months. “Production 
has been called upon to play a new 
role in the light ef the present eco 
nomic climate. For the first time since 
1941, the keynote in production is not 
volume—rather it is quality and lower 
unit costs. 

“The basic solution of course is to 
develop new ways, new methods, new 
machines to do the jobs. And we arc 
going to have this development if we 
are even to hold our cost range where 
it is now, much less reduce it. This 
then is the challenge to industrial sup 
pliers. They are the people upon 
whom we in consumer goods produc 
tion must depend.” 

“If we as a manufacturer elect to 
make a given part, and take the profit 
on it, then we must be prepared to 
assume the responsibility of research 
and development. Conversely, if we 
purchase from a supplier, it is reason 
able to look to that supplier for for 
ward thinking and development.” 

He said production efficiency, prod 

(Continued on page 392) 








hI) LET’S LOOK AT SOME 
py LEADERS IN R-PeC’s 
COMPLETE VALVE LINE 


© The best sellers shown here represent only a small part of the wide- 
spread R-P&C Valve line. R-P&C manufactures gate, globe, angle and 
check valves in all standard materials, in a wide range of sizes and pres- 
sure classes. Bar stock valves, asbestos-packed cocks, Lubrotite gate 
valves, cast steel fittings and other specialties round out the line. 

The completeness of the R-P&C line gives R-PaC jobbers extra 
profit possibilities—allows them to bid competitively on all types of 
valve business. Whether the specifications call for a %” bar stock 
valve or a special cast steel 24” gate valve—R-PaC jobbers are in 


Pressure sealed bonnet joint 
cast steel valves cre furnished in 
gate valve and globe valve styles in 
900 Ib., 1500 Ib., and 2500 Ib. 


pressure classes. 





the bidding and get a big share of the contracts. 


R-PaC is Easier to Sell 

For over 84 years, R-P&C has been 
building quality valves and customer 
preference. R-P&C’s reputation for 
quality makes selling their products 
easier—simplifies the jobbers’ mar- 
keting operation. 


All these Sales Helps 

R-P&C jobbers get the benefits of a 
complete roster of sales aids unsur- 
passed in the valve industry. Inten- 
sive advertising in industrial publi- 
cations (usually two-page spreads), 
catalogs, literature, a quarterly house 


organ, wall charts, selector slide rules, 
trade shows—all increase the selling 
effort behind R-P&C Valves. A qual- 
ified staff of valve sales engineers 
gives jobbers technical assistance on 
major projects—helps them sell the 
big orders. 


Easy to Stock and Ship 
Unit packaging of R-P&C valves 
keeps stocks neat and cuts down 
handling time. 

Get the profit story that has kept 
many R-PéC jobbers on its roster 
for generations. Write for details. 


R-P<C Valve Division 


co 
wa AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 





Asbestos-packed cocks, an 
R-P&C exclusive, are furnished in iron 
in sizes from %” to 6” with screwed 
or flanged ends. 





Cast steel fittings, ells, tees, lat- 
erals, crosses, reducers—screwed or 
flanged ends. Furnished in a wide 
variety of sizes up to 24”, in pressure 
classes from 150 to 2500 Ibs. 


Lubrotite Gate Valve3, exclusive 
with R-P&C, provide a patented lu- 
bricant seal which gives positive shut- 
off, retards corrosion, reduces main- 
tenance. Furnished in iron, iron with 
bronze trim, cast steel with stainless 
trim, in sizes from 2” to 24”, 


Bar stock valves are precision 
machined from highest quality 
bronze, carbon steel, or alloy steel 
bar stock. Working pressures for car- 
bon steel range from 10,000 Ibs. at 
150°F to 475 Ibs. ot 1,000°r, Sizes 
from Ye" to 1”. 











uct quality and distribution could no 
longer be built on a foundation of 
Government orders the way much of 
portage plant capacity had been built in recent 
POWER SAW years. “The job must be done under 
the pressures of competition by hard 


work and ingenuity.” 


: Engineering Help Needed 
TH E TOOL W. T. Burwell, Chevrolet Engineer- 
. ing Division, called for more engineer 
~ ing help from salesmen. 
YOU CAN SELL “Interdependence among industries 
assumes greater importance every day,” 


he said. “Each new development 


ft 
TO ALL AND BUILD makes us more dependent on our 
REPEAT SALES ON sources for specialized engincering in 


formation.” 


INDUSTRIES PAD He said the industrial supplier or 
POWER SAW BLADES distributor is actually the business part- 
ner of the manufacturer who uses his 


The Key-Hak SELLS FAST because it cuts wood, ee | product. “His counsel is sought by 
cuts metal, cuts costs on all types of installation the manufacturers’ design engineers. 
and maintenance work. Cuts steel plate, transite, oe Anv ; of »roving the relation 
pipe, corrugated metals, all kinds of building mate- ‘ A Hr po ote thy rm 
rials, ete. Can't be beat for heavy duty cutting jobs, Especially designed for use With ship between supplier and his cus 
in Ye” and heavier steel and other alloys—even Key Hak Power Saw tomer’s design engineers will permit 
saletees steel! Here is a tool that makes ALL aos } a every — aoe you 1 freer exchange of ideas. A_ better 
indust : - sell, there are continuing sales o 5 a ee 
: ¥ your seedy customer. Key-Hak fits any PAD Power Saw Blades. There is | understanding of one anothers’ preb 
eavy-duty 4" electric or air drill with chuck @ PAD High Speed Blade for every ~ . 
speeds of 2000 to 3000 RPM cutting purpose, especially designed lems and requirements will benefit 
for use with the Key-Hok. The both parties.” 


KEY-HAK DIVISION combination of the Key-Hak Porta- 
ble Power Saw plus PAD Blades is 


a dependable source of profits for 
PRODUCERS & DISTRIBUTORS Inc. industrial distributors Hew to Handle Engineers 


714 South Sixth St. Allentown, Pa 
’ . ‘ S 

















He advised salesmen: 
“The engineer is a peculiar indi 


vidual. He is trained to deal with facts 

SOURCE and to face realities, but to be always 
aggressive and seeking new ways to do 

things. Because of this he is curious 

OF and somewhat skeptical, or at least 

| appears that way to others. . . . The 

| best way to gain his confidence is to 

SUPPLY | submit factual data regarding your 


product and its performance. If an 
Deere opinion is offered which is not sup- 
ported by factual data, be sure to 


— FOR ALL YOUR LIQUID AND qualify it accordingly. Then seek ad 


Temperature | ditional data.” 
mapeaiee STEAM CONTROL SPECIALTIES “Establish your contacts with the 
design or production engineer pri- 


: Here at Keckle , . —_ ; watmaant . ‘ 
Relief Valves € Keckley you can get everything you need marily on an engineering rather than 
for controlling liquid and steam service—all from one a sales basis. . . . 
“Be considerate of your customer’s 


, time . . . when the objective of the 
Pop Safety Valves quirements—saves valuable time and trouble for you someay ; : 
; meeting is attained, the engineer will 





Fleet Valves 


Strainers , , 
source. It's the simple, easy way to handle your re- 
: 


Level Controiers and assures your customers of the best regulating equip- | appreciate your permitting him to de- 

ment available. Here’s a profit making line that makes vote his time to other problems.” 
“It is important that you know your 
customer's product well. Know the 
function of the part and what is ex- 
Water Gauges re 2s ™ pected of it. This will permit you to 
O. C. Keckley Co., 400 W. make design recommendations much 

Balanced Valves Madison St., Chicago 6, Illinois. more intelligently.” 

“Before actually submitting your 


| product, discuss the application with 
the design engineer. He will be glad 
to advise you of requirements and sug- 
gest tests which can be conducted to 
qualify your product.” 

Mr. Burwell listed ten points to be 
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Motor Valves 
for easier, simpler satisfying of your customer's needs. | 


Float Boxes ; 
Don't forget to send for your free copy of the Keck- | 


Diephragm Valves . , : P 
—e ley Catalog 54C, featuring our complete line. Write 





covered by salesmen in submitting a 
product to an engineer 
1. Design criteria 
Physical characteristics 
Processing limitations 
Handling problems 
Data on typical applications 
Resistance to corrosion 
Resistance to oil and gasoline 
Effect of high and low tempera 
ture operation 
Servicing procedure 
Patent restrictions 
These data, he said, mav not 
to all products, but the information 
should be as complete as possible no 
matter what the product is 


ipply 





TRIO at Quality Mill Supply Co., In 
dianapolis, are Fred Knauer, president, 
Ken Mueller, and William Mueller 
branch manager. Quality has it 

office at Columbus, Ind 





Heads Goodrich Plant 
The B | Goodrich Co. has ap 


pointed George E. Field as manager 
of the Marietta, Ohio, plant of its 
Industrial Products Division. He was 
at one time field sales manager of the 
company’s plastic materials sales de 
partment 





TRADE-IN SAVINGS 


It doesn’t pay to 
diesel engine aside from normal main- 
according to National Pe 
McGraw-Hill publica- 
tion. A West Coast oil trucking firm 
finds that buying 
cheaper than rebuilding them for fur 


repair a worn 


tenance, 
troleum News, 


new engines is 
ther use; engine repairs cost 1¢ per 


mile, compared with .005¢ per mile for 
an engine bought and later traded ir 











Al 
oat 


Coupling 


Quicker, Simple Installation 


Longer, Better Service 


SLEEVELOCK COUPLING 


TYPE SL 


Cap screws pull housing up 
on bushing to positive, 
uniform fit to shaft. 

No keys required 


Flush ends 
no projections 


SELF-ALIGNING 


Inspection hole 


Coupling housing has 
taper bore 


1-prece split bushing fits 
taper bore in housing 


Smooth machined 
surface all over 


Only Sleevelock Couplings Have All These Features 


ABSOLUTE SELF- 
ALIGNMENT 


No flanges, set screws or bolts, or incon- 
venient devices for aligning bushings in 
housing 


EASY, QUICK MOUNTING 


Simply insert bushings and coupling 
housing on ends of shafts, then insert 
and tighten cap screws 


FAST DE-MOUNTING 


Loosening cap screws instantly unlocks 
coupling 


UNIFORM SHAFT CONTACT 


Split bushings provide full positive grip 
on any undersize, oversize and standard 
shaft 


REQUIRES LESS SPACE 


Dimensions have been held as small as 
practical for safe operation, easy 
installation 


ELIMINATE KEYS 
Bushings are not keyed into housing. 
The cap screws are the keys 
NO PROJECTIONS 
Bushings fit flush with housing. No bolts, 
lugs, flanges, other projections 
MACHINED FINISH 


Every surface is fully machined to make 
a smooth, perfectly balanced cylinder 


LONG SAFE SERVICE 
Medart special Hi-Ten Alloy Iron is 


used for trouble-proof operation under 
severest conditions 


Write For Catalog 


Most Complete Source For Mechanical Drive Equipment 


THE MEDART COMPAN 
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3535 DE KALB STREET 
ST. LOUIS 18, MO. 





see you 

at the show! 
Booth . 
A-11 


Crown 


Mitre Gear 
Units 


will be looking for you at 
New York’s Triple Industrial 
Supply Convention on the 
17th, 18th, 19th. 


And You will be looking for 
Crown Mitre Gear Units if 
you're interested in the finest 
right-angle gear units 
obtainable for your customers. 
Rugged, compact, powerful 
Crown Mitre Gear Units are 
designed and built 

specifically for industrial 
applications that require long 


service and high load capacity. 


They have unlimited 
possibilities for transmitting 
power or motion at right 
angles, and represent savings 
in equipment costs. 

More than 120 Industrial 
Supply Distributors in 42 
states attest to their 
excellence, and constantly 
increasing acceptance. 


Gea 320 Park Avenue 
Worcester 2, Mass. U.S.A, 
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New Booklets Published 
For Small Business 





Ihe Small Business Administration 
has published a number of new book 
lets designed to aid small firms of all 
types. They are available at all S.B.A 
field offices. Among the booklets are 


Development Credit Corporations 

What They Are—How They Are 
Organized—Designed to assist states 
and communities in the establishment 
of sources of local credit for small 
business, this booklet cites successful 
instances of Development Credit 
Corporations in New England and 
Louisville, Ky. Charters of three such 
corporations are reprinted in the ap 
pendix. The new credit corporations 
are a means of making private capital 
available to new and expanding busi 
nesses, where banks and individuals 
are reluctant to invest 


How the U.S. Employment Servic« 
Helps Small Business—This is No 
41 in the series of Management Aids 
for Small Business. It points out that 
through 1,650 full-time and 2,000 
part-time State Employment Servic« 
offices, located throughout the nation, 
the U.S.E.S. gives assistance with th« 
recruitment of workers of all types 
The agency also supplies related pet 
sonnel-management services, as well a 
current labor market information. D« 
scribed in the booklet are various sp« 
cialized services, based on 20 years 
of cooperative research with industr 
on employment problems, which may 
be of value to small business that do 
not maintain extensive personnel de 
partments. The Employment Service 
the booklet points out, is active in 
developing scientific methods for im 
proving the recruitment, selection, 
placement and utilization of workers 
It has developed a variety of tools and 
methods to cope with the problems 
of job analysis, occupational classifi 
cation, turnover and absenteeism 


Making Your Sales Figures Talk 
Designed primarily for manufacturers, 
this booklet (No. 8, Management 
Aids) contains basic information on 
sales analysis and related subjects that 
can apply to any business. It was pub 
lished to coincide with the change 
over from the seller’s to the buyer’s 
market, with sales instead of produc 
tion now the No. 1 problem. The 
booklet lists sources of information 
for estimating potential, and outlinc 
briefly the fundamentals of | sales 
analysis from internal records, call re 





ports, etc. How to break down costs 
of distribution is also described. The 
booklet contains numerous charts and 
graphs and a bibliography. It costs 2 
cents 


Better Communications 
Business—This booklet, N 
Small Business Management S 

designed to help management get 
ideas across to both employees an 
thers not directly under management 
control. Elements of management 
control in which communications play 
a part are described, and the need for 
clear lines of authority and responsibil 
ity in communications is stressed. The 
subject is treated as part of the over 
all problem of “humanizing’” man 
iwement for better human relations 
Available for 20 cents 


Cost Accounting for Small Manu 
facturers—Of interest to distributors 
who work closely with their customers 
on cost problems, this booklet explain 
how to derive unit costs and set 
up accounting procedures to reflect 
the performance of departments and 
machines. Manufacturing plants ar 
classited in three groups: jobbing 
plants, continuous process plants, and 
producing and assembly plants. N« 
) in the Small Business Mana 


Series, the booklet cost ent 


nent 


Cutting Office Costs in Small 
Plants—No. 6 in the Management 
Series, this booklet points out that 
most office costs can be controlled 
yce the office manager has segregated 
them and built up the general cost 
pattern for the year. It describes how 
process-charts are used to give a ste 
by-step account of what happens from 
beginning to end of each major offic 
ictivity. The importance of a forms 
control program to reduce the load 
paperwork is described. Companie: 
instituting such programs, the | 
claims, have found that up t 
cent of the forms 

eliminated. 

lavout ar 

that similar 
kept in “core” areas, to facilitate the 
flow of work in sequence. An office 
check chart is provided, with 
tions on layout, records, worl 
fication and personnel 


Kraeuter Names Representative 


Pevset e C2. Colorado Spri 
has been named to represent Kraeut 
n Colorado, Utah, Wyom 
Mexico, western Nebraska 
Pa l'exas Will m P 


the firm 


(Oveats 


more STAR 


METAL CUTTING SAWS 
HAVE BEEN SOLD 
THAN ANY OTHER BRAND 


FOR SEVENTY-FIVE YEARS 
Star Blades have been sold only through Industrial 
Supply and Wholesale Hardware Distributors. 
FOR SEVENTY-FIVE YEARS 


Star quality materials and specially designed fabri- 
cating equipment have been industry’s assurance of 
product uniformity. 


FOR SEVENTY-FIVE YEARS 


Demand for Star Blades has continued to grow. Year 
after year, Star national advertising tells industrial 
consumers — your Customers — to buy Star Blades from 
you. And, of course, the Star line is complete—includes 
all types of hand and power blades, metal and wood 
cutting band saws. 


*“ INQUIRIES ARE INVITED 


FROM INTERESTED 
INDUSTRIAL DISTRIBUTORS 


CLEMSON 
CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hacksaw Blades, Frames, 
aw Metal and Wood Cutting Band Saw Blades and Clemson Lawn Machines. 
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STAINLESS STEEL 
FASTENINGS 
by Anti-Corrosive 


becat? 


)\LOWER PRICE! 


/ 


Superior produc 
tion capacity and know-how means 


lower costs consistent top quality 


climinates rejection headaches 


AVAILABILITY! 


ventory of more than 9,000 varieties 


IN STOCK in 


and sizes of stainless fastenings 
means immediate delivery of your 


needs! Streamlined service on spe- 


cial orders, too 


JSERVICE! Anti-Corrosive give you 
needed information, quotations and 
shipments faster! The right product 
at the right time for the right price 
—-a combination that means more 


sales for you! 


Write for FREE Catalog 54L, 


the one complete reference 
handbook to 


fastenings! Ask for the 


Stainless steel 
BIG PROFIT 


FACTS about selling Anti-Corrosive fas- 
tenings! 


sx Ro 


% 


A 
. > 
% proo 


ANTI-CORROSIVE 
METAL PRODUCTS CO., INC. 


Castieton-on-Hudsen New York 


SALES coverage is outlined by William 
M. Spencer III, president of Owen 
Richards, with R. D. Prushing and S. C, 
Burns, Jeffrey Mfg. Co 





Group to Study 
Pallet Standards 


Standards for pallets are now being 
evolved by a committee of government 
ind industry representatives formed re 
cently under the auspices of the Amer 

in Standards Association. 

he group said, in a statement, that 
material handling are 

both the nation’s 
economy and cde fense 

Forty leaders of industry and gov 
ernment will attempt to standardize 
nomenclature, sizes, materials and com 
ponents of pallets, including test pro 


standards for 
necessary ror 


cedures 


Marlow Pumps 
Opens Texas Plant 
Marlow Pumps, Division of Bell & 


Gossett Co., has opened a new branch 
manufacturing plant at Longview, 
Texas. The company will move all 
operations from its De Queen, Ark., 
plant to Longview. 

The new plant will produce the 
complete Marlow line of engine-driven 
self-priming and end-suction centrif 
ugal pumps. Officials said they expect 
the move will improve service and 
that average shipping time will be cut 
some 30 percent 





ATOMIC BEER 


Pasteurization of beer by atomic ra- 
diation is now being explored by a 
metals company in conjunction with 
scientists from a large university, ac- 
cording to Food Engineering, McGraw- 
Hill publication. It is foreseen that 
packaged beer could be conveyed 
through a radiation machine at a rapid 
rate 
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os BOSTON MAN 


s IN 1954 


IN FORT WORTH, TEXAS... 
J. D. Craig, General Industrial Supply Corp. 


IN ELMIRA, NEW YORK... 
Norman J. Learned, LeValley-McLeod, Inc. 


IN EVANSVILLE, INDIANA... 
Ernest Housh, Housh Industrial Supplies, inc. 


#jJj. D. Craig, General Industrial Supply 
Corp., P. O. Box 243, Fort Worth (Phone 
Edison 9581) supplies Boston Products to 
Fort Worth and West Texas grain, flour, 

Known as “Your 

offers expert 


meat-pac king firms 
Friendly Distributor,” he 
technical assistance surteous se 


and « rvice, 


# Norman J. Learned, Le Valley-McLeod, Inc., 
215-221 E. Church St., Elmira (Phone 
Elmira 6166) serves central New Y 


branches in Schenectady, Olean, Bingham- 


TK Via 

ton, Syracuse— in addition to Elmira office. 

This 40-year-old company has supplied cus- 

tomers with Boston products since 1934, 

* Ernest Housh, Industrial Supplies, Inc., 
30 Main St., Evansville (Phone 3-3732) 
is The “Boston Man” serving industry in 
southern Indiana, western Kentucky, 
northern Tennessee. For 23 years, his 
firm has provided customers with finest 
rubber goods: Boston products 


See the Boston Man in your area. Check 
your Classified Directory or write Boston 
Woven Hose & Rubber Co.——___—_ > 
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\. THE BOSTON MAN 
mw N 


~ 


od 
READ WHY 


THE BOSTON MAN'S 
RUBBER PRODUCTS 
STAY ON THE 


JOB! 


HOW OFTEN WOULD YOU SHUT DOWN 
AND REPAIR THIS CONVEYOR BELT? 


At this Texas gravel deposit, a 1795-ft. Boston conveyor belt has moved 508 tons of 
coarse material per hour of operation during the last three and a half years. Yet work never 


halted for repairs on the belt! It looks and performs today like the day it was installed. 


Boston products stay on the job. The Boston organization offers the advantages of mass production 
without the penalties. It’s big enough to have complete research and production facilities, yet at 
Boston, the era of the craftsman still exists. Fine rubber products from steam hose and V-belts 

to tape and packing are made with the care of custom-built materials by skilled New England 


rubber specialists. Don’t your requirements deserve this kind of care? 


our Boston Man 


IN WOVEN HOSE & RUBBER CO., Box 1071, Boston 3, Mass 
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the Dick line... ere 


& Prime your plant for 


CONTINUOUS pRODUCTIVITY 


..- with DEPENDABLE 





EXPERIENCE ros provon et D's Comer Mrs 


Stee! Split Pulleys, V-Belt Drives and Balata Belting have the 


you long, efficient, 
to absorb your 


COMPANY, INC. PASSAIC, N. J. 


ANCISCO CALIF 10S ANGELES CALIF SEATTLE WASH 
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NO.210F A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DiIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY =e 





MECHANICS’ HAND MEASURING TOOLS AND 
=f PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 


SINCE 1880 WORLD'S GREATEST TOOLMAKERS ¢ ATHOL, MASS., U.S.A. 


We Keep Telling ’Em Why It Pays To 
BUY THROUGH INDUSTRIAL DISTRIBUTORS 


Selling through Industrial Dis- 
tributors has been a hard and fast 
Starrett policy right from the 
founding of the company. The 
L. S. Starrett Company was among 
the first to feature “Buy Through 
Your Distributor” in all advertis- 
ing, catalogs, literature, displays 
and other sales promotion aids. 


Starrett was also among the first 
to devote at least one full page 
advertisement each year to featur- 
ing the Industrial Distributor and 
the value of his services. The ad- 
vertisement shown here in minia- 
ture will appear as a full page in 
the May issue of Mi// & Factory. 
It makes a powerful tie-in with 
the editorial theme of the issue, 
“How Industry Profits Through 
The Services of Industrial Dis- 


tributors.’’ 


Selling industry on the value of 
Industrial Distributor Service is 
a big and important job. You can 
help by featuring the Starrett In- 
dustrial Distributor Seal in your 
own promotion. Ask your Starrett 
Salesman for full particulars or 
write for illustrated folder and 


order blank for free materials. 





“WORLD'S GREATEST TOOLMAKERS* 








| Perfect example 


of why.it pays to 
BUY 
THROUGH YOUR 
INDUSTRIAL DISTRIBUTOR 


INDUSTRIAL 
DISTRIBUTOR 


ypical of the wide variety of quality 


ete Scarrett line ist 
utor, Whatever 


dependable, qualit 


-5 
: ’ TORS Visit STARRETT Booth Me. D 
———— Tripte Indwetrie! Supply Convention, Now Terk City Mey 18 


far 











VISIT THE STARRETT BOOTH, NO. D-5 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
NEW YORK « MAY 18 
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YOU'RE IN LUCK 


u WRIGHT 
Model L-1 
Long Lift 
Speedway 


capacities 


if you're a Wright Hoist Distributor! 


e The brake assembly shown 
above, together with full accessi- 
bility of solenoid, limit switch, 
transformer, controller AND brake 
adjustment, is 
SMASHING MAINTENANCE COSTS! 

On these 1954 MODEL WRIGHT 
FRAME 1 SPEEDWAY HOISTS there is 
nothing to adjust but the cam! When 
the load hook starts to drift, it is 
only necessary to remove the screw 
shown at position No. 1 (see picture), 
swing the cam around so that posi- 
tion No. 2 is in line, and replace the 
screw that secures the cam to the 
solenoid lever arm. For the final one- 
third of brake lining wear, the cam 
is set at position No. 3. 


This repositioning of the cam is 
the ONLY adjustment to be made by 
the users of WRIGHT Hoists. The 
brake springs and solenoid are factory 
set...NEVER need adjustment for 
brake lining wear. 

These 1954 models provide full 
accessibility of parts for lowest 
maintenance costs. To get at the 
brake and controller, it is only neces- 
sary to remove two screws which 
hold the end cover.To get at the limit 
switch, transformer, and solenoid 
coil, three screws are removed and 
the side cover comes off. With this full 
accessibility your customer can make 
a brake adjustment or replace elec- 
trical parts in a matter of minutes. 


WHAT A SALES STORY! No other hoist has ever had os powerful 
a sales story for you to tell. Write today for full information on 
the maintenance-saving WRIGHT Frame | Speedway Hoists. 


Wright Hoist Division 
AMERICAN CHAIN & CABLE 








York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


Ye to I-ton | 


IMPORTANT 
Maintenance Features 


LONG LIFE 


SERVICE ACCESSIBILITY 
End and side covers quickly 
removed for complete accessibility 
of brake, controller; solenoid, 
limit switch, transformer 
SOLENOID ASSEMBLY 

2 never needs adjustment, 
designed to compensate 
automatically for brake wear 


BRAKES 
4s require only two pre-determined 
field settings. ..no guess work 


FRAMES 
Strong, ductile 


GEARS 
Alloy steel 


MOTORS 
NEMA specifications 





WRIGHT Frame 1 
Parallel-mounted Speedway 
Ye to 1-ton capacities 


WRIGHT Model WH-1 
Close Headroom Speedway 
Ys to 1-ton capacities 





